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Marian  Paine,  at  Gen¬ 
eral  Electric's  An¬ 
swer  Center  in  Louis¬ 
ville,  Ky.,  was  the 
champ  in  our  test  of 
consumer  E-mail  re-  ^  " 
sponse  times.  Her 
score:  30  minutes 


By  Randy  Weston 
Orlando,  Fla. 

WHILE  PEOPLESOFT  foCUSeS 

on  knocking  the  SAP  AG  giant 
off  the  hill,  its  users  want  more 
attention  from  their  vendor. 

The  Pleasanton,  Calif.,  busi¬ 
ness  process  automation  soft¬ 
ware  firm  is  growing  rapidly 
and  pushing  into  international 
markets.  But  the  growth  has  a 
price:  lagging  service  and  sup¬ 
port  for  new  and  old  customers. 


Users  rap  PeopleSoft  service 

►  Success  has  firm  scrambling  to  bolster  support 


Customer  Ann  Johnston  says 
PeopleSoft's  help  desk  has 
been  slow  to  answer  calls 


People  won’t  use  your  systems?  You’re  probably 
ignoring  “information  behavior,”  author  Tom 
Davenport  says.  Leadership  Series  follows  page  48 
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“Two  years  ago,  this  wasn’t 
an  issue.  But  as  of  late,  it  is 
getting  harder  and  harder  to  get 
answers  from  [PeopleSoft, 
Inc.],”  said  Don  Zimmer,  proj¬ 
ect  leader  at  publishing  firm  t 
Harcourt  Brace  &  Co.  in  Orlan-  " 
do.  “Last  week,  I  called  their  ; 
help  desk  hot  line,  and  the  mes-  \ 
sage  system  was  full,  so  I  “ 
couldn’t  even  leave  a  message 
about  my  problem.” 

A  handful  of  other  users  in- 
PeopleSoft,  page  120 


Consumers  www.wait 


NetPC  bandwagon  stuck  in  neutral 


By  April  Jacobs  the  concept  of  a  scaled-down 

class  of  PCs. 

users  remain  hopeful  about  “I  just  don’t  understand  why 
the  software  management  un-  we  need  another  subclass  of 
derpinnings  promised  by  the  PCs  for  what  amounts  to  a 
NetPC,  but  they  aren’t  buying  stripped-down  PC  that  costs 

Users'  say" "'"ni'c'e'try^ 

Microsoft's  4.0  users  forced  to  buy  third-party  tools.  Page  4 

WE  ARE  THE  WORLDCOM 

Megadeal  bolsters  chances  for  service  guarantees.  Page  6 

Crypto-bummer 

House  subcommittee  votes  to  restrict  domestic  encryption.  Page  12 

JAVA  JUGGERNAUT 

Business  users  await  embedded  Java  to  create  ‘smart’  offices.  Page  17 


about  what  I’m  paying  for  my 
desktops  right  now,”  griped  a 
vice  president  at  a  major  New 
York  bank,  who  requested  ano¬ 
nymity.  “The  management  fea¬ 
tures  sound  good,  but  I  can  get 
that  now,  and  I  don’t  have  to  put 
another  type  of  desktop  down.” 

NetPC,  page  16 


Warehouses 
grow  more 
ambitious 

By  Craig  Stedman 
Chicago 


LEADING-EDGE  COMPANIES 
hungry  for  competitive  market¬ 
ing  advantages  are  expanding 
their  data  warehouses  beyond 
basic  transactions  and  demo¬ 
graphic  data. 

The  new  frontier  for  Charles 
Schwab  &  Co.,  Sears,  Roebuck 
and  Co.  and  others  is  to  capture 
and  analyze  virtually  all  contacts 

Warehouses,  page  120 


for  E-mail  responses 

Why  do  my  cookies  burn?  Why  is  my  dish¬ 
washer  so  noisy?  Hundreds  of  consumers 
are  visiting  corporate  Web  sites  to  fire  off  E-mail 
queries  such  as  those. 

But  response  time  stinks.  Computerworld’ s  spot 
tests  found  that  our  Web  inquiries  languished  in  the 
“E-mail  bucket”  for  days  before  they  were  an¬ 
swered.  Some  companies  didn’t  respond  at  all. 

To  stop  this  customer  relations  disaster,  IS  depart¬ 
ments  must  exploit  new  technologies  designed  to 
route  and  manage  the  flood  of  consumer  E-mail. 

In  Depth,  page  96 

Desperately  seeking  to  attract 

customers  online,  com¬ 
panies  are  joining  in 
deep  partnerships  on  elec¬ 
tronic-commerce  projects. 

As  Barnes  &  Noble's  Susan 
Boster  leads  the  latest  tilt  a  t 
Amazon.com,  the  start-up  strikes 
back;  meanwhile,  Spree.Corn  drives  its  mall  partner¬ 
ship  online. 


The  Internet,  page  ^9 


-mail  Rich  Tennant  at  the5wave@tiac.net 
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J  ava  drama 


un  Microsystems’  efforts  to  achieve  international 
standards  status  for  java  puts  it  in  the  difficult  posi¬ 
tion  of  having  to  choose  between  what’s  best  for  its 
customers  and  what’s  best  for  Sun. 

Sun  has  asked  the  International  Standards  Organization 
to  endorse  java  as  a  standard,  even 
though  Sun  won’t  cede  control  over  java 
development 

Sun  already  has  been  rebuffed  once 
this  year  in  its  campaign,  but  it  has  dog¬ 
gedly  pursued  its  standards  agenda. 

A  gang  offour  Windows  NT  support¬ 
ers,  led  by  Microsoft,  last  week  published 
an  open  letter  asking  Sun  to,  in  effect,  put 
java  in  the  public  domain.  The  implied 
threat  from  Microsoft,  Intel,  Compaq  and 
Digital  is  that  if  Sun  doesn’t  give  up  control  of  java,  the  compa¬ 
nies  will  devote  their  substantial  resources  to  pushing  Micro¬ 
soft’s  competing  Java  initiatives. 

The  move  ups  the  ante  in  the  Java  wars  and  puts  Sun  in  a 

quandary.  Sun  must  do  what's  best 

Sun  has  no  choice  but  for  its  shareholders,  which  is  to  try 

to  make  as  much  money  as  it  can 

to  keep  Java  in-house.  on  ,ava  That  means  contro||ing the 

standard.  But  if  it  keeps  Java  close 
to  the  vest,  a  nasty  split  in  the  industry  is  inevitable. 

For  customers,  a  public-domain  standard  is  the  lesser  of two 
evils.  But  it  is  almost  certainly  not  what  they  will  get.  Sun  has 
no  choice  but  to  keep  Java  in-house.  Some  revenue,  after  all,  is 
better  than  none. 

Barring  an  unlikely  ISO  endorsement,  Sun  will  have  to  slug 
it  out  in  the  market,  as  Microsoft  did  with  Windows.  But  Sun 
must  deal  with  a  competitor  Microsoft  never  had  —  namely, 
Microsoft.  This  promises  to  be  a  drawn-out  affair,  with  cus¬ 
tomers  stuck  in  the  middle  as  the  scene  plays  out. 


Paul  Gillin,  Editor 
Internet:  paul_gillin@cw.com 
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"I  heai cd  yoi  say  you  needed  a  new  Web  doMsen, 
Andy,  and  1  ihoight  old  could  help  out.  But 
dm#  if  I  can  find  one  ihat'llNork/” 


AT&T  spins  off  5K  IT  staffers 


►  Deal  with  sibling 
unit  may  cut  costs 

By  Jaikumar  Vijayan 
and  Matt  Hamblen 


at&t  corp.’s  megacontract 
with  its  outsourcing  subsidiary 
last  week  could  deliver  better 
services  and  lower  costs  to  inter¬ 
nal  users  of  its  information 
technology  services. 

The  deal  also  is  expected  to 
significantly  boost  efforts  by 
AT&T  Solutions  to  become  a 
major  player  in  the  services  and 
systems  integration  business. 

In  a  move  that  already  is  be¬ 
ing  described  as  one  of  the  big¬ 
gest  of  its  kind,  AT&T  is  inte¬ 
grating  its  entire  internal 
computing  and  network  infra¬ 
structure  —  including  5,000 
employees  —  into  the  2-year-old 
AT&T  Solutions. 

Under  the  open-ended,  multi¬ 
year  deal,  AT&T  Solutions  will 
handle  all  of  AT&T’s  internal 
voice,  data  and  image  network¬ 
ing  services. 

BIG  JOB 

The  company  will  service  all 
networked  computing,  desktop, 
server,  LAN  management  and 
data  processing  servers  for 
AT&T’s  mainframe  and  enter¬ 
prise  server  users. 

The  moves  are  part  of  a  corpo¬ 
ratewide  effort  to  trim  spending 
by  as  much  as  $2.6  billion  by 
next  year,  analysts  said. 


AT&T  last  week  refused  to  di¬ 
vulge  the  dollar  amount  of  the 
deal,  but  analysts  said  it  will  run 
into  billions  of  dollars  over  the 
next  few  years.  Some  indica¬ 
tions  of  its  scope:  AT&T  Solu¬ 
tions  will  manage  more  than 
10,000  MIPS  of  processing 
capacity,  more  than  2,300  Unix 
servers  and  about  120,000  desk¬ 
top  computers  for  AT&T. 

“Though  there  are  likely  to  be 
some  initial  [transition-related] 
wrinkles,  the  transfer  of  service 


from  an  internal  IS  organiza¬ 
tion  to  a  formal  service  provider 
usually  results  in  increased  re¬ 
sponsiveness’’  and  lower  costs 
for  user  departments,  said  Su¬ 
san  Scrupski,  editor  of  the  “IT 
Services  Letter”  and  vice  presi¬ 
dent  at  Technology  &  Business 
Integrators,  Inc.  in  Woodcliff 
Lake,  N.J. 

That’s  because  outsourcing 
arrangements  such  as  AT&T’s 
typically  result  in  better  operat¬ 
ing  efficiencies  from  things 
such  as  centralized  administra¬ 
tion,  installation  and  service. 


Corporations  also  save  costs 
from  the  centralized  procure¬ 
ment  and  infrastructure  con¬ 
solidations  that  such  arrange¬ 
ments  usually  entail,  analysts 
said.  AT&T  will  lay  off  about 
1,100  of  its  IT  staff  by  1999. 

Last  week’s  move  also  greatly 
strengthens  the  services  portfo¬ 
lio  of  AT&T  Solutions.  Formed 
in  early  1995,  the  company 
already  has  a  number  of  major 
clients,  including  J.  P.  Morgan 
&  Co.,  Mastercard  International, 


Inc.  and  United  Healthcare 
Corp. 

The  integration  of  AT&T’s  IT 
unit  will  result  in  an  infusion 
of  more  than  5,000  staff  and  a 
sophisticated  networking  and 
computing  infrastructure. 

“AT&T  is  putting  together  a 
business  model  where  they 
want  to  go  to  market  with  all  the 
terrific  resources  they  have  in¬ 
ternally,”  said  Allie  Young,  an 
analyst  at  Dataquest  in  Westbo- 
ro,  Mass.  “In  AT&T  Solutions 
they  have  a  ready-made  front 
end,”  she  said.  □ 


AT&T  OUTSOURCES  TO  AT&T 


What's  being  outsourced:  AT&T's  internal  computing  and 
network  infrastructure  services,  including  all  voice,  data  and 
image  networks,  mainframes,  Unix  servers  and  desktop  PCs. 

What  isn't:  Application  development  and  planning  services. 

Value  of  contract:  Estimated  at  billions  of  dollars  over  the 
next  few  years. 


Sun:  Letter  from  key  rivals 
won't  jolt  Java  strategy 


By  Sharon  Gaudin 


SUN  MICROSYSTEMS,  INC. 
won’t  be  deterred  by  a  letter 
from  four  industry  giants  ask¬ 
ing  the  Mountain  View,  Calif., 
company  to  cede  control  of  the 
Java  standardization  process. 

“These  are  the  issues  we’ve 
been  dealing  with  in  an  open, 
good-faith  manner  for  months,” 
a  Sun  spokesman  said.  “We’ve 
been  discussing  them  at  an  in¬ 
ternational  level.  We’re  not  sure 
why  they  chose  to  send  this  let¬ 
ter  out  to  the  media  to  commu¬ 
nicate  this  again.” 

TOO  MUCH  CONTROL 

In  a  letter  that  Sun  received  late 
last  week,  Microsoft  Corp.,  Intel 
Corp.,  Compaq  Computer  Corp. 
and  Digital  Equipment  Corp. 


asked  Sun  to  cede  control  of  the 
Java  language  to  an  internation¬ 
al  standards-setting  organiza¬ 
tion.  They  expressed  concern 
that  Sun,  which  developed  and 


owns  Java,  had  too  much  control 
over  the  language. 

The  Sun  spokesman  said  the 
company  won’t  respond  directly 
but  will  submit  formal  com¬ 
ments  to  the  International  Stan¬ 
dards  Organization  (ISO)  with¬ 
in  the  next  few  weeks.  The  ISO 
is  determining  whether  Sun  will 
be  the  main  contributor  of  Java 
standard  specifications.  □ 
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Implementers  talk  about 
their  huge  workflow  system 
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Novell  to  offer  safety 
course  for  GroupWise 


By  Barb  Cole-Gomolski 

Novell,  inc.  this  week  will 
highlight  plans  to  bring  some 
much-needed  security  to  Inter¬ 
net-based  collaboration. 

At  a  Sept.  17  press  event  in 
New  York,  the  company  is  ex¬ 
pected  to  outline  plans  that 
could  help  users  of  its  Group- 
Wise  messaging  system  exploit 
the  Internet  more  safely,  sourc¬ 
es  said. 

The  company  will  highlight 
how  GroupWise  can  be  used 
with  BorderManager,  another 
Novell  offering  that  handles  se¬ 
curity  on  intranet  applications. 
BorderManager  could  be  used, 
for  instance,  to  keep  the  con¬ 
tents  of  a  threaded  discussion 
from  leaking  outside  a  corporate 
firewall.  That  capability  is  espe¬ 
cially  important  because  Novell 
plans  to  add  a  document  pub¬ 
lishing  capability  —  code- 
named  Jefferson  Project  —  to 
GroupWise. 

The  company  also  is  expected 
to  announce  that  it  is  shipping 
GroupWise  5.2.  It  will  support 
key  Internet  mail  protocols,  in¬ 
cluding  Post  Office  Protocol  3 
and  Internet  Message  Access 
Protocol  4,  which  make  it  possi¬ 
ble  for  sites  to  deploy  World 
Wide  Web  browsers  as  mail 
clients. 

Version  5.2  also  will  include 
new  document  management 
and  workflow  capabilities  and  a 
new  administration  tool  called 


GroupWise  Monitor. 

Novell  declined  to  comment 
on  the  announcements. 

Greg  Amette,  a  senior  consul¬ 
tant  at  Synaxis,  a  consultancy  in 
Needham,  Mass.,  said  the  an¬ 
nouncement  will  be  well- 
received  among  his  clients  that 
use  GroupWise.  GroupWise  us¬ 
ers  currently  can  access  their 
electronic  mail  over  the  Inter¬ 
net,  but  it  isn’t  as  secure  as 
many  would  like,  Amette  said. 
The  addition  of  the  Border- 
Manager  services  should  put 
those  security-minded  compa¬ 
nies  at  ease,  he  said.  □ 


To  retain  critical  year  2000 
staff  at  Penn  Mutual  Life  In¬ 
surance  Co.,  Sue  Kozik,  vice 
president  of  IT,  stresses  the 
support  staffers  already  have 
and  the  career  gains  they  will 
make  for  staying.  Our  IT  Ca¬ 
reers  special  report  finds 
there  are  growing  opportuni¬ 
ties  in  the  midst  of  year  2000 
staffing  adversity.  Page  100 


EMC  update  designed  to  ease  warehouse  growing  pains 


By  Tim  Ouellette 


emc  corp.  this  week  will  an¬ 
nounce  a  software  update  that 
could  alleviate  some  of  the  stor¬ 
age  headaches  associated  with 
data  warehousing. 

The  Hopkinton,  Mass.,  stor¬ 
age  vendor  will  ship  Symmetrix 
Multi-Host  Transfer  Facility 
(SMTF)  1.2,  the  latest  of  several 
software  tools  EMC  has  devel¬ 
oped  to  build  more  features  and 
functionality  on  top  of  its 
Symmetrix  disk  arrays. 

SMTF,  which  originally 
shipped  late  last  year,  uses 
Symmetrix’s  high-speed,  propri¬ 
etary  data  channels  to  move  data 


Tools  such  as  SMTF  will 
make  up  nearly  10%  of 
EDS's  corporate  revenue 
by  next  year,  said  John 
Dean,  an  analyst  at 
Salomon  Brothers,  Inc. 
in  San  Francisco. 


between  mainframe  systems 
and  Unix  servers. 

The  software  has  mainly  been 
used  to  speed  the  process  of 
stocking  Unix  data  warehouses 
with  mainframe  data  — -  without 
bogging  down  the  network. 

Analysts  said  early  data  ware¬ 
houses  were  smaller  and  easier 


to  handle.  But  as  they  grow, 
more  data  is  being  shipped  over 
the  network  to  data  warehouse 
servers. 

WHO  HAS  LICENSES 

EMC  officials  said  most  SMTF 
licenses  have  gone  to  sites  in  the 
banking  and  telecommunica¬ 
tion  industries,  which  created 
large  data  warehouses  or  off¬ 
loaded  mainframe  processing  to 
high-end  Unix  servers. 

In  SMTF  1.2,  EMC  added  sup¬ 
port  for  three  high-end  Unix 


platforms  that  typify  that  kind 
of  use.  They  include  Sequent 
Computer  Systems,  Inc.’s  Sym¬ 
metry  and  Numa-Q,  Digital 
Equipment  Corp.’s  Alpha  and 
NCR  Corp.’s  WorldMark  serv¬ 
ers. 

SMTF  already  supports  the 
movement  of  data  between  IBM 
S/390  mainframes  and  IBM, 
Hewlett-Packard  Co.  and  Sun 
Microsystems,  Inc.  Unix  serv¬ 
ers. 

SMTF  1.2  ranges  in  price 
from  $30,000  to  $65,000.0 


IRS  Y2K  woes  cost  more 


HP  plays  both  sides  of  fence; 
unveils  NT,  Unix  workstations 

►  Kayak  family  features  2-D,yD  technology 


By  Jaikumar  Vijayan 


HEWLETT-PACKARD  CO.  last 

week  launched  a  two-pronged 
attack  on  the  workstation  mar¬ 
ket  with  a  range  of  systems  tar¬ 
geted  at  Unix  and  Windows  NT 
users. 

The  Palo  Alto,  Calif.,  compa¬ 
ny  last  week  unveiled  its  Kayak 
PC  workstation  family  based  on 
Windows  NT.  The  line  runs 
Intel  Corp.’s  Pentium  II  chip 
and  features  graphics  capabili¬ 
ties  migrated  from  HP’s  Unix 
workstation  family. 

The  systems  range  in  price 
from  $2,250  to  $17,760.  They 


feature  HP’s  Visualize  two- 
and  three-dimensional  graphics 
technology,  dual-processor  sup¬ 
port  and  an  Intel-based  system 
architecture  that  speeds  perfor¬ 
mance  through  a  533M  bit/sec. 
communications  link  between 
the  memory,  CPU  and  graphics 
engine. 

UNIX  UPGRADES 

HP  also  beefed  up  its  Unix 
technical  workstation  lineup 
with  new  B-class  and  C-class 
systems  that  feature  its  latest 
PA-RISC  chips  and  better 
graphics  capabilities  at  lower 
price  points. 


HP’s  announcement  came  a 
few  days  after  hitherto  Unix- 
only  vendor  Silicon  Graphics, 
Inc.  said  it  plans  to  bring  out  a 
new  line  of  NT  workstations 
(see  story,  page  32).  Other  ven¬ 
dors  with  Unix  product  lines, 
such  as  Digital  Equipment 
Corp.  and  Intergraph  Corp.,  also 
have  added  NT  workstations  to 
their  lineups. 

Their  combined  efforts  have 
succeeded  in  delivering  new 
graphics  capabilities  in  the  low 
to  midrange  PC  workstation 
space,  while  sharply  driving 
down  Unix  workstation  prices. 

“It  is  going  to  be  a  challenge 
for  Unix  to  remain  viable  in  the 
[low  end],”  said  Rex  Hays,  a  de¬ 
sign  engineer  at  Eastman  Kodak 
Co.’s  advanced  development 
product  group  in  Rochester,  N.Y. 
“But  NT  still  doesn’t  have  any  of 
the  robustness  or  reliability  I 
need  at  the  high  end.”  □ 


By  Sharon  Machlis 


the  internal  revenue  Ser¬ 
vice  needs  $600  million  more 
than  previously  forecast  to  fix  its 
year  2000  problems,  a  spokes¬ 
man  said  last  week. 

The  earlier  estimate  was 
based  on  a  standard  formula  of 
$2.70  per  line  of  code  that  needs 
fixing.  But  the  IRS  discovered 
this  summer  that  simply  repair¬ 
ing  code  won’t  solve  some  year 
2000  problems.  Instead,  entire¬ 
ly  new  software  is  needed  for 
some  applications,  which  in 
turn  will  require  new  hardware, 
according  to  a  statement  by  Rob¬ 
ert  Albicker,  the  agency’s  deputy 
chief  information  officer. 

“It’s  typical  IRS,”  said  a 
spokesman  for  Rep.  Rob  Port- 
man  (R-Ohio),  who  co-chairs 
the  National  Commission  on 
Restructuring  the  IRS.  “It  con¬ 
firms  what  we’ve  been  thinking 


all  along.” 

The  IRS  has  come  under 
heavy  criticism  for  computer 
problems  over  the  years,  includ¬ 
ing  a  trouble-plagued  modern¬ 
ization  effort  that  critics  said 
wasted  billions.  Some  fear  that 
the  IRS  started  working  on  the 
year  2000  problem  too  late. 

The  latest  projected  cost  for 
year  2000  work  at  the  U.S.  De¬ 
partment  of  the  Treasury,  which 
includes  the  IRS,  has  now  hit 
$1.1  billion. 

Overall,  the  estimated  year 
2000  cost  to  the  federal  govern¬ 
ment  has  soared  more  than  $1 
billion  since  the  previous  fore¬ 
cast  last  May,  which  was  $2.8 
billion.  Private  analysts  criti¬ 
cized  chat  figure  as  unreason¬ 
ably  low.  □ 


dVUlh  Honq  Kon<5  government 

eyes  financial  firms  for 
year  2000  compliance.  Page  44 
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Java  banking  will  help  Bank  of  Amer-  Conda  Lashley  says  a  good  offense  is  Kent  Alfonso  says  burying  Unix  brought 
ica  retain,  recruit  users,  Isaac  Apple-  the  best  defense  against  raiding  in  IS.  new  day  for  funeral  company.  The  Enter- 
baum  says.  The  Internet,  page  49  Managing,  page  90  prise  Network,  page  55 
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Users  to  Microsoft: 

NT  4.0  still  needs  work 


By  Laura  DiDio 


this  year’s  freebie  at  Micro¬ 
soft  Corp.’s  Professional  Devel¬ 
opers  Conference  in  San  Diego 
next  week  will  be  a  beta  copy  of 
Windows  NT  5.0.  But  users  are 
far  more  interested  in  filling  in 
the  gaps  in  Windows  NT  4.0. 

Eight  Fortune  1,000  users 
contacted  by  Computerworld  said 
they  are  less  concerned  with 
Microsoft’s  elastic  ship  dates  for 
NT  5.0  than  they  are  with  Micro¬ 
soft’s  failure  to  deliver  basic 
management  and 
resources  in  NT 
4.0. 

“I’d  rather  Mi¬ 
crosoft  let  the  deliv¬ 
ery  date  of  NT  5.0 
slip  and  get  it 
right,”  said  Richard 
Schell,  vice  presi¬ 
dent  of  information 
systems  at  the  ABC 
Television  Network  Group  in 
New  York,  which  has  140  Win¬ 
dows  NT  Servers. 

“There  are  several  compo¬ 
nents,  like  defragmentation  and 
support  for  disk  quotas,  that 
should  have  been  included  in 
NT  from  Day  1,”  he  said.  “Not 
having  them  presents  us  with 
big  integration  issues.” 

THE  GAPS 


installed  just  one  copy  of  each  of 
the  top  five  third-party  Windows 
NT  management  utilities,  it 
would  cost  at  least  $5,000,” 
Sjouwerman  said. 

Scott  Rackliffe,,  vice  president 
of  information  services  at  Farm 
Credit  Banks  in  Agawam, 
Mass.,  said  Windows  NT  4.0 
simply  doesn't  have  “enough  in¬ 
dustrial-strength  tools.” 

“We  buy  third-party  products 
to  fill  the  gaps.  But  if  Microsoft 
wants  NT  to  become  an  enter¬ 
prise  operating  system  plat¬ 
form,  they  have 
a  long  way  to  go,” 
Rackliffe  said. 

There’s  a  good 
reason  Microsoft 
has  left  out  so 
many  basic  man¬ 
agement  utilities 
in  Windows  NT 


"If  Microsoft  wants  NT  to 
become  an  enterprise 
operating  system  platform, 
they  have  a  long  way  to  go 
-  Scott  Rackliffe, 

Farm  Credit  Union 


Stu  Sjouwerman,  executive  vice 
president  of  Sun  Belt  Software 
Distribution,  Inc.  in  Clearwater, 
Fla.,  agreed. 

He  identified  six  major  gaps 
in  Windows  NT  4.0  functional¬ 
ity  —  all  of  which  are  available 
as  optional  products  from  third 
parties.  They  are  disk  defrag¬ 
mentation,  support  for  disk 
quotas,  remote  control,  ad¬ 
vanced  fault-tolerant  disk  mir¬ 
roring,  support  for  home  direc¬ 
tories  and  advanced  security. 

Mike  Nash,  Microsoft’s  Win¬ 
dows  NT  director,  said  the  com¬ 
pany  will  bundle  most  of  those 
items  free  in  Windows  NT  5.0, 
but  not  before  that  release. 

“These  are  important  issues, 
and  we’re  working  on  them.  But 
other  functions,  like  the  Active 
Directory,  are  higher  priorities,” 
he  said. 

Sjouwerman  and  other  users 
said  although  the  third-party 
software  offerings  are  function¬ 
ally  complete,  they  raise  the  cost 
of  owning  a  Windows  NT  net¬ 
work  and  add  layers  of  complex¬ 
ity  to  network  configuration. 

“If,  for  instance,  a  business 


3.51  and  4.0,  said  Mark  Minasi, 
president  of  TechTeach  Interna¬ 
tional  in  Arlington,  Va. 

“If  they  did  release  a  major 
NT  4.0  upgrade  with  all  the 
missing  functionality  [includ¬ 
ed],  no  one  would  migrate  to 
Windows  NT  5.0,”  Minasi  said. 

That  is  small  consolation  to 
users  such  as  Scott  Krall,  net¬ 
work  administrator  at  Weyer¬ 
haeuser  Co.,  a  paper  manufac¬ 
turer  in  Valley  Forge,  Pa. 

Krall  said  he  is  “aggravated 
that  Microsoft  keeps  having 
dress  rehearsals  for  Windows 
NT  5.0”  but  fails  to  buttress  the 
basic  functionality  of  Windows 
NT  4.0. 

“I’m  spending  up  to  40% 
more  time  managing  my  net¬ 
work,  in  terms  of  installing 
third-party  solutions,  debugging 
them  and  ensuring  that  they  in¬ 
teroperate  with  NT,”  he  said. 

“It  was  rare  for  a  3.51  server 
to  crash.  I  only  had  about  two 
hours’  downtime  a  year.  With 
NT  4.0,  I’m  averaging  about  two 
hours  of  random  downtime 
each  month,”  he  said.  □ 


LOOKING  FOR  A  FASTER  WAY  TO  LOAD  YOUR  DATABASE? 

SyncSort  UNIX  can  help  you  complete  database  loads,  reorgs  and  reports  in  as  little  as  half  the  time. 


SyncSort  combines  high-speed  sorting,  versatile  data  manipulation  features  and  the  ability  to  handle  a 
variety  of  data  and  file  types.  The  result  is  a  powerful,  flexible  tool  for 


breaking  database  bottlenecks.  To  order  SyncSort  or  for  a  free  copy  of  our 
booklet,  “Sorting  and  Relational  Database  Performance,”  please  call  or  fax. 

©1997  Syncsort  Incorporated. 


Tel  (201)  930-8200  dept.  97CWS 
Fax  (201)  930-8290  dept.  97CWS 
http://www.syncsort.com/97cws 
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WorldCom  deal  raises 
hope  of  service  boost 


►  CompuServe  carved  up;  content  goes  to  AOL 


FAOs 


Anatomy  of  a 
megamerger 


Q:  What  are  the  basics  of  the  deal? 

A:  WorldCom  acquires  CompuServe  in  a  stock-for-stock  trans¬ 
action  worth  $1.2  billion.  CompuServe’s  assets  will  be  carved  up 
between  telecommunications  and  Internet  service  provider 
WorldCom  and  online  service  provider  America  Online  through 
a  swap  of  sorts.  WorldCom  will  get  ANS,  an  America  Online 
company  that  provides  bandwidth  access.  America  Online  takes 
$175  million  in  cash  and  CompuServe’s  Interactive  Services 
Division,  which  encompasses  its  subscriber  base,  content  and 
interface  technology. 

Q:  What  effect  will  that  have  on  WorldCom? 

A:  Analysts  said  the  purchase  of  ANS  secures  WorldCom  a 
leadership  position  as  the  top  Internet  infrastructure  and  online 
access  providerto  businesses. 

Q:  What’s  the  impact  on  Microsoft  Corp.? 

A:  UUnet  Technologies,  a  WorldCom  Internet  infrastructure 
subsidiary,  serves  The  Microsoft  Network,  which  is  the  second- 
biggest  consumer  online  service  after  America  Online. 

Q:  What  happens  to  CompuServe  customers? 

A:  The  CompuServe  brand  name  will  be  maintained  as  an 
America  Online  Internet  service  for  businesses. 


Q:  What  about  America  Online? 

A:  America  Online  will  purchase  Internet  infrastructure  from 
WorldCom  for  five  years. 


By  Matt  Hamblen 


worldcom,  inc.  in  Jackson, 
Miss.,  grabbed  up  a  sizable 
chunk  of  the  worldwide  Internet 
backbone  last  week  —  a  move 
that  could  eventually  position  it 
to  offer  more  services  to  busi¬ 
ness  customers  at  competitive 
rates. 

For  business  users,  the  deal 
also  could  bring  closer  to  reality 
the  elusive  concept  of  service 
guarantees  for  Internet  connec¬ 
tions,  observers  said. 

Analysts  said  Internet  service 
guarantees  are  still  in  their  in¬ 
fancy,  but  WorldCom  would 
gain  one  network  provider  out 
of  last  week’s  deal  that  already 
is  making  strides  with  ser¬ 
vice  guarantees:  ANS  Commu¬ 
nications. 

In  the  deal,  which  took  six 
months  to  put  together,  World¬ 
Com  will  plunk  down  stock 
worth  $1.2  billion  to  buy  Colum¬ 
bus,  Ohio-based  CompuServe 
Corp.’s  high-speed  networking 
division.  WorldCom  also  cut  a 
deal  with  Vienna,  Va. -based 
America  Online,  Inc.  to  swap 
America  Online’s  Internet  unit, 
ANS  Communications  in  Elms- 
ford,  N.J.,  for  CompuServe’s 
subscriber  base  and  content  (see 
FAQ  box  at  right). 


“WorldCom  is  focusing  on 
business  customers”  with  the 
deal,  said  analyst  Dan  Merriman 
at  Giga  Information  Group  in 
Cambridge,  Mass.  For  example, 
the  deal  gives  WorldCom  inte¬ 
gration  and  business  consulting 
services  from  CompuServe  and 
enables  the  service  provider  to 
use  ANS’s  abilities  to  build  se¬ 
cure  firewalls  for  business  cus¬ 
tomers,  analysts  said. 

Top  3  Internet  service 
providers  serving  large 
business  customers* 

Total  market:  $1B  to  $2B 

•  WorldCom 

•  Sprint 

•  MCI 

♦In  no  particular  order 

Source:  Giga  Information  Group,  Cambridge,  Mass. 

But  WorldCom  officials 
wouldn’t  comment  on  the  spe¬ 
cific  services  the  company 
would  offer  business  users  once 
it  clears  the  four-  to  six-month 
approval  process  by  the  govern¬ 
ment  and  stockholders. 

WorldCom  user  Andrew 
Stratford,  a  vice  president  at 
Congress  Financial  Corp.  in 


New  York,  said  he  was  worried 
that  “no  matter  how  well-con¬ 
ceived,  any  kind  of  merger  will 
cause  confusion  for  customers 
in  billing  and  services  and  the 
so-called  extras  they  promise.” 

LOWER  COSTS  IN  OFFING? 

Although  the  deal  gives  World¬ 
Com  a  larger  chunk  of  the  Inter¬ 
net’s  bandwidth,  it  won’t  neces¬ 
sarily  mean  lower  monthly  costs 
for  business  users  right  away. 
But  as  a  service  provider’s  net¬ 
work  grows,  it  can  be  used  more 
efficiently,  which  means  lower 
costs  for  the  provider,  analysts 
said.  That  means  network  ad¬ 
ministrators  might  push  World¬ 
Com  or  its  competitors  for  lower 
monthly  costs  to  hook  up  a  line 
or  insist  on  a  quality  of  service 
contract. 

WorldCom  subsidiary  UUnet 
Technologies,  Inc.  in  Fairfax, 
Va.,  offers  quality  of  service 
guarantees.  But  Eric  Paulak,  a 
Gartner  Group,  Inc.  analyst, 
said  ANS  has  made  better  in¬ 
roads  with  quality  of  service 
than  UUnet  during  the  past 
year. 

ANS  offers  guarantees  of  70 
msec  to  make  a  connection  and 
99.9%  uptime,  with  a  reduction 
in  a  monthly  fee  based  on  an  ex¬ 
tended  outage,  Paulak  said. 
Some  providers  give  a  refund  of 
up  to  25%  of  a  monthly  fee  for 


several  hours  of  downtime. 

WorldCom’s  biggest  move  to¬ 
ward  the  corporate  Internet  cus¬ 
tomer  was  arguably  its  Decem¬ 
ber  purchase  of  UUnet  and  its 
50,000  corporate  customers  as 
part  of  a  $14  billion  purchase  of 
MFS  Communications  Co.  In¬ 
deed,  WorldCom  is  seen  as  a 
company  building  its  business 
by  acquisitions,  having  bought 


50  businesses  in  more  than  a 
decade. 

The  U.S.  Justice  Department 
announced  it  will  review  the 
deal’s  anticompetitive  aspects, 
but  WorldCom  officials  and  ana¬ 
lysts  said  they  doubt  it  will  mat¬ 
ter.  There  are  4,000  Internet 
service  providers  and  plenty  of 
contenders  to  share  a  $2  billion 
market.  □ 


Java  not  on  database  user  menu  at  the  moment 


By  Craig  Stedman 


EVERYBODY  IS  TALKING  about 

Java  in  the  database,  but  no  one 
is  doing  much  about  it  yet. 

Several  users  said  the  idea  of 
writing  code  in  Java  has  appeal 
because  it  would  make  database 
functions  portable  and  reduce 
reliance  on  proprietary  pro¬ 
gramming  languages. 

But  that  is  a  long-term  view, 
the  users  said.  For  now,  their 
companies  aren’t  eager  to  put 
Java  to  the  test  in  performance¬ 
intensive  database  applications. 

“We’ll  jump  on  the  bandwag¬ 
on  when  it  looks  like  it  knows 
where  it’s  going,”  said  Justin 
Tozer,  a  staff  engineer  at  an  Ida¬ 
ho  Falls,  Idaho,  environmental 
engineering  laboratory  that 
Lockheed  Martin  Corp.  runs  for 
the  federal  government. 


The  laboratory,  which  moni¬ 
tors  a  collection  of  government 
facilities  that  process  nuclear 
fuel  and  other  hazardous  mate¬ 
rials,  is  doing  some  initial  Java 
development  work  at  the  client 
level. 

Database  support  for  Java 
could  become  key  as  the  labora¬ 
tory  moves  to  a  three-tier  ap¬ 
proach  and  looks  to  pass  appli¬ 
cation  logic  back  and  forth 
between  servers  and  thin  cli¬ 
ents,  Tozer  said. 

STEPPING  CAUTIOUSLY 

But  laboratory  officials  are  wait¬ 
ing  for  performance  and  stabil¬ 
ity  improvements  and  for  the 
Java  turf  war  between  Microsoft 
Corp.  and  everyone  else  to  run 
its  course.  “When  you’re  deal¬ 
ing  with  enterprise  applications, 
and  even  a  small  mistake  can 


really  impact  you,  you  try  to 
avoid  high-risk  steps,”  Tozer 
said. 


“Performance  would  be  a 
concern  because  that's  one 
of  your  highest  priorities" 


Faced  with  that  wait-and-see 
attitude,  database  vendors  aren’t 
falling  over  themselves  to  get 
Java  into  their  enterprise  soft¬ 
ware. 

For  example,  Sybase,  Inc. 
plans  to  beta-test  Java  with  the 
mobile  version  of  its  Adaptive 
Server  database  this  fall. 

But  the  promised  delivery  of 
Java  for  Sybase’s  mainstay 
Adaptive  Server  Enterprise  data¬ 
base  was  pushed  back  to  the  sec¬ 
ond  half  of  next  year.  That  was 
done  so  the  Emeryville,  Calif., 
company  can  speed  up  the  addi¬ 
tion  of  more-in-demand  support 
for  row-level  data  locking,  which 
the  enterprise  database  needs  to 
run  packaged  applications. 

Oracle  Corp.  in  Redwood 
Shores,  Calif.,  said  server-level 
Java  support  also  probably  won’t 
show  up  in  its  Orade8  database 


until  late  next  year. 

IBM’s  DB2  already  can  han¬ 
dle  Java  programming,  but  Her- 
schel  Harris,  IBM’s  manager  of 
database  technology,  said  most 
users  are  still  just  kicking  the 
tires  for  now. 

Dunlop  Tire  Co.  isn’t  even 
going  that  far,  at  least  with  its 
Oracle  databases.  Dunlop  uses 
Java  tools  to  build  some  pieces 
of  upcoming  intranet  and  extra- 
net  applications,  but  it  doesn’t 
have  any  short-term  database 
plans  for  Java,  said  Hugh  Allan, 
manager  of  information  tech¬ 
nology  at  the  Amherst,  N.Y., 
tire  maker. 

Although  Java  could  free  data¬ 
base  developers  from  propri¬ 
etary  languages,  Dunlop  still 
wants  to  leverage  its  investment 
in  Oracle’s  PL/SQL  for  “the  next 
year  or  two,”  Allan  said.  Switch¬ 
ing  to  Java  “would  be  a  pretty 
big  jump”  for  his  developers 
and  require  new  training,  he 
said.  □ 


After  years  of  struggling  to  manage  distributed 
networks,  network  managers  are  replacing 
their  hodgepodge  of  various  tools  and  piecemeal 
solutions  with  a  single,  integrated  network 
management  solution. 

One  that  can  manage  the  entire  enterprise 
and  all  your  networks,  including  TCP/IP,  DECnet, 
IPX/SPX  and  SNA. 


Only  Unicenler  TNG 
Offers  End-to-End 
Management. 


Unicenter®  TNG™  offers  automatic,  intelligent, 
object-oriented  network  management  that 
enables  you  to  manage  proactively.  So  you 


can  anticipate  and  solve  problems  before 
they  happen. 

Unicenter  TNG  gives  you  a  single  point 
of  control  for  your  complex  and  heterogeneous 
global  network.  Its  dynamic  auto-discovery 
ensures  that  your  network  configuration  is 
current.  The  Real  World  Interface™  allows 
for  better  visualization  of  your  network.  And 
third-party  tools  such  as  element  managers 
integrate  with  Unicenter  TNG  through  its  open 
and  extensible  architecture. 

Unicenter  TNG  Is  The 
industry  Standard  For 
Enterprise  Management. 

Unicenter  TNG  is  an  integrated  solution  for 
end-to-end  enterprise  management.  With 
support  for  every  major  hardware  platform 


The  Heal  World  Interface  uses  virtual  reality  to  create  a  3-D  environ¬ 
ment  that  represents  objects  just  as  they  appear  in  the  real  world. 


and  operating  system,  Unicenter  TNG  is  open, 
scalable,  extensible  and  always  vendor-neutral. 


The  Best  Feature  Of  All: 
Unicenter  TNG 
Is  Shipping  Today. 


Unicenter  is  a  proven  software  solution  that’s 
available  today.  It’s  real 
mission-critical  and  up 
and  running  in  thou¬ 


siiis’i’iw; 
TODAY 


sands  of  sites  around  the  world  for  some  of 
the  smartest  users  in  the  world.  Users  who 
know  that  working  smarter  always  beats 
working  harder. 


For  More  Information  Call 

1-006-064-2360 

OrVisitwww.cai.com 


QO MPUTBR® 

JISSOOATES 

Software  superior  by  design. 


Unicenler  IDG 
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Showdown  at  the  PC  corral 


FRANK  HAYES 


Wells  fargo  &  co.  is  finding 
out  what  happens  when  you 
take  away  users’  desktop  com 
puters.  And  what’s  going  on  at  the  bank 
with  the  trademark 
stagecoach  should  make 
you  nervous  if  your 
plans  call  for  network 
computers. 

Maverick  users  are 
ready  to  string  up  IS. 

Outlaw  PCs  are  holed  up 
where  the  sheriff  can’t 
find  them.  And  the  next 
time  Wells  Fargo  wants  to  make  a  system 
change  that  requires  user  cooperation,  it 
may  take  wild  horses  to  drag  them  along. 

Welcome  to  the  real  digital  frontier, 
pardner. 

The  trouble  started  last  year  when 
Wells  Fargo  merged  with  First  Interstate 
Bank.  Problems  in  combining  the  two 
banks’  major  systems  resulted  in  delayed 
deposits,  missed  Federal  Reserve  Board 
payments  and,  most  recently,  a  $150  mil¬ 
lion  write-off  that  hammered  the  com¬ 


bined  bank’s  financial  results  last  quarter 
[CW,  July  28]. 

And  although  customers  got  steamed 
about  those  glitches,  users  in  the  former 
First  Interstate  branches  fumed 
about  another  result  of  the 
merger:  the  elimination  of  their 
desktop  computers. 

First  Interstate  originally  in¬ 
stalled  the  PCs  to  run  fancy 

Outlaw  PCs  are  holed 
up  where  the  sheriff 
can't  find  them. 

slide-show  presentations  designed  to 
help  sell  pension  plans  and  other  invest¬ 
ments.  The  bankers  also  used  them  for 
writing  letters  and  running  spreadsheets. 

But  Wells  Fargo  doesn’t  put  PCs  on  the 
desks  of  its  branch  bankers.  So  typewrit¬ 
ers  and  adding  machines  are  now  the 
technology  du  jour  for  typing  a  memo  or 


calculating  a  column  of  numbers. 

As  retro  as  that  sounds,  it’s  not  entirely 
unreasonable.  Many  of  those  PCs  were 
old  and  underpowered.  All  were  at  risk 
for  viruses  and  software  and  hardware 
glitches.  There  were  no  corporate  stan¬ 
dards  or  training  for  using  the  word  pro¬ 
cessors  and  spreadsheets  —  users  had  to 
muddle  through  as  best  they  could. 

And  when  the  First  Interstate  PCs 
were  pulled,  Wells  Fargo’s  IS  shop  did 
provide  some  replacement  functionality 
—  in  the  form  of  centralized,  terminal- 
based  banking  applications.  Bankers 
now  have  more  information  about  cus¬ 
tomer  accounts  at  their  fingertips  than 
ever  before.  And  this  fall,  users  will  get 
intranet  access  to  additional  information 
and  corporate  procedures. 

Does  that  satisfy  users?  Of 
course  not.  Without  PCs,  typing  a 
memo  or  balancing  an  elderly  cus¬ 
tomer’s  checkbook  is  just  that 
much  harder. 

Some  users  have  even  smuggled 
in  computers.  And  friendly  cooper¬ 
ation  with  IS  is  getting  to  be  the  farthest 
thing  from  their  minds. 

What’s  that  got  to  do  with  network 
computers  and  you? 

If  there’s  a  single  issue  that  can  shatter 
your  hopes  of  successfully  putting  net¬ 
work  computers  on  your  users’  desks,  it’s 
the  fact  that  you’ll  be  taking  their  PCs 


away.  Not  performance  or  functionality 
or  cost  or  cross-platform  Java  compatibil¬ 
ity.  Solve  all  those  problems,  and  you’ll 
still  be  taking  their  PCs  away. 

SERVING  CUSTOMERS  BETTER 

Don’t  underestimate  how  much  that 
matters  to  users  —  especially  front-line 
users.  For  many  of  them,  PCs  have  made 
it  possible  to  serve  customers  better. 
Users  don’t  want  to  lose  that  edge  in 
making  customers  happy. 

So  now’s  the  time  to  start  talking  to 
your  users  about  what  they  need  —  not 
just  what  they’re  officially  supposed  to 
need  —  to  do  their  work  on  a  network 
computer. 

A  word  processor?  A  spreadsheet?  Net¬ 
work  computer  versions  of  those  familiar 
tools  can  go  a  long  way  toward  convinc¬ 
ing  users  they  can  live  without  PCs.  Cus¬ 
tom  applications?  Now’s  when  you  want 
to  find  out,  so  you  have  plenty  of  time  to 
meet  those  special  needs. 

But  no  matter  what  they  need,  start 
looking  for  ways  to  bring  some  civiliza¬ 
tion  to  that  network  computing  frontier. 
Or  when  the  time  comes,  you’ll  be  wish¬ 
ing  you  were  on  the  next  stagecoach  out 
of  town.  □ 


Hayes  is  Computerworld ’s  staff 
columnist.  His  Internet  address  is  frank.. 
hayes@cw.com. 


Chip  research  gets  $250M 

Three  government  labs  have  joined  with  major  semi¬ 
conductor  firms  to  improve  chip  technology.  Backers 
hope  to  develop  microprocessors  too  times  more  pow¬ 
erful  than  current  technology,  along  with  memory  chips 
that  can  store  1,000  times  more  data.  The  Extreme 
Ultraviolet  Limited  Liability  Co.,  which  includes  Intel 
Corp.,  Advanced  Micro  Devices,  Inc.  and  Motorola, 
Inc.,  will  invest  $250  million  during  the  next  three 
years.  The  Lawrence  Livermore  National  Laboratory, 
Sandia  National  Laboratories  and  E.  O.  Lawrence 
Berkeley  National  Laboratory  are  part  of  the  effort. 

Windows  to  get  speech-savvy 

Microsoft  Corp.  announced  it  would  invest  $45  million 
in  Belgian  speech  technology  firm  Lernout  &  Hauspie 
Speech  Products  to  bring  voice-recognition  capabilities 
to  Windows.  The  deal  calls  for  Lernout  &  Hauspie  to 
develop  applications  for  Microsoft’s  speech  program¬ 
ming  interface  and  for  the  two  companies  to  form  a 
joint  venture  in  Europe  to  collect  and  analyze  linguistic 
data.  Microsoft  also  said  it  would  invest  $3  million  in  a 
Belgium-based  technology  center  that  supports  compa¬ 
nies  that  work  on  speech-based  technologies. 

DOD  software  piracy  alleged 

The  Software  Publishers  Association  (SPA)  charged  last 
week  that  the  departments  of  Defense  and  Labor  have 
ignored  requests  to  rid  federal  government  computers 
of  at  least  $227,000  worth  of  stolen  software.  A  1993 
audit  of  1.022  machines  at  the  Pentagon  showed  that 
the  agency  runs  unauthorized  software  on  51%  of  its 
computers,  SPA  officials  testified.  The  Pentagon  hasn’t 
taken  action  to  fix  the  problem,  the  SPA  officials  said. 
That  rate  is  consistent  with  the  estimated  worldwide 


software  piracy  rate  of  50%  but  higher  than  the  piracy 
rate  of  28%  estimated  for  North  America. 

FBI  organizes  hackers  watch 

The  FBI  office  in  Cleveland  plans  to  disseminate  infor¬ 
mation  about  hacking  attacks.  Called  InfraCard,  it  will 
let  members  report  incidents  that  participating  Ohio  or¬ 
ganizations  could  act  on  to  pro¬ 
tect  their  own  systems  from 
similar  attacks.  The  FBI  will  re¬ 
write  the  incident  reports  to  pro¬ 
tect  victims’  identities.  The  proj¬ 
ect,  expected  to  start  next 
month,  is  limited  to  northern 
Ohio  for  now,  where  more  than 
40  companies  and  institutions  have  signed  up. 

Year  2000  standard  in  works 

The  Institute  of  Electrical  and  Electronics  Engineers 
(IEEE)  has  proposed  a  standard  definition  of  year  2000 
compliance,  hoping  to  clear  up  confusion  among  users 
and  vendors  over  such  terms  as  “properly  exchange 
date  data.”  Kevin  Lewis,  an  open  systems  standards 
consultant  at  Digital  Equipment  Corp.  who  is  heading 
the  standards  effort,  said  the  IEEE  hopes  to  finalize  the 
standard  by  February.  Another  IEEE  group  is  working  to 
develop  standard  year  2000  test  methods,  Lewis  said. 

IBM  upgrades  mainframe  OS 

IBM  later  this  month  will  ship  the  latest  release  of  its 
mainframe  OS/390  operating  system,  which  includes 
several  Internet  technology  features.  OS/390  Version  2, 
Release  4  will  support  digital  certificates,  include  a 
built-in  firewall,  bundle  Lotus  Development  Corp.’s  Co 
Webserver  and  come  with  a  completely  redesigned 


TCP/IP  stack  for  improved  World  Wide  Web  perfor¬ 
mance.  Additionally,  IBM  will  ship  a  Java  Development 
Kit  for  OS/390  later  in  the  month. 

Microsoft  protects  NT  name 

Microsoft  lawyers  have  sent  letters  demanding  that 
third-party  vendors  remove  references  to  Windows  NT 
in  their  company  names,  product  names  or  Internet  do¬ 
main  name  addresses.  Some  third  parties  said  the  ac¬ 
tion  could  harm  their  brand  recognition.  Stu  Sjouwer- 
man,  executive  vice  president  at  Sun  Belt  Software 
Distribution  in  Clearwater,  Fla.,  said  he  is  taking  the 
“NT”  out  of  his  domain  name  (www.ntsoftdistxom). 
Microsoft  said  it  has  sent  about  30  trademark  protec¬ 
tion  letters  since  NT  shipped  in  1993. 

SHORT  TAKES  Lotus,  in  Cambridge,  Mass.,  delayed 
shipment  of  its  Domino  Co  Webserver  4.6  to  Sept.  19 
because  of  a  security  bug.  ...  Compaq  Computer 
Corp.  this  week  will  announce  a  tool  that  automates 
the  management  of  multiple  systems  running  Win¬ 
dows  NT.  Compaq  will  integrate  ManageX  software 
from  NuView,  Inc.  in  Houston  with  its  Insight  Manag¬ 
er  hardware  monitor.  ...  Tivoli  Systems,  Inc.  an¬ 
nounced  it  will  sell  and  support  Castanet  software  from 
Marimba,  Inc. . . .  The  American  Heart  Association  out¬ 
sourced  support  of  more  than  3,000  desktops  to  MCI 
System  house  in  Atlanta  in  a  pact  worth  $25  million. ... 
Netscape  Communications  Corp.  and  more  than 
40  Web  content  providers  announced  support  for  the 
Resource  Description  Framework,  a  proposed  standard 
for  organizing,  describing  and  searching  for  informa¬ 
tion  on  the  Internet,  intranets  and  desktops.  ...  IBM 
said  it  will  ship  a  new  version  of  its  Cryptolope  docu¬ 
ment-sharing  software,  which  lets  users  wrap  docu¬ 
ments  and  multimedia  files  in  a  software  “envelope” 
that  serves  as  a  viewer  for  the  document  on  the  ’net 
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Oracle  Database  Messaging 

•  50,276  concurrent  active  users 

•  16,031,520  messages  in  24  hours  on  1  Sun  Ultra  Enterprise  Cluster  Server 

•  40  gigabyte  message  store 

•  Fully  mirrored  for  fail-safe  instant  recovery  from  catastrophic  failure 

•  186  messages  per  second,  24  hours  a  day,  7  days  a  week,  non-stop  email 

•  Mission-critical  performance  and  reliability  for  mission-critical  messaging  applications 


Oracle  InterOffice  —  the  industry’s  first  database  messaging  software,  unifying 
application  data,  messaging  and  business  processes  in  a  single  server. 


To  learn  more  about  the  benefits  of  integrated  database  messaging  vs.  stand-alone,  file-based 
email,  call  Oracle  at  1-800-633-1071,  ext.  11831  to  receive  your  free  White  Paper,  or  sign 
up  for  a  free-trial  InterOffice  account  at  http://www.interoffice.net 

ORACLE* 

Enabling  the  Information  Age  " 
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Netscape  throws  its  hat  into  services  ring 


By  Carol  Sliwa 
Mountain  View,  Calif. 


NETSCAPE  COMMUNICATIONS  CORP. 

last  week  formally  launched  expanded 
forays  into  consulting,  electronic-com¬ 
merce  and  online  services. 


But  analysts  said  they  hope  Netscape 
stays  focused  on  its  enterprise  strategy. 

“So  far,  they  are  on  track  to  becoming 
an  established  large-scale  server  vendor 
and  one  of  the  significant  software  ven¬ 
dors  in  the  new  distributed  software  envi¬ 
ronment,”  said  Ezra  Gottheil,  an  analyst 


at  Hurwitz  Group,  Inc.,  in  Newton,  Mass. 
“They  still  have  a  major  shot.” 

At  a  two-day  briefing  here,  Netscape  of¬ 
ficials  said  the  professional  services  divi¬ 
sion  may  grow  from  135  employees  to 
600  by  next  year  to  help  customers  im¬ 
plement  Netscape  products. 
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Netscape’s  joint  venture  with  Rock¬ 
ville,  Md.-based  GE  Information  Services 
—  called  Actra  Business  Systems  —  will 
ship  added  elements  of  its  suite  of  soft¬ 
ware  for  electronic  data  interchange  over 
the  Internet.  Bell  Canada  in  Toronto  last 
week  announced  it  will  offer  the  Actra 
product  line  to  Canadian  corporations. 

A  new  online  venture,  called  Net¬ 
center,  is  aimed  at  helping  Netscape  and 
its  partners  exploit  Netscape’s  well- 
trafficked  World  Wide  Web  site  by  serv¬ 
ing  up  news,  discussion  groups  and  soft¬ 
ware  to  busy  professionals. 

Eli  Lilly  and 
Co.  has  urged 
Netscape  to  en¬ 
hance  its  profes¬ 
sional  services, 
said  John  Swart- 
zendruber,  a  se¬ 
nior  information 
consultant  at  the 
pharmaceutical 
company  in  Indi¬ 
anapolis. 

“This  is  a  wel¬ 
come  bit  of 
news,”  Swartzen- 
druber  said.  He 
said  Lilly  usually 
didn’t  turn  to 
Netscape  for  im¬ 
plementation  help  because  “they’ve  been 
thin  in  that  area.” 

But  Swartzendruber  said  he  doesn’t 
foresee  recommending  Netcenter  to  his 
end  users  because  of  concerns  about  the 
service’s  SmartUpdate  software  updating 
capability. 

“We’re  trying  to  maintain  a  consistent 
[software]  environment,”  he  said.  “En¬ 
couraging  people  to  get  the  latest  and 
greatest  software  isn’t  what  we  want.” 

Many  analysts,  too,  said  they  are  wary 
of  Netscape’s  Netcenter  venture.  They 
said  they  fear  that  it  may  distract  the 
company  from  its  main  mission  and 
draw  Netscape  into  competition  with 
some  of  its  partners. 


Eli  Lilly's  J  hn 
Swartzendruber: 


"We're  tryinq  to 
maintain  a  consis¬ 
tent  [software] 
environment" 


ENTERPRISE  FOCUS 

Attendees  at  the  strategy  briefing  seemed 
pleased  to  hear  about  Netscape  execu¬ 
tives’  continued  focus  on  the  enterprise 
strategy  the  company  set  in  motion  more 
than  a  year  ago. 

“There’s  a  core  set  of  technologies  that 
need  to  be  explained  again  and  again  un¬ 
til  they  reach  major  market  share,"  said 
Tom  Willmott,  an  analyst  at  Aberdeen 
Group,  Inc.  in  Boston. 

The  company  that  came  to  fame  via  its 
Navigator  Web  browser  has  been  push¬ 
ing  this  year  to  gain  a  major  presence  in 
large  corporations  through  its  Commu¬ 
nicator  browser/groupware  client  and  ac¬ 
companying  SuiteSpot  server  software. 

Netscape  also  has  been  promoting 
a  cross-platform  application  develop¬ 
ment  environment  centered  on  Java  and 
the  Common  Object  Request  Broker 
Architecture  for  applications  that  will 
run  across  the  Internet,  intranets  and 
extranets.  □ 


Sun,  Netscape  collaborate  on  "Pure 
Java”  Web  browser.  Page  49 


Move  your  Applications  off  Dei 
Computers  onto  Application  Se 


Applications  running  on  a  professionally  managed  server  network  offer  huge  economies  of 
scale  —  lower  hardware  and  administrative  costs  —  while  dramatically  improving  application 
performance,  reliability  and  security. 
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Oracle  Web  Application  Server  3.0 
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Oracle®  Web  Application  Server  3.0  delivers  all  of  this:  high  performance,  fault  tolerance  and 
security.  It  also  offers  a  wide  choice  of  development  tools:  HTML,  Java,  C,  LiveHTML,  Perl, 
VRML  plus  our  own  PL/SQL,  Developer/2 000  ™  web  forms  and  web  reports. 

ORACLE 

Enabling  the  Information  Age™ 


For  your  free  Trial  CD  of  Oracle  Web  Application  Server  3.0,  call  Oracle 
at  1-800-633-1071,  ext.  11883  or  download  at  http://www.oracle.eom/WAS3.0 
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ill  takes  first  stab  at  U.S.  crypto  controls 


But  that  vote  still 
has  a  long  way  to 
go  before  becom¬ 
ing  public  policy. 

The  measure, 
endorsed  by  the  In¬ 
telligence  Commit¬ 
tee,  requires  that 
encryption  soft¬ 
ware  distributed  in 
the  U.S.  after  Jan. 

31,  2000,  provide 
"immediate  access 
to  plain-text  data  or 
decryption  infor¬ 
mation  from  the 
encryption  provider”  upon  pre¬ 
sentation  of  a  court  order. 

That  has  generally  meant  pro¬ 
viding  for  third-party  key  escrow 
so  an  outsider  can  turn  over  a 
decrypting  key  to  law  enforce- 


Vice  President  Al 
Gore:  The  White 
House  position 
on  encryption 
hasn't  changed 


ment  officials. 

"We  think  it’s 
horrible,  and  it’s 
the  worst  kind  of 
Big  Brother  solu¬ 
tion,”  Englund 
said.  The  measure 
would  allow  con¬ 
tinued  use  of  non- 
compliant  software 
obtained  before  the 
January  2000  cut¬ 
off  date. 

Current  Clinton 
administration  pol¬ 
icies  require  licens¬ 
ing  for  exporting  strong  encryp¬ 
tion,  but  White  House  officials 
have  repeatedly  said  they  don’t 
support  domestic  controls.  Two 
weeks  ago,  though,  FBI  Director 
Louis  J.  Freeh  publicly  came  out 
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•  Supports  P0P3/SMTP  Internet  mail 
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Transfer  Protocol 

•  Web  browser-based  administrative  tool 
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•  Supports  Java  applets 

•  Bundled  templates  and  applications, 
including  Lotus  BeanMachine,  a  tool  for 
writing  Java  applets 

By  Sharon  Machlis 
and  Matt  Hamblen 


for  the  first  time  ever,  a 
congressional  committee  has 
voted  in  favor  of  putting  restric¬ 
tions  on  the  use  of  encryption 
software  within  the  U.S. 

“It  was  high  drama  on  the 
Hill  today  over  encryption  and 
very  discouraging  action,”  Jon 
Englund,  vice  president  of  the 
Information  Technology  Associ¬ 
ation  of  America  in  Arlington, 
Va.,  said  last  Thursday. 

The  vote  by  the  House  Perma¬ 
nent  Select  Committee  on  Intel¬ 
ligence  marks  a  major  setback 
for  software  industry  and  priva¬ 
cy  advocates  in  their  continuing 
battle  with  the  White  House 
over  cryptography  controls. 

Lotus  issues 
upgrades  to 
ease  Webapp 
development 

By  Barb  Cole-Gomolski 


LOTUS  DEVELOPMENT  Corp.’S 
Notes  will  shed  another  layer  of 
its  proprietary  skin  this  week 
when  the  company  ships  client 
and  server  upgrades  that  are  bet¬ 
ter  integrated  with  the  World 
Wide  Web. 

The  Notes  4.6  client  and  the 
Domino  4.6  server  have  several 
new  Internet  hooks  that  are  ex¬ 
pected  to  make  it  easier  to  run 
the  messaging  and  Web  server 
software  over  IP  networks. 

For  instance,  the  Notes  4.6 
client  now  supports  the  Post  Of¬ 
fice  Protocol  3  (POP3)  Internet 
mail  standard,  allowing  users  to 
send  and  receive  electronic  mail 
from  any  POP3  account. 

But  the  biggest  beneficiaries 
of  the  upgrades  may  be  applica¬ 
tion  developers  who  have  pain¬ 
fully  straddled  the  Notes  and 
Web  worlds  when  building  ap¬ 
plications  for  Domino. 

"This  release  will  make  the 
[development]  work  I  am  doing 
in  Notes  twice  as  easy,”  said 
Bruce  Padmore,  a  Notes  devel¬ 
oper  at  Millennium  Produc¬ 
tions,  a  Web  site  consultancy  in 
Cambridge,  Mass. 

That’s  because  the  full  Notes 
client  —  renamed  Notes  De¬ 
signer  for  Domino  —  has  im¬ 


proved  support  for  Java  and  in¬ 
cludes  Lotus  BeanMachine,  a 
Java  applet  builder,  he  said. 

Large  sites  building  applica¬ 
tions  for  Domino  have  faced  a 
dilemma  because  applications 
built  for  Web  browsers  don’t 
translate  well  to  the  Notes  client 
environment.  Similarly,  applica¬ 
tions  built  for  Notes  clients  lose 
functions  when  ported  to  the 
more  stripped-down  browser 
desktop. 

To  help  remedy  this,  Lotus 
has  added  a  “Hide”  option,  so 
developers  can  build  features  in 
to  an  application  that  will  be 
available  to  Notes  users,  but  not 
Web  browsers. 

EMPHASIS  ON  GRAPHICS 

David  Marshak,  an  analyst  at 
Patricia  Seybold  Group  in  Bos¬ 
ton,  said  the  enhancements  in 
Notes  4.6  will  make  it  easier  to 
develop  applications  for  the 
dual  Notes/browser  environ¬ 
ment,  but  the  company  still  has 
work  to  do  in  this  area. 

"Ultimately,  they  need  a 
much  more  graphical  design 
tool,”  Marshak  said. 


Several  beta  testers  said  new 
Notes  users  may  benefit  most 
from  the  enhancements  in  the 
client  and  server.  In  addition  to 
the  development  features,  the 
Notes  user  interface  has  been 
redesigned  with  tighter  integra¬ 
tion  between  Notes  and  office 
applications,  such  as  the  compa¬ 
ny’s  own  SmartSuite  and  Micro¬ 
soft  Corp.’s  Office  suite. 

Aaron  Wiltz,  a  technical  ana¬ 
lyst  at  McDonald’s  Corp.  in  Oak 
Brook,  Ill.,  said  the  revamped 
interface  will  be  easier  to  navi¬ 
gate  than  Notes’  traditional  tab 
format.  “[Version  4.6]  is  more 
intuitive,”  he  said. 

On  the  server  side,  Domino 
4.6  includes  an  updated  Hyper¬ 
text  Transport  Protocol  server 
that  is  expected  to  serve  up  Web 
pages  faster. 

It  also  supports  the  Internet 
Message  Access  Protocol,  which 
gives  users  more  flexibility  in 
the  way  they  retrieve  mail  off  the 
Internet.  □ 


Insurance  firm  cuts  claims 
processing  time  by  using 
Domino.  Page  41 


in  favor  of  such  restrictions  — 
even  as  Clinton  administration 
spokesmen  insisted  that  wasn’t 
formal  White  House  policy. 

“People  expected  at  some 
point  the  administration  would 
take  the  gloves  off,  and  this 
week  they  did,”  said  Alan  David¬ 
son,  staff  counsel  for  the  Center 
for  Technology  and  Democracy 
in  Washington,  a  civil  liberties 
group  that  opposes  government 
regulation  on  encryption.  “The 
debate  has  taken  a  new  turn.” 

The  hearing  and  vote  came  in 
closed  session,  with  no  industry 
or  civil  liberties  groups  able  to 
testify,  Davidson  complained. 
“To  conduct  the  whole  process 
behind  closed  doors  is  not  the 
way  to  inspire  public  trust  in  a 
secure  infrastructure,”  he  said. 
Other  House  committees  that 
have  considered  the  measure 
have  voted  in  public. 

The  proposal  passed  in  com¬ 
mittee  also  requires  one-time 
reviews  for  products  sold  over¬ 
seas.  Civil  libertarians  have  long 
charged  that  the  fight  over  ex¬ 
port  controls  would  come  down 
to  domestic  restrictions. 

Opponents  of  encryption  re¬ 
strictions  have  pinned  their  leg¬ 
islative  hopes  on  the  Security 
and  Freedom  through  Encryp¬ 
tion  (SAFE)  bill,  sponsored  by 
Robert  W.  Goodlatte  (R-Va.)  and 
backed  by  a  majority  of  House 
members. 

On  Tuesday,  the  House  Na¬ 
tional  Security  Committee  add¬ 
ed  an  amendment  to  SAFE  that 
killed  the  bill’s  easing  of  export 
rules.  Goodlatte’s  office  then 
charged  the  committee  with 
overstepping  its  authority  by 
radically  changing  the  measure, 
since  the  International  Rela- 

©COMPUTERWORLD 
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tions  Committee  has  jurisdic¬ 
tion  over  export  issues. 

The  House  Rules  Committee 
has  final  say  over  what  version 
of  the  bill  is  presented  to  the  full 
House.  Industry  officials  are 
hopeful  SAFE  will  survive  intact 
when  it  comes  for  a  vote  before 
the  full  House.  Meanwhile,  a 
bill  that  endorses  current  export 
policies  is  making  its  way 
through  the  U.S.  Senate. 

Vice  President  Al  Gore  de¬ 
fended  the  administration’s  pol¬ 
icy  of  seeking  controls  on  en¬ 
cryption  export  earlier  this  week 
at  a  Software  Publishers  Associ¬ 
ation  (SPA)  meeting  in  Wash¬ 
ington  (see  related  story  below). 

“The  administration’s  posi¬ 
tion  has  not  changed  on  encryp¬ 
tion,  but  this  is  an  area  where 
we  need  to  find  ways  to  work  to¬ 
gether  to  balance  the  legitimate 
needs  of  law  enforcement  with 
the  needs  of  the  marketplace,” 
he  told  the  SPA.  □ 

Power  players 

Vice  president  Al  Core  and  a 
top  White  House  aide  last 
Tuesday  defended  a  Clinton 
administration  policy  that  re¬ 
stricts  exports  of  cryptograph¬ 
ic  technology  before  the  Soft¬ 
ware  Publishers  Association, 
which  has  been  pushing  to 
ease  regulations. 

Ira  Magaziner,  the  adminis¬ 
tration’s  point  man  on  en¬ 
cryption  policy,  said  there 
might  be  “practical  prob¬ 
lems”  with  current  export 
rules  and  said  his  widely 
known  views  of  opposing  the 
Clinton  policy  are  “internal 
ones  that  should  remain  in¬ 
ternal.  ...  I’m  here  to  repre¬ 
sent  the  administration.” 

He  said  the  White  House  is 
negotiating  with  Congress  on 
the  issue  and  he  was  hopeful 
there  would  be  a  resolution 
“within  six  months.” 

Core  said  there  should  be 
room  for  compromise  on  en¬ 
cryption  between  the  needs  of 
the  marketplace  and  the  need 
for  security,  but  he  didn’t 
elaborate. 

But  the  Electronic  Frontier 
Foundation  in  San  Francisco 
accused  the  White  House  of 
playing  “good  cop/bad  cop” 
on  the  issue,  floating  an  FBI- 
backed  domestic-control  pro¬ 
posal  so  onerous  that  existing 
rules  will  look  better  in  com¬ 
parison.  Stanton  McCandtish, 
program  director  at  the  foun¬ 
dation,  said  he  hopes  several 
pending  court  cases  will  pro¬ 
tect  the  right  to  use  and  sell 
encryption  products.  —  Matt 
Hamblen  and  Sharon  Machlis 
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Few  sites  backed  by  planning 

►  Users  shift  from  experiments  to  building  E-commerce  strategy 


*  mm 


AMP  looks  to  ttie  Internet  to 
improve  business  with  about 
80,000  small  companies  that  do 
low-volume  purchasing. 


James  Kessler,  AMP 


By  Mitch  Wagner 
Los  Angeles 


at  this  stage  of  the  Internet 
game,  very  few  companies  have 
the  kind  of  well-thought-out 
business  plans  that  will  make 
their  online  ventures  worth¬ 
while. 

That  was  the  consensus 
among  users, 
vendors  and  ana¬ 
lysts  last  week  at 
Internet  Commerce  Expo  here. 

For  example,  HomeBase, 
Inc.,  a  $4.3  billion  home-supply 
chain  in  Irvine,  Calif.,  currently 
has  a  brochureware  site  on  the 
World  Wide  Web.  But  Mike  Re- 
lich,  assistant  vice  president  of 
systems  development  at  Home- 
Base,  realizes  that  isn’t  enough. 

He  was  at  the  conference 
looking  for  information  on  how 
to  create  a  sales-oriented 
Internet  site  that  would  appeal 
to  building  contractors  who 
are  uncomfortable  visiting 
HomeBase’s  consumer-orient¬ 
ed  stores. 

“If  we  don’t  develop  a  coher¬ 
ent  strategy  quickly,  we’ll  be  in 


trouble,”  Relich  said.  “Manage¬ 
ment  doesn’t  understand  tech¬ 
nology.  They  see  the  Internet  in 
[The  Wall  Street  Journal],  they 
know  they  have  to  deal  with  it, 
but  they  don’t  know  what  to  do 
with  it.” 

The  quick-start  approach  of 
simply  posting  company  bro¬ 
chures  on  the  Web  is  good  for 
establishing  an 
Internet  presence 
and  learning  the 
technology.  But  achiev¬ 
ing  real  results  online  requires  a 
coherent  plan,  said  Ray  Short- 
ridge,  director  of  information 
technology  at  Girls,  Inc.,  a 
nationwide  association  in 
Indianapolis  that  provides  activ¬ 
ities  for  girls  and  promotes  their 
self-esteem. 

Girls,  Inc.  plans  to  expand  its 
site  from  brochureware  to  edu¬ 
cational  materials,  interactive 
quizzes  and  games  for  girls.  By 
measuring  girls’  participation  at 
the  site  and  tying  online  materi¬ 
als  to  its  after-school  and  week¬ 
end  programs,  Girls,  Inc.  hopes 
to  use  online  activities  to  gauge 
the  popularity  and  effectiveness 


of  its  real-world  efforts. 

Electronics  components  sup¬ 
plier  AMP,  Inc.  in  Harrisburg, 
Pa.,  uses  the  Internet  to  reach 
its  smallest  customers.  AMP 
looks  to  the  Internet  to  improve 
business  with  about  80,000 
small  companies  that  do  low- 
volume  purchasing,  said  James 
Kessler,  director  of  AMPemerce 
Internet  Solutions  at  AMP. 

“Meeting  the  needs  of  those 
lower-tier  companies  is  key  to 
the  Internet  providing  growth  2 
for  our  company,”  Kessler  said.  * 

AMP  offers  product  informa-  “ 
tion  on  the  Internet  to  its  small  ■ 
customers  as  a  companion  to  " 
the  virtual  private  network  it 
uses  for  its  largest  customers. 
The  company  also  looks  to  the 
Internet  for  savings  on  its 
$8oo,ooo-per-year  fax-back  in¬ 
formation  program  for  its  cus¬ 
tomers. 

AMP  now  measures  success 
in  terms  of  usage  —  the  site  re¬ 
ceives  about  100,000  visits  per 
day  from  registered  users  in  138 
countries.  About  250  to  350  new 
users  sign  up  each  day;  50  to  70 
sign  up  each  Saturday  and  80  to 


100  on  Sundays,  Kessler  said. 

Once  goals  have  been  set, 
companies  need  a  way  to  mea¬ 
sure  those  goals.  If  the  goal  of 
the  site  is  to  produce  revenue, 
then  measuring  its  effectiveness 
is  simply  a  matter  of  counting 
the  money,  said  Alan  Citron, 
president  and  chief  operating 
officer  at  the  Ticketmaster  Mul¬ 
timedia  unit  of  Ticketmaster 
Group,  Inc.  in  West  Hollywood, 
Calif.  The  company  earns  $3 


million  monthly  in  ticket  sales 
from  its  Web  site. 

But  having  a  well-thought-out 
business  plan  presents  its  own 
hazard:  excessive  rigidity,  said 
analyst  Ted  Julian  at  Interna¬ 
tional  Data  Corp.  “Controlled 
chaos  —  it’s  perhaps  the  best 
answer,”  he  said.D 


Partnerships  help 
companies  launch 
E-commerce  projects.  Page  49 


INTERNET 

COMMERCE 


HP  will  build  to  order 

►  Firm  revamps  PC  unit,  offers  Pentium  II  line 


Dell  facilitates 
recruiting  via 
video  service 

By  Julia  King 


LIKE  OTHER  COMPANIES  at 

this  week’s  Recruit  ’97  show  in 
New  York,  Dell  Computer  Corp. 
will  be  on  the  prowl  for  qualified 
technology  professionals. 

But  the  Austin,  Texas-based 
computer  maker  hopes  to  gain  a 
leg  up  by  interviewing  candi¬ 
dates  on  the  spot  via  a  new  PC- 
and  video-based  interview  net¬ 
work  service  called  SearchLinc. 

Rather  than  host  a  recruiting 
booth  at  the  show,  Dell  will  in¬ 
terview  candidates  from  Austin 
via  a  PC  set  up  in  the  booth  of 
National  Career  Search,  Inc.,  the 
Boulder,  Colo.,  recruiting  firm 
that  is  marketing  the  service. 

Video  interviews  could  cut 
Dell’s  average  hiring  time  by  as 
much  as  two  weeks  and  save 
thousands  of  dollars  in  travel 
costs,  said  Amy  Baker,  a  Dell 
staffing  director. 

“For  some  positions,  we 
■night  bring  people  to  Austin 
\:o  and  three  times  [for  inter- 
-  iev/s].  The  video  process  could 


conceivably  cut  out  at  least  one 
of  those,”  Baker  said. 

The  SearchLinc  network  is  a 
PC-operated  system  that  lets 
employers  interview  candidates 
by  video  via  links  with  profes¬ 
sional  studios  in  21  cities  in  the 
U.S.  and  Canada.  The  sessions 
are  transmitted  over  Integrated 
Services  Digital  Network  (ISDN) 
lines,  with  the  SearchLinc  soft¬ 
ware  generating  “near-televi- 
sion”  picture  quality. 


National  Career  Search’s  part¬ 
ners  in  SearchLinc  are  Tie  Com¬ 
munications,  a  telecommunica¬ 
tions  carrier  in  Kansas  City, 
Kan.,  and  Dallas-based  2011, 
Inc.,  which  developed  the  PC- 
based  video  system  software. 

Video  quality  is  the  network’s 
key  difference,  said  National  Ca¬ 
reer  President  Gary  Resnikoff. 

“We’re  delivering  26  frame/ 


sec.,  so  there’s  not  a  lot  of  herky- 
jerky  movement,  and  the  lips 
and  voice  are  in  sync,”  he  said. 

The  cost  of  the  service  is  $500 
per  month,  which  includes  the 
SearchLinc  software,  a  video- 
equipped  Pentium-based  PC 
and  21-in.  monitor  and  the  nec¬ 
essary  ISDN  lines.  Interviews, 
which  are  set  up  by  National  Ca¬ 
reer  Search,  cost  between  $215 
and  $250,  Resnikoff  said. 

Face-to-face  interviews  can 


cost  three  times  as  much,  espe¬ 
cially  in  cases  in  which  a  candi¬ 
date  is  flown  in  from  the  oppo¬ 
site  coast,  said  Pam  Craven,  an 
information  technology  staffing 
director  at  State  Street  Bank  in 
Quincy,  Mass.  □ 


Companies  use  multimedia 
labs  and  desktops  to  train 
workers  In-house.  Page  41 


By  April  Jacobs 


PLAYING  A  GAME  of  follow  the 
leader,  Hewlett-Packard  Co.  last 
week  revamped  its  PC  business 
to  offer  made-to-order  PCs  and 
introduced  a  line  of  Pentium  II- 
based  models. 

HP’s  strategy  closely  follows  a 
strategy  announced  in  June  by 
the  No.  1  PC  maker,  Houston- 
based  Compaq  Computer  Corp. 

Both  companies  will  build 
and  configure  computers  to  or¬ 
der.  They  also  will  broaden  their 
corporate  desktop  options  to  in¬ 
clude  relatively  inexpensive  Pen¬ 
tium-based  PCs. 

With  the  new  manufacturing 
and  sales  approach,  Palo  Alto, 
Calif. -based  HP  can  cut  inven¬ 
tory  costs  and  deliver  PCs  that 
are  more  customized. 

Analysts  said  the  moves  were 
designed  to  help  HP  and  Com¬ 
paq  combat  rival  Dell  Computer 
Corp.,  whose  PC  business  has 
grown  more  than  50%  in  the 
past  year. 

Unlike  HP  and  Compaq, 
Round  Rock,  Texas-based  Dell 
sells  direct  to  its  customers  and 
builds  all  its  systems  to  order. 


That  reduces  its  manufacturing 
costs. 

Many  business  users  are  at¬ 
tracted  to  the  lower  costs  associ¬ 
ated  with  buying  direct  from  a 
manufacturer.  But  some  users 
said  they  like  the  model  being 
adopted  by  HP,  which  cuts  costs 
but  lets  users  shop  through  a  re¬ 
seller  that  stocks  a  variety  of 
brands  and  price  ranges. 

Bob  Perkins,  vice  president  of 
Ticketmaster  Online,  Inc.  in 
West  Hollywood  Calif.,  said  he 
likes  PCs  to  arrive  ready  to  be 
plugged  in. 

“Our  reseller  can  ship  the  PC 
totally  configured  the  way  I  want 
it,  with  software  added  and  pe¬ 
ripherals  ready  to  go,”  he  said. 
“Our  [reseller]  has  done  a  very 
good  job  of  presenting  us  with  a 
smorgasbord  of  options,  and  we 
can  choose  what  we  want.” 

Dell  also  ships  and  configures 
PCs  for  its  customers,  but  users 
said  the  number  of  third-party 
peripherals  is  limited  with  di¬ 
rect  vendors.  Also,  some  users 
said  resellers  let  them  shop  for 
different  PC  brands  without 
having  to  place  multiple  tele¬ 
phone  calls.  □ 


RECRUITING  STATS 


I  35%  of  all  IT  companies  engage  in  full-time 
recruiting 

I  65%  advertise  specific  positions  as  they  become 
available 

I  Companies  with  more  than  100  vacancies  typically 
spend  $750,000  annually  on  IT  recruitment 

Source:  Information  Technology  Association  of  America,  Washington 
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Apple  clone  makers  shut  out 

►  Power  Computing ,  Motorola  lose  licensing  battle;  Umax  stands  alone 


FATE  OF  THE  CLONES 


Power  Assets  gobbled  up  by  Apple  in  $100  million 

Computing  stock  deal.  Will  be  out  of  clone  business  by 
year's  end. 

UMAX  Gets  reprieve.  Granted  right  to  produce 

machines  using  Mac  OS  8  on  its  systems  until 
next  July. 

Motorola  Gets  nothing  after  negotiations  with  Apple 
collapsed.  Walks  away  with  a  warehouse  full 
of  StarMax  6000  systems  that  can’t  be  sold. 


By  Kim  Girard 


apple  computer,  inc.  con¬ 
tinued  to  stamp  out  its  per¬ 
ceived  rivals  last  week,  leaving 
Umax  Computer  Corp.  as  the 
lone  Macintosh  clone  provider 
with  a  licensing  deal. 

After  long  negotiations  with 
Apple  over  fees  and  the  use  of 
Apple’s  Common  Hardware 
Reference  Platform  (CHRP), 
Motorola,  Inc.  said  it  will  stop 
making  Macintosh  clones.  Mot¬ 
orola  is  a  key  supplier  of  the 


PowerPC  microprocessor  for 
the  Macintosh. 

Clone  makers  had  planned  to 
use  CHRP  to  sell  faster  and  bet¬ 
ter-performing  machines  than 
Apple’s. 

"This  was  a  tough  decision 
for  all  of  us,  but  given  Apple’s 
position  on  licensing  and  the  fu¬ 
ture  of  the  licensing  program, 
we  really  had  no  choice,’’  said 
Joe  Guglielmi,  vice  president 
and  general  manager  of  Motoro¬ 
la’s  computer  products  division 
in  Tempe,  Ariz. 


After  two  months  of  talks, 
Guglielmi  said  the  company 
would  cancel  plans  to  ship  its 
StarMax  6ooo,  a  PowerPC- 
based  computer  unveiled  at 
Macworld  Expo/Boston  last 
month.  Company  officials  said 
it  will  take  a  charge  of  $95  mil¬ 
lion  for  losing  the  Macintosh 
look-alike  business. 

SUPPORT  PLANS 

Motorola  said  it  will  sell  existing 
models  until  demand  dries  up; 
it  will  continue  to  supply  its  sub¬ 
licensees  with  hardware  designs 
and  older  versions  of  the  Mac 
OS;  and  it  will  provide  phone 
support  to  its  customers  for  12 
months. 

Motorola’s  announcement 
came  the  week  after  Power 
Computing  Corp.,  the  largest 
clone  maker,  sold  to  Apple  its 
“key  assets’’  —  including  a  list 
of  20,000  customers  —  in  a 
$100  million  stock  exchange 
[CW,  Sept.  9].  Power  Comput¬ 
ing,  in  Round  Rock,  Texas,  will 


stop  making  Macintosh  clones 
as  of  Dec.  31. 

IBM  also  is  expected  to  scuttle 
its  Mac  OS  licensing  program, 
analysts  said. 

While  the  other  clone  makers 
failed,  Fremont,  Calif.-based 
Umax  won  the  right  to  put  Mac 
OS  8  on  all  current  Umax  sys¬ 
tems  —  excluding  CHRP  —  un¬ 
til  next  July.  Umax  targets  lower- 
end  machines  and  is  therefore 
the  least  threatening  to  Apple. 

“Motorola  got  screwed  by 
Apple,”  said  James  Staten,  an 
analyst  at  Dataquest  in  San  Jose, 
Calif. 

In  justifying  Apple’s  move, 
Steve  Jobs,  a  member  of  the 
Apple  board,  argued  that  clones 
were  cannibalizing  the  com¬ 


pany’s  profits  while  failing  to  ex¬ 
pand  its  user  base.  In  the  sec¬ 
ond  quarter,  clones  held  about 
20%  of  the  U.S.  Macintosh 
computer  market. 

Shutting  down  the  clone 
makers  may  not  help  Apple.  Ac¬ 
cording  to  Dataquest  research, 
between  40%  and  60%  of  those 
100,000  clone  users  will  move 
over  to  Wintel  machines  when 
they  upgrade. 

And  understandably  so,  said 
Bill  Murray,  information  sys¬ 
tems  director  at  Tribune  Broad¬ 
casting  Co.  in  Chicago. 

He  said  Apple  is  “cleaning  up 
to  make  the  company  more  at¬ 
tractive  as  sale  bait,”  but  is  leav¬ 
ing  users  on  shaky  ground  in 
the  process.  □ 


Apple  last  week  announced  that  it  will  bring  the  company’s  New¬ 
ton  subsidiary  back  under  the  corporate  wing. 

“They  were  going  to  sell  [Newton],  but  no  one  wanted  to  buy  it,” 
said  James  Staten,  an  analyst  at  Dataquest  in  San  Jose,  Calif. 

Newton  was  spun  off  in  July  1996  as  an  independent  company 
with  its  own  budget,  business  plan  and  logo.  The  spin-off  focused 
on  selling  the  MessagePad  2000.  Apple  now  has  decided  to  take 
Newton  back  and  make  the  EMate  300,  a  thin  client  for  education 
that  falls  between  the  size  of  a  handheld  and  a  laptop.  The  EMate 
300  uses  the  Newton  operating  system.  —  Kim  Girard 


NetPC  effort  stalls 


Analysts  point  to  the  NetPC,  a 
specification  jointly  sponsored 
by  Intel  Corp.,  Microsoft  Corp. 
and  several  hardware  vendors, 
as  the  most  bungled  and  confus¬ 
ing  rollout  of  the  year. 

For  example,  despite  the  line¬ 
up  of  vendors  that  announced 
support  for  the  Wintel  desktop 
initiative  in  June,  most  of  their 
offerings  haven’t  hit  the  streets 
yet. 

And  IBM  last  week  not  only 
withdrew  its  support  for  the 
NetPC,  but  it  also  announced 
a  competing,  small-footprint 
desktop  in  its  place.  IBM’s 
sealed  PC  series  will  debut  next 
month  within  the  corporate  PC 
300GL  series.  It  will  feature  on¬ 
board  remote  manageability  and 
a  design  that  has  additional  bus 
slots.  It  won’t  have  the  NetPC 
moniker. 

“The  NetPC  was  incompe¬ 
tently  marketed  because  the 
vendors  got  caught  up  in  trying 
to  describe  the  differences  be¬ 
tween  it  and  a  PC.  What  came 
out  of  it  was  that  while  you  pay 
the  same,  you  get  less,”  said 
Rob  Enderle,  an  analyst  at  Giga 
Information  Group  in  Cam¬ 
bridge,  Mass. 

“Users  responded  by  saying. 


‘Why  do  we  care?’  It  was  phe¬ 
nomenal  only  in  terms  of  how 
badly  it  was  bungled,”  he  said. 

Users  have  criticized  the 
NetPC  for  not  providing  any¬ 
thing  new.  The  NetPC  combines 
a  small  desktop  with  very  few 


peripherals,  no  floppy  drive  and 
a  lock-down  case. 

Many  users  say  they  are  still 
confused  about  the  difference 
between  a  network  computer  — 
a  thin-client  device  that  runs  ap¬ 
plications  from  a  server  —  and  a 
NetPC. 

FASHION  STATEMENT 

“This  is  really  just  a  fashion 
statement.  It’s  like  the  differ¬ 
ence  between  driving  a  big  car 
and  a  little  car,”  said  Roger  Kay, 
an  analyst  at  Framingham, 


Mass. -based  International  Data 
Corp.  (IDC).  The  NetPC  isn’t 
really  much  more  than  a  highly 
manageable  PC  and  certainly 
not  a  new  platform,  Kay  said. 

But  Microsoft  officials  said 
the  NetPC  just  needs  more  time 
on  the  market  to  gain  wider  ac¬ 
ceptance  as  a  hardware  plat¬ 
form. 

"Overall,  it’s  manageable 
hardware  that  people  want,” 


said  Stacey  Breyfogle,  Micro¬ 
soft’s  product  manager  for  the 
Windows  platform. 

But  Jim  Snively,  a  systems 
consultant  at  Sun  Oil  Co.  in 
Philadelphia,  said  the  NetPC  ap¬ 
pears  to  be  too  limited  as  a  PC  to 
serve  as  a  replacement  device. 
Network  computers  are  a  natu¬ 
ral  in  the  terminal  replacement 
market,  he  said. 

For  now,  both  platforms  are 
too  immature  for  his  company 
to  consider,  Snively  said.  “It 
may  be  of  interest  in  the  future, 


but  it’s  a  dream  right  now,”  he 
said. 

“Customers  just  aren’t  de¬ 
manding  the  NetPC,”  Kay  said. 
IDC  predicts  that  NetPCs  will 
garner  only  1%  to  2%  of  world¬ 
wide  desktop  sales  in  2001, 
which  is  expected  to  be  about 
100  million  units  total. 

But  not  everyone  is  dumping 
the  NetPC  concept,  particularly 
because  it  offers  some  remote 
troubleshooting  capabilities. 

Those  include  software  distri¬ 
bution  and  systems  configura¬ 
tion  through  Microsoft’s  Zero 
Administration  for  Windows, 
which  will  be  embedded  in  Win¬ 
dows  98  and  is  out  in  kit  form 
for  Windows  95. 

A1  Spangenberg,  vice  presi¬ 
dent  of  technology  at  The  Pru¬ 
dential  Insurance  Company  of 
America  in  Newark,  N.J.,  touted 
the  automatic  configuration  and 
remote  diagnostics  features. 

He  said  the  insurer,  which 
has  more  than  50,000  end 
users,  is  looking  at  both  the 
NetPC  and  network  computers 
as  a  way  to  reduce  the  total  cost 
of  ownership  of  desktops. 

"The  NetPC  is  a  rebundling 
of  a  number  of  features  that 
make  the  PC  platform  more 
manageable.  It  allows  us  to  pre¬ 
serve  our  investment  in  our  cur¬ 
rent  software  applications, 
which  will  all  run  as  they  do 
now,”  he  said.  □ 


Micromuse  demos 
service-level  tool 

By  Patrick  Dryden 

micromuse,  inc.  this  week 
plans  to  demonstrate  in  New 
York  a  service  reporting  option 
and  a  monitor  of  frame-relay 
network  connection  for  its  Net- 
Cool  software. 

NetCool  helps  central  IS  oper¬ 
ators  make  sense  of  alarms  that 
pop  up  throughout  complex  net¬ 
works.  Local  users,  including 
Goldman,  Sachs  &  Co.,  feed 
event  information  from  diverse 
management  tools  to  NetCool  in 
order  to  cull  the  alerts  and  pro¬ 
vide  a  single  source  for  reports, 
said  Peter  Koski,  vice  president 
of  application  and  systems  man¬ 
agement. 

That  correlation  process  hides 
much  of  the  underlying  man¬ 
agement  complexity  from  oper¬ 
ators,  Koski  said,  so  information 
systems  staff  can  track  the  ser¬ 
vice  it  provides  more  efficiently. 

The  upcoming  NetCool 
Reporter  attempts  to  interpret 
database  details  through  charts, 
bills  and  performance  analysis. 
The  goal  is  to  help  IS  meet  its 
service-level  agreements  for  the 
availability  of  networks,  systems 
and  proprietary  environments, 
such  as  telephone  switches.  □ 


The  NetPC  reference  platform  Includes  the  following 
specifications  designed  to  improve  PC  manageability: 

►  Remote  management,  including  Microsoft's  Zero 
Administration  for  Windows 

►  Sealed  case  to  prevent  unauthorized  users  from 
altering  the  machine 

►  No  floppy  drive,  so  users  can’t  load  software  locally 


ss$s 


ACHIEVE  RESULTS 


Yes,  I  want  to  receive  my  own  copy  of  COMPUTERWORLD  each  week.  I  accept  your  offer  of 
$39.95*  per  year  -  a  savings  of  over  73%  off  the  single  copy  price. 


First  Name 

Ml 

Last  Name 

Title 

Company 

E-mail  address 

Address 

City 

State  Zip 

Address  Shown:  □  Home  □  Business 

□  New  □  Renew 

Single  copy  price:  $3.00/is$ue 

*  U.S.  Only.  Canada  $95,  Mexico,  Central/South  America  $150,  Europe  $295,  all  other  countries  $295.  Foreign 

Please  complete  the  questions  below. 

orders  must  be  prepaid  in  U.S.  dollars. 

I  .  BUSINESS/INDUSTRY  (Circle  one) 

1 0.  Manufacturer  (other  than  computer) 

20.  Finance/Insurance/Real  Estate 
Medical/Law/Education 
Wholesale/Retail/T  rade 
Business  Service  (except  DP) 

Government  -  State/Federal/Local 
65.  Communications  Systems/Public  Utilities/ 
Transportation 

70.  Mining/Construction/Petroleum/Refining/ Agric. 
80.  Manufacturer  of  Computers.  Computer-Related 
Systems  or  Peripherals 

85.  Systems  Integrators.  VARs,  Computer  Service 
Bureaus.  Software  Planning  &  Consulting 
Services 

90.  Computer/Peripheral  Dealer/Dist./  Retailer 

95.  Other _ 

(Please  Specify) 


2.  TITLE/FUNCTION  (Circle  one) 

IS/MIS/DP  MANAGEMENT 

19.  Chief  Information  Officer/Vice  President/ 

Asst.  VP  IS/MIS/DP  Management 

2 1 .  Dir./Mgr.  MIS  Services.  Information  Center 

22.  Dir./Mgr.  Network  Sys.,  Data/Tele.  Comm., 
LAN  Mgr./PC  Mgr.,  Tech  Planning,  Admin.  Svs. 

23.  Dir./Mgr.  Sys.  Development,  Sys.  Architecture 
3 1 .  Programming  Management,  Software 

Developers 

41.  Engineering.  Scientific.  R&D,  Tech.  Mgt. 

60.  Sys.  Integrators/VARs/Consulting  Mgt. 
CORPORATE  MANAGEMENT 

1 1 .  President,  Owner/Partner,  General  Mgr. 

1 2.  Vice  President,  Asst.  VP 

1 3.  T reasurer,  Controller,  Financial  Officer 

COMPUTERWORLD 


DEPARTMENTAL  MANAGEMENT 

5 1 .  Sales  &  Mktg.  Management 
70.  Medical.  Legal.  Accounting  Mgt. 

OTHER  PROFESSIONAL  MANAGEMENT 
80.  Information  Centers/Libraries.  Educators, 
Journalists,  Students 
90.  Other  Titled  Personnel 
J  Do  you  use,  evaluate,  specify,  recommend, 
purchase:  (Circle  all  that  apply.) 

Operating  System? 

(a)  Solaris  (e)  Mac  OS 

(b)  Netware  (f)  Windows  NT 

(c)  OS/2  (g)  Windows 

(d)  Unix  (h)  NeXTStep 

App.  Development  Products  O  Yes  □  No 
Networking  Products  O  Yes  □  No 

Intranet  Products  □  Yes  □  No 


B297  4 


See  us  on  the  World  Wide  Web  at 
http://www.computerworld.com 


NO  POSTAGE 
NECESSARY 
IF  MAILED 
IN  THE 

UNITED  STATES 


BUSINESS  REPLY  MAIL 

FIRST-CLASS  MAIL  PERMIT  NO.  55B  MARION  OH 


POSTAGE  WILL  BE  PAID  BY  ADDRESSEE 


COMPUTERWORLD 

PO  BOX  2044 
MARION  OHIO  43306-2144 


1 . 1 1. 1 . 1 1 1 1 1 . 1 1 1 1 1 1 1 M  1 1 . 1 . 1 1 1 1 . 1 . 1 1 . 1 . .  1 .  1 1 1 1 . .  1 1 1 1 


(www.computerworld.com) 


September  15,  1997  Computerworld 


Paul  Zorfass,  an  analyst  who  covers  the 
embedded  software  market  for  Interna¬ 
tional  Data  Corp.  in  Framingham,  Mass., 
said  he  sees  businesses  putting  net¬ 
worked  devices  to  use  in  the  not-so- 
distant  future. 

"Think  of  a  health  care  professional 


who  has  an  intelligent  device  that  can 
download  a  list  of  tests  that  need  to 
be  done  on  the  next  patient,  or  a 
pager  that  gives  him  a  patient’s  medical 
history  when  it  alerts  him  to  an  emergen¬ 
cy,”  Zorfass  said.  “You  see  it  now  with 
UPS  and  Federal  Express  and  their 


handheld  notepads.” 

Dennis  Kremer,  a  programmer  and  an¬ 
alyst  at  Pittsburgh-based  RPS,  Inc.,  said 
spreading  Java  out  from  the  desktop  as¬ 
sures  him  that  a  standardized  Java  will 
flourish. 

“The  more  markets  Sun  gets  Java  into, 
the  better,”  Kremer  said.  “The  more  de¬ 
vices  that  use  Java,  the  better  chance  the 
language  has  of  surviving  attacks  from 
Microsoft.”  □ 


consumer  devices  aren’t  just  for  the 
consumer  market  anymore. 

While  everything  from  Java-embedded 
pagers  to  toasters  has  been  getting  a  lot 
of  attention  in  the  consumer  market, 
many  in  the  corporate  world  are  starting 
to  roll  up  their  sleeves  for  the  latest  Java- 
based  information  injection. 

“I  think  people  in  the  corporate  world 
are  getting  really  excited  because  it’s  all 
about  getting  more  and  more  informa¬ 
tion,”  said  Frank  Manci,  network  techni¬ 
cal  manager  at  Colonial  Savings  F.A.  in 
Fort  Worth,  Texas.  “It  does  not  matter  if 
you’re  talking  about  a  Java-based  Web 

page  or  a  lock 
•f  that  has  em¬ 
bedded  Java 
software. 

“Say  I  want 
to  know  when 
a  door  in  my 
office  was 
locked  or  un¬ 
locked  and 
who  unlocked 
it.  If  it’s  not  a 
smart  lock,  I 
can’t  know 
that.  Embed¬ 
ded  Java  can 
give  me  that 
information,” 
Manci  said. 

Corporate  interest  in  what  generally 
have  been  considered  consumer  devices 
is  growing  as  Sun  Microsystems,  Inc. 
puts  its  shoulder  solidly  behind  the  Java 
push.  Java-enhanced  screen  telephones, 
cellular  phones  and  pagers  all  are  expect¬ 
ed  to  hit  the  market  next  year. 

And  last  week  Sun  announced  it  is 
forming  an  Embedded  Systems  Software 
Group  to  focus  solely  on  that  market.  Al¬ 
so,  the  Mountain  View,  Calif.,  company 
announced  that  it  bought  Chorus  Sys¬ 
tems  S.A.,  a  Paris-based  developer  of  op¬ 
erating  system  software  for  telecom¬ 
munications  devices. 

Jim  Hebert,  general  manager  of  Sun’s 
newly  formed  group,  said  the  acquisition 
should  speed  up  research  and  develop¬ 
ment  in  the  embedded  market  by  at  least 
one  year. 


Red  Storm's  Kevin 
Perry:  "Running  Ja¬ 
va  on  a  wider  range 
of  platforms  is  only  a 
good  thing  from  our 
perspective" 


GOOD  NEWS 

And  that’s  all  good  news  for  many 
corporate  information  systems  managers 
and  developers  who  already  are  envision¬ 
ing  ways  to  put  this  new  technology  to 
work. 

“Running  Java  on  a  wider  and  wider 
range  of  platforms  is  only  a  good  thing 
from  our  perspective,”  said  Kevin  Perry,  a 
producer  at  North  Carolina-based  Red 
Storm  Entertainment,  author  Tom  Clan¬ 
cy’s  Internet  gaming  company.  “Right 
now,  our  games  can  only  target  people 
with  home  computers.  When  these  de¬ 
vices  take  hold,  there’ll  be  a  whole  new 
range  of  ways  to  get  our  games  into  peo¬ 
ple’s  homes.” 
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Business  users  await  Java  devices 

By  Sharon  Gaudin 
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DEC  boosts  StorageWorks  performance 


By  Tim  Ouellette 


DIGITAL  EQUIPMENT  CORP.  USeTS  will 
have  to  wait  a  little  longer  to  get  some 
fibre  in  their  storage  diet. 

Digital  this  week  will  unveil  a  line  of 
StorageWorks  RAID  disk  arrays  based  on 


UltraSCSI  technology  —  even  though 
much  of  the  industry  has  become  enam¬ 
ored  with  potentially  faster  Fibre  Chan¬ 
nel  offerings. 

UltraSCSI  is  an  enhanced  version  of 
SCSI,  the  standard  but  aging  method  of 
moving  data  between  computer  devices. 


Fibre  Channel  has  the  potential  to  leap 
over  UltraSCSI’s  40M  byte/sec.  transfer 
limit. 

But  users  and  analysts  said  the  perfor¬ 
mance  improvements  in  Digital’s  new 
disk  arrays,  the  relative  immaturity  of 
Fibre  Channel  offerings  and  the  support 


of  Digital’s  renowned  service  business 
will  keep  the  Maynard,  Mass.,  firm  in  the 
upper  tiers  of  a  robust  storage  market. 

And  Digital  later  this  year  will  deliver  a 
Fibre  Channel  controller  that  can  be 
plugged  in  to  existing  StorageWorks 
arrays,  company  officials  said. 

“Now  I  won’t  have  to  retrain  our  ser¬ 
vice  guys,”  said  Jean-Luc  Chatelain,  vice 
president  of  engineering  at  Cemax- 
Imation,  an  imaging  company  in  Fre¬ 
mont,  Calif.  “We  are  looking  forward  to 
Fibre  Channel,  and  all  I  will  have  to  do  to 
get  it  is  slap  in  the  new  board.” 


STORAGE  AT  WORK 


Digital's  StorageWorks  disk  arrays  include: 


ESA  10000 


Capacity . Multiple  Terabytes 

Base  price . $55,382 


RA  7000 


Capacity . 655G  bytes 

Base  price . $24,939 


RA  3000 


Capacity . 126G  bytes 

Base  price . $7,999 


RA  230/Plus 


Capacity. . 189G  bytes 

Base  price . $2,420 


The  products  in  the  new  StorageWorks 
line  promise  to  double  performance  over 
their  SCSI  predecessors,  without  a  price 
increase.  The  line  includes  new  storage 
management  software.  It  supports  multi¬ 
ple  Unix  and  Windows  NT  servers  and 
provides  a  range  of  storage  levels  from 
high-end  Unix  storage  to  PCs  (see  chart). 

“We  went  with  Digital  for  reliability 
and  serviceability,”  Chatelain  said.  “We 
need  that.  We  manipulate  such  large 
amounts  of  data  that  we  can  bring  most 
systems  we  use  to  their  knees.” 

Cemax-Imation  uses  the  new  depart¬ 
mental  RA7000  array  in  its  imaging  ar¬ 
chives,  even  though  the  archive  is  man¬ 
aged  by  a  Sun  Microsystems,  Inc.  server. 
Sun  offers  Fibre  Channel  storage,  but 
Digital’s  large  service  organization 
played  a  major  part  in  Cemax-Imation’s 
decision  to  stick  with  UltraSCSI  technol¬ 
ogy,  Chatelain  said. 

This  is  an  important  area  in  which 
Digital  hopes  StorageWork’s  speed,  flexi¬ 
bility  and  low  price  will  garner  new  users 
who  run  other  vendors’  servers. 

A  recent  survey  of  153  StorageWorks 
sites  conducted  by  Boston  Research 
Group  found  that  most  Digital  customers 
—  including  Cemax-Imation  —  want  to 
hook  other  servers  to  their  disk  arrays. 

Although  Digital  now  reaps  nearly  $2 
billion  per  year  in  storage-related  sales, 
the  company  has  to  expand  its  business 
to  non- DEC  platforms  even  further,  said 
Anders  Lofgren,  an  analyst  at  Giga  Infor¬ 
mation  Group  in  Cambridge,  Mass.  □ 


High-end  drives  for  server 
applications  to  double  in  capacity. 
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Appearing  in  the 


September  22nd  issue 


COMPUTERWORLD 


Inside  the  Agile 
Data  Center 


Is  your  data  center  agile  and  adaptive  enough 
to  continue  to  support  your  business  comput¬ 
ing  needs  in  the  future?  Devising  technology 
strategies  that  work  today  while  affording 
investment  protection  for  tomorrow  has 
become  a  central  IT  issue.  IT  task  forces  are 
asking:  What  are  the  underlying  technologies 
upon  which  to  build  an  agile  data  center? 
Which  solutions  will  meet  their  current  enter¬ 
prise  computing  needs  and  be  able  to  take 
them  into  the  21st  century?  Who  can  give 
them  the  performance,  affordability,  scalabil¬ 
ity,  reliability,  application  breadth,  service 
and  support  needed  to  run  their  business? 

More  organizations  are  turning  to  the  Intel 
Architecture.  Not  just  at  the  desktop  and 
workgroup  server  level,  but  for  mission-critical 
data  center  applications  that  just  can't  quit. 
And  it  has  a  lot  to  do  with  scalable  manage¬ 
ability  to  support  more  and  more  users,  great 
performance  and  value  for  global  competi¬ 
tiveness,  and  suppliers  with  the  experience 
and  commitment  to  make  it  all  work  for  you. 

So  look  for  this  supplement.  See  how  forward- 
thinking,  agile  organizations  are  preparing 
for  tomorrow's  challenges  now.  You  may  want 
to  keep  it  and  pass  it  on  to  your  team.  It  will 
give  you  real  life  examples  of  companies  that 
are  running  their  business  on  the  data  center 
architecture  that  has  an  eye  on  the  future. 
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64MB  ECC  EDO  RAM 

4GB  Ultra-Wide  SCSI-3  hard  drive 

15"  Micron  SOOFGx,  28dp  (13.7”  display) 


STANDARD  FEATURES 

Dual  Pentium  Pro  Zlf  sockets 

256KB  integrated  L2  cache 

Memory  upgradable  to  1GB  (8  DIMM  slots) 

5  PCI,  2  ISA,  1  shared  ISA/PCI,  9  drive  bays 
Integrated  Adaptec  PCI  Ultra-Wide  SCSI-3  controller 
Integrated  Intel  EtherExpress™  Pro  100  controller 
12X  SCSI-2  CD-ROM 

Microsoft”  Windows  NT®  Server  4.0  (10-user  license) 
Intel  LANDesk®  Server  Manager  2.52 
Dedicated  server  technical  support,  7x24 
5-year/3-year  Micron  Power'"  limited  warranty 
1-year  next-business-day  on-site  service' 

NOS  Support  (3  incident  resolutions/lst  year),  7x24 


VENT 


ME 


Taking  care  of  business  is  a  breeze  when  you  get  a  Micron™ 
Vetix™  Mxi.  It’s  a  dependable,  expandable  server  that  will 
smoothly  manage  your  network.  You’ll  get  redundant  power 
supplies  and  high-degree,  fault-tolerant  components  including 
hot-swappable  hard  drives  -  all  at  an  incomparable  price.  At 
Micron,  we  understand  that  a  server  must  meet  your  needs. 
So  our  Vetix  Mxi  gives  you  a  custom-tailored  server  to  fit 
your  exact  specifications.  You’re  supported  by  our  award-winning,  24-hour  technical  support 
team  or  optional  on-site  service  from  Digital  Equipment  Corporation.  And 
you’ll  get  one  of  the  best  warranties  out  there,  from  one  of  the  most  dependable 
companies  in  the  industry.  So  get  a  Micron.  And  then  get  down  to  business. 


MICRON  VETIX  Mxi  SERVER 


Intel  200MHz  Pentium  Pro  processor 
128MB  ECC  EDO  RAM 

Three  4GB  Ultra-Wide  SCSI-3  hard  drives  (12GB  total) 

STANDARD  FEATURES 
Dual  Pentium  Pro  ZIF  sockets 
256KB  integrated  L2  cache 
Memory  upgradable  to  1GB  (8  DIMM  slots) 

8  open  expansion  slots:  5  PCI,  2  ISA,  1  shared  ISA/PCI 
Integrated  Adaptec  PCI  Ultra-Wide  SCSI-3  controller 
Integrated  Intel  EtherExpress  Pro  100  controller 
12X  variable  speed  SCSI  CD-ROM 

5  internal,  hot-swappable,  hard  drive  array  bays  (upgradable  to  10) 
3  external  5.25"  media  bays 
1  (one)  330  watt  power  supply  standard 
(upgradable  to  3  for  added  redundancy) 

Microsoft  Windows  NT  Server  4.0  (10-user  license) 

Intel  LANDesk  Server  Manager  2.52 
Dedicated  server  technical  support,  7x24 
5-year/3-year  Micron  Power  limited  warranty 
1-year  next-business-day  on-site  service’ 

NOS  Support  (3  incident  resolutions/lst  year),  7x24 


•On-site  service  for  Vetix  servers  is  provided  by  Digital  Equipment  Corporation  and  is  optional 


3Com  OfficeConnect  Hub  8/TPC 

3Com  OfficeConnect  Switch  140 

APC  Smart-UPS  700  with  PowerChute  plus  software 

Sony  4/8G8  SCSI  DDS-2  tape  backup  drive  with  tape 

Cheyenne®  ARCserve  with  InocuLAN ' 


Call  now  to  order. 

800*21 4*6676 

www. micronpc.com 


MICRON 

POWER - 

WARRANTY 

5-year  limited  warranty  on  microprocessor  and  main  memory 
3-year  limited  parts-only  system  warranty 

1-,  2-  or  3-year  optional  on-site  service  agreement  for  Micron  desktop  and  server  systems 
30  days  of  free  Micron-supplied  software  support  for  Micron  desktop  systems;  3  optional 
network  operating  system  incident  resolutions  included  for  Micron  server  systems 
30-day  money  back  policy 
24-hour  technical  support 

The  foregoing  is  subject  to  and  qualified  by  Micron's  standard  limited  warranties  and  terms 
and  conditions  of  sale.  Terms  and  conditions  of  sale  may  vary  for  specific  configurations. 
Copies  of  the  limited  warranties  may  be  obtained  on  our  Web  site  or  by  calling  Micron. 


GSA  Contract  #GS35F4317D 


Micron  Sales  Hours:  Mon-Fri  6am-10pm.  Sat  7am-5pm  (MT) 

Technical  Support  Available  24  Hours  A  Day-7  Days  A  Week. 

Toll  free  from  Mexico:  95-800-708-1755  •  Toll  free  from  Canada: 
800-708-1758  •  Toll  free  from  Puerto  Rico:  800-708-1756 
International  Sales:  208-893-8970  •  International  Fax:  208-893-7393 
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THINKING  OLJT  OF  THE 


BOX 


THE  OTHER  IS  HIS  WINDOWS  NT®  SERVER. 


When  Swiss  bankers  make  Internet  transactions,  they  do  it  on  a 
Tandem®  Windows  NT  Server-based  system.  And  they  do  it  with 
the  security  that  Tandem  brings  in  handling  90%  of  the 
world’s  stock  transactions,  80%  of  all  ATM  transactions,  66%  of 
all  credit  card  validations,  and  two-thirds  of  all  911  calls  in 
the  United  States.  Tandem’s  cost-effective  solutions  for  modular 
growth  in  the  areas  of  finance,  retail,  telecommunications, 
insurance  and  elsewhere  now  bring  business-critical  reliability 
to  every  customer,  for  every  transaction  they  make.  Contact  us  at 
www.tandem.com  for  more  information.  Or  call  1-800-NONSTOP, 
ext.  8003  to  receive  our  latest  information  pack  which  includes 
the  new  Windows  NT  Enterprise  Management  Sampler  CD. 

Every  second,  every  transaction,  every  customer  counts. 


^TANDEM. 

*  reliability,  no  limits .. 


Computerworld  September  15,  1997  (www.computerworld.com) 


acker  pens  guide  to  Internet  security 


By  Sharon  Machlis 

want  to  learn  how  to  breach  a  server? 
Find  kits  that  generate  virus  code?  Hide 
your  identity  in  cyberspace? 

Would-be  hackers  typically  turn  to  un¬ 
derground  journals  or  cracker  World 


Wide  Web  sites  for  such  tricks  and  tips. 
But  now  a  mainstream  publisher  has  a 
book  filled  with  such  advice. 

Aimed  at  systems  administrators, 
Maximum  Security:  A  Hacker’s  Guide  to 
Protecting  Your  Internet  Site  and  Network 
is  currently  among  Macmillan  Computer 


Publishing’s  top  20  sellers  on  its  com¬ 
puter  list.  And  it  has  sparked  another 
round  of  debate  —  in  places  such  as  Use¬ 
net  newsgroups  and  the  Amazon.com 
book  review  Web  site  —  about  how  much 
security  information  should  be  dissemi¬ 
nated  to  the  general  public. 


Technology.  It’s  moving  fast.  And  our  schools  are  falling  behind.  Why? 
Lack  of  funds.  Lack  of  resources.  Lack  of  expertise.  That’s  where  your 
company  comes  in.  By  supporting  Tech  Corps.  A  grassroots  effort  to 
enhance  teaching  and  learning  through  technology. 
And  give  students  the  advantage  they  need  to 
get  ahead  in  the  game  of  life.  Discover  the  rewards 
of  becoming  a  Tech  Corps  Corporate  Sponsor. 
508/620-7751  •  http://www.ustc.org 
America  needs  to  know. 

ns  already  providing  national  sponsorship  include 

^communications  Industry  Association  Foundation  (CTIA).  Digital  Equipment  Corporation,  and  MCI  Foundation 


The  book’s  author,  who  prefers  to 
go  by  “anonymous”  because  of  a  three- 
year  stint  in  prison  for  financial 
fraud,  readily  admits  that  his  work  can 
be  used  “as  a  tool  to  facilitate  illegal 
activities.” 

From  bug-reporting  lists  to  network 
testing  tools  such  as  SATAN  (Security 
Administrator’s  Tool  for  Analyzing  Net¬ 
works),  the  security  community  contin¬ 
ues  to  wrestle  with  the  dilemma  of  how 
to  help  administrators  harden  their  sys¬ 
tems  without  giving  malicious  attackers 
a  chance  to  improve  their  skills. 

“It’s  a  double-edged  sword,”  said 
James  Havens,  MIS  manager  at  The 
Madhouse,  Inc.  in  Avon,  Mass.  “The  in¬ 
formation  is  important  for  IS  managers. 
If  I  had  to  make  a  decision,  I’d  be  in  favor 
of  the  information  be¬ 
ing  published  —  but 
reluctantly.” 

Mark  Taber,  execu¬ 
tive  editor  at  Sams.net, 
acknowledged  that  par¬ 
ent  company  Macmil¬ 
lan  had  some  early  mis¬ 
givings  about  the 
project. 

Officials  resolved 
their  unease  by  focusing  on  the  security 
aspects  of  the  book.  “The  marketing  peo¬ 
ple  wanted  to  play  up  ‘how  to  hack,’  ”  he 
said.  But  that  approach  was  nixed,  along 
with  ideas  such  as  using  prison  bars  as  a 
cover  illustration. 

But  doesn’t  a  book  like  this  help  edu¬ 
cate  malicious  hackers? 

“The  information  is  out  there,”  Taber 
responded.  “The  hackers  know  where 
that  information  is.” 

With  detads  of  security  holes  regularly 
distributed  on  newsgroups  and  Web 
sites,  administrators  who  fad  to  keep  up 
with  the  near -daily  bug  reports  are  in  in¬ 
creasing  danger  of  falling  victim  to  at¬ 
tacks. 

Experts  say  many  network  breaches 
come  from  known  bugs,  which  some  ad¬ 
ministrators  didn’t  fix  despite  advisories 
about  vendor  patches  or  upgrades. 

“If vulnerabilities  are  not  known  to  the 
people  who  need  to  protect  themselves 
...  the  situation  is  risky,”  said  Peter  Neu¬ 
mann,  principal  scientist  at  SRI  Interna¬ 
tional,  Inc.  in  Menlo  Park,  Calif.,  and 
moderator  of  the  Internet  Risks  Forum 
newsgroup.  “But  the  proper  solution 
would  be  to  put  much  greater  emphasis 
on  the  security,  integrity  and  reliability  of 
our  computer/communications  infra¬ 
structure,  which  is  much  weaker  than  it 
should  be.”D 


Win  a  Cool  Prize 
Every  Week! 

Enter  the  TechnoToys 
Sweepstakes  in 
Computerworld 
Marketplace 

(following  IT  Careers) 


IS  THIS  THE  TIME 

-WITH-THE- 
P  LAV- IT- 


APPROACH  FOR  YOUR 
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The  Year  2000  is  right  around  the  corner.  Is  it  time 
to  take  chances  with  your  business?  Or  time  to  go 
with  a  tested,  proven  Year  2000  Leader?  Like  Peritus. 

The  fact  is,  more  companies  and  service  providers 
across  the  world  are  currently  using  Peritus  as  their 
Year  2000  partner.  The  reasons?  Performance  and 
flexibility,  to  name  a  few.  Only  Peritus  provides  a  full 
suite  of  Year  2000  conversion  alternatives  to  meet  your 
needs,  from  data  expansion  to  logic  correction  and 
capabilities  such  as  comprehensive  identification. 

Whether  your  system  is  mission-critical  or  at  the 
end  of  its  life  cycle,  you  can  choose  a  tailored  Year 
2000  solution  that's  right  for  you. 

There's  something  else  you  get  from  Peritus — peace 
of  mind  from  partnering  with  the  world's  leader  in 
creatively  managing  the  installed  software  base.  In 
fact,  our  Year  2000  solutions  are  only  one  of  the  many 
solutions  available  from  Peritus,  the  company  that's 
blazing  new  trails  in  software  evolution.  We're  chang¬ 
ing  the  way  people  think  about  software.  And  we're 
giving  people  the  power  to  make  more  business 
choices  than  were  ever  thought  possible. 

Are  we  saying  Peritus  is  right  for  your  company? 
Absolutely.  Call  Peritus  today  at  1-800-598-7787 
for  more  information,  or  visit  our  web  site  at 
www.peritus.com. 


Creative  Excellence  In  Software  Evolution 
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While  creating  monitors  require 


ciency  in  the  sciences,  it  also  helps  to  know  a  tew,.- 
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things  about  people.  Like  that  some  can  effectively 
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manage  large  MIS  departments  while  fighting  an 
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addiction  to  the  ESPN  SportsZone  web  site.  Or 
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that  others  have  dinner  with  a  computer  more  often 


innovation  is  based  on  how  all  of  us  work,  how  we 


ive.  It's  the  force  behind  every  monitor  we  make 


viewa 


monitor  in  existence,  is  designed  for  artistic  souls 


screen.  The  TFT500  flat  panel  is  extraordinary  in 
its  ability  to  fit  neatly  into  confined  spaces,  like 

a  corner  office  rampant  with  paper  piles  and  golf 

- 

equipment.  The  P50  and  V70  offer  the  performance 
and  value  you'd  expect  from  the  best-selling  brand 
of  monitors  on  earth.  They  also  offer  the  highest 


refresh  rates  in  their  class.  A  comforting  thought 

•  '  ^  •  ff  V/..V-. 

for  those  of  us  who  associate  a  mere  40-hour 


work  week  with  part-time  employment. 
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More  and  more  the  world  is 


monitor.  We  invite  you  to  enjoy  the  view 
www  compaq.com/products/monitors/. 
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Object-oriented  program  speeds  social  services 


WIC  Program  Director  Diane  Phillips:  "This  program  has 
changed  everything.  It  used  to  be  a  nightmare. " 


►  California  nutrition 
program  offers  service 
up  to  three  times  faster 

By  Sharon  Gaudin 


a  woman  walks  into  a  WIC 
clinic  with  a  baby  in  her  arms 
and  a  toddler  at  her  heels.  The 
long  lines  that  used  to  prompt 
her  to  turn  around  and  head 
home  are  gone.  Instead,  she  eas¬ 
ily  moves  to  an  available  coun¬ 
selor,  who  calls  up  her  history 
and  current  needs  on  a  comput¬ 
er  screen. 

Within  io  minutes,  she  has 
the  coupons  she  needs  for  milk, 
cheese  and  peanut  butter,  and 
she  and  her  children  are  out  the 
door. 

She  could  be  any  of  the  1.4 
million  women  and  children 
who  are  being  served  by  the  Cal¬ 
ifornia  Department  of  Health’s 
Women,  Infants  and  Children 
(WIC)  program.  The  program 
and  the  people  it  serves  were 
boosted  by  an  object-oriented 
application  that  speeds  clients 
through  the  process  two  to  three 
times  faster  than  before. 

The  application,  built  with 
IBM’s  VisualAge  tools,  saves  the 


state  about  $2  million  per 
month  in  time  saved,  copying 
and  paperwork  eliminated  and 
workers  reassigned. 

“This  program  has  changed 
everything,”  said  Diane  Phillips, 
WIC  program  director  in  Napa, 
Calif.  “It’s  completely  changed 


the  clinic.  It  used  to  be  a  night¬ 
mare.  Now  we  can  actually  hon¬ 
or  appointment  times,  and 
that’s  drastically  decreased  our 
no-show  rate. 

“We’ve  been  able  to  shift  our 
focus  from  all  that  labor  to  what 
we  really  need  to  do  —  help  get 


nutrition  to  children  and  their 
moms,”  Phillips  said. 

The  national  WIC  program, 
funded  by  the  U.S.  Department 
of  Agriculture,  ensures  that  im¬ 
poverished  women  get  the  nu¬ 
trition  they  and  their  unborn  or 
young  children  need.  California 
alone  has  500  clinics  where 
women  go  for  classes,  check-ins 
and  food  coupons. 

The  information  systems  de¬ 
partment  at  the  California  De¬ 
partment  of  Health  built  an  ap¬ 
plication  —  the  Integrated  State 
Information  System  —  to  sup¬ 
port  the  agency’s  approximately 
3,500  staffers.  Byron  Roberts, 
project  manager  at  the  Sacra¬ 
mento-based  health  depart¬ 
ment,  said  he  used  IBM’s  Visual 
Generator,  a  fourth-generation 
language  application  develop¬ 
ment  tool  for  building  worksta¬ 
tion-based  programs. 

Before  the  application  was 
running,  workers  at  any  given 
clinic  had  to  share  one  appoint¬ 
ment  book.  That  meant  workers 
and  their  clients  had  to  sit  at  one 
table,  grappling  for  the  book 
and  filing  and  shuffling  reams 
of  papers.  That  setup  killed  any 
privacy  the  clients  might  have  to 
talk  about  their  financial,  nutri¬ 


tional  and  possible  drug-depen¬ 
dency  situations. 

Now,  workers  have  their  own 
desks  and  computers.  The  appli¬ 
cation,  which  plugs  in  to  an 
IBM  mainframe  that  handles 
more  than  1  million  transac¬ 
tions  per  day,  calls  up  a  family 
outline,  history  of  appoint¬ 
ments,  list  of  what  appoint¬ 
ments  need  to  be  made  and  the 
family’s  food  preferences. 

SHOWING  THE  MONEY 

Once  the  worker  fills  in  the  cli¬ 
ent’s  new  information,  the  ap¬ 
plication  automatically  prints 
out  WIC  checks,  specifying 
what  the  client  can  buy  and  how 
much  money  can  be  spent. 

“It  would  take  two  to  three 
times  the  amount  of  time  it  now 
takes  us  to  care  for  someone,” 
Phillips  said.  “And  it’s  not  just 
that  we’re  spending  less  time. 
We’re  spending  better  quality 
time.” 

The  application  is  slowly  be¬ 
ing  converted  to  a  client/server 
application.  “We’re  upgrading 
to  PCs,”  Roberts  said.  “That  will 
make  the  application  even 
cheaper  for  us  to  run.  It  will 
probably  be  five  years  before  we 
get  it  all  switched  over.”D 


INTERNET  SERVICE 

WorldSite  serves  up 
Hollywood  on  Web 


By  Matt  Hamblen 


the  night  he  premiered  his 
first  World  Wide  Web  site,  for 
the  movie  Mission:  Impossible, 
John  Paukulis  recalls  a  near  di¬ 
saster  —  and  lots  of  screaming. 

Hollywood  glitterati  were 
gathered  at  a  party  to  watch  and 
interact  at  Macintosh  kiosks. 
But  the  server,  maintained  by  a 
remote  service  contractor,  was 
down. 

“Everybody  was 
there,  and  we  were 
crashing,”  Paukulis 
said. 

Paukulis,  then  direc¬ 
tor  of  interactive  mar¬ 
keting  at  Paramount 
Motion  Pictures  in 
Hollywood,  had  the 
foresight  to  bring  a 
backup  videotape  of 
the  site,  which  he  ran 
over  the  kiosks,  avoid¬ 


ing  a  total  disaster.  “Then  I 
made  a  bunch  of  phone  calls 
and  started  screaming  to  the 
contractor  running  the  server 
for  the  site,”  he  said. 

The  site  came  online  later 
during  the  party,  but  the  service 
provider  was  fired.  “I  told  them, 
‘Don’t  let  me  down,’  but  they 
did  let  me  down,”  Paukulis  said. 

Enter  Adam  Joffe,  president 
of  WorldSite  Networks,  Inc. 


in  Beverly  Hills,  Calif. 

Paukulis  hired  WorldSite  be¬ 
cause  it  was  gaining  a  reputa¬ 
tion  for  hosting  and  maintain¬ 
ing  movie  sites,  a  specialty 
because  of  the  enormous  num¬ 
ber  of  hits  such  sites  get  and  the 
games  and  other  complex  inter¬ 
active  applications  they  employ. 

Within  a  year,  Paukulis  pro¬ 
duced  nearly  20  movie  sites  for 
Paramount  with  WorldSite’s 
help.  “They’ve  been  very  re¬ 
sponsive.  After  all,  theirs  is  a 
service  industry,  and  WorldSite 
is  truly  24^-7.  If  I  call,  Adam 
will  go  to  WorldSite’s  headquar¬ 
ters  to  fix  things.” 

Paukulis  has  left  Paramount 
to  start  Visual  Artist  Group  in 
Santa  Monica,  Calif.,  and  hopes 
to  use  WorldSite's  services  to 
host  sites  that  promote 
television  game  and 
crime  shows. 

Paukulis  said  World- 
Site  is  now  recognized 
as  the  biggest  movie 
site  hosted  by  Holly¬ 
wood  producers.  The 
company  has  created 
and  served  “hundreds 
of  sites”  since  its  in¬ 
ception  in  1995  and 
now  receives  20  mil¬ 
lion  hits  per  day  on 


its  servers,  Joffe  said. 

Clients  include  Pioneer  Elec¬ 
tronics,  Inc.,  Fox  Interactive  and 
other  businesses  owned  by  me¬ 
dia  mogul  Rupert  Murdoch  and 
Yahoo,  Inc.  for  the  Los  Angeles 
region.  One  early  site  built  for  a 
Star  Trek  movie  took  6  million 
hits  per  day. 

Joffe  said  his  pri¬ 
vately  held  business 
has  been  profitable 
since  last  year,  mak¬ 
ing  it  unusual  in 
the  world  of  Inter¬ 
net  service  provid¬ 
ers  and  Web  host¬ 
ing.  He  wouldn’t 
disclose  revenue. 

It  helps  that 
WorldSite  has  de¬ 
veloped  expertise 
with  a  niche  audi¬ 
ence,  sticking  only 
with  business  cus¬ 
tomers,  nearly  all 
of  them  in  en¬ 
tertainment,  Joffe 
said.  “The  studios 
are  pretty  demanding,”  he  said. 
“We’re  known  for  having  the 
ability  to  do  big  old  sites  with 
lots  of  traffic  and  complexity 
that  have  to  be  kept  up  and  run¬ 
ning,”  Joffe  said. 

Paukulis  said  WorldSite  also 


has  earned  its  reputation  by  of¬ 
fering  prices  for  services  that 
meet  or  beat  competitors.  For 
example,  a  monthly  T1  connec¬ 
tion  to  WorldSite  costs  $1,000, 
nearly  half  the  industry  average. 

“We  optimize  our  workload 
and  have  a  lot  of  automation  in 


place,  and  that  helps  keep  our 
overhead  down,”  Joffe  said. 

It  also  helps  that  the  co¬ 
founder  and  technical  director  is 
Joffe’s  brother,  Ethan.  “I  do  the 
networking,  and  he’s  the  server 
and  software  guy,”  Joffe  said.  □ 


WorldSite  is  recognized  as  the  biggest  host  of 
movie  sites,  getting  20  million  hits  per  day 


Clients  include  Fox  Interactive  and  other  pro¬ 
moters  of  movies  and  TV  shows 


Breaking  the 
10k  barrier. 


TOP  (tpmC)  Intel-Architecture  Systems* 


Rank 

Manuf. 

System 

Throughput 

(tpmC) 

Price/Performance 
($per  tpmC) 

Qty/Processors/MHz 

o 

ALR* 

Revolution"  6x6  c/s 

10,665.53 

$48.10 

6/Pentium  Pro/200MHz 

o 

Unisys’ 

Aquanta"  HS/6  c/s 

10,665.53 

$53.43 

6/Pentium  Pro/200MHz 

BBIMtCI 

2 

Unisys* 

Aquanta™  HS/6  c/s 

9,223.43 

$52.59 

4/Pentium  Pro/200MHz 

3 

HP* 

NetServer™  LX  Pro  c/s 

9,198.37 

$49.62 

4/Pentium  Pro/200MHz 

4 

NCR* 

WoridMark"  4300S  c/s 

9,116.00 

$85.45 

4/Pentium  Pro/200MHz 

5 

Compaq* 

ProLiant"  6000  6/200  Model  IX  c/s 

9,028.67 

$78.17 

4/Pentium  Pro/200MHz 

6 

Compaq* 

ProLiant"  5000  6/200  Model  2  c/s 

8,311.43 

$95.37 

4/Pentium  Pra/200MHz 

7 

Digital* 

Prions"  ZX6200MP 

8,145.60 

$48.67 

4/Pentium  Pro/200MHz 

8 

Compaq* 

ProLiant"  5000  6/200  Model  IX  c/s 

8,070.00 

$57.66 

4/Pentium  Pro/200MHz 

I  Product  comparison  chart  below  is  not  representative  of  the  machines  used  in  these  benchmarks.  *  Data  current  on  7/25/97. 
J  tpmC,  TPC-C  and  TPC  are  trademarks  of  the  Transaction  Processing  Performance  Council. 


World’s  Fastest  Intef-based, 
Windows'  NT  Server 

Microsoft®  SQL  Server™  6.5  Enterprise  Edition 


ALR's  Rewhaon  6X6. 
the  industry  's  firs 
server  to  feature  a  total 
of  6  Intel  Pentium  Pro 
processors. 


PENTIUM. PRO 

PROCESSOR 


The  AIR 
Revolution"  6X6 

It’s  official!  The  ALR  Revolution  6X6  has  shattered  all  previous  TPC-C 


ALR  Revolution  2XL 

ALR  Revolution  6X6™ 

Compaq  Proliant  6000  ^ 

CPU 

(1)  Pentium  II 2663/512 

(1)  Pentium*  Pro  200/512 

(1)  Pentium*  Pro  200/512 

Maximum  No.  of  Processors 

2  (Pentium  Pro  or  Pentium  II) 

6 

4 

Memory 

64-MB 

128  MB 

128-MB 

Hard  Disk  Drive  Storage 

4-Gigabyte  (FW  ultra  SCSI) 

9-Gigabyte  (FWSCSI) 

9-Gigabyte  (FWSCSI) 

LCD  Touchscreen  Diagnostics 

Not  Available 

Standard 

Not  Available 

CD-ROM 

ICX(IDE) 

16X  (SCSI) 

8X  (SCSI) 

RAID  Ready 

6  Bays 

6  Bays 

6  Bays 

Hot  Swappable  Expansion 

3  Bays  (Optional) 

6  Bays 

6  Bays 

Network  Interface 

10/100  Ethernet 

10/100  Ettiemet 

10/100  Ethernet 

On-board  Disk  Controller 

Fast/Wide  Ultra  SCSI  &  IDE 

Fast/Wide  Ultra  SCSI  &  IDE 

Fast/Wide  Ultra  SCSI  &  IDE 

Server  Management 

ALR  IntorMaaager '“wnti  Active  CPR* 

ALR  IntarManager™  with  ActiveCPR™ 

Compaq  Insight  Manager™ 

N+1  Power  Supply 

Dual  365  Watts  with  Loadshare 

7M  Watts  (1050  opt.) 

750  Watts 

Redundant  Hot-pluggable 

Not  Available 

Ttidaril 

Optional 

On-site  Service 

3  Years  On-site  Service 

3  Years  On-site  Service 

3  Years  On-site  Service 

Factory  Warranty 

9Ww/3BIMk 

S  War/38  Month 

3  Year 

IOC  Estimated  Street  Price 

4,783 

12,763 

13,431 

New  from  ALR...  Autobahn  ISDN  Routers  now  available  lor  under  $650.  call  1-888-ALR-ISDN 


performance  records  to  earn  its  place  as  the  fastest  Intel-based  server  in 
the  world.  But  what  else  would  you  expect  from  ALR,  winner  of  both 
InfoWorld  and  UnixReview' s  1996  product  of  the  year 
awards?  To  learn  more  about  our  complete  family  of 
transaction  munching  dual,  quad,  and  six-way 
processing  servers,  visit  your  local 
ALR  reseller  today  or  call  our 
toll-free  number  today. 


1 -800-444-4ALR 

http://www.alr.com 


Advanced  Logic  Research,  Inc. 


MJ  CM  bd  *— ■<  >ri»#  CompuServe- 66  NIT  iAmana0nlrK-Uymm4ikM  AduancEdLoy  Research.  Ire  W01  Jercnma  kwne.CA927l8(7l^5Bi-677DBW:(7l4»5Bi®«  Pnc*s,  configurators  and  specifications  subjsct  to  diange  without  rxfca  Sysiero  spaafrations  sub|ed  to  ^nengoasr:  xiUS  ALfi«  a  *qh»*c  Wdemar- 

Advanced  Logc  Research.  Inc  Intel  Pentium  Pro  logo  s  a  trademark  of  Intel  Corporation.  At  other  brand  and  product  names  are  trademarks  or  mastered  trademarks  of  the*  respective  owners  ©  1997  by  ALR 
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One  company.  One  contract.  Giving  you  complete  control  over  your  communication  expenses. 

it  not  only  confusing,  it’s  costly.  Which  is  why  you  should  work  with  MCI.  For  everything.  Long  distance,  International 
complete  control  over  what  you’re  spending  (one  bill  instead  of  dozens)  and  what  you’re  saving  (one  contract  meant 


.-liable  for  medium  large  businesses  with  local  service  over  MCI  facilities.  Not  available  in  all  areas.  Call  for  availability. 


Working  with  what  seems  like  hundreds  of  different  local  phone  companies 
Conferencing,  Data,  Cellular,  Internet  and  Local  phone  service.  Giving  you 
volume  discounts).  So  you’ll  always  know  just  where  you’re  going. 


Is  this  a  great  time,  or  what?  :-) 


<ju  n«  m» 


. 
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EDS  off  balance  after  spin-off  from  GM 


"They  [EDS]  were  good,  fair  business  part¬ 
ners.  We  parted  as  friends." 


By  Thomas  Hoffman 


when  General  Motors  Corp. 
spun  off  its  Electronic  Data  Sys¬ 
tems  Corp.  subsidiary  last  year, 
Wall  Street  analysts  expected  the 
unshackled  services  giant  to 
spread  its  wings  and  take  its 
earnings  and  revenue  to  new 
heights. 

Instead,  the  Plano,  Texas- 
based  systems  integrator  has 
been  grounded  by  a  string  of 
disappointing  quarterly  finan¬ 
cial  results. 

However,  the  company  used 
its  own  consulting  know-how  to 
launch  a  massive  cost-cutting 
and  re-engineering  initiative 
earlier  this  year  that  analysts 
said  already  is  starting  to  show 
results. 


EDS’S  EARNINGS  PER 

SHARE  ESTIMATES 

$3 

$2.55 

$2.50 

$2.2^X^ 

$2 

$1.89 

$1.50 

1997 

1998  1999 

Source:  First  Call  Corp.,  Boston 


Several  factors  con¬ 
tributed  to  EDS’s  finan¬ 
cial  problems,  which 
look  even  worse  when 
compared  with  the  dou¬ 
ble-digit  growth  reported 
by  the  rest  of  the  infor¬ 
mation  technology  ser¬ 
vices  companies. 

GM  and  Xerox  Corp. 
restructured  large  out¬ 
sourcing  contracts  in 
ways  that  crimped  EDS’s 
profit  margins,  analysts 
said.  EDS  also  failed  to 
factor  inflation  into 
some  of  its  bigger  con¬ 
tracts  in  1994  and  1995. 

When  labor  shortages 
drove  salaries  skyward, 
additional  pressure  was 
placed  on  EDS  profits. 

And  the  company’s  recent 
focus  on  winning  smaller  but 
more  profitable  contracts  has 
yet  to  have  an  impact  on  the  bot¬ 
tom  line. 

Despite  all  that,  some  Wall 
Street  analysts,  pointing  to 
some  recent  EDS  wins  and  to  its 
reorganizational  moves,  said  a 
turnaround  is  already  under 
way. 

EDS’s  new  business  —  which 
includes  a  $3.2  billion  outsourc¬ 
ing  contract  signed  with  Bell¬ 


South  Corp.  last  month  —  is 
generating  24%  gross  profit 
margins  vs.  16%  for  contracts  it 
signed  in  1994  and  1995,  said 
Moshe  Katri,  an  analyst  at  UBS 
Securities  in  New  York. 

EDS’s  new  business  “is 
strong,  healthy  and  profitable,” 
Katri  said.  And  EDS  has  main¬ 
tained  a  strong  balance  sheet. 

In  its  reorganization,  which 
began  in  January,  EDS  has  iden¬ 
tified  8,500  nonrevenue-pro- 
ducing  positions  that  will  be 


eliminated,  affecting 

5.400  people.  Of  those, 

2.400  are  being  rede¬ 
ployed  from  staff  posi¬ 
tions  to  revenue-produc¬ 
ing  positions,  such  as 
account  sales  and  sup¬ 
port  positions,  said 
Cecilia  Norwood,  vice 
president  of  EDS  com¬ 
munications.  The  other 
3,000  have  left  or  will 
leave  the  company  by 
year’s  end,  she  said. 

BIG  SAVINGS 

Through  its  cost-cutting 
efforts,  EDS  expects  to 
slash  $250  million  from 
its  overhead  this  year 
and  $500  million  to 
$700  million  going  for¬ 
ward,  Norwood  said. 

In  the  second  phase  of 
its  Future-By-Design  project, 
launched  in  July  by  25  consul¬ 
tants  from  EDS  unit  A.  T.  Kear¬ 
ney,  Inc.,  EDS  began  re-engi¬ 
neering  its  core  business 
processes  to  better  meet  cus¬ 
tomer  needs. 

For  example,  EDS  has  “col¬ 
lapsed”  some  of  its  strategic 
business  units  to  eliminate  re¬ 
dundant  expenses  and  improve 
decision-making  for  its  custom- 


Sun  stands  alone . . . 
SGI  joins  NT  crowd 


By  Jaikumar  Vijayan 


wintel  has  made  a  convert  of 
yet  another  Unix  diehard. 

Bowing  to  the  growing  influ¬ 
ence  of  Windows  NT  in  the 
workstation  market,  Silicon 
Graphics,  Inc.  (SGI)  last  week 
confirmed  that  it  will  start  mak¬ 
ing  Intel  Corp.-based  systems 
that  run  the  Microsoft  Corp.  op¬ 
erating  system  in  the  second 
half  of  next  year. 

At  the  same  time,  company 
officials  said  SGI  will  continue 
manufacturing  high-end  Unix 
■workstations  based  on  Mips 
'technologies,  Inc.’s  RISC  chip. 

SGI’s  move  is  yet  another  en- 
‘ersement  of  Windows  NT  by  a 
hitherto  Unix-only  vendor  and 


should  further  reassure  users 
about  NT’s  ability  to  handle  in¬ 
creasingly  powerful  workstation 
applications,  analysts  said. 

"To  a  certain  degree,  SGI’s 
move  legitimizes  NT  as  a  plat¬ 
form  where  high-performance 
graphics  can  be  delivered,”  said 
Greg  Weiss,  an  analyst  at  D.  H. 
Brown  Associates,  Inc.  in  Port 
Chester,  N.Y.  “SGI  has  been  a 
Unix  stalwart  and  it  wouldn’t  get 
on  NT  if  this  wasn’t  the  case.” 

Despite  its  success  in  the 
Unix  market,  SGI’s  move  to  NT 
was  considered  inevitable  for 
several  reasons.  Its  low-end  mar¬ 
kets  have  been  coming  under 
fierce  pressure  from  NT.  In  fact, 
market  research  firm  Aberdeen 
Group,  Inc.  in  Boston  estimates 


that  the  installed  base  of  NT 
workstations  will  double  from 
1. 1  million  this  year  to  2.2  mil¬ 
lion  in  2000,  while  that  of  Unix 
workstations  will  more  than 
halve  from  675,000  to  300,000. 

Meanwhile,  SGI  has  been 
coming  under  increasing  pres¬ 
sure  at  the  high  end  from  Sun 


SGI  FINANCIALS 


■  Revenue  ■  Profit 

Quarter  ending  Dec.  31, 1996 

!■■■■  $825M 
|  -$13M 

Quarter  ending  March  31, 1997 

HHHfll  $909M 
|  $11 M 

Quarter  ending  June  30, 1997 
$1.2B 


Microsystems,  Inc.  and  Hewlett- 
Packard  Co.,  both  of  which  re¬ 
cently  began  to  attack  SGI’s 
market  with  powerful  new  Unix 
workstations. 

“NT  itself  may  not  have  start¬ 
ed  affecting  their  revenue  just 
yet,”  Weiss  said. 

But  “given  the  current  market 
dynamics,  you’ve  got  to  have 
Intel  and  NT  in  your  product 
mix  if  you  want  to  grow,”  an 
SGI  spokesman  said. 

During  the  past  two  years, 
several  Unix  workstation  heav¬ 
ies,  including  HP,  Digital 
Equipment  Corp.  and  Inter¬ 
graph  Corp.,  have  announced 
Windows  NT  products.  In  fact, 
SGI’s  acquiescence  to  the  Win¬ 
tel  duo  makes  Sun  the  only 
major  workstation  vendor  not  to 
have  Windows  NT  products. 

Recently,  Sun  has  made  ef¬ 
forts  to  integrate  its  products 
better  with  NT  environments, 
but  so  far,  Sun  hasn’t  an¬ 
nounced  any  plans  to  switch  to 
Wintel  technology.  □ 


ers,  Norwood  said. 

Other  areas  for  improvement 
include  finding  and  installing 
better  risk  assessment  and  fore¬ 
casting  systems  to  help  support 
EDS’s  financial  strategies,  she 
said. 

AlliedSignal  Aerospace  in 
Torrance,  Calif.,  has  had  mixed 
results  with  EDS.  About  three 
years  ago,  EDS  was  contracted 
by  AlliedSignal  to  build  a  mas¬ 
sive,  worldwide  procurement 
management  system.  “I 
thought  they  did  a  pretty  good 
job  of  it,”  said  Chief  Informa¬ 
tion  Officer  Paul  Hoedeman. 

But  a  desktop  support  out¬ 
sourcing  contract  that  followed 
the  first  project  ran  into  prob¬ 
lems,  mainly  because  certain 
automated  desktop  manage¬ 
ment  tools  weren’t  available  at 
that  time  for  things  such  as  re¬ 
mote  software  support  and  dis¬ 
tribution.  “There  also  wasn’t 
enough  fat  in  the  contract  in 
terms  of  margins  for  EDS,” 
Hoedeman  said.  □ 

Senior  editor  Jaikumar  Vijayan 
contributed  to  this  report. 


Corel  warns 
of  large  Q3  loss 

Ottawa-based  Corel  Corp. 
said  last  week  that  it  expects 
to  post  a  $32  million  third- 
quarter  loss. 

Corel  blamed  the  loss  on 
accounting  rules  that  let  it 
post  only  $54  million  in  reve¬ 
nue,  even  though  it  received 
orders  for  and  shipped  $96 
million  worth  of  software. 

It  downplayed  the  news, 
saying  it  still  had  $20  million 
in  cash  and  expected  im¬ 
proved  fourth-quarter  results 
based  on  Christmas  sales  and 
an  aggressive  marketing  plan. 

“I  think  the  company  has 
yet  to  prove  that  it  has  a  sus¬ 
tainable  business  model  in 
the  office  suite  arena,”  said 
Steve  Frankel,  an  analyst  at 
Adams,  Harkness  &  Hill,  Inc. 
in  Boston.  He  said  he  wasn’t 
recommending  Corel  stock 
and  described  the  company 
as  an  underperformer. 

Corel’s  stock  took  a  beating 
last  month  when  the  compa¬ 
ny  announced  it  would  kill 
plans  to  introduce  an  office 
suite  written  in  java. 

—  Cordon  Mah  Ung 


Listen,  when  it  comes  to 
seeking,  finding  and  delivering 
the  latest-breaking  IT  news, 
no  one  holds  a  candle 
to  our  painstakingly  diligent 
writers  and  editors.  Be  that  as 
it  may,  the  esteemed  and  hal¬ 
lowed  pages  you  hold  in  your 
hand,  are  in  fact,  weekly  pages. 

Which  means 
if  we  go  to  press 
on  Sunday,  and  a 
vendor  slashes 
prices  or  a  trade 
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show  keynoter  puts  his  foot  in 
his  mouth  on  Monday,  there 
will  be  no  pithy  headline,  no 
meaningful  analysis,  no  press¬ 
release  photo  —  until  next 
week’s  issue. 

And  we  know  a  lot  of  you 
IT  leaders  don’t  want  to  wait 
that  long.  (Hell,  a  lot  of  you 
order  drip  cof¬ 
fee  ’cause  you 
don’t  want  to 
wait  for  a  latte.) 
You  want  today’s 
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The  new  database  as  universal  as  the  World  Wide  Wei: 


Is  your  database  missing  something? if  i 


it  cant  h 


\\  indows  NT,8  Sun  Solaris,™  A1V'  and  OS/2!,'  you’re  missing  some  major  efficiencies.  INot 


DB2 


version  5.0 


•  IBM  home  page  is  located  al  www  ibm.com  IBM.  DB2.  AIX.  OS/2.  Visual  Age,  Net  Data  and  Solutions  lor  a  small  planet  are  trademarks  of  International  Business  Machines  Corporation  in  the  Uml 


Applause  for  DB2  Universal  Database 


“We  tested  early  prototype  code  of  this  hot  technology  on  a  two-node 
NT  cluster  and  saw  a  70°/o  to  140%  improvement  in  our  load  and  query 
times.”  -  PC  Week ,  March  31, 1997 

“One  of  DB2  Universal  Databases  greatest  strengths  is  its  capability  to 
easily  scale  data  from  laptops  to  clustered  environments  and  massively 
parallel  processors.”  -  InfoWorld ,  April  28, 1997 

“In  the  race  for  speed,  ease  of  use,  features,  anti  scalability,  IBM’s  DB2 
Universal  Database  5.0  is  challenging  Oracles  commanding  lead  in 

this  market _ BYTE's  testing  shows  that  DB2  Universal  Database  5.0 

scales  well,  runs  quickly,  is  easy  to  administer,  and  adapts  painlessly  to 
Web-site  use.”  -  Barry  Nance,  BYTE  Magazine ,  August  1997 


If  you  build  it,  they  will  cheer: 


Here’s  everything  you  need  to  develop  full-function  Web  applications  on 
an  enterprise  scale  -  with  Java,  multimedia,  decision  support,  the  works. 

•  Intel 8  versions  of  DB2  UDB  5.0  for  Windows  NT  or  OS/2.  Plus 
multimedia  extenders  for  text,  image,  audio  and  video. 

•  Visual  Age 9  for  Java.  Lets  you  create  user-defined  functions 
develop  in  Java  and  extend  existing  apps  to  the  Web  without 
reivriting  from  scratch. 

•  Net.Datar.“  Automates  the  tedious  task  of  building  Web  macros 
and  adds  connectivity  for  Internet  and  intranet  applications. 

•  Software  Developer’s  Kit.  A  full  library  of  APIs,  useful  tools  and 
complete  documentation. 

•  DB2  Connect.  Enables  workstation  apps  to  access  legacy r  system  data. 

•  Lotus 8  Go.  A  quick-start  Web  server  package  with  the  latest  in 
security.  Plus  Lotus  Approach ®  a  great  front  end  and  an  easy  way 
to  add  decision  support  or  reporting  capability. 


The  I)B2  Universal  Developers  Edition  is  $995.  Single-user  editions  start  at 
$295.  Visit  www.software.ibm.com/dh2cw  or  call  1  800  730-4334,  ext.  104. 


FREE  demonstration  package  includes  60-day  trial  code,  live  demo 
(not  a  canned  dog-and-pony  show),  rind  complete  product  information. 


The  new  database  as  universal  as  the  World  Wide  Web  itself. 


m 


The  IBM  home  page  is  located  al  www. ibm.com.  IBM.  DB2.  AIX.  OS/2,  VisualAge.  Net,  Data  and  Solutions  for  a  small  planet  are  trademarks  of  International  Business  Machines  Corporation  in  the  United  States  and/or  other  countries.  Lotus  and  Lotus  Approach  are  trademarks  of  Lotus  Development  Corporation  in  the  United  States  and/or  other  countries,  Microsoft  and  Windows  NT  are  trademar 
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Is  your  database  missing  something?  II  it  cant  handle  multimedia  as  well  as  conventional  data,  you  should  he  looking  at  IBM’s  new  I )Bl 


a>  \\  indow  -  \  I .  Sun  Solaris!"  AIX'  and  OS/2!'  you’re  missing  some  major  efficiencies.  Not  to  worry.  We’ve  put  absolutely  even  tiling  you  need  to  develop  Java!"-  based  Web  apps  into  on 


of  Microsoft  Corporation.  Java  is  a  trademark  of  Sun  Microsystems.  Inc.  Other  company,  product  and  service  names  may  be  trademarks  or  service  marks  of  others.  ©  1997  IBM  Corp.  All  rights  reserved. 


L 


\  Jniversal  Database.  If  it  can’t  scale  to  serve  a  world  of  Web  users,  you  could  be  missing  some  customers.  And  if  it  doesn’t  run  natively  on  platforms  as  diverse 


>aekage.  And  an  eye-opening  demonstration  CD,  including  trial  code,  is  absolutely  free.  Visit  www.software.ibm.eom/db2cw  and  see  w  hat  you’ve  been  missing.  Solutions  lor  a  small  planet 


If  we  showed  you 
its  actual  screen  size, 
we  wouldn’t  have 
room  to  tell  you  how 
powerful  it  is. 


13.3  XG A  active  matrix  TFT 
display  with  64l<  colors 
at  1024  x  768  resolution  for  a 
brighter,  richer, 
photorealistic  display. 


Space  is  severely  limited,  but  the  capabilities  of  the  NEC  Versa®  6230  are 


not.  Its  13.3"  active  matrix  LCD  display  is  the  largest  and 


of  any  notebook.  An  Intel  233MHz  Pentium8 


processor  with  MMX'“  technology  makes  it  one 


brightest 


NEC 

NOW. 


of  the  most  powerful  multimedia  notebooks 


around.  And  its  modular  design  lets  you 

«ii 

customize  the  computer  you  need,  when  you  need  it. 


&  name:  ^Brendan  Carr 
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Why  NEC  NOW? 

•  The  security  of  partnering  with  a  company  known  for 
its  technological  innovations. 

•  The  flexibility  of  ordering  direct  or  through  a  reseller. 

•  The  expertise  of  System  Consultants. 

•  The  immediate  availability  of  competitively 
priced  products. 

•  The  resources  of  one  of  the  world’s  NEC 
largest  computer  companies. 


We  even  give  you  the  choice  of  working  with  a 
highly  qualified  NEC  reseller  partner.  So  call  our 
System  Consultants  to  find  out  which 
of  our  extensive  line  of  notebooks  is 
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the  right  option  for  you. 
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Intel  233MHz 
Pentium  processor  with  MMX 
technology. 


01997  NEC  Computer  Systems  Division,  Packard  Beil  NEC,  Inc.  NEC,  Versa,  and  MultiSync  are  registered  trademarks;  VersaBay,  A700,  C500,  ESM,  PortBar,  MiniDock  and 
E xprcssSSOO  are  trademarks,  and  UltraCare  is  a  service  mark  of  NEC  Corporation,  all  used  under  license  by  Packard  Bell  NEC,  Inc.  Direction,  VersaNote,  VersaExec,  and  MagicEye 
are  trademarks  and  NEC  NOW  is  a  service  mark  of  Packard  Bell  NEC,  Inc.  Leasing  based  on  typical  36-month  lease  with  purchase  option.  Other  lease  options  may  be  available, 
leasing  arranged  by  third  party  leasing  company  to  qualified  customers.  Prices  do  not  include  shipping  or  applicable  sales  tax,  are  valid  in  the  US  only  and  are  subject  to  change 
without  notice.  Products  and  specifications  are  subject  to  change  without  notice.  ‘Product  is  56Kbps  capable.  However,  due  to  FCC  rules  which  restrict  power  output  of  the 
service  providers'  modems,  current  download  speeds  are  limited  to  approximately  53Kbps.  Actual  speed  may  vary  depending  on  line  conditions.  MS,  IntelliMouse,  Microsoft,  Windows 
and  Windows  NT  are  registered  trademarks  of  Microsoft  Corporation.  NetWare  and  Novell  are  registered  trademarks  of  Novell,  Inc.  The  Intel  Inside  logo,  LANDesk  and  Pentium 
are  registered  trademarks  and  MMX  is  a  trademark  of  Intel  Corporation.  All  other  trademarks  and  registered  trademarks  are  property  of  their  respective  owners. 


BUILT 


VersaBay  modular 
component  technology 
for  maximum  flexibility  and 
instant  customization. 


Call  now  for  immediate  delivery  from 
our  factory  or  for  a  free  catalog. 

Mon-Fri  8am-8pm  EST  |  Dept.  No.CW573A] 


NEC  Versa  6200  Series  The  ultimate  power  notebooks. 


Common  Features:  PCI  Bus  with  128-bit  Graphics  Accelerator  •  32-bit  CardBus  Support  ♦  2MB 
VRAM  •  512KB  L2  Pipeline  Burst  Cache  •  Integrated  16-bit  Stereo  Sound  with  3D  Spalializer 
Technology  •  DMI  2.0  Compliant  •  Intel  LANDesk®  Client  Manager  3.0  •  USB  Port  •  VersaBay  II 
Option  Slot  Accepts  CD-ROM,  Floppy  Drive  (both  included).  Optional  2nd  Hard  Drive  and  2nd 
Battery  •  Lithium  Ion  Battery  •  Upgradeable  3-Year  Limited  Warranty 


Versa  6230 

•  13.3“  XGA  Active  Matrix  TFT  Color  Display 

•  233MHz  Pentium  processor  with  MMX 
technology 

•  32MB  EDO  DRAM  (128MB  max) 

•  3GB  Hard  Drive/20X  max  CD-ROM 

•  Microsoft®  Windows  NT®  4.0  with  Free 
Telephone  Support 

•  Upgrade  to  64MB  RAM,  add  $299 

•  Optional  2nd  Lithium  Ion  Battery,  add  $199 

•  Optional  Versa  Docking  Station  6000  Plus, 
add  $899 


$5399 

Business  Lease:  $189/mo. 


Versa  6220 

•  13.3"  XGA  Active  Matrix  TFT  Color  Display 

•  200MHz  Pentium  processor  with  MMX 
technology 

•  32MB  EDO  DRAM  (128MB  max) 

•  2.1GB  Hard  Drive/20X  max  CD-ROM 

•  MS®  Windows®  95 

•  Upgrade  to  3GB  Hard  Drive,  add  $299 

•  Optional  Versa  MiniDock™  6000,  add  $499 

•  Optional  U.S.  Robotics  x2  XJACK  56Kbps* 
Fax  Modem,  add  $199 

•  Optional  VersaPro  Ballistic  Nylon  Carrying 
Case,  add  $99 


$4699 

Business  Lease:  $165/mo. 


NEC  Versa  6200  Series  The  ultimate  power  notebooks. 


Common  Features:  64-bit  CPU  and  32-bit  PCI  Bus  Architecture  •  32-bit  CardBus  •  2MB  VRAM  • 
Integrated  16-bit  Stereo  Sound  with  3D  Spatializer  Technology  •  DMI  2.0  Compliant  •  Intel 
LANDesk  Client  Manager  3.0  •  VersaBay  II  Option  Slot  Accepts  CD-ROM,  Floppy  Drive  (both  includ¬ 
ed),  Optional  2nd  Hard  Drive  and  2nd  Battery  •  Lithium  Ion  Battery  •  Upgradeable  3-Year  Limited 
Warranty 


Versa  6200MX 

•  13.3“  XGA  Active  Matrix  TFT  Color  Display 

•  166MHz  Pentium  processor  with  MMX  technology 

•  64MB  EDO  DRAM  (128MB  max) 

•  2.1GB  Hard  Drive/lOX  avg  CD-ROM 

•  MS  Windows  NT  4.0  with  Free 
Telephone  Support 

•  Optional  Versa  Docking  Station  6000  Plus,  add  $899 

•  Optional  U.S.  Robotics®  x2~  XJACK®  56Kbps* 
Fax  Modem,  add  $199 

•  Optional  VersaPro™  Ballistic  Nylon  Carrying 
Case,  add  $99 

$4399 

Business  Lease:  $154/mo. 


Versa  6200MX 

•  13.3"  XGA  Active  Matrix  TFT  Color  Display 

•  166MHz  Pentium  processor  with  MMX  technology 

•  32MB  EDO  DRAM  (128MB  max) 

•  2.1GB  Hard  Drive/lOX  avg  CD-ROM 

•  MS  Windows  95 

•  Upgrade  to  3GB  Hard  Drive,  add  $299 

•  Optional  Versa  MiniDock™  6000,  add  $499 

•  Optional  2nd  Lithium  Ion  Battery,  add  $199 

•  Optional  NEC  Xircom  lOBase-T  Network 
Card,  add  $139 

$3799 

Business  Lease:  $133/mo. 


NEC  Versa  2700  Series  All-in-one  convenience  at  a  sensible  price. 


Common  Features:  PCI  Bus  with  128-bit  Graphics  Accelerator  •  256KB  L2  Pipeline  Burst  Cache  • 
32-bit  CardBus  Support  •  2MB  VRAM  •  USB  Port  •  56Kbps*  Integrated  Modem  •  Stereo  Speakers 
and  Subwoofer  with  3D  Stereo  Sound  •  DMI  2.0  Compliant  •  Intel  LANDesk  Client  Manager  3.0 
•  MS  Windows  95  •  Bundled  MS  Software  Including  MS  Word  97  •  Upgradeable  1-Year  Limited  Warranty 

Versa  2730MT 

•  133MHz  Pentium  processor  with  MMX  technology 

•  12.1"  SVGA  Active  Matrix  TFT  Color  Display 

•  16MB  EDO  DRAM  (96MB  max) 

•  Built-in  1.44GB  Hard  Drive,  16X  max  CD-ROM, 
1.44MB  Floppy  Drive,  and  NiMH  Battery 

*  Upgrade  to  32MB  RAM,  add  $159 

*  Optional  Lithium  Ion  Battery,  add  $199 

*  Optional  VersaNote™  Ballistic  Nylon  Carrying 
Case,  add  $69 

*  Upgrade  to  a  2.1GB  Hard  Drive,  add  $149 


Versa  2760MT 

•  166MHz  Pentium  processor  with  MMX  technology 

•  12.1"  SVGA  Active  Matrix  TFT  Color  Display 

•  16MB  EDO  DRAM  (96MB  max) 

•  Built-in  1.44GB  Hard  Drive,  16X  max  CD-ROM, 
1.44MB  Floppy  Drive,  and  Lithium  Ion  Battery 

*  Upgrade  to  48MB  RAM,  add  $299 

*  Optional  Versa  PortBar™  2700  Port  Replicator, 
add  $159 

*  Optional  VersaPro  Ballistic  Nylon  Carrying 
Case,  add  $99 

*  Optional  NEC  Xircom  lOBase-T  Network  Card, 
add  $139 

$2999 

Business  Lease:  $108/mo. 


$2699 

Business  Lease:  $97/mo. 


NEC  Versa  Options 


VersaNote  Ballistic  Nylon  Carrying  Case,  $69  •  VersaPro  Ballistic  Nylon  Carrying  Case,  $99  • 
VersaExec  Leather  Carrying  Case,  $199  •  AC  Adapter,  $89  •  DC  Car  Adapter,  $89  •  NEC  104-Key 
Keyboard,  $39  •  NEC  Xircom  lOBase-T  Network  PC  Card,  $139  •  Battery  Charger,  $189  •  Versa 
6000  Extended  UltraCares"  Service,  $99  •  Versa  2700  Extended  UltraCare  Service,  $199 


1-888-8-NEC-NOW 

www.necnow.com  (1-888-863-2669) 
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Got  customers?  That’s 
what  really  matters 

on  the  Web,  and  that’s  what  the  whole  WorldCom/ 
AOL/CompuServe  deal  was  about  last  week.  In  a  series 
of  savvy  moves  culminating  in  the  purchase  of  Compu¬ 
Serve  and  its  3  million  users,  WorldCom  leapfrogged  all 
the  major  telcos  to  become  the  biggest  global  power 
broker  in  the  Internet  access  game. 

After  you  get  past  the  eye-crossing  complexity  of  the 
$1.2  billion  deal  and  the  tangle  of  alliances  involved, 
it’s  clear  how  much  clout  12  million  subscribers  brings. 
That  combined  list  ofAOLand  CompuServe  users  — 
with  tens  of  thousands  of  business  users  embedded  in 
there,  too  —  makes  The  Microsoft  Network’s  2.3  mil¬ 
lion  customers  look  kind  of 
puny  by  comparison.  Re¬ 
member  how  everyone 
thought  it  would  be  Bill 
Cates  and  The  Microsoft 
Network  “dominating”  the 
Internet? 

Who  would  have  figured 
that  a  little-known  long¬ 
distance  upstart  from  Mississippi  would  become  the 
latest  high-tech  household  word?  Yet  WorldCom’s  lure 
of  one-stop  shopping  for  voice,  data  and  Internet  ser¬ 
vices  is  undeniably  going  to  be  a  shiny  one  to  a  lot  of 
corporate  shops. 

The  $5.6  billion  firm’s  ascendancy  underscores  the 
commercial  frontier  aspects  of  the  Internet,  with  all  the 
unexpected  excitement  and  peril  that  implies.  The 
AOL/CompuServe  deal  also  casts  the  revealing  light  of 
reality  on  this  “content  is  king”  belief  about  the  ’net. 

As  much  as  I  love  content  (and  what  publishing  com¬ 
pany  doesn’t?),  I  think  it’s  connection  that  ultimately 
rules. 

No  single  site  or  group  of  services  will  ever  be  able 
to  provide  all  the  content  to  satisfy  droves  of  business 
users. 

What  will  satisfy  them  is  fast,  guaranteed,  reliable 
connection  to  the  sites  and  services  they  need. 

Assuming  that  the  Department  of  Justice  doesn’t 
put  the  kibosh  on  this  deal  for  antitrust  reasons  (an  un¬ 
likely  scenario  given  the  dynamic  state  of  the  Internet), 
WorldCom’s  bigger  hurdle  still  looms  ahead.  It  has 
customers  all  right  —  now  it  has  to  keep  them. 


Maryfran  Johnson,  Executive  editor 
Internet:  maryfran_johnson@cw.com 
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Mine  that  desktop  data! 

There  are  some  very  interest¬ 
ing  views  in  the  article  “Data 
mining  in  a  vicious  circle”  [CW 
June  30].  I  tend  to  agree  with  your 
message  that  data  mining  won't  be 
as  influential  as  people  originally 
thought,  at  least  for  enterprisewide 
data  mining. 

But  what  about  data  mining  at 
the  desktop  level?  For  example, 
end  users  could  access  their  data 
warehouse  with  a  query  tool,  pull  a 
subset  of  data  to  their  desktops, 
then  run  a  data  mining  tool 
against  it.  Then  the  question  be¬ 
comes:  How  do  you  shield  the  user 
from  the  statistical  “goop,”  or  at 
least  provide  a  reasonable  growth 
path  for  users  to  become  more  sta¬ 
tistically  sophisticated? 

Robert  L.  Carriere 
Systems  engineer 
Andyne  Computing  Ltd. 
robertc@andyne.com 

Feds  have  info  rights 

I  disagree  with  your  descrip¬ 
tion  of  the  U.S.  government  as 
acting  like  a  5-year-old  child,  in  the 
Up  Front  column  [“Misplaced 
keys,”  CW,  July  14]  by  Editor  Paul 
Gillin.  The  U.S.  government  has  a 
legitimate  right  in  wanting  access 
to  information  it  can  legally  justify 
the  need  for,  whether  or  not  that 
information  is  digitally  encrypted. 

If  an  individual  or  organization 
needs  to  provide  the  best  possible 
protection  —  without  having  to 
use  key-escrow  encryption  soft¬ 
ware  —  they  can  use  processes 
such  as  the  CyberToken  processes 
(www.CyberToken.com).  It  aug¬ 
ments  encryption,  allowing  a  level 
of  protection  not  possible  with  en¬ 
cryption  alone,  and  the  data  is  sent 
over  a  highly  secure  proprietary 


system.  This  type  of  environment 
stays  within  the  56-bit  encryption 
restriction  as  far  as  the  Internet 
parties  are  concerned.  And  be¬ 
cause  the  system  is  proprietary,  the 
U.S.  government  will  not  have 
open  access  to  the  encrypted  data 
being  transferred. 

Michael  Scholnick 
Clay  Pigeon  Technologies,  Inc. 

Baldwin,  N.Y. 
www.CyberToken.com 

Tax  story  fails  reader  audit 

Generally,  i  find  Computer- 
world's  stories  accurate,  infor¬ 
mative  and  occasionally  provoca¬ 
tive.  But  your  recent  piece  on 
upcoming  IS  contractor  legislation 
[“Tax  proposal  could  free  up 
IS  contractors,” 

CW,  June  30] 
was  unfortunate¬ 
ly  not  any  of 
these.  Nowhere 
is  the  name  of 
the  legislation  mentioned,  and  we 
are  not  told  who  proposed  it, 
which  legislators  support  it  or  why. 

In  addition,  the  statement  that 
“In  1986,  Section  1706  of  the  tax 
code  set  20  guidelines  for  deter¬ 
mining  whether  workers  are  em¬ 
ployees  or  contractors”  is  incor¬ 
rect.  Section  1706,  a  part  of  the  Tax 
Reform  Act,  repealed  the  “Safe 
Harbor  Provisions”  which  had 
previously  protected  contractors. 
The  20  guidelines  originated  sepa¬ 
rately  and  were  devised  by  the  IRS. 
Finally,  the  article  doesn’t  supply 
us  with  any  way  of  finding  out 
more  specifically  about  the  legisla¬ 
tion  other  than  three  Web  sites. 
That’s  a  rather  Web-centric  ap¬ 
proach  to  dealing  with  readers  who 
may  want  to  talk  to  someone. 

Wendy  Vandame 
Boonton,  N.J. 


Software  reliability  matters 

I  would  like  to  commend  Com- 
puterworld  for  recognizing  the 
exponential  costs  of  "nonquality” 
in  the  Aug.  18  Special  Report  fo¬ 
cusing  on  software  quality.  It  was 
full  of  great  facts,  resources  and 
case  studies,  and  offered  addition¬ 
al  market  insight  with  its  in-depth 
look  at  the  boom  in  software  quali¬ 
ty  career  opportunities. 

Corporations  must  ensure  that 
entire  software  systems  perform 
reliably,  no  matter  what  compo¬ 
nents  are  used:  from  the  GUI  or 
Web  front  end  to  servers  and  the 
main  database. 

Software  reliability  has  become 
a  high  priority  of  CIOs  and  IS 
managers  who  are  charged  with 
minimizing  software  risk  in 
the  enterprise.  Thanks  again 
for  recognizing  that  reliable 
software  is  essential  and  the 
impact  it  can  have  on  public 
safety  —  and  from  a  bottom- 
line  standpoint,  a  corpora¬ 
tion’s  revenue  stream  and  public 
image. 

Elisabeth  Elterman 
President  and  CEO 
Segue  Software,  Inc. 
Newton,  Mass. 

More  letters,  page  38 

Computerworld  welcomes 
comments  from  its  readers. 
Letters  shouldn’t  exceed  200 
words  and  should  be  ad¬ 
dressed  to  Maryfran  Johnson, 
Executive  Editor,  Computer- 
world,  PO  Box  9171,  500  Old 
Connecticut  Path,  Framingham, 
Mass.  01701.  Fax  number: 

(508)  875-8931:  Internet: 
letters@cw.com.  Please  include 
an  address  and  phone  number 
for  verification. 
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Service  Bureaus,  Software  Planning  & 
Consulting  Services 


Please  complete  the  questions  below. 


90. 

95. 


Computer/Peripheral  Dealer/Dist/ 
Retailer 

Other _ 

(Please  Specify) 

2.  TITLE/FUNCTION  (Circle  one) 

I  S/MIS/DR  MANAGEMENT 

1 9.  Chief  Information  Officer/Vice 
President/Asst. VP  IS/MIS/DP 
Management 

2 1 .  Dir./Mgr.  MIS  Services,  Information 
Center 

22.  Dir./Mgr.  Network  Sys.,  Data/Tele. 
Comm.,  LAN  Mgr./PC  Mgr., Tech. 
Planning,  Administrative  Services 
Dir./Mgr.  Sys.  Development,  System 
Architecture 

Programming  Management,  Software 
Developers 


23. 


31. 


4 1 .  Engineering,  Scientific,  R&D,Tech. 
Management 

60.  Sys.  Integrators/VARs/Consulting 
Management 

CORPORATE  MANAGEMENT 

1 1 .  President,  Owner/Partner,  General  Mgr. 

12.  Vice  President,  Asst  Vice  President 

1 3.  Treasurer,  Controller,  Financial  Officer 
DEPARTMENTAL  MANAGEMENT 
5 1 .  Sales  &  Mktg.  Management 

70.  Medical,  Legal,  Accounting  Mgt. 
OTHER  PROFESSIONAL 
MANAGEMENT 
80.  Information  Centers/Libraries, 
Educators,  Journalists,  Students 
90.  Other  Tided  Personnel 
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3»  Do  you  use,  evaluate,  specify,  recommend, 
purchase:  (Circle  all  that  apply.) 

Operating  Systems 

(a)  Solaris  (e)  Mac  OS 

(b)  Netware  (f)  Windows  NT 

(c)  OS/2  (g)  Windows 

(d)  Unix  (h)  NeXTStep 

App.  Development  Products  □  Yes  □  No 
Networking  Products  □  Yes  □  No 

Intranet  Products  □  Yes  □  No 

4.  Which  of  the  following  products  do  you 
buy,  specify,  recommend  or  approve  the 
purchase  of?  (Check  all  that  apply.) 

(a)  □  Internet  software 

(b)  □  Internet  browsers 

(c)  □  Web  authoring/development  tools 
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10.  Manufacturer  (other  than  computer) 
20.  Finance/Insurance/Real  Estate 
30.  Medical/Law/Education 
40.  Wholesale/Retail/Trade 
50.  Business  Service  (except  DP) 

60.  Government  -  State/Federal/Local 
65.  Communications  Systems/Public 
Utilitiesrr Transportation 
70.  Mining/Construction/Petroleum/ 
Refining/Agriculture 
80.  Manufacturer  of  Computers, 
Computer-Related  Systems  or 
Peripherals 

85.  Systems  Integrators, VARs,  Computer 
Service  Bureaus,  Software  Planning  & 
Consulting  Services 


Please  complete 

90.  Computer/Peripheral  Dealer/Dist./ 
Retailer 

95.  Other _ 


(Please  Specify) 

TITLE/FUNCTION  (Circle  one) 
IS/MIS/DP  MANAGEMENT 

1 9.  Chief  Information  Officer/Vice 
President/Asst  VP  IS/MIS/DP 
Management 

Dir./Mgr.  MIS  Services,  Information 
Center 

Dir./Mgr.  Network  Sys.,  Data/Tele. 
Comm.,  LAN  Mgr./PC  Mgr., Tech. 
Planning,  Administrative  Services 
DirVMgr.  Sys.  Development,  System 
Architecture 

3 1 .  Programming  Management,  Software 
Developers 


21. 


22. 


23. 


the  questions  below. 

4 1 .  Engineering,  Scientific,  R&D,Tech. 
Management 

60.  Sys.  Integrators/VARs/Consulting 
Management 

CORPORATE  MANAGEMENT 

1 1 .  President,  Owner/Partner,  General  Mgr. 

12.  Vice  President,  Asst. Vice  President 

1 3.  Treasurer,  Controller,  Financial  Officer 
DEPARTMENTAL  MANAGEMENT 
5 1 .  Sales  &  Mktg.  Management 

70.  Medical,  Legal,  Accounting  Mgt. 
OTHER  PROFESSIONAL 
MANAGEMENT 
80.  Information  Centers/Libraries, 
Educators,  Journalists,  Students 
90.  Other  Titled  Personnel 


COMPUTERWORLD 


3*  Do  you  use,  evaluate,  specify,  recommend, 
purchase:  (Circle  all  that  apply.) 

Operating  Systems 

(a)  Solaris  (e)  Mac  OS 

(b)  Netware  (f)  Windows  NT 

(c)  OS/2  (g)  Windows 

(d)  Unix  (h)  NeXTStep 

App.  Development  Products  O  Yes  □  No 
Networking. Products  Q  Yes  O  No 

Intranet  Products  O  Yes  □  No 

4.  Which  of  the  following  products  do  you 
buy,  specify,  recommend  or  approve  the 
purchase  of?  (Check  all  that  apply.) 

(a)  O  Internet  software 

(b)  O  Internet  browsers 

(c)  O  Web  authoring/development  tools 
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How  do  computers  =  productivity? 

Kevin  Fogarty 


hink  the  PCs  on  your  users’  desks  contribute  to 
their  productivity? 

A  lot  of  economists  don’t. 


Princeton  economist  Alan  Blinder  and 
others  think  the  time  users  spend  surfing 
the  Internet,  playing  games  and  down¬ 
loading  software 
keeps  them  from  do¬ 
ing  more  work  in  a 
workday. 

They’ve  got  some 
strong  evidence,  too. 

Despite  an  explosion 
of  Internet  and  other 
technologies  within 
businesses  over  the 
past  couple  of  years,  Commerce  Depart¬ 
ment  figures  show  productivity  increased 
only  o.6%  during  the  second  quarter  of 
this  year,  after  years  of  slow  growth  or 
none  at  all. 

But  Federal  Reserve  Board  Chairman 
Alan  Greenspan  recently  told  Congress 
he’s  optimistic  about  corporate  invest¬ 
ments  in  computer  technology.  He 
thinks  high  tech  may  help  U.S.  corpora¬ 
tions  leap  to  unheard-of  levels  of  produc¬ 
tivity  over  the  next  few  years. 


A  booming  economy  isn't 
like  a  locomotive.  It's 
more  like  a  school  of  fish. 


Only,  he  can’t  say  how,  exactly. 

The  truth  is,  computers  don’t  di¬ 
rectly  make  people  more  productive 
—  at  least  not  in  any  measurable 
way. 

But  they  do  make  decision-makers 
within  large  companies  more  effective. 
Computers  can  also  make  them  more 
confident,  and  that’s  one  big  reason  the 
economy  is  booming. 

Pundits  compare  a  booming  economy 
to  a  racing  locomotive,  but  it’s  really 
more  like  a  school  of  fish.  Its  progress  de¬ 
pends  on  individual  decisions  in  thou-  ous 
sands  of  tiny  brains.  Give  those  fish  a 
high-tech  way  to  detect  the  approach  of  a 
predator  from  a  distance,  and  individual 


fish  in  the  middle  of  the  pack  are  much 
less  likely  to  be  spooked  by  nonlethal  sur¬ 
prises.  That  means  fewer  will  panic  and 
shoot  off  at  random  —  taking  part  of  the 
group  with  them,  dispersing  the  school 
and  making  it  more  vulnera¬ 
ble  to  attack. 

The  computer  industry  ana¬ 
logue  to  that  example  is  the 
analyst  at  a  manufacturer 
who’s  responsible  for  forecast¬ 
ing  sales  and  production  vol¬ 
ume  for  the  coming  six 
months.  A  forecaster  who  panics  at  a  blip 
in  the  economy  may  cancel  a  slew  of  or¬ 
ders  from  suppliers  and  set  off  a  chain  re¬ 
action,  as  suppliers  cancel  orders  to  their 
own  suppliers  and  so  on. 

That  sequence  can  cause  another  eco¬ 
nomic  blip  that  causes  two  more  fore¬ 
casters  to  panic.  Spook  enough  forecast¬ 
ers,  and  you  get  a  recession. 

Good  databases  and  decision-support 
tools  help  forecasters  figure  out  which 
blips  are  dangerous  and  which  are  just 
surprising.  Spreadsheets  let  them  ex¬ 
plore  the  financial  consequences  of  vari- 
decisions;  Internet  access  helps 
them  do  research  on  the  fly  and  commu¬ 
nicate  with  contacts  in  other  divisions  or 
other  companies.  Those  things  help 


them  make  better  decisions  and  make 
them  more  confident  and  less  suscepti¬ 
ble  to  panic. 

High-tech  factories  and  computer- 
controlled,  just-in-time  supply  chains 
slash  the  costs  of  manufacturing  and 
maintaining  inventory  —  letting  manu¬ 
facturers  respond  more  easily  to  changes 
in  the  economy.  They  also  minimize  the 
impact  of  bad  decisions,  further  easing 
the  pressure  on  forecasters. 

In  many  businesses,  simply  being  able 
to  track  via  computer  the  progress  of  an 
important  package  being  delivered  by 
Federal  Express  vastly  increases  the  con¬ 
fidence  of  people  who  depend  on  that 
package  for  a  vital  bit  of  business. 

Good  information  systems  add  confi¬ 
dence,  confidence  adds  stability  and  sta¬ 
bility  helps  the  economy  progress  to  a 
point  at  which  both  inflation  and  unem¬ 
ployment  are  low. 

There’s  your  answer,  Mr.  Greenspan: 
stability. 

Now,  excuse  me.  There’s  an  odd  warn¬ 
ing  message  on  my  screen,  and  my  hard 
drive  sounds  like  it’s. . . .  □ 


Fogarty  is  sections  editor  at  Computer- 
world.  He  can  be  reached  at  kevin_ 
foga  rty@cw.com. 


Can  your  Internet  service  provider  run  your  computer? 

John  Gantz 


I  wandered  around  the  Internet  Commerce  Expo  in 
Los  Angeles  and  reaffirmed  my  faith  that  the  Inter¬ 
net  will  take  over  the  world  and  that  commerce  will 
take  over  the  Internet. 


But  then  what?  Where  is  my  optimism 
vulnerable? 

It  has  to  be  in  service  and  support. 
Sure,  catastrophic  failures  of  the  'net 
(Metcalfe’s  “gigalapses”)  or  trillion- 
dollar  electronic  heists  could  turn  my 
market  forecasts  into  kindling.  But  I’m 
more  worried  about  a  slow,  insidious 
degradation  of  the  Internet  experience 
than  I  am  about  meltdowns.  And  I  have 
trouble  seeing  how  today’s  service  and 
support  levels  from  our  Internet  service 
providers  can  do  anything  but  go  down¬ 
hill  —  at  least  for  a  while. 

As  Internet  service  provider  margins 
fall  in  the  price  war  for  basic  Internet  ac¬ 
cess,  providers  are  looking  for  value- 
added  products  to  offer.  The  closest  at 
hand  are  service-  and  support-related,  up 
to  and  including  managing  company  in¬ 
tranets,  running  commerce  sites  and 
even  handling  PC  administration.  But 
for  an  average  Internet  provider,  those 
services  represent  a  new  business  model. 


Project  management,  labor-rate  account¬ 
ing,  certification  and  training  —  those 
don’t  come  easily  to  companies  that  be¬ 
gan  as  resellers  of  T1  transmission  and 
IP  addressing. 

But  let’s  say  the  Internet  providers  can 
learn,  or  others  with  more  experience, 
such  as  Digital,  IBM,  Vanstar  and  Entex, 
take  over  the  chore.  There’s  a  bigger 
problem.  It’s  the  way  demand  for  service 
and  support  will  increase  faster  than  the 
supply  of  skills  to  service  it. 

In  the  next  five  years,  the  number  of 
Internet  users  will  grow  fivefold,  the 
number  of  Internet  commerce  users  ten¬ 
fold.  Companies  will  be  running  on  in¬ 
tranets,  and  extranets 
will  be  the  main  vehi¬ 
cle  for  intercompany 
transactions.  With 
more  and  more  In¬ 
ternet  customers, 
there  will  be  even 
more  of  a  demand 


placed  on  the  system.  Where  95%  up¬ 
time  is  acceptable  today,  99.5%  uptime 
will  be  unacceptable  tomorrow.  Where 
only  13%  of  all  PCs  are  on  the  'net  today, 
more  than  50%  will  be  tomorrow  —  each 
one  a  service  call  waiting  to  happen. 

According  to  the  Help  Desk  Institute, 
problem  resolution  for  a  typical  service 
call  when  one  vendor  is  involved  is  six 
hours.  When  multiple  vendors  are  in¬ 
volved,  it’s  four  days.  Internet  service 
providers  will  have  to  cut  that  turn¬ 
around  time  by  qualifying  as  first-  or 
second-line  support  organizations  for 
dozens  of  vendors.  That’s  a  big  invest¬ 
ment  load  for  a  company  threatened  with 
extinction. 

Some  of  this 
incremental  de¬ 
mand  for  service 
will  be  soaked 
up  by  the  exist¬ 
ing  service  infra¬ 
structure  — 
companies  that 


can  support  client/server  environments 
ought  to  support  browser/server  environ¬ 
ments.  But  the  increase  in  mission- 
critical  applications  enabled  by  Web  tech¬ 
nology  will  strain  the  whole  industry. 

For  service  firms,  the  Internet  repre¬ 
sents  a  potential  long-term  bonanza.  But 
for  CIOs  and  IS  managers,  the  gap  be¬ 
tween  what  they  need  and  what  the  in¬ 
dustry  can  deliver  could  become  a  cre¬ 
vasse.  Eventually,  differential  pricing  on 
differential  services  —  where  you  pay 
more  for  guaranteed  uptime  —  will  pro¬ 
vide  funding  for  Internet  service  provid¬ 
ers  to  beef  up  service  and  support  organi¬ 
zations.  But  they  can  grow  only  as  fast  as 
new  technicians  and  consultants  can  be 
found. 

So  my  advice  if  you  are  considering 
outsourcing  anything  other  than  basic 
Internet  access  to  your  Internet  service 
provider  is  that  you  do  extra  due  dili¬ 
gence  on  its  real  ability  to  perform.  Check 
behind  the  mirrors  to  see  who’s  pulling 
the  levers.  Most  providers  will  promise 
more  than  they  can  deliver  as  they  build 
their  value-added  c  apabilities.  □ 


Gantz  is  a  senior  vice  president  at  Interna¬ 
tional  Data  Corf),  in  Framingham.  Mass. 
His  Internet  address  is jgantz@ 
idcresearch.com. 


The  gap  between  what  CIOs 
need  and  what  can  be  delivered 
could  become  a  crevasse. 
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Hardball  tactics  viewed  from  both  sides  of  the  fence 


Users  don't  need  internet  Explorer  to  run  Java  apps 


In  your  article  ‘‘Users  be¬ 
moan  threat  to  cross-platform 
Java”  [CW,  Aug.  4],  you  inter¬ 
viewed  Dave  Moffat  at  SAS  In¬ 
stitute,  who  said  he  would  have 
to  ship  two  versions  of  his  appli¬ 
cations  if  Microsoft  did  not  de¬ 
liver  the  Java  Foundation  Class¬ 
es  (JFC).  This  is  untrue  and 
illustrates  a  common  miscon¬ 
ception  about  Java.  A  Java  appli¬ 
cation  does  not  run  in  a  Web 
browser  and  will  not  be  affected 
[if  Microsoft  doesn't  include] 
JFCs  in  Internet  Explorer. 

Moffat’s  users  can  use  the 
Java  Virtual  Machine,  which  is 
freely  available  from  Sun,  to  run 
applications  on  Windows  or 
other  platforms,  unmodified. 

The  Java  Virtual  Machine  is 
free  and  will  include  all  the 
JFCs.  Users  will  not  have  to 
write  two  versions  of  Java  soft¬ 


ware  as  a  result  of  Microsoft’s 
recent  decision  to  not  fully  sup¬ 
port  Java.  Instead,  they  will  be 
forced  to  use  Netscape  [Naviga¬ 
tor]  or  Appletviewer  rather  than 
Internet  Explorer. 

Eric  Burke 
Object  Computing,  Inc. 

St.  Louis 

Windows  95  on  Mars? 

I  saw  your  ‘‘Computer  tech¬ 
nology  rides  high  during 
Mars  mission”  articles  [“High 
tech  fuels  NASA  mission  on 
Earth,  Mars,”  CW,  July  14],  even 
while  the  Rover’s  “computer 
reset”  problems  were  being 
reported.  You  don’t  suppose  it’s 
running  Windows  95,  do  you? 

Robb  Wray 
Peterborough,  N.H. 
rwray@ibm.net 


Buyer's  Guide 


Readers  provide  their  own  suggestions  about  handhelds 


The  absence  of  size  and 
weight  data  in  your  review 
of  handhelds  leads  me  to  sus¬ 
pect  you  overlooked  a  key  aspect 
of  these  devices  [CW  Buyer’s 
Guide,  June  30]. 

Unlike  all  those  shrunken- 
head  laptops,  the  delightful¬ 
ly  compact  U.S.  Robotics’ 
Pilot  fits  in  the  palm  of  my 
hand.  I  can  take  notes  while 
walking  through  a  trade 
show  or  look  up  phone 
numbers  with  one  thumb 
while  I’m  stuck  in  traffic. 

Sure,  the  handwriting  recog¬ 
nition  misses  a  letter  now  and 
then.  But  1  disagree  strongly 
with  your  "very  limited”  assess¬ 
ment.  I’ve  even  written  a  short 
article  [using]  my  Pilot  and  lived 
to  tell  about  it.  I’ve  used  various 
electronic  gadgets  for  20  years, 
and  tile  Pilot  is  one  of  the  most 
successful  designs  I’ve  seen. 

George  Dowel 
Dowel  Group 
Seattle 


Thanks  for  the  article  re¬ 
viewing  handheld  PCs. 
However,  the  quick  user  com¬ 
ments  on  the  last  page  (“My  im¬ 
pression  on  . . .”)  were  far  more 
valuable  than  the  four  pages  of 
row-and-column  feature-by-fea¬ 
ture  ratings. 

Living  with 
one  of  these 
machines  for 
a  week  is 
worth  more 
than  studying 
a  dozen  of  them  in  a  laboratory. 

1  carry  the  Newton  now, 
which  your  lab  rated  last. 

And  I  just  gave  away  the 
Sharp  Zaurus  that  I  used  for 
more  than  a  year. 

The  difference  for  me  was  the 
keyboard. 

Your  lab  reviewer  should  be 
condemned  to  write  his  next 
review  on  the  handheld  he  rated 
as  No.  1. 

John  Hicks 
New  York 


The  difference 
for  me  was 
the  keyboard. 


Crying  for  poor  Bill 

Computerworld  reader 

Mark  Hoffman  wrote  to 
criticize  Paul  Gillin’s  Up  Front 
column  as  unfair  to  Microsoft 
and  Windows  [Letters,  CW,  June 
30].  Let’s  all  cry  buckets  for  poor 
Bill  Gates.  Even  if  you  accept  the 
market  share  figures  —  which 
are  highly  suspect  given  that  the 
number  of  bundled  “free”  dis¬ 
tribution  copies  was  exceeded 
only  by  AOL’s  efforts  to  tile  the 
globe  —  those  numbers  are  not 
a  defense  for  the  poor  quality  of 
Microsoft  products.  Nor  are  they 
a  valid  explanation  for  Win¬ 
dows’  success,  which  is  a  giant 
marketing  coup.  Neither  is  a 
substitute  for  quality  coding  or 
honest  business  practices. 

Glenn  T.  Liwezey 
Omaha,  Neb. 
glivezey@netserw.unmc.edu 

Java  is  another  Pet  Rock 

It  seems  to  me  that  Java  is  a 
system  for  running  under¬ 
powered  applications  very  slow¬ 
ly  on  multiple  systems,  without 
taking  advantage  of  any  of  the 
features  that  made  me  choose 
the  system  I  do  use. 

It’s  Basic  for  the  ’90s,  if  you 
will,  that  can  only  be  accelerated 
significantly  by  compiling.  Then 
it  loses  the  elusive  cross-plat¬ 
form  compatibility  that  is  its 
only  selling  point.  Java  is  a  fad 
that,  with  a  little  luck,  will  die 
out  as  quickly  as  Pet  Rocks.  And 
no,  I’m  not  in  any  way  connect¬ 
ed  with  Microsoft. 

Wayne  Lilyestrom 
Worcester,  Mass. 
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Hardball  tactics 
irk  IS  managers 


nid  saks  tricks  backfire for  pushy  vendors 


Great  article  on  the  hard¬ 
ball  selling  tactics  [“Hard¬ 
ball  tactics  irk  IS  managers,” 
CW,  Aug.  25].  Except  that  like 
most  industry  coverage,  it 
focused  on  the  perspective  of 
larger  IS  shops. 

An  even  more  frustrating 
issue  for  me,  as  the  manager  of 
a  very  small  shop,  are  the  tele¬ 
phone  solicitations  for  double¬ 
life  printer  ribbons  (got  suck¬ 
er  ed  once,  never  again)  or 
screen  cleaners. 

I  used  to  be  a  nice  guy  but 
have  quickly  learned  to  be  rude 
and  hang  up  on  them. 

Now  they  are  calling  back  and 
being  abusive  to  our  operator  or 
anyone  else  to  whom  they  can 
be  transferred. 

If  you  multiply  the  amount  of 
my  time  that  is  wasted  by  the 
number  of  small  IS  shops  out 
there,  the  impact  must  be  at 
least  as  big  as  the  issue  your  arti¬ 
cle  about  hardball  tactics  dealt 
with. 

Todd  Caughey 
St.  Paul,  Minn. 


Word  as  replacement  for  HTML?  Get  real,  Coursey 


I  found  columnist  David 
Coursey’s  suggestion  of 
replacing  HTML  with  Microsoft 
Word’s  .doc  format  as  an  Inter¬ 
net/intranet  document  lan¬ 
guage  puzzling  and  alarming 
[“HTML?  How  about  Word  in¬ 
stead?,”  CW,  July  28]. 

Puzzling,  because  if  I  com¬ 
pare  the  size  of  an  impressive- 
looking  HTML  document  with 
that  of  an  often-less-impressive 
Microsoft  Word  document,  I’d 
much  rather  have  the  HTML 
document  flying  over  my  intra¬ 
net  or  the  Internet  as  a  whole. 
Not  to  mention  Word’s  lack  of 
support  for  dynamic  content. 

I  find  it  alarming  for  one  of 
the  reasons  he  admits:  portabil¬ 
ity.  If  the  .doc  format  were  the 
standard,  much  of  the  richest 
content  on  the  Web  (that  gener¬ 
ated  by  users  of  operating 
systems  other  than  Microsoft’s) 


would  be  lost  or  fragmented, 
rather  than  widely  available  to 
the  user  of  any  browser  on  any 
platform. 

Brian  Long 
Milwaukee 

I  wasn’t  aware  that  you 
were  moving  David  Coursey 
into  the  humor  business.  Word 
as  a  replacement  for  HTML?  A 
simple  “Hello,  World”  file  is 
19,456  bytes  as  opposed  to  the 
HTML  equivalent  of  about  80. 

As  an  HTML  victim  —  and 
there’s  much  about  it  to  despise 
—  I  don’t  think  we’re  ready  to 
inflict  that  kind  of  traffic  multi¬ 
plier  (250:1)  on  the  Web. 

You  think  people  are  com¬ 
plaining  now  about  response 
time? 

Kevin  Fletcher  Tweedy 
KFT  Associates 
Oakland,  Calif. 


Your  article  fairly  explores 
one  side  of  the  selling  situ¬ 
ation,  but  we  peddlers  don’t 
have  an  easy  time  of  it  either. 

Many  CIOs  and  other 
IS  decision-makers  are  perma¬ 
nently  on  voice  mail,  where  they 
ignore  people  and  companies 
they  don’t  know. 

Where  secretaries  exist,  they 
effectively  buffer  their  bosses 
from  the  likes  of  people  like  me. 

A  smart  salesperson  (not  en¬ 
tirely  an  oxymoron)  knows  how 
important  the  time  of  a  top  exec¬ 
utive  is. 

Give  us  two  minutes  of  phone 
access  even  if  we  don’t  sponsor 
the  Olympics  or  take  full  page 
advertisements  in  The  Wall 
Street  Journal  and  Computer- 
world. 

There  are  many  fine  niche 
players  out  there.  Give  us  a 
chance  to  help. 

Alan  Gotthelf 
Director,  sales  and  marketing 
Sojtport  Systems,  Inc. 

New  York 


X.500  and  LDAP 
are  complementary 

An  article  in  your  May 
19  issue  [“LDAP  stan¬ 
dard  seen  overtaking  X.500”] 
told  only  part  of  the  story. 

While  some  might  see 
Lightweight  Directory  Access 
Protocol  (LDAP)  as  the  an¬ 
swer  to  their  directory  service 
problems,  most  informed 
users  aren’t  so  sure. 

LDAP  is  a  superb  access 
protocol  to  databases.  It  com¬ 
plements  X.500  technology, 
which  encompasses  all  facets 
of  a  directory  service. 

But  LDAP  still  has  major 
obstacles  to  overcome  if  it 
hopes  to  overtake  X.500.  Re¬ 
member,  it’s  not  called 
“lightweight”  for  nothing. 

The  reports  of  X^oo’s 
death  have  been  greatly  exag¬ 
gerated.  In  fact,  X.500  is  the 
only  way  to  develop  large- 
scale,  enterprisewide  directo¬ 
ry  service  applications.  That 
is  why  Siemens/Nixdorf’s 
DirX  4.0  —  an  LDAP- 
enabled,  fully  compliant 
X.500  directory  service  prod¬ 
uct  —  runs  under  Windows 
NT  and  Unix.  The  case  for 
LDAP  and  X.500  shouldn’t 
focus  on  which  is  dominant, 
but  rather,  how  do  these  two 
complementary  technologies 
meet  the  users’  needs. 

Andreas  Meyer  Knonow 
Siemens/ Nixdorf  Information 
Systems,  Inc. 
Burlington,  Mass. 


Data  warehouses  are  becoming 


strategically  vital  to  a  business’s 


success.  But  the  truth  is,  many  are 
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outgrown  right  after  they’re  delivered. 


They’re  simply  overwhelmed  by 


ever-increasing  amounts  of  data.  Unless 


you  have  EMC  Enterprise  Storage.' 


It’s  the  only  solution  that  keeps 


mission-critical  information  available. 


protected  and  timely,  even  in  the 


face  of  explosive  growth.  And  it’s 


the  only  way  to  refresh  data  from 


multiple  sources  without  sacrificing 


performance.  To  find  out  how 


a  data  warehouse  with  EMC 


Not  Without  Enterprise  Storage  can 

EMC  Enterprise  heip  you  instamiy 

Storage  respond  to  the  ever-changing 
They  Aren't.  needs  of  your  business, 

call  1-800-424-EMC2,  ext.  124,  and 


we’ll  send  you  an  interactive  CD-ROM. 


Or  visit  us  at  www.emc.com. 


The  Enterprise  Storage  Company 


\0  is  a  registered  trademark,  and  EMC,  EMC  Enterprise  Storage,  and  The  Enterprise  Storage  Company  are  trademarks  of  EMC  Corporation  ©1997  EMC  Corporation.  All  rights  reserved 
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Advanced  Data  Solutions  For  Corporate  Challenges 


Has  your  present 
technology  left  gaps  in 
your  communications 

network? 


Consult  with  Sprint's  data  experts  for  a  comprehensive 
solution  to  link  your  disparate  communications  networks. 
Sprint  s  Frame  Relay  Service  can  connect  your  e-mail,  private 
line,  and  SNA  networks,  plus  give  you  Internet  access  over  the 
same  seamless  network.  This  commitment  to  meeting  your 


needs  is  why  we  operate  the  world’s  largest  public 


data  network  and  were  the  first  to  announce  public  frame 
relay  service  nationwide.  Because  we  believe  you  should 
expect  nothing  less  from  a  worldwide  leader  in  data  commu¬ 
nications.  wwwsprintcom/sprintbiz  1  •  800*  588*  DATA 


\Ne  help  your  business  do  more  business ~ 
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Retailer,  IBM  in  pact 

TruServ  Corp.,  a  $4.5  billion 
hardware/home  center  whole¬ 
saler  based  in  Chicago,  has 
signed  a  $32  million  IT  ser¬ 
vices  agreement  with  IBM. 
Under  the  agreement,  IBM 
will  provide  TruServ  with  in¬ 
formation  technology  services 
that  include  application  devel¬ 
opment;  maintenance  ser¬ 
vices  for  business  operations, 
including  inventory,  account¬ 
ing  and  human  resources; 
help  desk  services;  and  desk¬ 
top  support 


Oh,  Britannica 

800  Support,  Inc.,  a  Portland, 
Ore.-based  supplier  of  tele¬ 
phone,  fox  and  Internet-based 
technical  support,  last  week 
inked  a  deal  with  Encyclopae¬ 
dia  Britannica,  Inc.  to  provide 
help  desk  services  for  Britan- 
nica’s  CD-ROM  version  of  the 
encyclopedia. 

Mayo  Clinic  automates 

The  Mayo  Clinic  in  Rochester, 
Minn.,  has  purchased  Picis’ 
CareSuite  97  to  automate  op¬ 
erating  room  activities  and  its 
pre-  and  post-operative  sites. 
In  the  first  phase,  Seattle- 
based  Picis  this  fall  will  auto¬ 
mate  the  cardiothoracic  and 
vascular  surgery  operating 
rooms  at  St.  Mary’s  Hospital, 
a  Mayo  Clinic  facility.  Other 
sites  will  be  phased  in  during 
the  next  three  years. 


Computer  companies 
contributed  $7.3  million 
to  federal-level 
candidates  in  the  1996 
elections.  The  following 
were  the  top  three 
contributors: 


Electronic  Data 
Systems  Corp., 

Plano,  Texas 

$389,449 

Future  Tech 
International, 

Miami 

$352,500 

EMC  Corp., 
Hopkinton, 
Mass. 

$311,709 

Source:  Center  for  Responsive  Politics, 

Washington 

If  you  can't  get  techies  to  training ... 


Companies  bring  multimedia  classes  in-house 


By  Julia  King 

training  is  one  of  the  big 
carrots  companies  hold  out  to 
snag  hard-to-hire  technical  and 
other  profes¬ 
sionals.  Yet 
once  they’re  on 
the  job,  workers 
frequently  find 
it  impossible  to 
drop  out  of  crit¬ 
ical  projects  to 
attend  classes 
to  learn  new 
skills. 

To  solve  this 
dilemma,  more 
companies  are 
bringing  high- 
tech  and  other  training  in- 
house,  installing  multimedia- 


based  desktops  and  sophisticat¬ 
ed  learning  laboratories  where 
workers  can  get  less  costly  train¬ 
ing  as  needed. 

By  the  year  2000,  77%  of  all 
Fortune  1,000 
employees  will 
have  access 
to  multimedia- 
equipped  work¬ 
stations. 

Those  work¬ 
ers  will  receive 
almost  40%  of 
all  training  via 
CD-ROM,  the 
Internet  or  a 
corporate  in¬ 
tranet,  accord¬ 
ing  to  a  recent 
study  by  Chicago-based  Orn- 
niTech  Consulting  Group,  Inc. 


And  more  than  one-fourth  of 
companies  have  already  set  up 
special  departments  to  create 
and  produce  multimedia-based 
training.  Another  19%  of  com¬ 
panies  plan  similar  units  in 
the  next  few  years,  thus  increas¬ 
ing  the  availability  of  custom 
training. 

WHERE’S  IS? 

But  there  is  a  trap. 

IS  groups  frequently  are  left 
out  of  the  loop  when  much- 


needed  training  technologies 
are  acquired  or  implemented. 
The  upshot  has  been  costly  re¬ 
dundant  networks  —  along 
with  incompatible  technologies 
and  hard  feelings  all  around. 

“Training  departments  don’t 
want  to  be  dependent  on  IS  for 
fear  they’ll  never  get  the  work 
done.  IS  already  has  so  many 
projects  in  line  that  when  there 
is  a  training  problem,  it  gets 
pushed  to  the  bottom  of  the  lad- 
In-house,  page  42 


CHICAGO  BAR  &  GRILLE 

w  ^  \ 


Multimedia-ready  work¬ 
stations  are  now  on  one 
in  four  employees' 
desktops  at  Fortune 
1,000  firms,  according 
to  OmniTech. 


A  $300,000  decision-support  system  is  helping  executives 
at  Pizzeria  Uno  react  faster  to  labor  and  materials  costs 

Pizzeria  Uno  cuts 
slice  from  cost  pie 


Insurer  uses 
groupware 
to  cut  back 
claims  work 

By  Barb  Cole-Gomolski 


an  international  insurance 
company  that  makes  its  money 
managing  risk  is  taking  a  safe 
approach  to  workflow  and  doc¬ 
ument  imaging:  It’s  leveraging 
its  messaging  and  groupware 
system. 

For  less  than  $500,000  — 
about  half  the  cost  of  a  dedicat¬ 
ed  document  imaging  installa¬ 
tion  —  New  York-based  Swiss 
Reinsurance  America  (Swiss 
Re)  has  deployed  a  claims- 
processing  application  to  more 
than  300  workers;  reduced  the 
number  of  steps  needed  to 
process  a  claim  from  18  to 
seven;  and  reduced  the  time  it 
takes  to  process  a  claim  from 
three  days  to  one. 

Swiss  Re  plans  to  deploy  the 
same  application  with  minor 
modifications  to  other  depart¬ 
ments  and  to  foreign  sub¬ 
sidiaries  of  the  company. 

Swiss  Re  said  the  application 


will  improve  its  ability  to  pro¬ 
vide  complete  and  timely  infor¬ 
mation  to  all  its  departments 
and  reduce  its  reliance  on  pa¬ 
per. 

“Lots  of  people  came  in  here 
and  gave  us  estimates  of  over  $1 
million  [to  build  the  system],” 
said  David  Baruch,  manager  of 
systems  at  Swiss  Re.  Such  fig¬ 
ures  aren’t  unusual  because  ap¬ 
plications  such  as  Swiss  Re’s  re¬ 
quire  expensive  hardware, 
including  scanners  and  juke¬ 
boxes,  for  storing  images. 

Several  factors  enabled  Swiss 
Re  to  complete  its  application 
for  substantially  less  money 
than  many  predicted.  First,  in¬ 
stead  of  purchasing  a  stand- 
insurer,  page  42 


Swiss  Re’s  David  Baruch: 
Hiring  an  adept  integrator 
helped  smooth  the  process 


By  Thomas  Hoffman 

executives  in  the  casual  dining 
market  can  ill-afford  to  be  casu¬ 
al  about  controlling  costs  in  a 
low-margin  business,  where 
even  one  day  of  labor  overruns 
can  wipe  out  a  week’s  worth  of 
profits. 

To  keep  bet¬ 
ter  tabs  on  its 
156  restaurants, 

Pizzeria  Uno  has  installed  a 
$300,000  decision-support  sys¬ 
tem  that  enables  its  top  execu¬ 
tives  and  regional  managers  to 
micromanage  the  company’s  la¬ 
bor  and  materials  costs  more  ef¬ 
fectively. 

Armed  with  more  detailed 
cost  information  about  cheese 
and  wine  on  a  daily  basis.  Pizze¬ 
ria  Uno  executives  can  react 
faster  to  changing  conditions 
and  can  control  and  improve 
the  company’s  profit  margins 

The  system  “helps  us  maxi¬ 


mize  profits  from  stores,  be¬ 
cause  executives  can  monitor  the 
performance  of  those  stores  bet¬ 
ter”  than  they  can  by  reading  a 
monthly  profit-and-loss  state¬ 
ment,  said  Alan  LaBatte,  vice 
president  of  information  systems 
at  the  $200  million,  publicly 
held  restaurant 
chain.  LaBatte 
placed  the  com¬ 
pany's  profit 
margins  at  about  5%  of  sales. 

Most  fast-food  and  chain 
restaurants  poll  their  outlets 
each  night  for  sales  receipts. 
But  compared  with  its  retail  in¬ 
dustry  cousins  —  many  of 
which  use  sophisticated  data 
mining  tools  to  determine,  for 
example,  who  is  buying  beer  in 
Kenosha,  Wis.,  from  7  to  9  p.m. 
on  Fridays  —  most  players  in 
the  casual  dining  arena  are 
technological  laggards,  industry 
experts  said. 

Uno,  page  42 


DECISION  “SUPP.CLRX 

TOOLS 


Computerworld  September  15,  1997  (www.computerworld.com) 


In-house  training 
is  gaining  favor 
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Insurer  uses  groupware 
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der,”  said  John  Faier,  a  principal 
at  OmniTech. 

To  get  around  these  pitfalls, 
training  and  IS  managers  at 
Prudential  Insurance  Company 
of  America,  Inc.  decided  from 
the  very  beginning  that  they 
would  work  together  on  a  new 
multimedia-based  learning  lab. 

The  lab  opened  last  week  at 
the  company’s  Roseland,  N.J., 
site.  It  is  the  first  of  eight  multi- 
media  facilities  the  company 
plans  to  open  during  the  next 
year. 

Prudential  wants  to  eventual¬ 
ly  deliver  all  training  over  the 
Internet  directly  to  multimedia- 
based  workstations  on  employ¬ 
ees’  desktops. 

LITTLE  TENSION 

“We  have  a  leg  up  on  most 
companies  because  of  how 
we’re  organized,”  said  Chief  In¬ 
formation  Officer  Bill  Friel,  re¬ 
ferring  to  Prudential’s  systems 
and  operations  division.  That 
group  encompasses  IS  and 
training  functions  for  the  entire, 


83,000-employee  company. 

At  most  other  companies, 
training  and  IS  organizations 
maintain  a  “stovepipe”  relation¬ 
ship,  and  there  is  a  natural  ten¬ 
sion  between  the  two  groups, 
Friel  said. 

At  Prudential,  IS  also  has  a 
big  stake  in  the  multimedia  lab 
because  it  plans  to  use  the  facil¬ 
ity  to  retrain  its  own  staffers  in 
new  technologies. 

Julie  Anixter,  vice  president  of 
training  and  learning  systems  at 
Anixter,  Inc.,  an  electronics  and 
networks  manufacturer  in 
Chicago,  said  cooperation  be¬ 
tween  IS  and  training  is  essen¬ 
tial  to  the  success  of  any  multi¬ 
media-based  training  program. 

Anixter  is  rolling  out  such  a 
program  to  several  thousand 
salespeople  in  200  locations 
worldwide. 

For  example,  it  was  Anixter’s 
IS  group  that  red-flagged  the 
company’s  multiple  computing 
platforms  and  operating  sys¬ 
tems  as  a  major  training  system 
development  issue,  Anixter 


Top  reasons  companies 
are  using  multimedia- 
based  training 

Cost-effectiveness 

Just-in-time 
accessibility 

Efficient/effective 

Reaches  broad 
audience 

Consistency 
of  training 

Less  interruption/ 
interference 

Less  travel 

Interactive/ 
entertaining 

Increased  retention 

Condensed 
program  length 

Base:  100  training  executives 
at  Fortune  1,000  companies: 
multiple  responses  allowed 

Source:  OmniTech  Consulting  Group,  Inc.,  Chicago 

said. 

“The  bottom  line  is  if  you 
don’t  partner  early  in  the  project 
and  intimately  with  your  infor¬ 
mation  systems  department, 
you  will  fail.  I  don’t  know  how 
to  say  it  any  more  strongly,”  she 
said.  □ 


alone  document  imaging  and 
workflow  system,  Swiss  Re  used 
its  Lotus  Development  Corp. 
Notes  network  as  the  underpin¬ 
ning  of  the  application.  The 
company  has  more  than  7,000 
Notes  seats  worldwide,  which 
meant  a  familiar  environment 
for  the  company’s  application 
developers,  no  new  client  soft¬ 
ware  and  a  well-known  interface 
for  end  users.  By  using  the  In¬ 
ternet  hooks  in  the  Lotus  Domi¬ 
no  server,  the  company  expects 
to  eventually  interact  directly 
with  its  customers  online. 

DOWNSIDE 

Leveraging  the  messaging  net¬ 
work  helped  keep  costs  down, 
but  it  wasn’t  without  drawbacks. 
Swiss  Re  had  a  heavy  integra¬ 
tion  job  on  its  hands,  because 
there  were  no  existing  hooks  be¬ 
tween  Notes  and  the  Network 
Imaging  Corp.  imaging  soft¬ 
ware  it  selected. 

And  although  Notes  supports 
workflow,  there  was  no  prebuilt 
application  that  could  be  cus¬ 
tomized  to  meet  Swiss  Re’s  re¬ 
quirements.  The  insurance 
giant  had  to  first  examine  its 
business  processes  and  build  an 


application  that  mirrored  the 
manual  flow  of  paper  in  the  or¬ 
ganization. 

But  the  Notes  infrastructure 
did  let  the  company  modify  the 
application  easily  and  import  in¬ 
formation  from  news  services 
and  company  databases. 

Baruch  said  hiring  an  inte¬ 
grator,  Lockheed  Martin  Infor¬ 
mation  Systems  &  Technologies 
in  King  of  Prussia,  Pa.,  that  was 
adept  at  project  management 
helped  make  the  application  a 
success.  Hugh  Bishop,  an  ana¬ 
lyst  at  Aberdeen  Group,  Inc.  in 
Boston,  said  Lockheed’s  experi¬ 
ence  managing  large  govern¬ 
ment  contracts  helps  prevent 
“projects  from  going  off  into  a 
tailspin.” 

Swiss  Re  completed  its  appli¬ 
cation  in  a  few  months.  That 
was  partly  because  it  did  a  lot  of 
the  customer  programming  in 
C++,  building  a  set  of  compo¬ 
nents  that  could  be  reused. 
Those  components  will  be  recy¬ 
cled  when  it  takes  the  applica¬ 
tion  to  its  sister  firms  in  Eu¬ 
rope.  “We  will  be  able  to  take  an 
application  from  one  company 
and  transfer  it  to  another  with 
minor  changes,”  Baruch  said.D 


Uno  finds  way  to  get  bigger  slice  of  profits 
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U.K.  company 
acquires  Medic 

By  Kristi  Essick 
London 


u.k.  banking  and  insurance 
software  company  Misys  PLC 
last  week  said  it  will  acquire 
U.S.  medical  software  developer 
Medic  Computer  Systems,  Inc. 
for  $922.8  million,  or  $35  per 
share.  Misys  is  keen  to  capital¬ 
ize  on  the  rapidly  expanding 
U.S.  market  for  health  care  soft¬ 
ware  systems. 

Officials  said  its  acquisition 
of  Medic,  one  of  the  top  five 
health  care  information  technol¬ 
ogy  companies  in  the  U.S.,  will 
position  it  to  do  so. 

The  acquisition,  one  of  sever¬ 
al  for  Misys  in  the  past  few 
years,  is  a  sharp  departure  from 
the  company’s  core  business  of 
providing  banking  and  insur¬ 
ance  software.  Raleigh,  N.C.- 
based  Medic  provides  applica¬ 
tion  packages  to  the  U.S.  health 
care  industry.  The  merger  is  ex¬ 
pected  to  be  completed  next 
month,  officials  said.D 


Essick  writes  for  the  IDG  News 
Service  in  London. 


Companies  in  the  casual¬ 
dining  sector  “don’t  necessarily 
embrace  technology,”  said 
Daniel  P.  Puzo,  editor  in  chief 
of  Restaurants  and  Institutions 
magazine,  a  bimonthly  food  ser¬ 
vice  publication  based  in  Des 
Plaines,  Ill. 

Puzo  points  to  the  super¬ 
market  industry,  which  uses 
frequent-buyer  cards  to  record 
every  purchase  that  shoppers 
make. 

The  only  system  close  to 
monitoring  diners’  purchases  in 
the  restaurant  business  is  a  sys¬ 
tem  developed  recently  by  New 
York-based  American  Express 
Co.  that  has  gained  limited  ac¬ 
ceptance  by  technology-averse 
restaurateurs,  Puzo  said. 

Not  so  at  Uno  Restaurants 
Corp.,  the  Boston-based  parent 
company  for  Pizzeria  Uno, 
which  in  October  1995  began 
installing  Pilot  Analysis  Server 
from  Cambridge,  Mass.-based 
Pilot  Software.  The  online  ana¬ 
lytical  processing  system  re¬ 
placed  a  manual  system  used  to 
track  and  report  restaurant  per¬ 
formance,  costs  and  labor 


information. 

Prior  to  using  Pilot,  each 
evening  restaurant  manager 
would  leave  voice  messages 
about  daily  sales  figures  for 
their  regional  managers. 

The  following  day,  regional 
managers  would  spend  up  to 
90  minutes  pulling  those  fig¬ 
ures  off  voice  mail  and  compil¬ 
ing  the  results. 

Now,  those  sales  figures  are 
sent  each  night  to  a  Hewlett- 
Packard  Co.  HP  9000  server 
and  disseminated  via  Pilot  soft¬ 
ware  the  next  morning.  Region¬ 
al  managers  in  this  way  can  roll 
out  of  bed,  dial  in  to  the  system 
with  laptop  PCs  and  access  dai¬ 
ly  sales  figures  immediately,  La- 
Batte  said. 

Key  to  the  success  of  the  proj¬ 
ect  is  Pizzeria  Uno’s  use  of  Pi¬ 
lot’s  multidimensional  database 
system,  which  allows  manage¬ 
ment  to  slice  and  dice  sales  and 
cost  data  in  a  variety  of  ways  — 
such  as  by  region,  regional 
manager  and  by  which  restau¬ 
rants  have  been  open  for  at 
least  a  year. 

The  differences  between  a 


multidimensional  database  and 
an  online  transaction  process¬ 
ing  (OLTP)  environment  such 
as  Oracle  Corp.  “are  subtle,”  be¬ 
cause  there  are  tools  that  will  let 
OLTP  databases  view  data  in 
different  ways,  LaBatte  said. 

But  OLTP  databases  “don’t 
work  as  well”  when  you’re  try¬ 
ing  to  extract  data  and  “twist”  it, 

With  a  new  system,  Uno's 
regional  managers  can 
now  roll  out  of  bed,  dial  in 
to  the  system  with  laptop 
PCs  and  access  daily  sales 
figures  immediately. 

LaBatte  said.  Multidimensional 
systems  are  better  at  executing 
commands  such  as  “Show  me 
sales  figures  for  Boston-area 
stores”  and  “Show  me  sales  fig¬ 
ures  for  stores  run  by  Boston’s 
regional  manager,”  LaBatte  said. 

Staffing  was  LaBatte’s  biggest 
challenge  with  the  project.  With 


just  eight  full-time  IS  staffers, 
Pizzeria  Uno  was  forced  to  hire 
two  Pilot  consultants  to  help 
implement  and  customize  the 
system. 

“We  had  intended  to  do  more 
of  the  development  work  our¬ 
selves,  but  we  ended  up  with 
good  results,”  he  said. 

LaBatte  said  he  hasn’t  tried  to 
figure  out  how  much  money 
the  system  has  saved  the  com¬ 
pany. 

But  he  said  the  system  is  pro¬ 
viding  Pizzeria  Uno  executives 
better,  more  timely  information 
than  their  chief  rivals,  such  as 
T.G.I.  Fridays,  owned  by  Fridays 
Hospitality  Worldwide,  Inc.  in 
Dallas;  and  Chili’s  Grille,  owned 
by  Brinker  International,  also  in 
Dallas. 

Without  the  system,  “it 
makes  it  much  more  difficult 
[for  Uno’s  executives]  to  man¬ 
age  the  data  the  way  we  need 
to,”  LaBatte  said.  “There’s  a  lot 
of  low-tech  things  going  on  out 
there  [in  the  restaurant  indus¬ 
try],  and  1  think  we  stand  up 
better  than  most  of  our  com¬ 
petitors.”  □ 
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Most  of  today’s  Web  application  development  tools  can’t  ^ 
handle  the  forbidding  enterprise  landscape  of  disparate  computer 
platforms,  database  structures,  security  systems,  and  network 
architectures.  Cactus  can. 


Cactus  offers 


The  ability  to  access  and  update 
all  RDBMSs  as  well  as  mainframe 
legacy  data  for  true  enterprise- 
class  applications 


Complete,  integrated 
package... includes  industrial 
strength  reporting  tools 


Tight  integration  with  industry’s 
leading  middleware  for  cross¬ 
platform  communications  and 
security 


Easy-to-use  visual  4GL 
workbench  -  requires  no  3GL 
programming  resources 


Find  out  why  Cactus  is  clearly 
superior  to  any  other  Web 
development  environment  for 
enterprise-class  applications. 
Visit  our  Web  site  or  call  the 
toll-free  number  listed  below. 


Full  support  for  Java,  ActiveX 
controls,  and  all  popular  scripting 
languages 


Choice  of  deployment  options 
client/server  or  Web 


CALL  THE  BUILDERS  J 


In  Canada,  call  (416)  364-2760 

Cactus  is  a  trademark  of  Information  Builders,  Inc.  New  York,  NY. 
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Hong  Hong  banks  form  their  plans  for  year  2000 


By  Jacqueline  Mailloux 
Hong  Kong 


most  of  hong  kong’s  financial  institu¬ 
tions  have  taken  the  potentially  cata¬ 
strophic  year  2000  problem  seriously 
and  have  started  implementing  a  strate¬ 
gy  to  convert  legacy  systems. 

Although  awareness  has  improved, 
some  organizations  may  not  have  fully 
considered  the  implications  associated 


By  Rebecca  Sykes 
Boston 


corporate  world  wide  web  sites  are 
crucial  for  competing  in  the  ’90s,  but 
not  because  they  help  sell  more  prod¬ 
ucts,  according  to  a  survey  of  100  For¬ 
tune  1,000  executives. 

Almost  nine  out  of  10  respondents 
said  companies  must  have  a  Web  site  to 
stay  in  the  game  today,  but  only  34%  cit¬ 
ed  increased  product  sales  as  a  Web-site 
benefit,  said  Art  Williams,  president  and 
CEO  of  Spiral  Media,  Inc.,  a  Web  devel¬ 
opment  company  in  New  York  that  initi¬ 
ated  the  study. 

The  most  important  benefits  of  Web 
sites  were  improved  communications, 
cited  by  68%  of  executives,  and  in¬ 
creased  company  and  brand  recognition, 
Williams  said.  And  47%  said  improved 
customer  service  was  a  main  benefit,  he 
said.  For  the  poll,  Spiral  Media  consid- 


with  the  date-field  problem,  according  to 
the  Hong  Kong  Monetary  Authority. 

To  date,  only  11%  of  financial  institu¬ 
tions  have  confirmed  that  their  informa¬ 
tion  technology  systems  are  year  2000- 
compliant,  according  to  a  recent  survey 
conducted  by  the  Monetary  Authority. 

And  while  most  of  the  territory’s  fi¬ 
nancial  institutions  have  submitted  re¬ 
ports  to  the  Monetary  Authority  outlin¬ 
ing  their  year  2000  strategies,  there  are 


ered  intranets,  extranets  and  publicly  ac¬ 
cessible  Web  sites  as  types  of  sites,  and 
the  improved  communication  benefit  cit¬ 
ed  by  almost  three  quarters  of  respon¬ 
dents  reflects  that  fact,  Williams  said. 
Specifically,  34%  of  respondents  said  in¬ 
tranets  had  yielded  a  greater  return  on 
investment,  with  29%  selecting  ex¬ 
tranets,  he  said.  Companies  cited  in¬ 
tranets  and  extranets  as  yielding  a 
greater  return  on  investment  than  pub¬ 
licly  accessible  Web  sites. 

Better  communication  —  both  inter¬ 
nally  through  intranets  and  with  suppli¬ 
ers  through  extranets  —  was  the  prime 
benefit,  Williams  said.  But  executives  did 
credit  their  public  Web  sites  with  some 
benefits,  including  brand  recognition 
(cited  by  76%)  and  better  customer  rela¬ 
tions  (72%),  Williams  said.O 

Sykes  writes  for  the  IDG  News  Service  in 
Boston. 


About  14%  of  Hong  Kong's  finan¬ 
cial  institutions  have  yet  to 
specify  a  date  for  year  2000 
compliance. 

still  a  few  that  have  yet  to  do  so,  said  a 
spokesman  for  the  regulatory  body. 

The  Monetary  Authority  is  taking  an 
active  supervisory  role  in  the  year  2000 
issue,  citing  the  potential  effect  on  the 
stability  of  Hong  Kong’s  robust  financial 
sector.  In  May,  the  authority  sent  a  ques¬ 
tionnaire  to  all  365  authorized  financial 
institutions  in  the  territory;  363  institu¬ 
tions  responded,  with  the  nonrespond¬ 
ing  firms  indicating  that  they  intend  to 
cease  operations  by  year’s  end.  The  sur¬ 
vey  results  were  released  last  month. 

While  the  majority  of  financial  organi¬ 
zations  have  yet  to  get  their  mission- 
critical  systems  compliant,  companies 
have  looked  more  closely  into  the  task  at 
hand,  the  survey  found.  For  mission- 
critical  systems,  82%  of  the  institutions 
surveyed  expect  to  have  year  2000  com¬ 
pliance  by  the  end  of  next  year  —  which 
allows  for  time  to  sort  out  unanticipated 
problems  and  conduct  further  testing,  a 
spokesman  said.  An  additional  4%  are 
aiming  for  the  end  of  1999  for  mission- 
critical  system  compliance,  according  to 


the  survey.  Yet  14%  of  institutions  —  or 
49  organizations  in  Hong  Kong’s  finan¬ 
cial  community  —  have  yet  to  specify  a 
target  date  for  year  2000  compliance, 
the  survey  said.  The  Monetary  Authority 
has  noted  that  it  will  work  with  those  in¬ 
stitutions  to  determine  the  reason  for 
this  failure  to  establish  expected  comple¬ 
tion  dates. 

Most  institutions  that  have  already  set 
a  deadline  for  year  2000  work  have  ei¬ 
ther  begun  or  will  begin  renovation  of 
code  this  year.  However,  18%  of  respon¬ 
dents  plan  to  start  conversion  work  as 
late  as  next  year,  while  another  22% 
haven’t  yet  specified  a  start  date. 

A  majority  of  institutions  —  about 
77%  —  have  formed  management  teams 
to  steer  the  conversion  work.  Top  man¬ 
agement  is  involved  in  six  out  of  10  of 
the  financial  organizations  surveyed. 

The  average  expected  cost  for  a  year 
2000  project  is  $465,000,  based  on  the 
responses  of  139  institutions  that  could 
provide  the  information.  Three  quarters 
of  Hong  Kong  financial  institutions  have 
or  will  establish  contingency  plans  in 
case  of  a  system  failure.  So  far,  only  20% 
of  the  institutions  surveyed  have  consid¬ 
ered  insurance  coverage  for  losses  that 
may  result  from  the  year  2000  prob¬ 
lem.  □ 


Mailloux  is  assistant  editor  of  Computer- 
world  Hong  Kong. 


Currency  switch  may  trip  up  vendors 


Poll:  Execs  see  returns  from  Web 
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A  four-year-old  is  full  of 
hope.  That’s  one  of  the 
reasons  there’s  Head 
Start.  We  give  low- 
income  preschool 
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It’s  a  big  job  and 
we  need  more  volunteers 
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By  Ron  Condon 
London 


ongoing  doubts  over  the  precise  imple¬ 
mentation  of  European  Monetary  Union 
are  leaving  software  suppliers  and  soft¬ 
ware  users  in  confusion. 

The  European  Commission  plans  to 
introduce  the  new  pan- European  curren¬ 
cy,  the  euro,  in  January  1999,  and  will 
give  participating  countries  three  and  a 
half  years  to  complete  the  changeover 
from  their  local  currencies. 

But  accommodating  the  euro  during 
the  transition  period  and  later  in  com¬ 
puter  systems  is  proving  difficult,  ac¬ 
cording  to  Dennis  Keeling,  a  consultant 
who  is  coordinating  the  efforts  of  the  ac¬ 
counting  software  industry. 

“No  one  [at  the  European  Commis¬ 
sion]  will  tell  us  what  we’ve  got  to  do 
yet,”  said  Keeling,  who  is  chairman  of  a 
working  committee  set  up  by  BAS  DA, 
the  Business  and  Accounting  Software 
Developers  Association. 

The  main  problem  is  that  during  the 
transition  period,  companies  will  have  to 
run  dual-currency  accounting  systems, 
supporting  both  the  local  currency  and 
the  euro.  That  will  create  a  whole  range 
of  problems,  many  of  which  are  only  just 
emerging  as  developers  strategize  over 
what  needs  to  be  done. 


For  example,  new  fields  will  have  to  be 
added  to  database  records  to  cope  with 
dual  currencies.  In  addition,  European 
Commission  rules  stipulate  that  there 
should  be  no  gain  or  loss  in  the  currency 
conversion  —  something  that  is  hard  to 
achieve  when  companies  round  prices 
up  or  down. 

BASDA  member  companies  —  which 
include  SAP  AG,  The  Baan  Co.,  Oracle 
Corp.,  PeopleSoft,  Inc.  and  J.  D.  Edwards 
&  Co.  —  had  initially  thought  the 
process  would  be  easy  but  have  changed 
their  minds  as  they  realized  they  would 
have  to  modify  not  only  general  ledger 
applications,  but  also  order  processing, 
purchasing  and  historical  analysis  soft¬ 
ware,  Keeling  said. 

As  part  of  his  research  for  London 
consulting  firm  Ovum  Ltd.,  Keeling  as¬ 
sessed  20  international  packages  against 
a  range  of  technical  and  business  crite¬ 
ria.  He  concluded  that  SAP  and  Baan  are 
ahead  of  the  pack  on  euro  compliance 
because  they  have  understood  the  inter¬ 
national  requirements  very  well,  he  said. 

Oracle,  on  the  other  hand,  may  lag  on 
both  the  euro  and  year  2000  problem 
because  Version  11  of  its  applications 
software  is  late,  Keeling  said.  □ 

Condon  writes  for  the  IDG  News  Service 
in  London. 
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World  Loader  In  Enterprise  Reporting 

WebFOCUS  is  designed  and  supported  by 
Information  Builders,  a  world  leader  in 
enterprise  reporting  and  analysis  systems 
for  more  than  1 5  years. 

Take  a  Test  Drive! 

For  more  information  and  a  live 
demonstration  of  WebFOCUS,  visit  our 
Web  site  or  call  our  toll-free  number 
listed  below. 


■  Join  and  aggregate  files  from  multiple 
databases  on  heterogeneous  platforms 

■  Display  fully  formatted  and  styled 
reports  with  no  more  than  a  standard 
Web  browser  on  the  desktop 

■  Launch  simple  queries  or  create 
sophisticated  ad  hoc  reports  from  your 
Web  browser 

■  Automatically  create  dynamic 
hyperlinks  so  users  can  drill  down  on 
reports  for  more  detailed  information 


Create  Reports  From  live  Data! 

Do  you  want  to  deploy  serious  information 
systems  on  your  corporate  intranet? 

Then  give  users  access  to  live  data. .  .not 
static  pages.  How?  With  WebFOCUS,  the 
ultimate  data  publishing  system  for  the 
corporate  Web. 

With  WebFOCUS  you  can: 

■  Publish  live  data  from  virtually  any 
database  on  any  computer  platform 
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Static  With  ITV7R! 
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In  Canada  call  (416)  364-2760 

FOCUS  and  WebFOCUS  are  trademarks  of  Information  Builders,  Inc.  New  York,  NY  (21 2)  736-4433  E-mail:  info@ibi.com 


www.ibl.com 
(800)  969-INFO 


Starting  tgday,  the  rules  have  changed.  Sybase’s  new  Adaptive  Servert“prdduct 

FAMILY  IS  GDING  TD  HELP  YDU  USE  INFDRM ATIDN  MORE  POWERFULLY  THAN  EVER  BEFORE. 

And  IT’S  going  to  do  it  differently  than  any  other  database  technology  available. 

That’s  because  the  Adaptive  Server  family  is  based  on  a  new  data  storage  and 

MANAGEMENT  ARCHITECTURE  THAT  IS  OPTIMIZED  ACCORDING  TO  THE  SPECIFIC  APPLICATION 

REQUIREMENTS  AND  TYPE  OF  DATA.  DUR  OPTIMIZED  DATA  STORE  APPROACH  HELPS  YOU  HANDLE 

today’s  Customer-Centric  applications,  such  as  the  Internet,  data  warehousing,  e-com¬ 
merce  AND  MOBILE  COMPUTING.  INSTEAD  OF  A  ONE-SIZE  FITS  ALL  APPROACH  TO  STORAGE, 

terms,  The  Adaptive  server 

COMMON  SERVICE5  ACROSS  ALL 


PART  OF  OUR  ADAPTIVE 
COMPONENT  ARCHITECTURE 


DATA  STORES.  THESE  SERVICES  INCLUDE  AN  EASY  TO  USE  MAN¬ 

AGEMENT  INTERFACE,  COMMON  DATA  ACCESS  AND  MOVEMENT,  WEB  ACCESS  AND  AN  INTEGRATED 
SECURITY  SUITE.  Ik  AT  THE  HEAD  OF  OUR  FAMILY  IS  ADAPTIVE  SERVER  ENTERPRISE,  WHICH 
CONTINUES  TO  BE  A  MARKET  LEADER  IN  MAINLINE  □  LTP  PERFORMANCE  AS  WELL  AS  MIXED 

WORKLOAD  ENVIRONMENTS,  THE  ADAPTIVE  SERVER  PRODUCT  FAMILY  IS  THE  CORNERSTONE 

of  our  Adaptive  Component  Architecture™  an  open,  integrated,  end-to-end  architecture 

THAT  INCLUDES  EVERYTHING  FROM  HIGH  PERFORMANCE  SERVERS  TO  LEADING  EDGE  MIDDLEWARE  AND 

ENTERPRISE  DEVELOPMENT  TOOLS.  AND  IT’S  SOMETHING  YOU  SHOULD  DEFINITELY  BE  READING 

UP  ON.  ik  TO  DO  JUST  THAT,  VISIT  US  AT  WWW.SYBASE.COM/ADAPTIVESERVER.  OR  CALL  FOR  OUR 
FREE  INFORMATION  KIT  ON  THE  ADAPTIVE  SERVER  FAMILY  AT  1’BDQ-B  SYBAS  E  (REF.ASCW). 
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It  takes  a  lot  of  creativity  to  make  today’s  smaller,  more  mobile  PCs  and  Personal  Digital  Assistants 
(PDA)  possible.  We’re  proud  to  play  a  part  in  those  developments.  But  tomorrow’s  computers  will 
have  to  use  less  power  and  be  more  versatile,  as  well  as  smaller  and  faster.  It  will  take  more  technology 
to  make  them  possible.  Which  is  why  we’ll  be  part  of  future  developments,  too.  By  combining  our 
strengths  in  advanced  design  and  simulation  services,  circuit  boards,  wireless  components,  touch 
screen  technology  and  fiber  optics  —  as  well  as  application  specific  connectors  —  we’re  ready  to  help 
OEM’s  create  a  new  generation.  In  addition,  our  deep,  global  engineering  and  manufacturing 
resources  will  continue  to  reduce  design  cycles  and  provide  faster  tooling.  A  job  we’re  already  doing 
for  companies  involved  in  building  consumer  products  and  communications,  as  well  as  PCs.  What 
will  it  take  to  make  miracles?  A  lot  of  what  we  have  in  our  pockets  at  AMP. 


AMP  Incorporated.  Contact  your  regional  center:  USA  1-800-522-6752.  Canada  905-470-4425. 
Europe,  Middle  East,  Africa  +44  1753  676800.  Singapore  65-4820311. 


www.amp.com  AMP  and  Connecting  at  a  Higher  level  are  trademarks 
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Applications  that  gather  dust.  Technol 


that’s  ignored.  IS  groups  will  con 


users  until  they  pay  attention  to 


ughes  Space  and  Communica¬ 
tions  Co.,  the  world’s  largest 
producer  of  satellites,  had 
a  good  problem  and  a  bad 
problem. 

The  good  problem  was  that  it 
needed  to  build  more  satellites  in  a  shorter 
time  than  ever  before.  The  bad  problem  was 
poor  production  scheduling;  some  work  cells 
were  overloaded  while  others  sat  empty. 
Nobody  seemed  to  have  accurate  schedul¬ 
ing  information. 

Hughes’  information  technology  profes¬ 


sionals  concluded  that  a  new  common  sched¬ 
uling  system  was  necessary  and  installed  an 
expensive  mainframe  package.  No  one  used 
it.  Reasoning  that  the  problem  was  the  dif- 
ficult-to-use  mainframe  interface,  at  great 
expense,  they  trashed  the  first  system  and 
built  a  client/server,  graphical  user  interface 
scheduling  system  on  top  of  Microsoft 
Corp.’s  Project.  Again,  no  one  used  it. 

After  detailed  analysis,  the  project  man¬ 
ager  realized  the  problem  was  information 
behavior  —  how  people  approach  and  han¬ 
dle  information.  At  Hughes,  for  example, 


2  •  SEPTEMBER  15,  1997  •  www.  comp  uter  world,  com/leadership 


Leadership  Series 


COMPUTERWORLD 


work  cell  managers  were  penalized  when  the 
schedule  showed  they  would  be  late,  so  they 
kept  mum  about  delays.  They  saw  schedul¬ 
ing  information  as  a  powerful  token  to  use 
in  the  organization’s  political  negotiations. 

The  situation  changed  when  the  IT  orga¬ 
nization  dealt  with  the  politics  head-on, 
getting  work  cell  managers  to  discuss  what 
information  they’d  be  willing  to  share  and 
convincing  senior  management  to  stop  pun¬ 
ishing  those  who  admitted  to  being  late.  The 
second  system  is  now  being  used.  Best  of  all, 
the  company  continues  its  record  of  never 
missing  a  launch  date. 

Few  would  question  that  information 
behavior  is  important  to  the  success  of  infor¬ 
mation  systems.  But  in  most  companies,  the 


Almost  every  IT  professional  knows  of 
systems  that  did  not  meet  their  business 
objectives  because  of  “incorrect”  informa¬ 
tion  behaviors  by  users.  But  neither  the  words 
“information  behavior”  nor  any  real  syn¬ 
onyms  ever  appear  in  development  method¬ 
ologies,  joint  application  design  sessions  or 
project  team  meetings. 

IT  professionals  may  not  feel  ready  to 
change  users’  information  behaviors.  But 
several  key  steps  will  make  good  informa¬ 
tion  behaviors  more  likely.  If  we  in  IS  don’t 
do  it,  no  one  will  —  and  we’ll  continue  to 
build  systems  that  aren’t  used,  install  tech¬ 
nologies  that  aren’t  understood  and  distrib¬ 
ute  information  that’s  ignored. 

The  greatest  benefit  from  thinking  about 


pgies  no  one  understands.  Information 


linue  to  build  systems  that  beg  for 

ormation  Behavior. 


questions  of  how  people  search  for,  use,  mod¬ 
ify  and  share  information  —  or  how  they 
hoard  and  ignore  it  —  have  been  ignored. 

Take  a  simple  example:  how  people  read 
electronic  mail.  One  user  plows  through 
each  message  in  turn,  answers  each  imme¬ 
diately  and  Files  saved  messages  in  subject 
folders.  Another  picks  through  his  in-box, 
puts  off  responses  until  later  and  leaves 
saved  messages  in  a  huge,  undifferentiated 
pile.  Same  technology,  same  information, 
but  different  behaviors,  and  one  is  much 
better  than  the  other. 


information  behavior  may  be  in  canceling 
projects  that  won’t  work.  Senior  managers 
will  have  increased  respect  for  IT  profes¬ 
sionals  when  we  start  saying,  “This  system 
shouldn’t  be  built  because  it  won’t  be  used,” 
or  “This  system  would  be  a  lot  more  effec¬ 
tive  if  we  used  simpler,  existing  technologies 
and  focused  on  the  information  instead.” 

Information  behavior  affects  how  we  plan, 
develop  and  implement  technologies.  If  we 
want  to  succeed  with  these  activities,  we 
must  be  aware  of  the  laws  of  information 
behavior. 
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1. 

Information 
Behavior  in 
Planning 

Planning  for  information  is 
a  key  task  of  the  information 
professional.  We  create  models, 
architectures,  policies  and  stan¬ 
dards  to  govern  how  information 
flows  around  the  organization. 
Attempts  to  create  information 
architecture  in  particular  have 
failed  miserably  because  they  fre¬ 
quently  violate  the  first  law  of 
information  behavior: 

INFORMATION  PLANS  MUST  BE 
SIMPLE  AND  EASILY  UNDER¬ 
STOOD  TO  HAVE  ANY  LIKELIHOOD 
OF  AFFECTING  BEHAVIOR. 

The  complex  models  that 
accompany  information  archi¬ 
tectures  are  typically  understood 
only  by  their  creators.  Often, 
even  other  IT  professionals  don’t 


understand  them.  As  a  result, 
they  don’t  change  anyone’s 
behavior.  Both  users  and  IT  pro¬ 
fessionals  build  “renegade”  sys¬ 
tems  because  the  plans  and 
architectures  make  no  sense  to 
them.  In  “real”  architecture, 
architects  have  detailed  blue¬ 
prints  for  buildings,  but  they  use 
less  complex  sketches  to  discuss 
with  the  client  how  the  structure 
will  look  and  feel.  Information 
architects  ought  to  follow  their 
example. 

KEEP  PLANS  SMALL  SO  MAN¬ 
AGERS  CAN  GET  INVOLVED  IN 
SHAPING  THEM. 

Information  planning  for  entire 
enterprises  has  a  particularly 
poor  success  record.  For  exam¬ 
ple,  managers  at  Xerox  Corp.  say 
they  tried  it  for  25  years  and 
never  succeeded.  Most  users 
don’t  care  about  what  informa¬ 
tion  the  enterprise  uses,  only 
their  part  of  it.  While  some 
information  must  be  common 
so  it  can  be  shared  across  a  cor¬ 
poration,  it’s  rare  that  all  of  it 
needs  to  be.  The  best  informa¬ 
tion  plans  concern  small  busi¬ 
ness  units  where  line  managers 
can  debate  what  information  is 
needed  and  what  terminology 
should  be  used  and  match  infor¬ 
mation  objectives  to  business 
plans.  If  they  participate  in  the 
planning,  there’s  a  much  greater 
likelihood  they’ll  abide  by  the 
finished  plan. 

DETERMINE  WHAT  INFORMATION 
BEHAVIORS  YOU  NEED. 

If  you  don’t  know  what  behav¬ 
iors  you  need,  you  probably 
won’t  get  them.  Identifying  what 
behaviors  are  needed  should  be 
part  of  the  planning  process. 
If  you’re  planning  a  group 
calendaring  system,  think  about 
the  behaviors  you  will  have  to 
encourage:  getting  people  to 
check  their  calendars  every 
morning,  fill  out  all  the  neces¬ 


sary  information  and  not  sched¬ 
ule  other  people  to  attend  a 
meeting  without  asking  them 
directly.  When  the  desired 
behaviors  are  identified,  ways  to 
encourage,  elicit  and  measure 
them  can  also  be  created. 

The  best  example  of  such 
planning  is  at  American  Airlines. 
After  years  of  more  traditional 
(and  generally  unsuccessful)  data 
modeling  aimed  at  creating 
common  information,  Ameri¬ 
can’s  IT  professionals  began 
planning  within  small  business 
units  —  Sabre  Travel  Informa¬ 
tion  Network  or  the  airplane 
maintenance  business  —  and 
kept  the  resulting  information 
models  on  one  page.  They  used 
the  language  of  the  business  and 
involved  key  managers  in  plan¬ 
ning  meetings.  They  identified 
behavioral  objectives  of  the  plan¬ 
ning  exercise,  most  notably  get¬ 
ting  managers  to  realize  their 
information  creation  and  use 
activities  overlapped.  (“You  do 
a  demand  forecast?  So  do  I.  Let’s 
cooperate  on  one.”)  The  process 
was  simple  and  straightforward 
and  led  to  sharing  and  consen¬ 
sus  on  common  data  that  Amer¬ 
ican’s  IT  professionals  wanted. 

2. 

information 
Behavior  in 
System 
Development 

Most  of  what  information 
professionals  do  today 
involves  developing  specific  systems 
for  managing  information.  These 
systems  are  typically  quite  capa¬ 
ble  from  a  technological  stand- 


6  •  SEPTEMBER  15,  1997  •  www.computerworld.com/leadership 


Leadership  Series 


COMPUTERWORLD 


Other  Assorted  Laws  of 

Information  Behavior 


•  The  more  an  organization  knows  and  cares 
about  a  particular  business  entity,  the  less  likely 
its  members  are  to  agree  on  a  common  term  and 
meaning  for  it. 

•  Information  and  knowledge  sharing  are  unnat¬ 
ural  acts;  they  can  be  encouraged,  but  they  don’t 
happen  automatically. 

•  We  exchange  information  most  readily  with 
those  whose  desks  are  within  90  feet  of  ours. 

•  information  consumption  is  a  zero-sum  game; 
if  we  consume  more  of  one  type,  we’ll  probably 
consume  less  of  another. 

•  Companies  that  achieve  rapid,  early  success 


are  likely  to  have  cultures  that 
emphasize  intuition  over  infor¬ 
mation. 


*  Textual  informa¬ 
tion  on  printouts  or 
screens  is  one  of 
the  least  engag¬ 
ing  forms  of 
communication, 
and  graphics 
are  little  bet¬ 
ter;  more 
active  infor¬ 
mation  roles 
(discussing,  simulat¬ 
ing,  etc.)  lead  to  higher  engagement. 


point  hut  may  ignore  some  other 
laws  of  information  behavior.  For 
example: 

PEOPLE  DON’T  KNOW  WHAT 
INFORMATION  THEY  NEED. 

For  years,  a  key  method 
of  determining  information 
requirements  was  simply  to  ask 
people  what  information  they 
needed.  But  it’s  well-known  that 
few  managers  or  employees  have 
a  good  handle  on  their  own 
information  needs.  Prototyping, 
of  course,  has  been  a  great  help 
in  this  regard;  it’s  much  easier 
for  users  to  look  at  a  screen  and 
say,  “No,  that’s  not  it,”  or  “It 
would  be  better  if  you  added  this 
field.”  But  it’s  hard  to  build  a 
prototype  unless  you  have  a  fair¬ 
ly  good  idea  of  the  required 
information. 

Rather  than  asking  what 
information  is  needed,  it’s  often 
most  useful  to  simply  observe 
people  as  they  work.  This  way 
you  can  see  what  information 
they  need.  This  approach,  which 
is  sometimes  called  “shadowing,” 
requires  information  profes¬ 


sionals  who  can  make  inferences 
about  information  requirements 
from  work  processes. 

HUMANS  PREFER  INFORMATION 
AND  KNOWLEDGE  OVER  DATA. 

For  40  years  we’ve  managed 
data  and  called  it  information. 
But  people  prefer  richer  infor¬ 
mation  diets  —  information 
with  human  context,  experience, 
insight  and  elaboration.  Increas¬ 
ingly,  we  call  this  “knowledge” 
and  the  systems  that  manage  it, 
“knowledge  management”  sys¬ 
tems.  Whatever  we  call  the  sys¬ 
tems  we  build,  we  should  try  to 
capture  and  process  not  only 
numbers  but  the  contextual  text, 
graphics  and  even  video  that  add 
information  value.  Of  course, 
the  intelligence  and  knowledge 
embodied  in  such  systems  orig¬ 
inate  in  peoples’  heads  and 
extracting  it  involves  even  more 
behavioral  issues. 

INFORMATION  DESIRES  CHANGE 
OVER  TIME. 

Computer  science  classes  taught 
us  that  processes  may  vary  over 


time,  but  information  stays  con¬ 
stant.  Dead  wrong.  The  infor¬ 
mation  we  want  changes  over 
time,  sometimes  dramatically. 
New  business  requirements,  new 
organizational  structures,  new 
business  process  designs  all  lead 
to  new  information  require¬ 
ments.  But  in  the  IS  commu¬ 
nity,  we  are  notorious  for  pour¬ 
ing  “Cobol  concrete”  around 
businesses.  Information  profes¬ 
sionals  who  are  aware  of  infor¬ 
mation  behavior  will  attempt  to 
build  as  much  flexibility  as  pos¬ 
sible  into  information  systems. 
They  don’t  overengineer  systems 
and  frequently  ask  their  cus¬ 
tomers,  “What’s  changed  since 
we  last  talked?” 

An  excellent  example  is  Hoff- 
man-LaRoche,  the  global  phar¬ 
maceutical  company  in  Basel, 
Switzerland.  In  building  a 
system  for  the  new  drug  de¬ 
velopment  process,  it  hired 
anthropologists  to  shadow  key 
researchers  and  learn  what  infor¬ 
mation  they  might  find  useful. 
The  system  modeled  not  only 
information  flows  but  also  the 
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knowledge  about  what  makes  a 
drug  successful  with  regulators 
and  in  the  marketplace.  The  sys¬ 
tem  is  continually  evolving,  and 
although  it’s  only  2  years  old,  it 
has  gone  through  several  ver¬ 
sions.  Most  importantly,  new 
drugs  are  coming  out  an  average 
of  six  months  earlier.  Hoffman- 
LaRoche’s  system  was  also  behav- 
iorally-oriented  while  in  plan¬ 
ning  mode,  with  high  levels  of 
involvement  by  scientists  and 
other  stakeholders.  The  infor¬ 
mation  flows  were  originally 
recorded  in  a  highly  structured 
set  of  paper  books  because  that 
was  viewed  as  the  best  way 
to  engage  the  users  of  the 
information  and  knowledge. 
Then  they  were  put  into  a  com¬ 
puter  system  that  was  easy  to 
modify. 


Applying 
Technologies 
to  Information 
Problems 

Many  IT  professionals 
view  their  primary  job  as 
installing  technology  to  solve  infor¬ 
mation  problems.  But  even  when 
the  focus  is  on  technology,  it  is  pos¬ 
sible  to  let  behavior  play  a  strong 
role.  Organizations  and  individ¬ 
uals  have  preferences  for  particu¬ 
lar  technologies  that  may  be  inde¬ 
pendent  of  technical  merits. 
Information  professionals  must 
give  technology  its  due  while  focus¬ 
ing  heavily  on  the  interaction 
between  human  traits  and  tech¬ 
nological  opportunities.  In  doing 
so,  they  should  be  conscious  of  the 
following  laws: 


KNOW  YOUR  ORGANIZATION’S 
TECHNOLOGY  PREFERENCES. 

Every  organization  leans  toward 
particular  technologies  for  pro¬ 
cessing  and  communicating 
information.  I’ve  come  across  E- 
mail  cultures,  voice-mail  cul¬ 
tures,  spreadsheet  cultures  and 
even  overhead  transparency  cul¬ 
tures.  The  reasons  for  these  pref¬ 
erences  may  be  buried  in  histo¬ 
ry  or  the  actions  of  influential 
individuals.  The  biases  may  be 
well-suited  to  the  organization’s 
needs  or  may  seem  irrational. 
For  example,  I  once  worked  at  a 
consulting  firm  with  a  strong  E- 
mail  culture  even  though  the 
consultants  traveled  often  and, 
in  those  prelaptop  days,  didn’t 
have  access  to  E-mail.  Such  cul¬ 
tures  can  be  changed,  but  it  takes 
time  and  power,  and  informa¬ 
tion  professionals  may  not  be 
well-positioned  to  create  such 
changes.  Get  familiar  with  the 
technology  preferences  of  your 
culture.  You  tinker  with  them  at 
your  own  peril. 

KEEP  THE  TECHNOLOGY  SIMPLE. 

This  law  applies  to  much  of  our 
lives,  but  it  is  often  violated  with 
regard  to  technology.  Many  sys¬ 
tems  exceed  the  ability  of  users 


to  understand  and  use  them 
effectively  on  a  daily  basis.  Com¬ 
plex  functions  won’t  be  used  by 
most  people.  Witness  the  many 
functions  of  Lotus  Development 
Corp.’s  Notes  that  go  unused  in 
most  firms.  Even  the  most  basic 
personal  productivity  software 
is  called  “bloatware”  because  it’s 
overloaded  with  unnecessary 
functions. 

IT  professionals  should  strive 
to  simplify  technology  environ¬ 
ments  and  build  only  the  nec¬ 
essary  capabilities  into  systems 
and  architectures.  It  may  even 
be  desirable  to  outsource  some 
complex  technological  respon¬ 
sibilities  in  order  to  focus  on 
information  and  behavior  issues. 
Equifax,  Inc.,  the  Atlanta-based 
business  information  provider, 
points  to  its  outsourcing  of  data 
center  and  network  functions  as 
the  primary  factor  in  a  flower¬ 
ing  of  new  information  products 
and  services  based  on  credit 
information. 

DON’T  JUST  TRAIN,  EDUCATE. 

Most  organizations  offer  train¬ 
ing  on  how  to  use  technologies. 
It’s  generally  adequate  at  best; 
many  users  have  only  a  dim  view 
of  how  to  use  particular  software 
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and  hardware  capabilities.  For 
example,  think  about  the  uncer¬ 
tain  response  you  probably 
received  the  last  time  you  asked 
someone  to  transfer  you  to 
another  extension  —  and  we’ve 
been  able  to  transfer  calls  for 
more  than  20  years. 

What’s  particularly  lacking, 
however,  is  education  on  how 
technology  and  information  can 
be  used  effectively  in  the  context 
of  particular  jobs  and  compa¬ 
nies.  Users  are  on  their  own  to 
figure  out  how  best  to  use  infor¬ 
mation  to  meet  their  job  objec¬ 
tives.  Education  is  more  difficult 
to  develop  and  deliver  than 
generic  training,  but  it’s  far  more 
valuable. 

Consider  Verifone,  Inc.,  a 
fast-growing  point-of-sale  tech¬ 
nology  firm  in  Redwood  City, 
Calif.,  that  was  recently  acquired 
by  Hewlett-Packard  Co.  Will 
Pape,  formerly  Verifone’s  chief 
information  officer,  said  he 
believes  in  using  the  appropri¬ 
ate  technology.  “You  don’t  need 
a  Ferrari  to  drive  to  the  grocery 
store,  and  you  don’t  need  a  Pen¬ 
tium  to  do  word  processing,” 
he  argues.  Those  who  need 
advanced  technologies  can  get 
them,  but  most  employees  don’t 
need  them. 

Verifone  hasn’t  outsourced, 
but  its  technology  environment 
is  as  simple  as  can  be.  Many 
applications  are  built  on  top  of 
an  old  Digital  Equipment  Corp. 
VAX-based  E-mail  system.  The 


company  puts  its  primary  efforts 
into  educating  people  about  how 
to  work  effectively  using  its  tech¬ 
nologies  and  applications;  160 
“information  tools”  have  been 
constructed  to  allow  access  to 
and  analysis  of  information: 
Vview  is  for  viewing  and  analy¬ 
sis  of  Verifone  financial  perfor¬ 
mance;  Today  is  a  source  for 
internal  communications  docu¬ 
ments  such  as  newsletters  and 
job  postings;  and  VF  Itin  con¬ 
tains  the  itineraries  of  employ¬ 
ees  who  are  traveling. 

Verifone  makes  its  technolo¬ 
gy  preferences  clear.  The  entire 
organization  runs  on  E-mail  and 
networked  applications,  and  new 
employees  are  told  about  the 
need  for  mastering  the  technol¬ 
ogy  before  they  start  work. 


As  these  examples  illustrate, 
there’s  a  lot  more  to  building 
effective  information  environ¬ 
ments  than  just  throwing  a  com¬ 
puter  at  the  problems.  Putting 
in  an  intranet  will  not  make 
employees  care  any  more  about 
the  personnel  manual  than  they 
did  with  the  paper  version. 
Lotus  Notes  will  not  necessari¬ 
ly  lead  to  more  information 
sharing. 

Humans  beings  are  remark¬ 
ably  ingenious  in  their  ability  to 
ignore,  work  around  or  subvert 
information  initiatives  that  they 
don’t  see  as  being  in  their  best 
interest. 

It’s  time  to  stop  cursing  these 
recalcitrant  customers  and  take 
their  information  behaviors 
seriously.  ■ 
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What  security  problems 
have  you  had  in  the 
past  12  months? 


Virus  introduced 
accidentally 

73% 

Hacker  browsing 
with  no  impact 

31% 

Theft  by  employees/ 
authorized  users 

19% 

Hacker  spoofing 

14% 

Virus  targeting 
your  organization 

11% 

Denial-of-service 

attack 

11% 

Hacker  vandalism 

7% 

Hacker  theft 

5% 

Base:  150  IS  professionals 

Source:  Computerworld  Intranet  Security  Survey 

Online  store  search 

Dunstan  Thomas  Ltd.  plans  to 
introduce  a  service  designed 
to  boost  electronic  commerce 
by  making  it  easier  for  a  com¬ 
pany’s  customers  to  find  the 
company. 

Dunstan  Thomas  plans  to 
roll  out  Shopping  Explorer,  an 
Internet  search  engine  that 
specifically  searches  for  retail 
sites  on  the  World  Wide  Web. 
The  service  requires  a  special 
software  client  that  consum¬ 
ers  can  license  at  a  cost  of 
$29.99. 

Digital  aims  at  Web 

Officials  at  Digital  Equipment 
Corp.  in  Maynard,  Mass.,  last 
week  said  the  company  is 
teaming  with  Wells  Fargo  & 
Co.,  Microsoft  Corp.  and  Veri- 
Fone,  Inc.  to  offer  VirtualStore. 
It  is  a  complete  Internet-store¬ 
front  package  that  includes 
payment  processing,  hard¬ 
ware,  software  and  services. 

VirtualStore  will  include  a 
Pentium  Pro-based  Prioris 
server  running  a  Microsoft 
Site  Server  Enterprise  Edition 
Storefront  and  credit-card 
processing  from  Wells  Fargo 
using  VeriFone’s  VPOS  mer¬ 
chant  software.  Pricing  starts 
at  $48,000.  VirtualStore  is 
available  immediately. 
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Online  retailers  buddy  up 


By  Mitch  Wagner 


like  children  holding  hands 
before  they  cross  a  dangerous 
street,  companies  are  joining  in 
deep  partnerships  to  help  one 
another  exploit  the  Internet  for 
electronic  commerce. 

Barnes  &  Noble,  Inc.  in  New 
York  last  week  announced  it  will 
launch  an  affiliates  program 


that  encourages  sites  to  build 
their  own  online  bookstores, 
with  links  back  to  Barnes  & 
Noble.  The  online  bookseller 
will  handle  the  order  process¬ 
ing,  payment  and  shipping  and 
give  a  cut  to  the  affiliate. 

“What  we  get  from  this  is  dis¬ 
tribution  over  the  Internet  of 
what  our  offerings  are  as  a  book¬ 
seller  and  incredible  traffic  lev¬ 


els  to  the  site,”  said  Susan  Bos- 
ter,  director  of  marketing  at 
BarnesandNoble.com. 

Boster  said  that  with  help 
from  Barnes  &  Noble,  thou¬ 
sands  of  small  online  specialty 
bookstores  will  crop  up.  Barnes 
&  Noble  is  one-upping  online 
competitor  Amazon.com,  Inc. 
by  offering  affiliates  a  cut  of  all 
Online  retailers,  page  51 


Bank  invests  in  online  technology 


Concorde  Solutions  CEO  Isaac  Applbaum:  Bank  of  America 
wanted  to  give  customers  information  from  many  sources 


►  Bank  of  America 
tries  to  lure  customers 
with  Web -based  data 

By  Sharon  Gaudin 

gone  are  the  days  of  bank¬ 
ers’  hours. 

Bank  of  America  hopes  to  re¬ 
tain  and  recruit  new  customers 
by  letting  them  get  account  in¬ 
formation  when  and  where  they 
want  it. 

The  bank  is  using  specialized, 
object-oriented  middleware  de¬ 
veloped  by  its  Concorde  Solu¬ 
tions  information  technology 
subsidiary  to  deliver  a  wide 
range  of  customer  information 
to  tellers  or  customers  via  World 
Wide  Web  browsers.  And  bank 
executives  said  they  hope  that 
will  give  them  an  edge  in  the 
highly  competitive  and  dynamic 
Bank,  page  53 


DATA  PROTECTION 

Software 
guards  against 
bad  applets 

By  Sharon  Machlis 


the  leading  antivirus  com¬ 
pany  is  moving  into  the  hostile 
applet  protection  business,  of¬ 
fering  a  free  download  of  soft¬ 
ware  aimed  at  safeguarding 
data  from  rogue  code  on  the 
Internet. 

Symantec  Corp.’s  Norton  Safe 
on  the  Web,  available  at  www. 
symantec.com/sabu/nsw,  lets  users 
restrict  access 
to  their  files. 

For  example, 
users  can  con¬ 
figure  the  soft¬ 
ware  to  bar 
any  program 
except  Micro¬ 
soft  Corp.’s 
Word  from  ac¬ 
cessing  *.doc 
files  or  allow 
only  Quicken 
to  tap  in  to  financial  data.  That 
was  designed  to  prevent  hack¬ 
ers  from  sending  ActiveX  con¬ 
trols  to  snoop  through  and  send 
back  information  from  personal 
files.  The  software  also  includes 
electronic-mail  encryption  capa¬ 
bilities. 

“I  think  it’s  a  really  good  idea 
for  a  product,”  said  beta-tester 
Scott  Fringer,  a  network  systems 
analyst  at  the  University  of  Flori- 

Data  protection,  page  50 


Norton  Safe  on 
the  Web  was  easy 
and  intuitive 
to  configure. 

-  Scott  Fringer, 
Shands  Hospital 


Java  browser  combines  HotJava  with  HTML  rendering 


By  Carol  Sliwa 


sun  microsystems,  inc.  and 
Netscape  Communications  Corp. 
recently  announced  they  will 
work  together  on  a  “100%  Pure 
Java”  World  Wide  Web  browser 
that  runs  on  PCs  and  network 
computers. 

But  the  piece  that 
has  some  users 
more  intrigued  is  the  notion  of 
being  able  to  embed  a  Hyper¬ 
text  Markup  Language  (HTML) 
rendering  engine  in  the  form  of 
a  JavaBean  component  in  cus¬ 
tom  applications  so  users  can 
view  documents  without  hav¬ 


ing  to  launch  a  browser. 

The  HTML  rendering  compo¬ 
nent  will  be  included  in  Sun’s 
Java  Development  Kit,  which 
helps  programmers  build  Java 
applications. 

“That  would  be  nice,”  said 
Motti  Goldberg,  chief  architect 
at  US  West  Commu¬ 
nications.  He  said 
his  company  might 
use  it  to  give  users  access  to  help 
desk  files  or  provide  links  to  oth¬ 
er  applications.  “I’m  sure  a 
good  programmer  could  proba¬ 
bly  do  it  now,”  Goldberg  said. 

Boris  Galinsky,  president  of 
IBorg,  Inc.  in  Summit,  N.J., 


develops  applications  for  Dow 
Jones  &  Co.  He  said  he  would 
like  to  let  his  clients  with  exist¬ 
ing  HTML  sites  point  to  them 
through  the  applications  he 
writes. 

Microsoft  Corp.’s  Internet  Ex¬ 
plorer  3.0  can  be  embedded  in 
an  application  as  an  ActiveX 
control,  said  Tom  Johnston,  Mi¬ 
crosoft’s  group  product  manag¬ 
er.  But  that  can  be  done  only  in 
Windows  95  or  Windows  NT. 

The  pure  Java  browser  will 
combine  Sun’s  HotJava  develop¬ 
ment  with  Netscape's  HTML 
rendering  engine. 

Java  browser,  page  53 


it  can  run  on  all  platforms 
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da’s  Sharids  Hospital  in  Gainesville,  Fla. 

Cupertino,  Calif.-based  Symantec’s 
software  joined  antivirus  packages  such 
as  WebScanX  from  McAfee  Associates, 
Inc.  in  Santa  Clara,  Calif.,  and  ESafe  Pro¬ 


tect  from  ESafe  Technologies,  Inc.  in  Se¬ 
attle  in  targeting  malicious  Java  and 
ActiveX  code.  Other  security  software, 
notably  SurfinGate  from  Finjan,  Inc.  in 
Santa  Clara,  also  is  aimed  at  screening 


out  damaging  code  from  the  World  Wide 
Web. 

Fringer  said  the  Norton  software  was 
easy  and  intuitive  to  configure.  He  said  it 
would  be  useful  for  novice  Internet  users 
who  might  not  be  careful  about  the  sites 
they  visit. 

But  Symantec’s  Norton  Safe  on  the  Web 
is  currently  for  desktops  only,  requiring 
information  systems  staff  to  configure  it 
for  each  user  —  a  time-consuming  task 


Carrying 


ii 


excess 


inventory?" 


Turn  your  excess 
inventory  into  a  tax  break 
and  help  send 
needy  kids  to  college. 


Request  a  free  guide  to  learn  how  donating  your  slow  moving  inventory 
can  mean  a  generous  TAX  WRITE-OFF  for  your  company. 


Call  708-690-0010 
Fax  708-690-0565 


630  area  code  starting  8/3/96 
Email  scholar@eduassist.org 


Educational  Assistance  Ltd. 
P.O.  Box  3021 
Glen  Ellyn,  IL  60138 


Excess  inventory  today ...  student  opportunity  tomorrow 


for  a  large  organization,  said  Jim  Hurley, 
director  of  operating  environments  at 
Aberdeen  Group,  Inc.  in  Boston. 

“They’re  just  getting  to  market  with 
the  technology,”  Hurley  said.  “I  am  run¬ 
ning  into  clients  opting  to  defer  right 
now”  and  wait  for  software  with  better 
central-management  capabilities. 

A  Symantec  spokesman  said  the  first 
iteration  of  Norton  Safe  on  the  Web  is 
aimed  at  building  mind  share  among 
customers  who  may  have  heard  about 
potential  software  threats  on  the  Web.  He 
declined  to  discuss  future  pricing 
plans  or  development  directions  for  the 
product. 


LITTLE  REPORTED  DAMAGE 

There  have  been  few  reports  of  actual 
damage  from  black-hat  applets  or  con¬ 
trols,  although  the  threats  have  been 
shown  in  demonstrations.  For  example, 
earlier  this  year  a  widely  publicized  Ger¬ 
man  computer  club  demonstrated  an 
ActiveX  control  that  rifled  through  com¬ 
puters  looking  for  Quicken;  it  would  then 
use  Quicken  to  create  a  financial  transac¬ 
tion  and  send  money  to  its  creator’s  ac¬ 
count.  Quicken  is  a  PC  application  for 
personal  finances  from  Intuit,  Inc.  in 
Mountain  View,  Calif. 

Although  aware  of  the  theoretical 
threats,  many  users  seem  to  be  waiting 
for  more  data  on  actual  dangers  before 
turning  to  software  that  will  scan  Java 
applets  for  content  or  restrict  ActiveX 
access  on  user  machines. 

“It’s  something  that  we’re  looking  at 
and  probably  will  do  in  the  future,”  said 
Alan  Daniel,  a  senior  systems  analyst  of 
network  systems  at  United  Stationers, 
Inc.  in  Des  Plaines,  Ill.  “Right  now,  we 
haven’t  had  any  issues  regarding  that.”  □ 


Web  security 


Netegrity,  Inc.  in  Waltham,  Mass.,  last 
week  released  SiteMinder  2.0,  which 
lets  companies  deploy  secure  Web  ap¬ 
plications  for  distributing  confidential 
material  over  the  Internet.  SiteMinder 
2.0’s  policy-based  approach  to  manag¬ 
ing  security  privileges  improves  users’ 
ability  to  develop  and  manage  corpo¬ 
rate  intranets.  SiteMinder  2.0  is  avail¬ 
able  now.  Pricing  for  SiteMinder  Server 
begins  at  $3,995  for  200  users.  The 
SiteMinder  Web  Agent  costs  $595  per 
Web  server. 


Predicting  push  impact 


Ganymede  Software,  Inc.  in  Morris- 
ville,  N.C.,  now  offers  scripts  for  its 
Chariot  network  test  tool  that  can  help 
managers  predict  the  impact  of  push 
products.  Before  opening  a  wide-area 
network  or  intranet  to  news  feeds  and 
software  update  services,  managers 
can  analyze  the  current  traffic  load  to 
determine  how  much  bandwidth  will 
increase  and  application  performance 
will  decrease.  Chariot  starts  at  $n,ooo. 
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BarnesandNoble.com's 
Susan  Boster:  With  help  from 
Barnes  &  Noble,  thousands 
of  small  online  specialty 
bookstores  will  crop  up 


CONTINUE  D-J  R  OM  PAGE  49 

the  books  a  referred  customer 
buys  at  the  bookstore  site  dur¬ 
ing  a  visit,  rather  than  just  the 
single  book  recommended  by 
the  other  site. 

‘‘Amazon  is  focused  on  hav¬ 
ing  their  associates  pick  and 
choose  individual  books.  As  a 
consequence,  those  partners 
only  get  a  cut  of  the  individual 
book,  even  if  I  go  to  the  Amazon 
site  and  buy  that  book  and  six 


Spree.Com  CEO  Mike  Dever: 
The  company  offers  to  sites 
that  refer  customers  to  ft  a 
percentage  of  the  profit  if  the 
customers  make  purchases 


others,”  said  Nicole  Vanderbilt 
at  Jupiter  Communications  LLC 
in  New  York.  “But  for  Barnes  & 
Noble,  the  partners  will  get  a  cut 
of  the  entire  purchase.” 

Barnes  &  Noble  also  will  offer 
affiliates  the  services  of  an  ac¬ 
count  executive  to  help  design 
their  sites,  and  it  will  give  them 
access  to  an  extranet  that  con¬ 
tains  downloadable  graphics 
and  scripts  for  their  sites. 
Barnes  &  Noble  will  give  affili¬ 
ates  a  cut  of  up  to  7%  of  sales. 

BIGGER  BONUSES 

Fighting  back,  Amazon.com  last 
week  sweetened  the  deal  for  the 
500  most  popular  sites  on  the 
World  Wide  Web  as  measured 
by  PC  Meter,  a  Web  measure¬ 
ment  service  run  by  Media 
Matrix,  Inc.  in  New  York. 
Amazon.com  will  offer  those 
500  Web  sites  a  bonus  that  is 
50%  higher  than  the  bonuses 
offered  to  its  other  associates. 

The  bookstore  programs  are 
part  of  a  trend  among  online 


vendors,  which  are 
making  generous  reve¬ 
nue-sharing  deals  and 
offering  associates  ex¬ 
tensive  marketing  help 
to  build  greater  cus¬ 
tomer  loyalty  together 
than  they  could  build 
alone.  0 

Among  sites  that  of-  « 
fer  affiliate  programs  ° 
are  1-800-FLOWERS,  : 

o 

Inc.  and  Net  Contents,  : 

Inc.’s  Virtual  Vine-  : 
yards.  1 

Online  mall  organiz-  * 
er  Spree.Com  Corp.  £ 
went  further  last  week,  * 
when  it  launched  a  pro¬ 
gram  designed  to  bring  the  net¬ 
work-marketing  model  of  busi¬ 
ness  —  practiced  by  Amway 
Corp.  and  Tupperware  Corp.  — 
to  the  Internet. 

The  Thornton,  Pa.,  company 
offers  sites  that  send  users  to 
the  Spree.Com  site  up  to  40%  of 
the  gross  profit  on  every  pur¬ 
chase  that  the  user  ever  makes 
at  Spree.Com,  said  company 
President  and  CEO  Mike  Dever 
at  the  Internet  Commerce  Expo 
in  Los  Angeles  last  week. 

“We  think  we’ve  taken  the 


best  concepts  of  network  mar¬ 
keting  and  applied  them  to  the 
Internet,”  Dever  said.  Spree. 
Com  will  have  an  online  book¬ 
store  and  flower  shops  and  offer 
gifts  for  sale.  The  site  will  use 
a  “recommendation  engine” 
from  Net  Perceptions,  Inc.  in 
Minneapolis  that  recommends 
purchases  to  its  members  based 
on  analysis  of  the  members’ 
past  online  behavior.  It  will  also 
offer  a  service  to  remind  mem¬ 
bers  when  to  buy  birthday  or 
other  gifts. 


Rob  Enderle,  an  ana¬ 
lyst  at  Giga  Informa¬ 
tion  Group  in  Santa 
Clara,  Calif.,  said  he  ex¬ 
pects  Internet  partner¬ 
ships  to  become  more 
common  as  companies 
that  find  it  difficult 
to  get  users’  atten¬ 
tion  online  look  for  ac¬ 
cess  to  one  another’s 
customers. 

Barnes  &  Noble  has 
signed  up  more  than 
two  dozen  affiliates,  in¬ 
cluding  ESPN  Sports- 
Zone  from  Starwave 
Corp.;  Cable  News  Net¬ 
work,  Inc.’s  CNN  In¬ 
teractive  site;  Time,  Inc.’s  New 
Media,  which  publishes  the 
Pathfinder  site;  and  the  Lycos, 
Inc.  search  engine.  Previously, 
Barnes  &  Noble  had  signed  the 
New  York  Times  Electronic  Me¬ 
dia  Co.  to  sell  books  online  with 
Barnes  &  Noble  by  cross-linking 
through  the  Times  Book  Review. 

Amazon.com  has  had  its  as¬ 
sociates  program  in  place  for 
several  months,  offering  bonus¬ 
es  of  5%  to  15%  to  the  owners  of 
Web  sites  that  refer  users  to  buy 
books  from  Amazon.com.  □ 


The  new  AS/4006  series.  Legendary  reliability. 

Putting  your  business  on  the  Net  mentis  putting  faith  in  your  systems  availability.  With  AS/400e,  you  won't  have  to  worry.  It's  bused  on 
technology'  with  a  proven  99.9%  uptime  and  is  tlwroughly  tested  from  product  development  to  delivery.  Add  built-in  backup  and  recover,:  and 
you’ve  got  one  seriously  stable  machine.  To  find  out  more  about  the  new  AS/400e,  call  1 800  IBM-7777,  ext  BA221,  or  visit  www.us400.ibm.com 


Solutions  for  a  small  planet 


IBM,  the  IBM  Solutions  for  a  small  planet  anil  AS/400e  are  either  trademarks  or  registered  trademarks  of  International  Business  Machines  Corporation  in  the  United  States  and/or  other  countries.  ©  IW7  IBM  (orporation. 
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SOFTCUAD  INTERNATIONAL,  INC.  has  an¬ 
nounced  HotMetal  Pro  4.0,  a  Hypertext 
Markup  Language  (HTML)  authoring 
tool  for  creating  and  managing  World 
Wide  Web  sites. 

According  to  the  Toronto  company,  the 
new  version  includes  an  interactive  site- 
creation  environment,  called  Site  Maker, 


that  lets  users  build  Web  sites  without 
having  to  know  anything  about  HTML  or 
Web  page  design.  Options  range  from  a 
point-and-click  graphical  environment 
for  beginners  to  an  environment  that  of¬ 
fers  direct  editing  of  HTML  source  code. 

The  tool  is  available  for  Windows  95 
and  Windows  NT  for  $129. 


SoftQuad  International 
(416)  544-9000 
www.softquad.com 

WALL  DATA,  INC.  has  announced  Rumba 
Office  95/NT  for  TCP/IP,  a  suite  of  32-bit 
access  applications  to  connect  to  host  sys¬ 
tems  using  the  Internet. 


According  to  the  Kirkland,  Wash., 
company,  the  suite  lets  32-bit  Windows 
95  and  NT  users  access  information  lo¬ 
cated  on  IBM  mainframe,  midrange  and 
database  systems  via  Microsoft  Corp.’s 
Internet  Explorer  browser  and  a  TCP/IP 
network  connection.  The  suite  is  built 
as  a  set  of  ActiveX  objects  to  assist  devel¬ 
opers  in  the  creation  of  custom  client/ 
server  access  applications. 

The  suite  costs  $350  per  seat.  Current 
users  of  the  16-bit  suite  can  upgrade  for 
$75  per  seat. 

Wall  Data 
(206)  814-9255 
www.walldata.com 

BOX  TOP  INTERACTIVE  has  announced 

IVisit,  videoconferencing  software  that 
can  connect  multiple  users  in  a  confer¬ 
ence  without  a  central  server. 

According  to  the  Los  Angeles  com¬ 
pany,  IVisit  provides  4-bit  grayscale  video 
via  direct  peer-to-peer  connectivity  over 
the  Internet.  Windows  95,  NT  and  Mac¬ 
intosh  users  need  their  own  camera,  a 
28. 8K  bit/sec.  modem  and  a  network 
connection.  The  software  was  designed 
to  function  independently  of  World  Wide 
Web  browsers  but  can  be  configured  to 
launch  from  a  Web  page.  A  participant 
identification  system  that  uses  virtual 
business  cards  and  password  protection 
options  is  included. 

IVisit  costs  $49.95  per  user. 

Box  Top  Interactive 
(310)  235-3900 
www.ivisit.com 

DELTA  POINT,  INC.  has  announced  Site- 
Sweeper  2.0,  an  application  for  World 
Wide  Web  site  managers  that  reports  on 
Web  site  performance  and  problems. 

According  to  the  Monterey,  Calif., 
company,  the  software  can  sweep  multi¬ 
ple  sites  on  multiple  servers  (Unix,  OS/2 
and  Windows  NT)  in  a  single  session  and 
generate  reports  on  broken  links,  slow 
pages  caused  by  large  images,  missing 
image  definitions,  distorted  images  and 
missing  meta  tags.  Users  can  automate 
SiteSweeper  to  run  during  off-peak 
hours  and  can  view  its  platform-indepen- 
dent  reports  in  any  browser. 

SiteSweeper  costs  $495  for  Windows 
3.1,  Windows  95  and  Windows  NT. 

Delta  Point 
(408)  648-4000 
www.deltapoint.com 

AMERICAN  SYSTEMS  has  announced  Inter¬ 
net  EZ  Search  2.0,  Internet  search  soft¬ 
ware  for  Windows  95  and  Windows  NT. 

According  to  the  Fort  Worth,  Texas, 
company,  the  application  provides  a  sin¬ 
gle  window  that  lets  users  talk  to  49  of 
the  major  search  engines  on  the  Internet 
at  once.  EZ  Search  allows  users  to  control 
the  number  of  results  returned  and  elim¬ 
inates  duplicate  references  to  the  same 
World  Wide  Web  site. 

Internet  EZ  Search  2.0  costs  $29.95. 
American  Systems 
(817)  485  6547 
www.americansys.com 
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Bank  invests  in  'net  strategy 
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banking  market,  where  ease  of 
use  is  becoming  more  and  more 
a  distinct  competitive  issue. 

“Quality  customer  service  is 
basic  to  everything  we  do  and 
will  be  the  key  way  we  differenti¬ 
ate  ourselves,”  said  David  Coul¬ 
ter,  CEO  of  Bank  of  America, 
which  bought  the  technology 
from  Concorde  Solutions. 

Because  Concorde  Solutions 
is  a  subsidiary  of  Bank  of  Amer¬ 
ica,  the  bank  has  to  pay  for  the 
technology,  which  is  also  avail¬ 
able  to  other  banks.  Tel  Aviv- 
based  Israel  Discount  Bank  has 
also  bought  it. 

FITTING  IN 

Bank  of  America  Vice  President 
Paul  Westover  said  he  sees  the 
middleware  fitting  squarely  in 
the  company’s  business  strate¬ 
gy.  “You’ve  got  to  find  a  way  to 
mask  the  complexity  [of  transac¬ 
tions]  from  the  customers  and 
the  people  servicing  them,”  he 
said.  “We  want  to  be  thinking 


about  why  our  customers  are 
asking  certain  questions,  not 
about  how  to  answer  them.” 

It  is  often  difficult  and  time- 
consuming  to  find  information 
stored  in  various  databases  be¬ 
cause  the  user  has  to  know  ex¬ 
actly  where  to  look  for  it.  Most 
applications  let  users  drill  down 
into  one  vertical  database,  but 
Bank  of  America  wanted  to  give 


Netscape  announced  in  June 
that  it  intended  to  release  a  Java 
version  of  its  Communicator 
groupware  client,  which  in¬ 
cludes  the  Navigator  browser, 
sometime  next  year. 

Although  some  users  like  the 
idea  of  a  Java  browser,  others 
aren’t  sure  they  need  one. 

John  Andrews,  president  of 


customers  information  from 
many  sources,  said  Isaac  Appl- 
baum,  president  and  CEO  of 
Concorde  Solutions. 

Applbaum  used  the  industry- 
standard  Common  Object  Re¬ 
quest  Broker  Architecture  as  a 
model  for  his  Data  Objects  Man¬ 
ager.  The  Data  Objects  Manag¬ 
er’s  function  is  to  receive  the  in¬ 
formation  request  from  a 


CSX  Technology  in  Jacksonville, 
Fla.,  said  he  doesn’t  care  about  a 
Java  browser  because  "a  ioo% 
Pure  Java  application  will  run 
under  a  non-Java  browser.” 

FDA  APPROVES 

But  the  Food  and  Drug  Admin¬ 
istration  might  like  an  addition¬ 
al  browser  option  given  that  it 


browser,  translate  and  transmit 
it  to  host-based  legacy  applica¬ 
tions,  then  ship  the  reply  to  an 
object-oriented  business  appli¬ 
cation.  That  Java-based  business 
object  creates  a  dynamic  Web 
page  to  present  the  information 
to  users  in  a  Web  browser. 

BETTER  SERVICE 

Westover  said  about  400  cus¬ 
tomer  service  workers  use  the 
application,  but  he  said  he  ex¬ 
pects  that  number  to  grow.  He 
said  the  next  phase  will  be  offer¬ 
ing  the  capabilities  to  customers 
who  use  the  bank’s  Web  site.  He 


has  standardized  on  the  non- 
Java-based  Internet  Explorer,  a 
spokesman  said. 

“If  the  entire  foundation  is 
Java,  then  you’d  have  all  the  se¬ 
curity  and  the  safety  features 
built  all  the  way  through  all 
those  levels,”  said  Martin  Jack- 
son,  a  senior  systems  engineer 
who  works  on  applications  at 


couldn’t  say  when  that  would 
happen,  however. 

The  technology  should  enable 
banks  to  better  focus  on  custom¬ 
er  service,  said  George  Kivel, 
group  director  at  The  Tower 
Group  in  Newton,  Mass. 

“The  big  advantage  that  it  of¬ 
fers  is  in  customer  retention,” 
Kivel  said.  “One  of  the  main 
reasons  for  customers  to  change 
banks  is  because  they  move.  It’s 
all  about  physical  location.  If 
people  can  bank  easily  from 
their  own  homes,  that  removes 
the  physical  location  factor  and 
increases  retention.”  □ 


the  FDA’s  National  Center  for 
Toxicological  Research. 

Guy  Morazain,  executive  di¬ 
rector  of  Ontario  College  Appli¬ 
cation  Service,  said  he  likes  the 
idea  of  a  Java  browser  because 
that  means  Web  browsers  can 
run  across  all  platforms  imme¬ 
diately  upon  their  release.  At 
present,  browser  releases  tend 
to  stagger  on  different  plat¬ 
forms.  Windows  95  and  NT  re¬ 
leases  typically  hit  the  market 
before  the  Unix  and  Macintosh 
versions.  □ 


Java  browser  links  HotJava,  HTML 
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Briefs 

INS  monitoring 

International  Network  Ser¬ 
vices,  Inc.  (INS)  in  Sunnyvale, 
Calif.,  has  announced  new  re¬ 
ports  and  more  scalability  in 
Version  4.0  of  its  Enterprise- 
Pro  network  performance 
monitoring  service.  New  fea¬ 
tures  include  the  ability  to 
track  internal  or  external  ser¬ 
vice  levels.  Cost  varies  by  net¬ 
work  size. 

Cisco  router 

Cisco  Systems,  Inc.  in  San 
jose,  Calif.,  last  week  an¬ 
nounced  the  worst-kept  secret 
in  the  networking  industry:  the 
Cisco  12000  CSR,  a  megarout¬ 
er  that  helps  Internet  service 
provider  networks  scale  up¬ 
ward  in  bandwidth  and  speed. 
The  CSR  can  support  speeds 
of  622M  bit/sec.  and  2.5C 
bit/sec.,  with  a  9.6G  bit/sec. 
version  listed  as  a  future  re¬ 
lease.  The  CSR  will  ship  next 
month  with  a  base  price  of 
$14,900. 

CA  wakes  up  PCs 

Computer  Associates  Interna¬ 
tional,  Inc.  in  Islandia,  N.Y., 
has  enabled  its  UnicenterTNG 
management  suite  to  turn  on 
networked  PCs  equipped  with 
the  Magic  Packet  technology 
from  Advanced  Micro  Devices, 
Inc.  It  allows  centralized  man¬ 
agers  to  remotely  start  work¬ 
stations  to  scan  them  for 
viruses,  distribute  software  or 
back  up  files. 

Bemote  access 

Advanced  Computer  Commu¬ 
nications,  Inc.  in  Santa  Barba¬ 
ra,  Calif.,  last  week  launched 
its  second  Tigris  I  ntegrated  Ac¬ 
cess  Platform,  a  stackable, 
three-slot  remote  access  con¬ 
centrator.  It  provides  Internet 
service  providers  and  busi¬ 
nesses  with  an  entry-level 
point  of  presence  (POP)  to 
transmit  information  to  re¬ 
mote  sites.  The  new  device  is  a 
three-slot  chassis  that  in¬ 
cludes  a  control  card  with  four 
primary  rate  interfaces,  two 
10/100M  bit/sec.  Ethernet 
ports  and  a  48-  or  62-port  mo¬ 
dem  card.  The  POP  bundle 
with  48  ports  and  fourTi  slots 
costs  $29,995.  The  stand¬ 
alone  chassis  costs  $1,295. 


"Our  customer  service  has 
improved  because  people 
are  more  productive” 


Budget  drives  savings 


By  Matt  Hamblen 


paul  kasten  has  the  hard 
numbers  on  Budget  Rent  A  Car 
Corp.’s  distance  learning  pro¬ 
gram,  which  uses  audioconfer¬ 
encing  and  PC-based  data  shar¬ 
ing  to  train  hundreds  of 
customer  service  representa¬ 
tives. 

Budget  used  to  spend  about 
$2,000  per  student  on  travel 
and  expenses  for  the  two  weeks 
of  classroom  training.  The  new 
distance  learning  program  costs 


only  $156  per  person,  mostly  for 
long-distance  telephone  charg¬ 
es,  said  Kasten,  director  of  train¬ 
ing  and  development  at  Budget, 


voice  connections  to  eight  stu¬ 
dents  at  separate  locations 
throughout  the  U.S. 

The  instructor  also  has  eight 


in  Lisle,  Ill. 

During  the 
past  10  months, 

Budget  has  trained  400  custom¬ 
er  service  representatives  and 
nearly  150  others  in  accounting 
and  human  resources  using  the 
new  method. 

It  works  this  way:  An  instruc¬ 
tor  in  Lisle  sits  in  a  room  with  a 
conventional  analog  phone  and 


DISTANCE 


LEARNING 


PCs  rack-mount¬ 
ed  on  a  wall, 
where  he  can 
monitor  how  each  student  is  fill¬ 
ing  out  a  computer-based  car 
rental  form.  The  PCs  use  analog 
modems  over  standard  phone 
lines. 

With  a  total  of  16  analog 
phone  lines  and  a  $15  per 
Budget,  page  56 


Funeral  provider  comes 
to  bury  Unix,  praise  NT 


By  Laura  DiDio 
New  Orleans 


STEWART  ENTERPRISES,  INC. 

is  laying  Unix  to  rest. 

Stewart,  one  of  the  world’s 
largest  death  care  providers  — 
with  projected  annual  revenue 
of  $600  million  —  will  replace 
its  Unix  systems  with  Microsoft 
Corp.  Windows  NT  Server  and 
Windows  95  on  the  desktop. 

The  migration 
from  Unix  will  let 
Stewart’s  351  fu¬ 
neral  homes  and  125  cemeteries 
worldwide  provide  faster  and 
more  accurate  service  to  its  cus¬ 
tomers,  said  Kent  Alfonso,  vice 
president  of  information  sys¬ 
tems  at  the  company,  which  bur¬ 
ies  100,000  people  each  year. 


The  old  system  provided  ac¬ 
cess  to  customer  information, 
but  a  limited  number  of  staffers 
were  familiar  with  Unix.  “It’s  a 
simple  matter  to  train  the  users 
on  Windows  NT,”  Alfonso  said. 
“As  for  the  customers,  we  just 
show  them  what’s  on  the 
screen,  let  them  review  the  fu¬ 
neral  arrangements  and  check 
pricing  for  accuracy,  and  print 
out  their  bills.” 

The  new  appli¬ 
cations  also  let 
users  cut  and 
paste  information  among  appli¬ 
cations,  which  wasn’t  possible 
with  the  Unix  systems. 

In  the  highly  regulated  funer¬ 
al  industry,  funeral  homes  must 
generate  and  file  forms  for  local, 
state  and  federal  authorities. 


UNIX 

MIGRATION 


"It's  a  simple  matter 
to  train  the  users  on 
Windows  NT." 


Many  funeral  home  and  ceme¬ 
tery  administrators  generate 
that  information  manually, 
which  can  increase  errors. 

“If  a  name  is  misspelled  on  a 
death  certificate,  the  state  will 
reject  it  and  make  us  refile,” 


said  network  administrator 
Greg  Ruiz,  who  will  oversee  the 
rollout  during  the  next  eight  to 
12  months.  “Meanwhile,  the  de¬ 
ceased’s  family  can’t  finalize 
their  paperwork  with  the  neces- 
Funeral  provider,  page  57 


Work  on  Token  Ring  standards  boosts  interest  of  large  users 


By  Bob  Wallace 


although  major  network¬ 
ing  vendors  back  the  develop¬ 
ment  of  standards  for  high¬ 
speed  Token  Ring  networking, 
only  its  largest  users  may  stay 
with  Token  Ring  for  the  long 
haul. 

If  high-speed  Token  Ring 
technology  passes  muster,  it  will 
let  users  who  stay  put  dodge 
huge  infrastructure  change- 
overs  that  consume  time,  re- 


CAN  THIS  SLIDE 
BE  STOPPED? 


Projected  worldwide  shared 
Token  Ring  desktop  shipments 


1997 

1998 

1999 


6j06M 

5.23M  i 


Source:  Dell'Oro  Group,  Portola  Valley,  Calif. 


sources  and  money.  Those  who 
are  moving  to  switched  Ethernet 
said  it  has  more  of  a  future  and 
is  much  less  expensive  than 
Token  Ring. 

Along  with  a  coterie  of  inter¬ 
ested  vendors,  the  Institute  of 
Electrical  and  Electronic  Engi¬ 
neers,  Inc.’s  (IEEE)  802.5  com¬ 
mittee  started  work  two  weeks 
ago  on  a  standard  that  supports 
100M  bit/sec.  Token  Ring, 
which  can  scale  past  iG  bit/sec. 
in  speed.  Vendors  have  prom¬ 


ised  product  demonstrations  at 
Networld/Interop  ’98  in  Las  Ve¬ 
gas  next  spring. 

Vendors  involved  include 
IBM,  Cisco  Systems,  Inc.,  Bay 
Networks,  Inc.,  3Com  Corp., 
Cabletron  Systems,  Inc.,  Madge 
Networks,  Inc.,  Olicom,  Inc. 
and  Xylan  Corp. 

Although  they  would  stand  to 
gain  the  most  in  savings,  large 
Token  Ring  users  could  spend 
more  replacing  their  existing  in- 
Token  Ring,  page  57 
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month  service  charge  per  line,  Kasten 
said  Budget  also  saves  over  the  cost  of  a 
T1  line  —  which  many  teleconferencing 
service  providers  encourage  users  to  in¬ 
stall.  A  T1  line  can  cost  $i,ooo  to  $3,000 
per  month,  depending  on  the  vendor. 
Budget  can  run  three  virtual  classrooms 
at  once,  for  a  total  of  24  students,  with  a 
total  phone  line  cost  of  $720  per  month. 

Audioconferences  are  managed  by  a 
hardware/software  server  combination 
called  MeetingPlace  from  Latitude  Com¬ 
munications  in  Santa  Clara,  Calif.  Prices 
for  MeetingPlace  start  at  $39,995  for 
eight  audio  connections.  Students  and 
teachers  at  Budget  share  applications 
with  Reach  Out  software  from  Stac,  Inc. 
in  San  Diego.  Pricing  starts  at  $139. 

MeetingPlace  allows  flexibility  that  is 
useful  for  teaching,  Budget  trainer  Vance 
Kirksey  said.  Groups  of  two  or  three  can 
talk  together  apart  from  the  rest  of  the 
group.  “I  had  done  the  classroom  teach¬ 
ing  before,  and  I  was  concerned  there 
would  be  little  interaction.  But  actually,  it 
really  is  fun,”  he  said. 

BETTER  LEARNING 

And  training  takes  place  at  1,100  rental 
sites  nationwide,  where  students  work 
privately,  out  of  view  of  other  students. 
“They  get  better  mastery  on  the  comput¬ 
er  because  the  pressure  on  them  from 
others  is  so  low,”  Kirksey  said. 

The  only  drawback  to  audioconferenc¬ 
ing  is  that  when  occasional  discipline 
problems  develop,  “You  can’t  see  [stu¬ 
dents],  and  there’s  no  walking  a  student 
out  into  the  hall  and  saying,  ‘Let’s  get  it 
together,’  ”  Kirksey  said.  He  compen¬ 
sates  by  scheduling  a  private  call  with  the 
student  and  talking  with  that  person’s  su¬ 
pervisor,  if  necessary. 

Further  advantages,  Budget  officials 
said,  include  the  following: 


PRODUCT 

3COM  CORP.  has  announced  the  Office- 
Connect  LAN  Modem,  an  Integrated 
Services  Digital  Network  (ISDN)  mo¬ 
dem  for  multiuser  Internet  connectiv¬ 
ity  at  small  and  home  offices. 

According  to  the  Santa  Clara,  Calif., 
company,  the  modem  incorporates  a 
four-port  lOBase-T  Ethernet  hub  with 
IP  routing  and  built-in  World  Wide 
Web  browser  management.  Each  at¬ 
tached  PC  can  connect  with  the  single 
ISDN  line  that  feeds  into  the  modem. 
All  four  users  can  simultaneously  ac¬ 
cess  a  single  Internet  site,  or  any  two 
users  can  connect  to  different  destina¬ 
tions  at  the  same  time. 

OfficeConnect  LAN  Modem  costs 

$499. 

3Com 

(40S)  764-5000 
www.3c0m.com 


■  Students  don’t  need  to  leave  home  for 
two  weeks,  grappling  with  family  com¬ 
mitments. 

■  Students  master  car-rental  procedures 
as  well  or  better  than  before.  “Managers 
at  rental  locations  say  the  trainees  seem 


better  prepared  now  than  before,”  Kirk¬ 
sey  said. 

■Training  is  more  standard  and  consis¬ 
tent,  assuring  upper  management  that 
customers  are  more  likely  to  get  the  same 
treatment  at  any  location.  “Our  customer 


service  has  improved  because  people  are 
more  productive,”  Kasten  said. 

Kasten  said  alternatives  to  Meeting- 
Place  are  more  expensive.  Carriers  that 
provide  teleconferencing  services,  in¬ 
cluding  AT&T  Corp.,  Sprint  Corp.  and 
MCI  Communications  Corp.,  charge  50 
cents  per  minute  or  more  per  person,  but 
Budget  spends  about  8  cents  per  minute 
per  person  for  an  ordinary  long-distance 
call.  □ 
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Funeral  provider  switches 
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sary  agencies  like  Social  Security  or  in¬ 
surance  companies.  That’s  the  last  thing 
anyone  needs  at  such  a  sensitive  time.” 

Stewart’s  IS  team  outsourced  develop¬ 
ment  of  the  applications  to  systems  inte¬ 
grator  Synon,  Inc.  in  Larkspur,  Calif. 


Synon  handled  the  migration  with  its 
Obsydian  package,  a  commercial  com¬ 
puter-aided  software  engineering  devel¬ 
opment  tool  that  automatically  generated 
customized  funeral  application  code 
compatible  with  Microsoft’s  BackOffice 


applications  such  as  the  SQL  Server  data¬ 
base. 

Synon  built  two  customized  applica¬ 
tions:  the  Cemetery  and  Funeral  Home 
Enabler  (CAFE)  and  the  Key  Information 
for  Sales  (KIS). 

CAFE  and  KIS  also  let  Stewart  custom¬ 
ers  plan  the  details  of  their  own  funerals. 
About  35%  of  Stewart’s  U.S.  customers 
prearrange  and  pay  for  their  funerals. 

For  example,  a  customer  can  specify  all 


the  arrangements,  including  the  type  of 
coffin  and  service,  complete  with  prayer 
cards  and  hymns,  cremation  or  burial. 
“All  the  family  has  to  do  is  come  to  us, 
and  we  access  the  CAFE  database;  we 
take  care  of  everything,”  Alfonso  said. 
"And  we  can  give  them  a  copy  of  all  the 
deceased’s  instructions  so  they  can  be 
sure  we’re  making  the  arrangements  to 
the  exact  specifications.” 

The  applications  also  generate  the 
myriad  forms  and  provide  details  on  spe¬ 
cialized  arrangements  such  as  veteran’s 
death  benefits  and  funeral  traditions. 

“The  system  lets  us  do  cash  advances 
to  outside  parties  such  as  florists,  so  that 
our  customers  don’t  have  to  pay  multiple 
organizations.  We  can  generate  a  single 
bill,  which  can  be  much  more  conve¬ 
nient,”  Alfonso  said. 

Jerry  Schoen,  vice  president  of  opera¬ 
tions  at  Stewart’s  Lake  Lawn  Metairie  Fu¬ 
neral  Home  here,  said  the  Windows  NT 
network  will  provide  his  25  employees 
with  better  communications  among  vari¬ 
ous  departments. 

“This  will  let  the  funeral  director  know 
when  everything  is  done  so  he  or  she  can 
schedule  the  services,”  Schoen  said.  □ 


Token  Ring 

CONTINUED  FROM  PAGE  55 

frastructure  than  they  would  save  by 
using  Ethernet. 

Projected  sales  of  Token  Ring  equip¬ 
ment  continue  to  slide  (see  chart,  page 
55),  but  some  users  are  optimistic. 

“That  sounds  great  and  will  give  us 
something  to  definitely  look  at  for  our 
network,  although  [the  IEEE]  work  is  just 
under  way,”  said  David  Pratt,  informa¬ 
tion  systems  manager  at  First  National 
Bank  of  Maryland  in  Baltimore,  which 
has  a  5,000-node  Token  Ring  network.  “I 
still  pay  more  for  Token  Ring  —  which 
makes  it  tough  to  perceive  value.  It  would 
be  so  hard  to  migrate  away  from  some¬ 
thing  that’s  so  heavily  entrenched  and 
widely  used,”  Pratt  said.  And  his  user 
base  has  no  particular  complaint  about 
Token  Ring,  he  said. 

Barry  Forgeng  said  he  sees  potential 
opportunity  for  high-speed  Token  Ring  if 
it  is  priced  right.  But  Forgeng  headed  for 
switched  Ethernet. 

“Unless  the  vendors  can  bring  down 
the  cost  of  Token  Ring  to  a  few  hundred 
dollars  [per  desktop]  like  switched  Ether¬ 
net,  we’re  not  going  that  route,”  said 
Forgeng,  infrastructure  manager  at  ELF 
Autochem  North  America,  Inc.,  a  Phila¬ 
delphia-based  chemical  giant  with  a 
1,200-node  Token  Ring  network.  “If  ven¬ 
dors  could  do  that,  I’m  sure  all  Token 
Ring  shops  would  take  a  look  at  this.” 

Ethernet  switches  require  only  an 
Ethernet  card,  which  most  PCs  have 
built-in.  Token  Ring  adapters,  which 
aren’t  built-in,  can  cost  $400. 

Forgeng  put  his  Vines  and  Windows 
NT  servers  on  a  Fast  Ethernet  backbone 
and  will  start  taking  the  top  20  users  that 
transmit  traffic  off  the  Token  Ring  LAN 
and  connect  them  to  switched  Ethernet 
ports.  □ 


Introducing  the  Hicom  300  E. 
The  world's  most  flexible 
communication  server. 

Information  technology?  Accounting  wants 
it  low  cost.  Human  Resources  wants  it 
easy  to  use.  Senior  management  wants  it 
to  provide  a  competitive  advantage. 

We  know  people  expect  the  world  of  you. 
Now  the  Siemens  Hicom®  300  E  provides 
it:  The  first  communications  server 
platform  available  on  a  worldwide  basis. 

It  features  a  powerful,  open  architecture 
with  highly  integrated  voice,  data,  image 
and  video  capabilities.  And  because 
we're  committed  to  protecting  your 
investment,  we  made  it  fully 
compatible  with  the  Siemens  9751 . 

This  advanced  server  supports  Siemens 
new  Optiset®  E  family  -  the  world's  most 
flexible  line  of  digital  telephones;  it 
provides  the  greater  bandwidth  needed 
when  you're  ready  for  multimedia;  and  it 
supports  a  variety  of  open  interfaces  and 
software  applications.  In  short,  it  puts  you 
in  a  position  to  do  business  anywhere  in 
the  world.  And  isn't  that  a  good  place  to  be? 

The  first  thing  you  should  do,  is  stop  by 

www.siemenscom.com/hicom. 

Or  call  1-800-765-6123  ext.  B18. 


The  Future  Is  Coming  To  Us. 
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Now  you  con  move 


everyone  in  your  organ* 
ization  seamlessly  to 
a  Windows  NT  -based 
platform  without  sac¬ 
rificing  an  ounce  of 
performance.  Intro¬ 
ducing  the  new  expanded  family  of  Compaq 
Professional  Workstations.  The  5000,  6000,  and 
8000  series  not  only  give  your  end  users  the 
uncompromising  power  they  demand,  but  also  the 
manageability,  expandability,  and  ease  of  inte¬ 
gration  that  you  need  as  an  IS/ IT  manager.  We 
designed  these  workstations  with  our  innovative 
Highly  Parallel  System  Architecture.  This  architec¬ 


ture  allows  advanced  multiprocessing  so  you  can 


utilize  up  to  two  Pentium  II  processors  or  four 
Pentium  Pro  processors.  Our  dual  PCI  buses  give 
you  parallel  access  to  peripheral  devices,  and 
dual  memory  controllers  provide  you  with  band¬ 
width  that's  two  to  four  times  faster  (1.06GB/s) 
than  competitive  Intel-based  workstations.  Each  of 
our  workstations  has  an  integrated  Wide  Ultra 
SCSI  controller,  built-in  10/100  NICs,  built-in 
manageability,  and  SmartStart  to  get  up  and  run¬ 
ning  quickly.  So  now  that  everyone  will  be  on  the 
same  platform,  your  entire  company  can,  finally, 

share  more  than  just  e-mail.  Try  not  to  let  all  that 

•  ...  ■  ■ 

power  go  to  your  head, 
us  at  www. Compaq 
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YOU'RE  GOING  THE  WRONG  WAY. 


IN  THIS  BUSINESS, 
FORESIGHT  IS  CRITICAL. 

To  whom  are  you  going  to  entrust 
your  business?  A  software  company  that 
forces  you  down  a  well-worn  technological 
path  with  no  clear  idea  of  the  challenges 
ahead?  Or  Lawson  Software,  a  company 
that  has  smoothly  migrated  its  customers 
through  every  technological  upheaval  of 
the  last  20  years,  leading  the  way  from 
mainframe  to  client/ server  to  the  web? 

The  difference  is,  our  business  management 
systems  were  built  to  survive  this  rapidly 
changing  environment.  The  unique 
architecture  of  our  products  allows  us  to 
deliver  advancements  like  Self-Evident 
Applications ,IM  the  next  generation  of 
enterprise  software,  long  before  other 
software  companies  realize  they’re  on  the 
wrong  path.  To  learn  more  about  Lawson 
Software,  the  Web  Enterprise  Company,™ 
visit  www.lawson.com/guide  or  call  us 
at  1-800-477-1357. 
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YOUR  GUIDE  TO 
CHOOSING  A 
SOFTWARE  COMPANY 


•VERSATILE 

Products  are  built 
from  the  ground  up  to 
handle  change. 

•VISIONARY 

At  the  forefront  of 
technology,  delivering 
solutions  others  can 
only  promise. 

•TRUSTWORTHY 

Customers  speak 
highly  of  them. 

•ALERT 

On  the  lookout  for  signs 
of  change,  protecting 
your  investment. 
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Interest  in  Web  tools  and 
workflow  surpassed  last 
year's  top  technology: 
document  management. 

Image  management 
systems  take  about  nine 
months  and  $1.09M  to 
implement,  compared  with 
intranet  applications  at 
six  months  and 
$354,000. 


Base:  221  Association  for 
Information  and  Image  Management 
International  (AIIM)  conference 
attendees 

Source:  AIIM,  Silver  Spring,  Md. 

Midrange  middleware 

IBM  next  month  plans  to  un¬ 
veil  the  latest  version  of  its 
MQSeries  messaging  middle¬ 
ware  for  several  Unix  server 
platforms.  The  middleware, 
code-named  Armada,  will  sup¬ 
port  major  Unix  platforms 
such  as  HP-UX,  Solaris  and 
AIX.  It  will  add  several  perfor¬ 
mance  and  ease-of-use  fea¬ 
tures.  Armada  also  was  de¬ 
signed  to  reduce  the  network 
bandwidth  needed  to  use 
MQSeries. 

Tetra  adds  product  tool 

British  software  maker  Tetra 
Ltd.  has  added  a  product  con¬ 
figurator  to  its  flagship  Tetra 
CS/3  software  system.  The 
company,  with  U.S.  headquar¬ 
ters  in  Houston,  bought 
the  configurator  from  Apex,  a 
British  company  and  one  of 
Tetra’s  development  partners. 
It  is  for  companies  that  make- 
to-order  complex  products.  It 
comes  free  with  the  CS/3  pack¬ 
age.  It  is  available  now. 

Oops 

Microsoft  Corp.  pulled  a  ser¬ 
vice  patch  for  Word  97  from  its 
World  Wide  Web  site  recently 
after  it  discovered  a  “rare”  bug 
that  could  have  prevented 
users  from  saving  edited  files, 
a  company  spokesman  said. 
To  date,  only  five  people  have 
reported  problems  with  it,  he 
said.  More  than  14  million  cop¬ 
ies  of  Office  have  been  sold, 
and  fewer  than  1  million  people 
have  downloaded  the  patch.  A 
fix  has  been  written  but  won’t 
be  posted  until  it  is  tested, 
Microsoft  officials  said. 


Databases  handle  mix  of  apps 


By  Craig  Stedman 


M  IX  IT  UP. 

That’s  the  demand  database 
vendors  are  getting  from  IS 
managers  who  want  to  run 
mixed  workloads  of  transaction 
processing  and  deci¬ 
sion-support  appli¬ 
cations  on  a  single 
database  server.  In  response, 
more  and  more  databases  are 
being  tailored  to  do  just  that. 

For  example,  the  ability  to 
handle  multiple  applications  is  a 
key  feature  of  databases  that 
IBM  and  Sybase,  Inc.  will  for¬ 
mally  introduce  this  week.  Both 


products  were  designed  to  let 
users  run  multifaceted  work¬ 
loads  on  one  server  without 
causing  performance  night¬ 
mares  (see  chart  at  right). 

And  it’s  a  good  thing,  too, 
said  several  database  managers 
with  end  users  who 
need  to  run  transac¬ 
tions  and  analytical 
queries  against  the  same  sets  of 
data. 

“We  expect  a  database  to  sup¬ 
port  a  mixed  workload,”  said 
David  Yeger,  a  vice  president  in 
the  distributed  architecture 
group  at  Merrill  Lynch  &  Co.  in 
Princeton,  N.J.  Yeger  is  beta¬ 


testing  IBM’s  DB2  Universal 
Database  on  an  upcoming  appli¬ 
cation  that  will  archive  Merrill 
Lynch  correspondence  to  dem¬ 
onstrate  compliance  with  gov¬ 
ernment  securities  regulations. 

The  application  primarily  in¬ 
volves  transaction  processing, 
but  end  users  also  will  run  com¬ 
plex  queries  against  the  data, 
Yeger  said.  DB2  Universal  Data¬ 
base’s  features  —  such  as  the 
ability  to  back  up  databases  in 
pieces  rather  than  all  at  once  — 
so  far  appear  to  be  just  what  the 
doctor  ordered,  he  said. 

Business  analysts  at  the 

Databases,  page  64 


IBM's  DB2  Universal 
Database: 


•  Combines  multiprocessing 
and  parallel  technology 

•  Database  tables  can  be  split 
across  multiple  CPUs 

•  Partitions  let  administrators 
work  on  subsets  of  data 

Sybase’s  Adaptive  Server 
Enterprise  11.5: 

•  Supports  parallel  querying, 
loading  and  indexing 

•  CPUs  can  be  dedicated  to 
specific  applications 

•  Message  queues  let  users 
run  multiple  transactions 


DATABASE 

FLEXIBILITY 


MIDDLE  OF  THE  PACK 


Using  all  sorts  of  middleware  can  present  a  possible  development 
headache  down  the  road: 

What  kind  of  middleware  are  you  deploying?  H  Now  H  1999 


Candle  illuminates  path 
to  write-once  middleware 


Message-  Transaction  Remote  Distributed 

oriented  monitors  procedure  objects 

middleware  calls 


Base:  50  IT  executives 


Source:  Forrester  Research,  Inc.,  Cambridge,  Mass. 


By  Tim  Ouellette 


candle  corp.  is  trying  to  shed 
light  into  the  crevices  between 
middleware  technologies. 

The  benefit  of  middleware  is 
that  it  moves  data  among  differ¬ 
ent  applications,  but  the  prob¬ 
lem  is  that  users  must  still  write 
code  to  the  middleware  applica¬ 
tion  programming  interface 
(API). 

And  because  users  are  find¬ 
ing  that  they  can’t  count  on  one 


middleware  tool  to  do  the  job, 
they  can  face  a  dizzying  array  of 
middleware  products  and  APIs 
in  the  enterprise. 

ONE  WAY  IN 

With  its  new  development  tool 
—  code-named  Roma  —  Santa 
Monica,  Calif.-based  Candle 
hopes  to  offer  users  a  single  way 
to  build  middleware  hooks  in  to 
their  enterprise  applications. 
The  goal  is  to  cut  application  de- 
Write-once  middleware,  page  64 


Beta-testing  tool  knows  what  you're  doing  —  and  when 


►  Some  worry  tool 
will  be  used  to  spy 
on  unsuspecting  users 

By  Randy  Weston 

beta  testers  and  others  be¬ 
ware.  Big  Brother  is  invading 
your  software,  but  it  might  not 
be  all  bad. 

Silicon  Valley  start-up  Aque¬ 
duct  Software,  Inc.  in  Menlo 
Park,  Calif.,  is  launching  a  prod¬ 
uct  designed  initially  to  help 
software  vendors  track  and 
record  the  use  of  a  product  dur¬ 
ing  beta  testing.  The  company 
plans  to  expand  the  line  to  in¬ 


clude  products  for  internal  in¬ 
formation  systems  departments 
to  measure  the  use  of  software 
systems  such  as  SAP  AG’s  R/3 
to  gauge  their  return  on  invest¬ 
ment. 

HOW  IT  WORKS 

The  Aqueduct  product  is  at¬ 
tached  to  another  software  pro¬ 
gram  and  runs  either  at  the  serv¬ 
er  or  the  client,  depending  on 
the  software  to  which  it  is  at¬ 
tached.  It  then  sends  back  to  the 
vendor,  via  electronic  mail,  in¬ 
formation  on  who  used  the  soft¬ 
ware,  what  they  used  it  for  and 
how  long  they  used  it. 

The  information  is  automati¬ 


cally  compiled  in  databases  for 
analysis. 

Aqueduct  officials  said  the 
product  could  be  used  to  ana¬ 
lyze  software  bugs  or  to  uncover 
unexpected  uses  for  tested  ap¬ 
plications. 

Susan  Aldrich,  an  analyst  at 
Boston-based  Patricia  Seybold 


Group,  said  she  could  see  value 
to  Aqueduct’s  technology  at  the 
help  desk  level,  especially  in  di¬ 
agnosing  end-user  system  fail¬ 
ures.  But  Aldrich  said  she  is 
concerned  that  a  product  with 
such  observatory  powers  could 
be  misused  to  spy  on  a  competi- 
Beta-testing  tool,  page  64 


Aqueduct 
software 
reveals  which 
beta  testers 
used  software, 
how  long  they 
used  it  and 
what  they 
used  it  for 
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Texas  CIO 

serves 

thousands 

with. . . 

no  waiting. 

The  S/390  server  gives  you  access  V  y 


The  S/390  server  gives  you  access 
to  applications  your  company  wants, 
like  Lotus  Domino,  SAP  R/3  and 
PeopleSoft. 


Texas  CIO  John  Fraser 
satisfies  the  information  needs 
of  everyone  across  his  enterprise 
with  his  highly  scalable  IBM 
S/390®  server. 

Not  only  can  he  run  all  his 
existing  software,  he’s  able  to  run 
UNIXf  as  well  as  the  popular 
business  applications  of  his  choice. 
All  at  the  same  time. 

Applications  available  on 
the  S/390  server  include  Lotus® 
Domino™  SAP  R/3,  J.D.  Edwards 
OneWorld,  PeopleSoft,  Oracle 
Applications,  Walkers  Tamaris, 
and  many  more. 

The  ever-reliable  S/390  server 


can  scale  to  handle  thousands  of 
users.  And  with  its  Parallel  Sysplex™ 
clustering  technology,  there’s 
99.999%  continuous  availability 
with  a  capacity  you  cant  outgrow. 
All  at  a  low  incremental  cost. 

Want  the  ultimate  in  scalability 
to  handle  those  growing  appetites 
for  mission-critical  applications? 
Just  drop  by  www.s390.ibm.com 
to  find  out  how  the  S/390  server 
can  best  serve  your  business  needs. 


Solutions  for  a  small  planet" 
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Charles  Wang  puts  CA  on  object  track 


With  the  shipment  of  its  Jasmine 
product,  planned  for  later  this 
year,  Computer  Associates  Inter¬ 
national,  Inc.  will  try  to  do  what 
no  one  else  has  done:  make  lots  of 
money  with  an  object  database. 
CEO  Charles  Wang  earlier  this 
month  spoke  with  Computer- 
world  Editor  Paul  Gillin  at  CA 
headquarters  in  Islandia,  N.Y. 

CW:  You’ve  been  quiet  on  the 
acquisitions  front  since  the  Chey¬ 
enne  buyout  last  year.  Is  that  by 
design? 

WANG:  We’ve  done  quite  a 
few  [small]  acquisitions.  We  just 
acquired  a  20-person  artificial 
intelligence  company  specializ¬ 


ing  in  neural  networks,  because 
we’ll  build  that  technology  in  to 
Unicenter  to  define  policies 
based  on  network  activity.  [Ac¬ 
quisition  work]  will  continue. 

CW:  A  lot  of  people  have  been 
waiting  for  you  to  pick  up  Sybase 
or  Informix.  You  bought  so  many 
database  companies  for  so  long. 
Why  have  you  stayed  away  from 
them? 

WANG:  I  think  that  their 
fundamental  strategy  is  flawed. 
Where  we’re  headed  in  databas¬ 
es  [with  Jasmine]  is  pure  objects 
instead  of  some  kind  of  hybrid. 

CW:  Have  Informix’s  problems 


selling  object  databases  caused 
you  to  reconsider  your  object 
strategy? 

WANG:  Informix  was  a  hybrid 
solution,  and  I  don’t  think  the 
relational  model  can  be  the  un¬ 
derpinning  of  an  object  solu¬ 
tion.  We  don’t  see  any  other  way 
to  go  than  with  objects. 

CW:  Most  object  companies 
haven’t  had  any  success,  though. 

WANG:  We  have  enough  clout 
in  the  industry  to  push  this  [con¬ 
cept]  out  so  people  adopt  it.  I 
think  everybody  recognizes  the 
need  to  build  with  objects.  Un¬ 
fortunately,  there  aren’t  enough 
pieces  built  yet.  If  we  can  attract 


Write-once  middleware 


C  ON  TINUED  FROM  PAGE  61 

velopment  costs. 

Right  now  some  users  have 
bought  or  developed  several  dif¬ 
ferent  middleware  tools. 

“We  have  a  hodgepodge  of 
everything,”  said  Gary  Ward,  a 
senior  systems  engineer  at  Bell¬ 
core  in  Morristown,  N.J.,  who  is 
a  major  user  of  IBM’s  MQ- 
Series.  “You  are  supposed  to  fit 
systems  to  work  together,  but  it 
is  not  an  easy  thing.” 

Roma  will  let  users  write  to 
one  type  of  API  for  all  their  mid¬ 
dleware  needs  instead  of  learn¬ 
ing  each  individual  product’s 
API.  Those  include  transaction 
monitors,  message-oriented 
middleware,  object  request  bro¬ 
kers  and  database  access  tools 
—  all  moving  data  across  differ¬ 
ent  systems  and  applications 
(see  chart,  page  61). 

“A  lot  of  people  have  tried  to 
build  their  own  APIs  to  do  this,” 
said  John  Mann,  an  analyst  at 
The  Yankee  Group  in  Boston. 
“The  nice  thing  is,  people  could 


jump  on  [Roma]  and  make  it  a 
standard  quickly.” 

The  result:  Users  could  cut 
back  on  their  development  costs 
by  quickly  writing  code  for  all 
their  middleware  applications. 
Curbing  development  costs  is  a 
standard  goal  of  middleware 
technology. 

For  example,  the  Philadelphia 
Stock  Exchange  used  Talarian 
Corp.’s  SmartSockets  to  speed 
communications  among  sys¬ 
tems  on  its  options  floor. 

“We  used  to  develop  all  this 
ourselves.  Now  SmartSockets 
decreases  our  development 
time,”  said  Thomas  Wittman, 
vice  president  of  trading  sys¬ 
tems. 

He  said  Roma  was  interest¬ 
ing,  but  he  wondered  how 
quickly  users  would  need  it,  be¬ 
cause  many  are  still  in  the  early 
stages  of  their  middleware  proj¬ 
ects. 

Analysts  agreed. 

“It  is  still  a  little  early  to  know 


all  the  features  someone  might 
want  in  terms  of  messaging,” 
Mann  said. 

Some  vendors  are  building 
bridges  between  middleware  ap¬ 
plications. 

For  example,  Level8  Systems, 
Inc.  in  New  York  is  building  a 
link  between  MQSeries  and  Mi¬ 
crosoft  Corp.’s  MSMQ. 

And  others  said  taking  a 
whole  approach  to  middleware 
will  solve  the  problem  better. 

DISTRIBUTED  SYSTEM 

“What  we  need  is  a  platform  to 
provide  all  middleware  ser¬ 
vices,”  said  Ted  Shadier,  an  ana¬ 
lyst  at  Forrester  Research,  Inc. 
in  Cambridge,  Mass.  “If  we  put 
all  these  services  on  the  back 
end,  you  can  get  a  distributed 
operating  system.” 

Candle,  with  a  major  systems 
management  business,  has 
been  developing  several  prod¬ 
ucts  to  support  the  administra¬ 
tion  and  management  of 
MQSeries. 

Beta  testing  for  Roma  will  be¬ 
gin  later  this  year;  delivery  is  ex¬ 
pected  next  year.  □ 


Beta-testing  tool  watches  all 
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tor  or  to  hack  in  to  a  company  by 
attaching  it  unsuspectingly  to 
shareware. 

“It  is  something  people 
should  feel  some  concern  about, 
but  I  hope  if  someone  is  down¬ 
loading  something  off  the 
[World  Wide]  Web  to  try  out, 
they  should  know  what  that  en¬ 
tails  and  the  risks,”  Aldrich 
said. 

Jim  McGregor,  Aqueduct’s 
vice  president  of  engineering, 
said  his  company’s  licensing 
agreements  require  users  of  the 


product  to  warn  their  customers 
Aqueduct  is  attached. 

“This  is  a  very  powerful  tool,” 
McGregor  said.  “There  could  be 
a  dark  side  to  this  stuff,  but  our 
intent  is  to  reduce  that  as  much 
as  possible.” 

PREFIX  PREVIEW 

At  Intrinsa  Corp.  in  Mountain 
View,  Calif.,  officials  said  Aque¬ 
duct  helped  them  figure  out  just 
how  Prefix,  a  new  tool  designed 
to  simulate  the  actions  of  soft¬ 
ware  components,  would  be 


used  by  application  developers. 

"We  could  hypothesize  how 
people  would  use  it,  but  we 
couldn’t  know  for  sure,”  said 
Jon  Pincus,  chief  technology  of¬ 
ficer  at  Intrinsa.  “The  informa¬ 
tion  we  got  from  Aqueduct 
shows  not  only  how  people 
think  they  will  use  it,  but  how 
they  actually  are  [using  it].  There 
is  no  other  way  to  get  this  infor¬ 
mation  without  sending  some¬ 
one  on-site  to  watch  what  they 
are  doing.” 

Of  the  12  sites  and  100  users 
now  using  Prefix,  only  a  few 
have  asked  to  deactivate  the 
Aqueduct  probe  for  security  rea¬ 
sons,  Pincus  said.  □ 


enough  attention,  then  there 
will  be  enough  objects  that  peo¬ 
ple  can  build  their  applications 
much  faster. 

CW:  How  fast  will  this  market 
grow? 

WANG:  In  five  to  10  years. 
Jasmine  should  be  bigger  than 
Unicenter.  And  Unicenter  today 
is  [worth]  $1.4  billion.  Unicenter 
will  eventually  be  class  libraries 
on  Jasmine. 

CW:  Tivoli  claims  you  have  the 
midrange  of  the  market  and  that 
it  has  the  high  end. 

WANG:  I  don’t  think  they 
have  the  high  end,  because  I 
don’t  believe  their  product  is  as 
scalable  as  ours.  Plus,  there  is  a 
fundamental  difference:  Tivoli 
is  a  framework.  Unicenter  is  a 
framework  and  all  the  applica¬ 
tions  that  you  need  to  manage 
your  systems  and  network.  It’s 
like  comparing  apples  and  or¬ 
anges. 

CW:  Have  you  given  up  on  the 
PC  business? 

WANG:  The  whole  Cheyenne 
acquisition  was  built  around 
what  they  did  in  the  PC  world. 
We’re  the  No.  1  PC  accounting 
software  vendor  with  Accpac. 
But  in  terms  of  spreadsheets 
and  word  processors,  we’re  not 
in  that  marketplace. 

CW:  A  lot  of  people  are  saying 
that  CA  is  a  an  easier  company  to 


"We  made  a  lot  of  mistakes 
in  the  past;  we  learned  from 
them” 

deal  with  these  days.  Is  that  an 
intentional  change? 

WANG:  That  assumes  that  we 
had  big  black  hats  on  in  the  past. 
We  made  a  lot  of  mistakes  in  the 
past;  we  learned  from  them. 
Media  people  recognize  after  a 
while  that  we’ve  done  some 
great  things  for  the  industry 
with  technology,  and  we’ve  been 
here  21  years.  Not  many  people 
can  say  that.  □ 

©  COMPUTERWORLD 

Read  more  and  hear  audio  clips 
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8o8o/home/on\ineg6gy.nsf/ 

All/Q7ogiswang 


Databases  run  mix  of  apps 

NUED  FROM  PA CLE  At 


Healthcare  Services  division 
at  pharmaceuticals  maker 
SmithKline  Beecham  Corp.  run 
ad  hoc  queries  against  a  Sybase 
database  that  was  tuned  mainly 
for  processing  patient  informa¬ 
tion  entered  by  nurses. 

Information  systems  staffers 
“certainly  have  to  understand 
what  it  is  [the  business  analysts] 
might  go  after”  to  prevent  run¬ 
away  queries  that  could  hog  the 
server  and  block  transactions, 
said  Rob  Swiff,  manager  of  data¬ 
base  administration  at  the 
Healthcare  Services  unit  in  Phil¬ 
adelphia. 

Swiff  said  that  process  might 
be  eased  by  Sybase’s  new  Adap¬ 
tive  Server  Enterprise  11.5  data¬ 
base,  which  will  let  different  ap¬ 
plications  be  tied  to  separate 
CPUs  so  they  don’t  have  to  fight 
for  resources. 

SmithKline  Beecham  expects 
to  upgrade  to  the  new  release 
in  the  next  few  months.  Swiff 
noted. 

IBM  and  Emeryville,  Calif.- 
based  Sybase  both  plan  to  ship 


their  new  databases  this  month 
[CW,  Sept.  8],  The  two  com¬ 
panies  are  trying  to  grab  back 
some  of  the  database  spotlight 
from  Oracle  Corp.’s  Oracle8 
software,  which  was  released  in 
June  with  mixed -workload  fea¬ 
tures  such  as  partitioning  and 
transaction  queuing. 

Informix  Software,  Inc.  plans 
to  get  in  the  act  later  this  year  by 
adding  transaction  support  to  its 
analysis-oriented  Online  XPS 
parallel  database. 

Even  intensive  query-only  ap¬ 
plications  might  benefit  from 
mixed-workload  features,  said 
Sybase  beta-tester  Justin  Tozer. 
Tozer  is  a  staff  engineer  at  an 
Idaho  Falls,  Idaho,  environmen¬ 
tal  engineering  lab  that  Lock¬ 
heed  Martin  Corp.  runs  for  the 
federal  government. 

“We  have  thousands  of  engi¬ 
neers  here,  and  they  can  dream 
up  some  incredible  things  to  do 
to  a  server,”  Tozer  said.  “If 
you’re  not  careful,  you  can  have 
your  system  brought  down  to  its 
knees.”  □ 


functionality  and  integration. 


faster  process 


dedicated  partners 


Introducing  TeamSAP.  A  100% 
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At  SAP,  assuring  your  success  is  our  top 
priority.  Introducing  TeamSAP.™  Nothing 
short  of  a  revolution  in  our  ability  to  deliver 
coordinated,  simple  solutions.  It  brings 
together  the  best  of  SAP’s  resources  in  three 
key  areas:  the  people,  the  processes  and  the 
products  to  deliver  better  results,  and  ultimately, 
greater  benefits  to  your  business. 


Accelerated... 


Peopl  e:  TeamSAP  gives  you  the  guaran¬ 
teed  commitment  of  thousands  of  SAP 
employees  and  tens  of 
thousands  of  dedicated 
SAP  partners  with  the 
training  and  know-how  to 


Processes:  Tested  and  proven  over  the  past 
year  at  many  companies,  and  refined  for 
TeamSAP,  A  c  c  e  1  e  ra  t  e  d  S  A  P™ 
combines  proven  solutions  and 
templates  to  assure  your  success.  By 
~heHkmaii/3i<npimnmm.  following  a  project  guide  or  easy 


implement  R/3™  based  on  your  schedule 
and  your  requirements. 


five-step  “Roadmap!’  AcceleratedSAP  allows 
you  to  keep  on  schedule  and  manage  costs. 


SAP,  R  .'.TeamSAP.  AcceleratedSAP.  and  the  SAP  and  AcceleratedSAP  logos  are  the  registered  or  unregistered  trademarks  of  SAP  AG.  A  Better  Return  On  Information  is  a  service  mark  of  SAP  AG.  ©1997  SAP  America.  Inc.  All  rights  reserved. 


commitment  to  100%  success. 


Products:  The  backbone  of  TeamSAP  is  the 
most  powerful  business  software  in  the  world. 
SAP™  R/3™  and  its  components,  are  unmatched 
at  integrating  and  improving  business  practices. 
With  over  ten  thousand  installations  and 
hundreds  of  complementary  hardware  and 
software  suppliers,  SAP  R/3  is  the  recognized 
business  solution  standard,  worldwide. 


TeamSAP:  Just  like  a  successful  business, 
TeamSAP  puts  the  best  of  people,  processes 
and  products  to  work  for  your  success.  It’s  a 
completely  new  and  integrated  approach. 
One  based  on  our  commitment  to  meeting 
your  needs.  If  you  want  your  business  to 
do  better  business,  give  us  a  call  and  put  us 
to  the  test.  Our  team  won’t  let  you  down. 


A  Better  Return  On  Information * 


"As  a  growing, 
multi-national  company, 
we  selected  OneWorld 
because  we  believe 
it  will  help  us  gain 
operational  efficiencies 
and  improve  response 
times  to  customers. 

J.D.  Edwards'  pre-sales 
and  implementation 
support  are  excellent." 
Pericom  Semiconductor 
Corporation, 

San  Jose,  California 


"Our  mission  was  to 
find  a  software  package 
to  manage  our  global, 
enterprise-wide  business 
operations.  We  expect 
OneWorld  to  perform 
exceptionally  well 
in  meeting  this  goal." 

Yokogaiva  Engineering 
Service  Corporation, 
Tokyo,  Japan 


"With  OneWorld  you  can 1 
stop  worrying  about  the 
complexity  of  modern 
technology,  which  allows 
you  to  focus  on  improving 
your  business." 

Cemtec,  S.A.  de  C.V., 
Monterrey,  Mexico 


.V* 

"The  CNC  concept  and 
OneWorld  product  allow 
J.D.  Edwards  to  now  be 
able  to  show  initiative  in 
the  global  ERP  market." 
IDC  France,  Paris,  France 


1  "We  looked  for  a  safe  and  secure  solution,  not  only 
today  but  also  for  the  future.  With  OneWorld  and  the 
Internet-enabled  networked  business  applications,  we  are 
well  positioned  for  the  challenges  of  the  next  century." 
IKA-Werke,  Staufen,  Germany 


Doing  business  globally  means  shaping  your  operations  to  local  requirements— country  by  country, 
customer  by  customer,  even  user  by  user.  With  J.D.  Edwards  OneWorld,  you  can  adapt  to  local 
languages,  currencies,  reporting  provisions,  and  even  technology  standards  without  the  pain  of 
maintaining  multiple  software  versions  around  the  world.  In  fact,  with  our  Java-enabled  OneWorld 
applications,  you  can  distribute  localized  functionality  to  your  users  quickly  and  cost-effectively-today.  And 
if  you  want  to  change  it  all  around  tomorrow,  OneWorld  is  flexible  enough  to  change  with  you.  To  find  out 
more  about  OneWorld's  global  capabilities,  call  us  today  at  1-800-727-5333  or  visit  us  at  www.jdedwards.com 


JDEdwards 


SOFTWARE  FOR 
A  CHANGING  WORLD 


Cops  right  ©  |.D  Edwards  World  Source  Company.  1997.  J.D.  Edwards  is  a  registered  trademark  of  J.D.  Edwards  &  Company.  The  names  of  all  other  products  and  services  of  J.D  Edwards  used 
herein  arc*  trademarks  or  registered  trademarks  of  J.D.  Edwards  World  Source  Company.  All  other  product  names  are  trademarks  or  registered  trademarks  of  their  respective  owners. 
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SanteFe  rides  EMC 

Burlington  Northern  and  San- 
te  Fe  Railway  Co.  in  Fort  Worth, 
Texas,  has  bought  2T  bytes  of 
disk  array  storage  from  EMC 
Corp.  in  Hopkinton,  Mass., 
along  with  a  license  for  EMC’s 
Symmetrix  Data  Migration 
Services  software.  The  soft¬ 
ware  let  Sante  Fe  move  2T 
bytes  of  data  off  its  old  disk  ar¬ 
rays  to  EMC  disks,  while  relat¬ 
ed  applications  remained  on¬ 
line  and  available.  Company 
officials  estimated  the  move  to 
EMC,  which  took  io  hours, 
also  cut  its  batch  cycle  from 
five  hours  to  90  minutes.  That 
gives  users  more  time  to  work 
on  mission-critical  data  and 
applications  without  waiting 
for  back-end  processing. 

Midrange  service 

DecisionOne  Corp.  in  Frazer, 
Pa.,  is  offering  a  service  called 
MidrangeOne  to  help  firms 
use  midrange  platforms  for 
electronic  commerce  applica¬ 
tions.  Offerings  include  hard¬ 
ware  installation  and  mainte¬ 
nance,  consulting,  disaster 
recovery,  operating  system 
support  and  remote  systems 
management  Platforms  cov¬ 
ered  include  IBM’s  RS/6000 
and  AS/400  and  Hewlett- 
Packard  Co.,  Digital  Equip¬ 
ment  Corp.  and  Sun  Microsys¬ 
tems,  Inc.  midrange  systems. 


BIG  TIME 


The  market  for  technical  high- 
performance  computers,  defined 
as  supercomputers,  high- 
performance  midrange  computers 
and  massively  parallel  computers: 

Revenue 


$2.19B 

$1.77  B 

1995  1996 


Units  shipped 


1995  1996 

Source:  International  Data  Corp.,  Framingham, 
Mass. 


►  Intel  processor  to  put 
laptops  near  PC  level 

By  Kim  Girard  and  Wylie  Wong 


intel  corp.  last  week  intro¬ 
duced  its  speedy  Tillamook  pro¬ 
cessor,  a  chip  that  will  push  lap¬ 
tops  to  run  faster  with  less 
power  consumption. 

At  least  a  half-dozen  laptop 
makers  plan  to  roll  out  new  por¬ 
tables  this  month  using  Tilla¬ 
mook,  Intel’s  new  generation  of 
200-  and  233-MHz  Pentium 
processors  with  MMX  multime¬ 
dia  technology. 

GOING  UP  TO  266  MHz 

A  266-MHz  processor  is  due  by 
year’s  end,  analysts  said. 

Tillamook  will  nudge  porta¬ 
bles’  performance  closer  to  that 


By  April  Jacobs 


bigger  hard  drives  may  be 
causing  larger  headaches  for  in¬ 
formation  systems  managers 
who  say  users  are  storing  pre¬ 
cious  corporate  data  that  doesn’t 
always  get  backed  up  when  it 
isn’t  on  the  network. 

But  systems  managers  are 
often  cornered  into  buying  2G- 
and  even  4G-byte  drives  on  PCs 
because  newer  application 
suites  take  up  bigger  chunks  of 
space.  And,  they  say,  remote 
users  need  to  store  data  locally 
to  get  their  work  done  while 
they  are  on  the  road. 

STORING  DATA 

“Our  situation  is  typical  of  a  cor¬ 
porate  setting,  I  think,  in  that  we 
discourage  users  from  storing 
data  locally,  because  it’s  not  easy 
to  back  up,  and  the  users  them¬ 
selves  don’t  remember  to  do  it 
on  their  own,”  said  David  Blak- 
ley,  computer  systems  manager 
at  Genencor  International,  Inc., 
a  biotechnology  company  in 
Palo  Alto,  Calif. 

“But  remote  users  are  differ- 


of  desktop  PCs,  analysts  said. 
“The  portable  is  always  compet¬ 
ing  with  the  desktop,”  said 
Randal  Giusto,  an  analyst  at  In¬ 
ternational  Data  Corp.  in  Fra¬ 
mingham,  Mass.  "[Tillamook] 
just  means  the  portable 
catches  up  to  the  desk¬ 
top.” 

Portables  won’t  be 
equipped  with  Intel’s 
Pentium  II  processor 
for  mobile  computers 
—  code-named  Des¬ 
chutes  —  until  next 
year. 

Some  vendors,  including  Fu¬ 
jitsu  PC  Corp.  in  Milpitas,  Calif., 
are  dropping  the  Tillamook  chip 
into  existing  midrange  laptop 
product  lines. 

Others,  including  Hewlett- 
Packard  Co.,  IBM  PC  Co.  and 
Dell  Computer  Corp.,  are  manu- 


ent.  They  need  to  store  data  lo¬ 
cally  while  they’re  on  the  road. 
We  make  sure  it’s  en¬ 
crypted,  and  we  back  it 
up  when  they  log  on  to 
the  network,”  Blakley 
said. 

He  said  Genencor 
also  invests  in  high- 
end  equipment  such 
as  RAID  drives  on  servers  and 
high-speed  network  backbones 
so  users  won’t  have  to  store  data 


facturing  completely  new  ma¬ 
chines  sporting  the  chip. 

Mike  Radigan,  a  technology 
manager  at  Xerox  Corp.  in 
Rochester,  N.Y.,  which  uses 
about  20,000  laptops  in  the 


U.S.,  said  his  company  plans  to 
buy  Tillamook -equipped  laptops 
from  Compaq  Computer  Corp. 
next  year. 

“The  Tillamook  really  looks 
like  the  right  product  for  the 
time  frame,  and  we  just  hope 
the  reliability  issues  go  away,” 


on  their  desktops  to  retrieve  it 
quickly. 

Analysts  said  users  need  larg¬ 
er  drives  to  accommodate  appli¬ 
cations  that  leave  a  bigger  stor¬ 
age  footprint,  such  as  Microsoft 
Corp.’s  Office  and  Lotus  Devel¬ 
opment  Corp.’s  Notes,  along 
with  custom  applications.  Office 
97,  for  example,  takes  up  140M 
bytes  of  disk  space  on 
average. 

The  problem  has 
reached  warlike  pro¬ 
portions,  the  analysts 
said.  The  two  main 
parties  at  war  are  end 
users,  who  want 
speedy  access  to  their  data  —  at 
home  and  at  work  —  and  IS 
Growing  hard  drives,  page  74 


Radigan  said.  He  said  he  has 
had  problems  with  some  Com¬ 
paq  laptop  screens  and  short 
battery  life. 

Radigan  said  he  was  im¬ 
pressed  with  the  new  Compaq 
Armada’s  built-in  mo¬ 
dem,  speaker  sound 
quality,  price  and  de¬ 
sign. 

Compaq  in  Houston, 
which  will  use  the  Til¬ 
lamook  first  in  its  con¬ 
sumer  Presario  line, 
was  among  the  compa¬ 
nies  that  showcased 
new  portables  at  Intel’s  an¬ 
nouncement.  Others  included 
the  following: 

■Toshiba  America  Information 
Systems,  Inc.  in  Irvine,  Calif., 
unveiled  a  233-MHz,  8-lb.  Tecra 
with  a  13.3-in.  screen  and  op- 

Notebooks,  page  72 

Disk  drive 
capacity 
to  double 

By  Nancy  Dillon 


high-end  3.5-inch  server  disk 
drives  used  for  data-intensive 
applications  such  as  online 
transaction  processing,  data 
warehousing  and  data  mining 
are  set  to  double  in  capacity  at 
the  start  of  next  year. 

Analysts  said  manufacturers 
will  introduce  9G-  and  i8G-byte 
3. 5 -inch  drives  to  eventually  re¬ 
place  their  current  4.5G-  and 
9G-byte  models. 

EVERYONE'S  DOING  IT 

Micropolis,  Inc.  in  Chatsworth, 
Calif.,  last  week  announced  its 
double-capacity  drives,  along 
with  a  more  novel  2oG-byte  3.5- 
inch  drive  for  professional  mul¬ 
timedia  applications. 

“It’s  safe  to  assume  that  all  of 
the  big  server  drive  companies 
will  announce  9G-  and  i8G-byte 
drives  by  the  end  of  this  year  or 
early  ’98,”  said  Jim  Porter,  pres¬ 
ident  of  Disk/Trend,  Inc.  in 
Mountain  View,  Calif.  Porter 
said  the  drive  manufacturers, 
High-end,  page  76 


SECURITY  STEPS 


Security  precautions  for  users  who  store  data  locally: 

I  Install  Remote  Monitoring  software  to  check 
available  capacity  of  the  hard  drive  for  excessive 
usage 

I  For  remote  users,  be  sure  applications  that  allow 
access  to  data  are  password-protected 

I  Teach  users  to  store  data  on  the  network  drives 
as  well  as  their  hard  drives  to  prevent  loss  of  files 

I  Install  software  that  performs  scheduled  backups 
of  hard  drives 


Growing  hard  drives  pose 
backup  problem  for  IS 


Intel's  new  Tillamook  processor 

I  Speed:  200  MHz  and  233  MHz 
I  Price:  $3,500  to  $4,000* 

♦Average  starting  price  of  a  laptop 
with  a  Tillamook  chip 
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The  new  Compaq  Deskpro  line  is  designed  to  save 
you  money,  not  just  the  day  you  buy  them  but  over 

their  entire  lifespan. 
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It  all  starts  with  Compaq's  new  Optimized  Delivery 
Model  (ODM).  With  ODM  the  new  Deskpro  2000 


and  4000  models  will  be  built  to  order,  so  you'll 
receive  Compaq  quality,  Compaq  innovation,  and 
Compaq  reliability  at  new  aggressive  prices,  more 
aggressive  than  you've  ever  seen  from  Compaq. 

Of  course,  satisfying  your  immediate  need  for 
value  shouldn't  mean  sacrificing  your  ultimate  desire 
for  performance.  With  Deskpro,  it  doesn't.  Inside 
you'll  find  useful  innovations  that  allow  your  end 
users  to  do  more  faster.  Like  Intel  Pentium  processors 
with  MMX  technology  and  high-capacity  EIDE  and 
Ultra  ATA  hard  drives. 

And  to  keep  those  costs  down  once  your  system 

is  up  and  running,  Deskpro  has  improved  Intelligent 

. 

Manageability.  You'll  be  able  to  manage,  monitor, 
and  even  take  inventory  from  a  single,  convenient 


location.  Your  desk. 
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tional  digital  video  disc-ROM  drive  and 
standard  digital  video  camera.  The  ma¬ 
chine  ships  this  month. 

■  IBM  in  Somers,  N.Y.,  rolled  out  three 
ThinkPad  770  machines,  including  a 
low-end  7.4-lb.  model  that  uses  the  200- 


MHz  processor  and  costs  less  than 
$5,000.  The  higher-end  machine  is  a 
multimedia  package  with  a  14.1-in. 
screen,  5-iG-byte  hard  drive  and  a  233- 
MHz  processor.  It  costs  about  $7,000. 

■  Dell  in  Round  Rock,  Texas,  showed  off 


its  new  Inspiron  line,  which  targets  small 
to  midsize  businesses.  The  computers 
have  13.3-in.  screens,  up  to  4G  bytes  of 
hard  drive  storage  and  32M  bytes  of 
RAM. 

■  Gateway  2000,  Inc.  in  North  Sioux 


r 


Allow  us,  then,  to  direct 
you  to  our  website,  at 
www.computerworld.com 
Where  you'll  find  the  lat¬ 
est  news,  product  reviews, 
online  roundtables, 
RealAudio  interviews, 
strategic  advice  and  indus¬ 
try  scuttlebutt.  All  updated 
three  times  a  day. 

Are  we  advocating  you 
forgo  the  in-depih  cover¬ 
age  of  Computerworld? 
Hardly.  Just  that  you  get 
your  daily  fix. 


COMPUTERWORLD 
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Listen,  when  it  comes  to 
seeking,  finding  and  deliv¬ 
ering  the  latest-breaking 
IT  news,  no  one  holds  a 
candle  to  our  painstakingly 
diligent  writers  and  edi¬ 
tors.  Be  that  as  it  may,  the 
esteemed  and  hallowed 
pages  you  hold  in  your 
hand,  are  in  fact,  weekly 
pages. 

Which  means  if  we  go 
to  press  on  Sunday,  and 
a  vendor 
slashes 
prices  or  a 


trade  show  keynoter  puts 
his  foot  in  his  mouth  on 
Monday,  there  will  be  no 
pithy  headline,  no  mean¬ 
ingful  analysis,  no  press¬ 
release  photo  —  until 
next  week's  issue. 

And  we  know  a  lot  of 
you  IT  leaders  don't  want 
to  wait  that  long.  (Hell, 
a  lot  of  you  order  drip 
coffee  'cause  you  don't 
want  to  wait  for  a  latte.) 

You  want  today's 
IT  headlines, 
well,  today. 


City,  S.D.,  released  its  Solo  notebooks, 
which  feature  the  200-  and  233-MHz 
processors.  The  notebooks  range  from 
$2,799  t0  ^5,799  and  have  12.1-  to  13.3- 
in.  screens,  between  32M  and  64M  bytes 
of  RAM  and  3G-  to  5G-byte  hard  drives. 
They  are  shipping  now. 

■  NEC  Corp.  introduced  two  portables: 
the  Versa  6220  and  6230.  The  6220  has 
a  200-MHz  processor,  32M  bytes  of 

Analysts  said  Intel's  new  Tilla¬ 
mook  chip  will  nudge  portables' 
performance  closer  to  that  of 
desktop  PCs. 

RAM  and  a  2.iG-byte  hard  drive.  It  costs 
$4,299.  The  6230  has  a  233-MHz  proces¬ 
sor,  a  5G-byte  hard  drive  and  64M  bytes 
of  RAM.  It  costs  $5,799. 

■  Power  Computing  Corp.  in  Round 
Rock,  Texas,  also  rolled  out  its  first  note¬ 
book  computers,  called  the  PowerTrip 
line.  They  are  priced  between  $3,299  and 
$4,999.  The  portables  feature  a  12. 1-  to 
13.3-in.  screen,  a  2.1G-  or  4G-byte  hard 
drive  and  16M  bytes  of  RAM.  They 
should  ship  within  two  weeks. 

The  new  chips  will  spark  price  cuts 
from  notebook  makers  on  their  current 
laptops,  Giusto  said.  NEC  last  week  cut 
prices  on  its  entire  Versa  line  by  up  to 
14%. 

For  example,  the  NEC  Versa 
6050MMX,  with  a  150-MHz  processor, 
16M  bytes  of  RAM  and  a  2.iG-byte  hard 
drive,  dropped  from  $4,199  to  $3,599. 

In  addition,  Compaq  and  HP  cut 
prices  several  weeks  ago,  with  Compaq’s 
Armada  laptop  prices  falling  by  16%, 
Giusto  said. 

He  said  the  first  quarter  of  next  year 
will  be  good  for  notebook  buyers  “when 
there’s  more  availability  of  Tillamook 
designs.”  □ 

HP  laptop  due  in  '98 

At  first,  a  prototype  of  Hewlett-Pack¬ 
ard’s  new  laptop  looks  like  a  small  tray 
that  would  fit  snugly  under  the  arm. 

But  the  ultraslim  portable  —  a  3.1- 
lb.,  3-25-in.-thick  machine  —  will  do  its 
own  heavy  lifting  using  Intel’s  new  Til¬ 
lamook  processor,  32M  bytes  of  RAM 
and  a  lC-byte  hard  drive. 

HP  is  among  a  handful  of  vendors 
designing  completely  new  notebooks 
using  Intel’s  new  processor,  which  ob¬ 
servers  said  would  bring  portables  into 
performance  contention  with  desktop 
PCs. 

The  portable,  developed  by  HP  and 
Mitsubishi  Corp.  in  Japan,  was  on  dis¬ 
play  during  Intel’s  introduction  last 
week  of  the  Tillamook  processor.  It 
sports  a  magnesium  case  and  a  12.1-in. 
screen.  It  requires  a  lithium  polymer 
battery. 

The  notebook  will  be  marketed  un¬ 
der  the  OmniBook  line  and  won’t  be 
available  until  early  next  year,  officials 
said.  —  Kim  Girard 
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managers,  who  are  expected  to  protect 
the  company’s  data. 

“The  arguments  are  good  on  both 
sides,  but  from  the  administrative  side, 
there  is  an  ever-increasing  gap  in  this 
problem  of  gaining  control  and  manag¬ 


ing  data,’’  said  Mike  Peterson,  an  analyst 
at  Strategic  Resources  Group,  Inc.  in 
Santa  Barbara,  Calif. 

Chris  Kruse,  president  of  Document 
Repository,  Inc.  in  San  Francisco,  said 
end  users  at  his  company  mostly  use  disk 


space  to  store  documents  temporarily, 
but  special  precautions  help  prevent  di¬ 
sasters  in  the  form  of  lost  files. 

“There  are  people  who  need  drive 
space  for  temporary  storage,  and  that  is 
driving  a  lot  of  the  requirements  that  are 


3-T0-6  PM  HAS  BECOME  A  FRIGHTENING  TIME  FOR  CITY  PARENTS. 


While  city  parents  work  to  make  ends  meet,  there’s  a  problem  back  in  the  neighborhood. 

Not  enough  after-school  programs.  So  kids  hang  around.  Exposed  to  the  temptations  of  the  street. 

To  keep  vital  after-school  programs  going,  the  Urban  League  needs  your  support. 

So  deserving  kids  aren’t  left  alone  or  vulnerable,  but  keep  on  learning  and  growing  after  school. 
Join  us  to  make  that  happen.  Call  toll  free  1 -888-326-YOUTH. 

That  way,  you’re  not  just  talking  about  the  street.  You’re  beating  it. 


TIME  TO  BEAT  THE  STREET. 


NATI0NA1  URBAN  LEAGUE 


out  there,’’  Kruse  said. 

Also,  he  said,  most  users  require  more 
than  1G  byte  of  hard  drive  space  just  to 
run  their  applications. 

“We  look  at  our  standard  desktop  run¬ 
ning  applications  like  Visual  Basic,  cus¬ 
tom  software,  Access  and  Fox  Pro,  and 
once  you  load  it  up,  that’s  what’s  driving 
it  all,”  Kruse  said. 

He  noted  that  application  development 
programs  such  as  Visual  Basic  have  a 
large  footprint. 

“But  we’ve  always  told  everyone  that 
anything  worth  saving  should  be  backed 
up,  so  we’ve  changed  all  the  defaults  so 
the  home  directory  is  on  the  network 
server.  Monthly,  we  get  a  status  report  on 
how  full  people’s  drive  space  is  to  make 
sure  there  isn’t  a  big  increase,”  Kruse 
said. 

TELLTALE  SIGNS 

Analysts  said  users  should  install  Re¬ 
mote  Monitoring  software  that  lets  them 
check  a  hard  drive  for  fluctuations  or  un¬ 
usual  growth,  because  those  are  signs 
that  a  desktop  is  being  used  as  a  local 
storage  device. 

And  if  remote  users  need  to  store  data 
locally,  be  sure  that  applications  allowing 
access  to  data  are  password-protected 
and  that  data  replication  can  be  accom¬ 
plished  when  a  user  plugs  in  to  the  net¬ 
work.  The  first  precaution  will  prevent 
unauthorized  users  from  accessing  data, 
and  the  second  will  ensure  that  data  is 
backed  up  should  a  desktop  be  lost  or 
files  damaged. 

Network  managers  also  should  be  sure 
to  educate  users  on  the  need  to  store  data 
on  the  network  drives  as  well  as  their 
hard  drives  to  prevent  loss  of  files.  And 
software  that  allows  for  scheduled  back¬ 
ups  of  hard  drives  should  be  installed,  be¬ 
cause  users  often  forget. 

Anders  Lofgren,  an  analyst  at  Giga  In¬ 
formation  Group  in  Cambridge,  Mass., 
said  several  companies  offer  software 
that  can  provide  excellent  monitoring 
and  backup  services.  They  include  Louis¬ 
ville,  Colo.-based  Storage  Technology 
Corp.’s  Rex  suite,  which  provides  auto¬ 
mated  backup  services,  and  Dallas-based 
Sterling  Software,  Inc.’s  monitoring  soft¬ 
ware  for  remote  users.  □ 


DEC  announces  chips 


Digital  Equipment  Corp.  last  week  an¬ 
nounced  the  SA-noo  microprocessor 
—  the  newest  member  of  its  Strong- 
Arm  family  of  chips  for  the  handheld 
PC,  subnotebook  and  wallet  PC  mar¬ 
kets.  The  133-  and  200-MHz  low-power 
chips  consume  less  than  250  milliwatts 
of  power.  Both  versions  feature  an  inte¬ 
grated  memory  controller,  a  display 
controller  that  supports  monochrome 
and  color  displays  and  support  for  up 
to  six  serial  interfaces.  The  micropro¬ 
cessor  costs  $39  for  the  200-MHz  ver¬ 
sion  or  $29  for  the  133-MHz  version,  in 
quantities  of  10, 000. 
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How  long  have  you  been  waiting 
for  a  faster  PC  Workstation? 
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which  are  vying  to  supply  storage  system 
makers  such  as  EMC  Corp.  and  Digital 
Equipment  Corp.,  generally  match  one 
another  in  offerings. 

“As  far  as  I  know,  Micropolis  is  the 
only  vendor  with  a  2oG-byte  drive  in  this 
size,’’  Porter  said.  "The  2oG-byte  drive 


will  not  compete  with  the  mainstream 
[drives]  for  this  reason,  but  it  places 
Micropolis  in  somewhat  of  a  technology 
leadership  position.” 

Users  such  as  Steve  Weisser,  executive 
producer  at  Compass  Rose  Media,  a 
Santa  Cruz,  Calif. -based  film  and  video 


production  company,  are  the  target  of 
specialty  products  such  as  the  2oG-byte 
drive.  His  company  has  a  mixture  of 
4.5G-  and  9G-byte  drives  on  a  i5<oG-byte 
network,  and  he  said  he  hopes  to  get  the 
2oG-byte  drives  soon. 

“With  2oG-byte  drives,  we  could  keep 
more  data  online  and  access  it  easier,” 
Weisser  said.  “And  the  cost  per  megabyte 
would  come  down  with  a  2oG-byte  drive, 
because  we  are  buying  one  drive  for  the 


space”  rather  than  four  smaller-size  disk 
drives. 

Porter  estimates  that  during  the  life  of 
these  9G-,  18G-  and  2oG-byte  drives,  the 
cost  per  megabyte  will  decrease  by  about 
one-third  of  today’s  cost. 

That  price  savings  results  from  vendor 
competition  and  more  efficient  drive 
design,  Porter  said.  Newer  models  store 
more  data  in  less  space  using  fewer  mov¬ 
ing  parts. 

Porter  said  3.5-inch  drives  with  9G- 
and  i8G-byte  capacity  are  expected  early 
next  year  from  Seagate  Technology,  Inc. 
in  Scotts  Valley,  Calif.;  IBM;  Western  Dig¬ 
ital  Corp.  in  Irvine,  Calif.;  Fujitsu  Com¬ 
puter  Products  of  America,  Inc.  in  San 
Jose,  Calif.;  and  Hitachi  America  Ltd.  in 
Brisbane,  Calif. 

Quantum  Corp.  in  Milpitas,  Calif.,  and 
Micropolis  already  announced  their  9G- 
and  i8G-byte  drives,  which  will  be  avail¬ 
able  in  January.  Quantum’s  Adas  III 
series  9G-byte  drive  will  cost  $1,095,  and 
the  i8G-byte  drive  will  cost  $1,995.  Pnc- 
ing  for  Micropolis’  Tomahawk  series  9G- 
and  i8G-byte  drives  will  be  $1,045  and 
$1,945,  respectively.  The  2oG-byte  Toma¬ 
hawk  drive  will  cost  $2,245. 1=1 


PRODUCTS 


PANASONIC  PERSONAL  COMPUTER  CO. 

has  announced  the  CF-63,  a  notebook 
computer  with  an  integrated  digital 
video  disc  (DVD)  ROM  drive  and  a 
Pentium  166-MHz  processor. 

According  to  the  Secaucus,  N.J., 
company,  the  notebook’s  DVD-ROM 
drive  supports  MPEG-2  playback  and 
also  functions  as  a  20-speed  CD-ROM 
player. 

The  notebook  was  designed  for  mo¬ 
bile  users  of  multimedia  presenta¬ 
tions  because  DVD-ROM  discs  hold 
47G-bytes  of  data  —  or  the  equivalent 
of  seven  conventional  CD-ROM 
discs. 

CF-63  costs  $5,999. 

Panasonic  Personal  Computer 
(800)  662-3537 
www.panasonic.com 

AXONIX  CORP.  has  announced  Jazz- 
Sharer,  hardware  that  enables  access 
to  networked  Jaz  removable  storage 
devices  from  Iomega  Corp.  indepen¬ 
dent  of  a  file  server. 

According  to  the  Salt  Lake  City 
company,  JazzSharer  supports 
TCP/IP  and  IPX  network  protocols 
and  includes  a  proprietary  ProLinQ 
module  that  eliminates  the  need  for 
NetWare  Loadable  Modules  or  other 
network  interface  software. 

The  appliance  is  available  in  three 
stand-alone  storage  models  for  one, 
four  or  seven  drive  configurations  in 
Ethernet,  Fast  Ethernet  or  Token  Ring 
networks. 

Pricing  starts  at  $1,787. 

Axonix 

(800)  866-9797 
www.axonix.com 


Our  Winners 
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AIM  Technology 

The  Performance  Experts 


Phone:  (800)  848-8649 
(408)  748-8649 
Fax;  (408)748-0161 
Internet:  http://www.aim.com 
benchinfo@aim.com 


Burned! 


That’s  because  on  September  16th  at 
IT  Forum  in  New  York,  AIM  Tech¬ 
nology  will  announce  the  results  of 
the  Fall  ’97  AIM  “Hot  Iron”  Awards 
-  featuring  the  hottest  performing 
and  best  price/performing  Servers  and 
Workstations  available  running  both 
UNIX  and  Microsoft  Windows  NT. 

The  AIM  Hot  Iron  Awards  are  based 
on  tests  conducted  by  AIM  Technology 
using  AIM’s  Server  and  Workstation 
benchmarks.  These  benchmarks  feature 
AIM’s  proprietary  Load/Mix  Modeling 
technology  to  accurately  and  reliably 
model  virtually  any  end-user  applica¬ 
tion  environment.  AIM  Benchmarks 
provide  consumers  with  detailed  results 
on  system  performance,  capacity  and 
total  throughput  across  multiple 
architectures. 

Educated  users  have  relied  on  AIM 
since  1982  to  provide  accurate  per¬ 
formance  assessments  for  real-life, 
multi-vendor  environments  like 
yours.  For  a  free  copy  of  the  AIM 
Price/Performance  Guides  for  UNIX 
or  Windows  NT,  please  contact  AIM 
Technology  at  (800)  848-8649.  We’ll 
take  the  heat  off  your  buying  decisions! 

See  us  at  IT  Forum  in  booth  #2876. 
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It  isn’t  merely  fast.  It  has  twice  the  graphics  performance  of  Sun’s™  Ultrd” 2 
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Kayak  XU 


HEWLETT 


UNIX®  Workstation.  (At  nearly  half  the  price.)  And  twice  the  graphics 
performance  of  any  Intel-based  machine.  In  fact,  Kayak  is  a  whole  family  of 
PC  Workstations,  starting  at  under  $3000*  They  have  features  you  won’t  find 


on  much  more  expensive  machines. 
Like  AGP  graphics  and  FastRAID 
SCSI  accelerators!  Imagine  rendering  ■ 


Kayak  XA 


3.4  million  25-pixel  triangles  per  second.  Imagine  getting  home  on  time  for 
a  change.  But  we’re  not  just  a  leader  in  speed;  we’re  the  leader  in  Windows®  NT 
PC  Workstations.  And  don’t  forget  our  NT/UNIX  interoperability  backed  by 
our  strong  UNIX  heritage.  Of  course  we  could  go  on,  but  you’ve  been  waiting 
long  enough.  For  a  quick  Kayak  preview,  visit  www.hpresource.com/kayak 
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Janet  Wejman, 
Senior  Vice  President 
and  CIO,  Continental. 


N CR  helped 
ContinentaTs 
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A;  .,  ijMaw  seivere  shorn  feature  Intel  Pentium  Pro  processors.  The  Intel  Inside  Logo  and  Pentium 
v  .tered  trademarks  of  Intel  Corporation.  Teradata  is  a  registered  trademark  and  WorldMark  is  a 
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“A  lot  of  companies  can  build  a  data  warehouse.  Only 
the  NCR  Teradata®  database  lets  you  build  a  reliable, 
robust,  scalable  data  warehouse.” 


Continental 

Airlines' 


|  Continental  Airlines  wanted  to  build 
a  data  warehouse  that  could  help  them 
discover  new  revenue  opportunities.  So,  they  asked  NCR, 
the  world  leader  in  data  warehousing,  to  help  get  the 
project  off  the  ground. 

NCR  Services  professionals  got  them  up  and  running 
a  300-gigabyte  scalable  data  warehouse  that  rapidly  grew 
to  over  one  terabyte  from  the  three  years  of  booking  and 
revenue  information  Continental  captures  and  stores. 

Running  our  NCR  Teradata  database— the  only  parallel 
database  that  scales  from  a  few  gigabytes  to  10GB  and 
beyond  — on  our  scalable  NCR  WorldMark™  servers,  lets 
Continental  use  unmatched,  ad  hoc,  complex  business 
questions  to  analyze  and  interpret  their 
data  to  determine  optimal  seat  pricing. 

To  learn  more  about  how  NCR 
can  help  your  business  set  up  a  scalable 
data  warehouse,  call  1  800  CALL-NCR,  ext.  3000. 

Or  visit  us  on  the  web  at  www.ncr.com.  To  learn  more 
about  Continental  Airlines,  visit  www.flycontinental.com. 


G0NCR 


Transactions  in  the  Age  of  the  Consumer 
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TO  THE  DATA 
WAREHOUSE  WE  GO 


Worldwide  license  revenue 
for  data  extraction  and 
transformation  tools 


1996 

1997 

1998 

1999 


$93  M 

1  S148.6M* 


$227.6M* 

S335.3M* 


; 


♦Projected 

Source:  Dataquest,  San  Jose,  Calif. 

Bed  Brick  buys  tools 

Decision-support  database 
vendor  Red  Brick  Systems,  Inc. 
has  signed  a  deal  to  buy  a  pair 
of  data  warehousing  tools 
from  Engage  Technologies, 
Inc.  for  $12  million.  Officials  at 
Red  Brick  in  Los  Catos,  Calif., 
said  Engage.Fusion  and  En¬ 
gage.  Discover  will  be  tied  to 
its  namesake  database  in  the 
first  half  of  next  year.  Engage,  a 
subsidiary  of  CMC  Informa¬ 
tion  Services,  Inc.  in  Andover, 
Mass.,  built  the  products  to 
track  and  analyze  World  Wide 
Web  traffic.  But  Red  Brick  also 
plans  to  target  them  at  applica¬ 
tions  in  retail,  health  care  and 
other  vertical  markets. 


NCR/Brio  deal 

NCR Corp.  in  Dayton,  Ohio,  re¬ 
cently  signed  a  deal  to  include 
online  analytical  processing 
products  from  Brio  Technol¬ 
ogy,  Inc.  in  NCR’s  Teradata  re¬ 
lational  database  data  ware¬ 
house  engine.  Terms  of  the 
deal  weren’t  disclosed.  Offi¬ 
cials  at  Brio  Technology  in  Palo 
Alto,  Calif.,  said  products  that 
were  part  of  the  deal  included 
BrioQuery,  a  desktop  query 
tool,  and  Brio.lnsight,  a  Web- 
based  analysis  tool. 


GroupWise  data  access 

Information  Builders,  Inc  is 
scheduled  this  week  to  an¬ 
nounce  the  release  of  Focus 
Six,  managed  reporter  edition, 
for  users  of  Novell,  Inc.’s 
CroupWise  5.1.  Officials  at 
New  York-based  Information 
Builders  said  the  product  of¬ 
fers  workgroups  the  ability  to 
access  any  database.  It  is  avail- 
ablefor  $395  per  user  copy. 


By  Leslie  Goff 

Just  three  years  ago,  Sears,  Roe¬ 
buck  and  Co.  ’s  jinance  department 
built  a  data  warehouse  —  which 
the  retailer,  apropos  to  its  business, 
calls  a  data  mall  —  with  modules 
for  budgeting,  store  forecasting  and 
strategic,  payroll,  expense,  head 
count  and  capital  planning. 

That  system,  dubbed  the  Enter¬ 
prise  Planning  and  Information 
Center  (EPIC),  paid  for  itself  in 
about  a  year  by  enabling  Sears  to 
control  expenses  better  and  budget 
more  accurately,  said  Steve  Beitler, 
assistant  corporate  controller.  Now, 
Sears  is  scrapping  EPIC  to  make 
way  for  a  bigger,  better  system: 
Decision  2000,  an  integrated  data 
warehouse  and  PeopleSoft,  Inc. 
Financials  implementation  that 
will  extend  the  department’s  anal¬ 
ysis  and  reporting  capabilities  even 
further. 

Beitler,  who  in  1994  spear¬ 
headed  the  implementation  of  the 
EPIC  system,  is  taking  the  same 
role  in  Decision  2000,  which  will 


leverage  the  expertise,  and  in  some 
cases  the  actual  modules,  devel¬ 
oped  for  EPIC.  He  spoke  with 
Computerworld  about  the  up¬ 
grade. 


Sears'  Steve  Beitler:  "You  never  realize  how  bad  things  have 
been  until  they  are  in  a  state  of  being  relatively  OK” 


CW:  What  will  the  upgraded  data 
warehouse  offer  that  it  couldn't 
before? 

BEITLER:  EPIC  is  not  a  trans¬ 
action  system.  It  exists  on  top  of 
our  existing  transaction  system, 
but  we  are  prevented  by  the  lim¬ 
itations  of  our  legacy  systems 
from  doing  some  of  the  things 
we  want  to  do.  PeopleSoft  has 
this  great  transaction  environ¬ 
ment  with  an  analysis  and  re-  0 
porting  environment  built  in  to  ; 
it.  [Decision  2000]  will  elimi-  ° 
nate  all  the  limitations  and  real-  ; 
ly  take  advantage  of  the  analyti-  “ 
cal  and  reporting  activities  with 
the  combination  of  PeopleSoft 
and  data  warehousing. 

For  example,  our  ability  to 
take  a  better  view  of  a  store  or  a 
region  will  progress  dramatical¬ 
ly.  We  had  an  experimental  store 


forecasting  module  in  EPIC  ... 
but  we  were  finding  that  90%  of 
the  data  we  needed  in  the  data 
warehouse  was  accounting  data. 


So  if  we  wanted  to  look  at  store 
performance,  we  had  to  get  the 
data  from  our  accounting  sys- 
Beitler,  page  81 
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Beitler  sees  the 
data  side  of  Sears 


Achieving  unity  of  data 

SHAKU  ATRE 


When  data  marts 

stand  alone,  they  may 
ably  solve  one  imme¬ 
diate  problem:  how  to  deliver 
better  information 
to  end  users  faster. 

But  they  do  little  to 
unify  data  across 
the  organization. 

For  many  compa¬ 
nies,  though,  unity 
should  be  a  prima¬ 
ry  driver  behind 
any  data  ware¬ 
house  initiative.  Why  miss  this 
opportunity? 

The  desire  to  reconcile  dispa¬ 
rate  operational  systems  and 
share  data  across  applications 
has  been  a  major  goal  of  compa¬ 
nies  for  decades.  But  with  data 
warehouses,  many  companies 


have  been  unable  or  unwilling 
to  tackle  enterprise  modeling 
and  top-down  design.  They  have 
avoided  the  tough  issues  of  rec¬ 
onciling  data  for 
an  enterprise  data 
warehouse  by 
building  stand¬ 
alone  data  marts, 
often  as  demon¬ 
stration  projects. 
But  because  stand¬ 
alone  data  marts 
breed  fragmenta¬ 
tion,  the  pendulum  is  swinging 
back  from  a  pure  data  mart 
strategy  to  data  warehousing 
schemes  in  which  data  marts 
are  fed  from  a  strong  central 
component. 

As  the  heir  to  the  confusion 
Atre,  page  81 


Pitney  Bowes  cashes  in 
on  low-cost  warehouse 


►  $1.5  million  database 
results  in  new  revenue 

By  Neal  Weinberg 


when  Pitney  Bowes,  Inc.  need¬ 
ed  quick  access  to  customer  pro¬ 
files  that  spanned  its  fiercely  in¬ 
dependent  business  units,  the 
company’s  advanced  technology 
group  stepped  up  to  the  plate. 

On  a  budget  that  department 
head  Leon  Schwartz  described 
as  “not  even  a  shoelace,”  his 
team  cobbled  together  a  trial 
database  in  1993  that  grew  in¬ 
crementally  into  what  is  now 
20G  bytes  of  compressed  data 
in  a  Sybase,  Inc.  database. 

The  database  contains  select 
marketing  information  about  2 
million  U.S.  customers  who  buy 
or  lease  the  Stamford,  Conn.- 


based  company’s  equipment  or 
who  hire  it  to  manage  their 
mailroom,  fax  network  or  mes¬ 
saging  infrastructure. 

Pitney  Bowes  executives  use 
the  data  to  negotiate  larger  and 
more  favorable  contracts  with 
customers;  the  company  is  well 
on  its  way  to  cashing  in  on  $34 
million  in  cross-selling  opportu¬ 
nities.  Also,  a  product  migration 
analysis  application  is  helping 
one  division  bring  in  $6  million 
in  new  revenue  per  year  from 
existing  customers.  Profiles  of 
top  customers  are  being  used  by 
a  leasing  unit  to  reap  an  addi¬ 
tional  $10  million  by  the  end  of 
next  year. 

But  the  road  traveled  by  the 
team  has  had  its  twists  and 
turns.  And  the  team  still  is 
scratching  only  the  surface  of 

Pitney  Bowes,  page  81 


“Red  Brick  Warehouse  5.0 
helps  Red  Brick  solidify  its 
lead  among  RDBMS  vendors 
in  the  data  warehouse  space.” 

Patricia  Seybold  Group 


“.  .  .  Red  Brick  is  the  technol¬ 
ogy  leader  among  the  open 
systems  data  warehouse 
RDBMS  vendors.” 

Giga  Information  Group 


“We  believe  Red  Brick  is  the 
best  DSS/OLAP  platform  for 
real-time,  random  query 
access  of  larger  data  sets  .  . 
META  Group 


“Red  Brick  Data  Mine  .  .  . 
addresses  the  need  of  IT 
managers  for  data  mining 
solutions  that  meet  core 
requirements  of  today’s 
distributed  data  ware¬ 
housing  .  . 

Hurwitz  Group 


“.  .  .  we  estimated  Red  Brick 
to  have  between  a  12  and  18 
month  lead.”  UBS  Securities 


“We  believe  that  Red  Brick 
has  at  least  a  12-month 
competitive  lead 
over  Informix  and 
Oracle.” 

Paine  Webber 


Red  Brick  Warehouse  is  the  only  open  standard  RDBMS  built  from  the  ground  up 
to  meet  all  the  critical  performance  requirements  for  all  data  warehouse  applications, 
including  data  marts,  on-line  analytical  processing  (OLAP)  and  data  mining. 

Can  you  afford  not  to  partner  with  the  leader ? 


Call  Red  Brick  at  1-800-777-2585,  or  find  us  on  the  Web  at  http://www.redbrick.com. 
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terns.  Now  we  will  have  an  inte¬ 
grated  approach,  with  a  high  lev¬ 
el  of  integrity,  to  providing  data 
for  our  analytical  and  reporting 
processes. 

CW:  What  else  will  the  integra¬ 
tion  of  PeopleSoft  and  the  data 
warehouse  provide? 

BEITLER:  Integration  has  tre¬ 
mendous  implications.  It’s  a 
hard  thing  to  qualify.  But  my  gut 
and  the  work  we  are  doing 
tell  me  there’s  an  advantage  be¬ 
cause  we  will  only  be  posting 
data  one  time.  And  then  whatev¬ 
er  we  are  doing,  there  will  be 
one  continuous  flow  of  correct 
data.  We  won’t  have  to  worry 
about  errors  and  reconciling. 

CW:  What  drove  the  decision 
to  upgrade  EPIC? 

BEITLER:  Year  2000  compli¬ 
ance  was  one  factor,  although 
not  so  much  for  the  data  ware¬ 
house  piece  as  for  the  transac¬ 
tion  piece.  The  data  warehouse 
was  already  year  2000-compli- 
ant.  We  wanted  to  provide  addi¬ 
tional  analytical  capabilities  in 
EPIC,  and  as  we  confronted 
those  issues,  we  began  to  won¬ 
der  whether  it  was  worthwhile 
to  make  them  available  in  EPIC 
or  come  up  with  a  new,  integrat¬ 
ed  solution. 

I  think  EPIC  itself  demon¬ 
strated  the  need  for  a  solution 
like  this  because  it  created  a  rel¬ 
ative  deprivation  situation  — 
the  theory  that  you  never  realize 
how  bad  things  have  been  until 
they  are  in  a  state  of  being  rela¬ 
tively  OK.  It  took  a  system  like 
EPIC  to  get  everyone  to  see  the 
potential  that  [a  data  warehouse] 
holds  for  better  business  deci¬ 
sions  and  performance. 

CW:  You  used  Informix  Corp. 
as  the  database  platform  for 
EPIC.  Given  that  company’s 
reported  problems,  what  are  your 
plans  for  the  underlying  database 
in  Decision  2000? 

BEITLER:  We  will  continue  to 
use  Informix.  Obviously,  we 
want  our  suppliers  to  remain  vi¬ 
able.  We  think  they’ll  be  OK  and 
that  they  have  one  of  the  best 
technologies  on  the  market. 

Informix  is  the  standard  rela¬ 
tional  database  management 
system  in  Sears,  and  across  the 
company  we  have  made  very 
few  exceptions  to  that.  This  is 
the  largest  project  we  have  ever 
engaged  in,  and  it’s  highly  ap¬ 
propriate  to  use  the  Sears  stan¬ 
dard.  We  need  maximum  sup- 
portability  and  integration,  so  it 

I 

. 


wouldn’t  make  sense  to  select 
another  database  as  long  as  [In¬ 
formix]  can  do  what  we  ask.  We 
wouldn’t  be  looking  to  qualify  it 
but  to  disqualify  it,  and  we  have 
no  reason  to  disqualify  it. 

CW:  Do  you  have  any  plans  to 
put  a  browser-based  front  end  on 
the  data  warehouse  or  to  make 
the  information  available  to  sup¬ 
pliers  via  an  extranet? 

BEITLER:  It’s  highly  possible 
that  we  will  do  some  sort  of 
browser  capability.  We  view 
that  approach  as  having  great 
potential  for  communicating 
with  our  stores  and  other  re¬ 
mote  units. 

An  extranet  falls  into  the 
same  area  of  maybes.  The  type 
of  technology  that  we  are  using 
would  allow  our  suppliers  to 
maintain  various  data  fields. 
We’re  still  determining  what 
makes  sense. 

CW:  What  future  plans  do  you 
have  for  the  data  warehouse? 

BEITLER:  This  is  our  fu¬ 
ture.  . . .  An  integrated  environ¬ 
ment  really  changes  the  para¬ 
digm  a  bit.  We’ll  have  all  these 
modules,  and  they’ll  all  interact. 
The  modules  will  be  upgraded, 
but  instead  of  ripping  out  the 
guts,  the  guts  are  continually 
upgraded.  So  we  can  change  the 
focus  of  our  energy  from  con¬ 
stantly  putting  in  and  taking  out 
systems  to  modifying  software 
to  improve  our  processes  and 
systems. 

And  really,  the  vendor  is  mod¬ 
ifying  it,  so  we  can  conduct  the 
business  of  retailing  instead  of 
the  business  of  supplying  soft¬ 
ware.  □ 


Goff  is  a  freelance  writer  in  New 
York. 


Pitney  Bowes 
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what  it  can  deliver. 

The  data  warehouse  cost 
about  $1.5  million,  most  of 
which  involved  salaries  and  the 
cost  of  outsourcing  the  actual 
data  matching.  The  project  is 
taking  a  long  time  for  several 
reasons:  Resources  are  limited, 
the  team  doesn’t  consist  of 
trained  data  warehouse  experts, 
and  the  technical  challenges  are 
daunting. 

On  the  other  hand,  Schwartz 
said  it  is  remarkable  that  a  small 
team  could  pull  off  a  project  of 
this  magnitude.  In  fact,  he 
made  a  point  of  limiting  efforts 
to  collecting  marketing  infor¬ 
mation  on  U.S.  customers  and 
creating  a  database  view  of  the 
company’s  top  U.S.  customers. 

POLITICAL  BARRIERS 

The  first  hurdle  for  the  team, 
which  has  fluctuated  from  two 
to  five  people,  was  political:  how 
to  persuade  people  to  part  with 
their  customer  lists,  product  in¬ 
formation  and  leasing  and  ser¬ 
vice  contracts.  Schwartz  pitched 
each  unit  on  being  able  to  gain 
access  to  new  accounts  from 
other  business  units  and  to  cre¬ 
ate  cross-selling  opportunities. 

Working  with  a  steering  com¬ 
mittee,  Schwartz’s  team  began 
the  formidable  task  of  matching 
internal  information  from  vari¬ 
ous  departments  with  a  data¬ 
base  from  Dun  &  Bradstreet 
Corp.  that  contained  a  global  di¬ 
rectory  of  general  business  in¬ 
formation.  That  would  let 
Schwartz  get  data  on  customers 
and  identify  noncustomers  in 
particular  vertical  markets. 


The  group  created  an  algo¬ 
rithm,  which  it  is  trying  to  pat¬ 
ent,  that  tries  to  make  sense  of 
the  matrix  of  relationships  that 
the  various  Pitney  Bowes  divi¬ 
sions  might  have  with  a  single 
customer. 

Slowly,  the  team  had  some 
successes.  For  example,  when 
the  CEO  asked  for  a  customer 
profile  before  a  major  sales  pre¬ 
sentation,  Schwartz  delivered  a 
report  in  a  couple  of  weeks  rath¬ 
er  than  the  nine  months  it  took 
before.  “There  was  nowhere 
else  anyone  would  even  think 
about  going  in  the  organization 
for  this  information,’’  said  team 
member  Cary  Shaw. 

Last  year,  requests  for  infor¬ 
mation  started  coming  in  fast 
and  furious,  and  the  team  was 
riding  high.  But  all  of  the  quality 
issues  hadn’t  been  ironed 
out,  and  eventually  a  whop¬ 
per  of  an  error  appeared  in  a 
report.  One  customer  ap¬ 
peared  in  different  parts  of 
the  database  with  two  differ¬ 
ent,  but  similar,  company 
names,  and  the  search  pro¬ 
cess  failed  to  recognize  both 
names  as  being  essentially 
the  same  customer.  As  a  re¬ 
sult,  the  report  failed  to  in¬ 
clude  a  sizable  chunk  of  rev¬ 
enue  that  was  generated  by 
the  “second”  company. 

Schwartz  went  back  to  the 
drawing  board,  redoubling 
the  group’s  focus  on  making 
sure  the  data  was  clean,  the 
matches  were  accurate  and 
the  information  was  reliable. 

The  group  has  recovered 
nicely.  Today,  it  handles 
about  25  queries  per  month 
and  plans  to  slowly  expand 
the  database  to  include  the 
company’s  international  cus¬ 
tomers.  Also,  the  database  is 


now  updated  quarterly,  and  the 
group  wants  to  increase  the  fre¬ 
quency  of  those  updates. 

The  CEO  uses  the  group’s  re¬ 
ports  to  bolster  relationships 
with  top  customers.  The  direct 
mail  unit  uses  the  information 
for  target  marketing.  Lists  of 
noncustomers  are  being  devel¬ 
oped  for  the  sales  staff.  And  cus¬ 
tomer  information  can  be  bro¬ 
ken  down  by  industry,  product 
line  and  geographic  area. 

Thus  far,  only  a  few  users  out¬ 
side  the  group  have  been  al¬ 
lowed  to  do  their  own  queries 
using  Microsoft  Access.  Howev¬ 
er,  select  users  can  browse  the 
customer  database  on  the  com¬ 
pany  intranet.  And  Schwartz 
plans  eventually  to  use  the  intra¬ 
net  to  push  reports  to  key  execu¬ 
tives.  □ 


Pitney  Bowes'  Leon  Schwartz's  team 
"felt  a  stake"  in  the  creation  of  a  data 
warehouse  and  "built  it  as  a  matter  of 
survival" 


Atre:  Data  unity 
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created  by  disparate  operational 
systems,  a  data  warehouse  can’t 
magically  solve  deep-rooted 
problems  without  work.  But  if 
done  properly,  it  does  make  uni¬ 
ty  approachable. 

A  data  warehouse  can’t  sup¬ 
port  cross-departmental  analy¬ 
sis  unless  the  data  permits  it.  To 
enable  such  analysis,  IT  staff 
may  need  to  model  what  the  de¬ 
partments  do  and  what  their  da¬ 
ta  means.  They  may  even  need 
to  study  and  revamp  business 
processes.  That’s  an  important 
point  that  end  users  often  don’t 
grasp  before  a  data  warehouse  is 
built,  perhaps  because  IT  has 
failed  to  manage  expectations  or 
has  oversold  the  benefits. 


For  example,  how  are  you  go¬ 
ing  to  track  the  profitability  of  a 
product  all  the  way  from  con¬ 
ception  to  sales  to  delivery  if 
each  department  has  differ¬ 
ences  in  what  they  call  things 
(such  as  an  order)  and  how  they 
capture  costs?  What  can  you  do 
if  the  business  processes  of  the 
shipping  department  have  never 
been  documented  or  studied? 

INSULAR  OUTLOOK 

One  big  reason  why  processes 
aren’t  adequately  documented 
and  data  isn’t  defined  well  is 
that  many  business  activities  are 
fairly  self-contained.  In  other 
words,  the  department  hasn’t 
needed  to  explain  what  it  does, 
except  in  the  broadest  terms,  to 
outsiders. 

One  solution  is  to  reconcile 
the  differences  in  processes  and 
definitions.  You  don’t  have  to  do 


this  for  the  whole  organization 
before  building  anything.  In¬ 
stead,  create  a  high-level  model 
of  business  and  data  processes 
for  all  business  functions,  then 
try  to  resolve  basic  inconsisten¬ 
cies.  Finally,  do  the  detailed  rec¬ 
onciliation,  iteratively,  one  data 
mart  at  a  time. 

A  second  approach  is  to  man¬ 
age  the  data  inconsistencies  by 
using  meta  data  held  in  a  reposi¬ 
tory.  Accurate  meta  data  will  de¬ 
fine  what  the  different  chunks 
of  data  represent  and  help  users 
avoid  mixing  incompatible  data 
during  analysis.  A  meta-data  re¬ 
pository  is  a  reincarnation  of  the 
idea  of  a  data  dictionary/directo- 
ry  and  can  be  even  more  diffi¬ 
cult  to  deploy.  But  the  meta-data 
repository  plays  a  key  role  in 
supporting  unity  in  the  data 
warehouse. 

If  your  staff  has  been  involved 


in  building  a  data  dictionary, 
this  experience  could  help  with 
the  process  of  implementing  a 
meta-data  repository  and,  more 
generally,  with  the  challenges  of 
reconciling  differences  among 
groups  of  users. 

As  with  the  data  dictionary, 
the  process  of  designing  the  re¬ 
pository  is  fraught  with  politics 
and  power  struggles.  To  create 
an  infrastructure  for  a  meta-data 
repository,  you  must  obtain  sol¬ 
id  management  support,  backed 
up  by  a  strong  sponsor.  Manage¬ 
ment  support  is  also  crucial  in 
getting  the  users  in  different  de¬ 
partments  to  commit.  □ 

Atre  is  president  of  Atre  Group, 
Inc.,  a  consulting  firm  in  Port 
Chester,  N.Y.,  that  specializes  in 
data  warehousing  and  database 
technology.  Her  E-mail  address  is 
shaku@atre.com. 
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Discover  the 
Diamonds  in  Your 
Data  Warehouse 


Introducing  the  first-ever,  fully  integrated  data  mining  solution... one  that  maximizes  your  return 
on  investment  in  data  warehousing  and  data  marts — as  decision  makers  exploit  your  customer  data 
for  competitive  advantage. 

SAS  Institute,  for  20  years  the  leader  in  data  discovery,  provides  the  most  complete  and  reliable 
data  mining  solution  for  modeling,  measuring,  and  enhancing  the  profitability  of  your  business.  This 
Web-enabled,  point-and-click  approach  lets  you  employ  OLAP,  neural  networks,  churn  analysis,  and 
other  analytical  and  visualization  techniques  to  improve  customer  retention,  target  key  prospects,  profile 
market  segments,  detect  fraud,  analyze  customer  response,  and  much  more. 


SAS  Institute  Inc. 


The  Business  of  Better  Decision  Making 


Begin  Your  Discovery  with  our 
Free  Web-Integrated  CD  ROM 


Digging  for  Diamonds:  The  SAS®  Solution  for  Data  Mining 
lets  you  explore  data  mining  from  both  a  business  and  an  IT 
perspective.  And  it’s  linked  directly  with  our  World  Wide  Web 
site,  so  you  can  continue  to  make  new  discoveries  and  gain 
fresh  insights. 

To  request  your  copy,  visit  SAS  Institute  at 
www.sas.com/datamining/  or  give  us  a  call. 


E-mail:  cw@sas.com  www.sas.com/datamining/  919.677.8200  In  Canada  1.800.363.8397 


SAS  is  a  registered  trademark  of  SAS  Institute  Inc.  Copyright  ©  1997  by  SAS  Institute  Inc. 


Data  Warehouse/Data  Mart 


Navigator 


When  building  a  data  warehouse, 
you  enter  a  world  of  new  obstacles 
and  opportunities.  At  first  glance 
data  warehousing  resembles  other 
IT  projects  but  there  are  many 
differences  -  some  subtle,  some 
blatant.  This  unique  tool  was  devel¬ 
oped  to  help  you  not  only  understand 
the  data  warehousing  development 
process  from  inception  to  completion 
but  to  master  it  as  well. 


Look  for  it  in  the  September  22nd 
issue  of  Computerworld. 
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Sponsored  by: 


Tools  to  Reinvent  Decision  Support 


Data  Mining  &  OLAP 


Do  you  recall  that  old  business 
maxim,  “the  customers  are 
always  right?”  Well,  they  still 
are.  The  problem  for  many 
businesses,  however,  is  failing 
to  understand  just  what  it  is 
the  customers  are  right  about , 
like  buying  preferences  and 
purchase  patterns. 


In  other  words,  in  business 
today  it’s  what  you  don’t  know 
that  can  leap  up  and  knock 
your  company  for  a  loop. 


(continued  from  page  1) 

For  a  credit  card  company,  the 
danger  comes  from  not  knowing 
who  is  likely  to  default  on  pay¬ 
ments,  despite  knowing  who  is 
likely  to  purchase  on  credit.  For 
a  mail  order  company,  the  threat 
lies  in  not  knowing  which  individ¬ 
uals  are  most  likely  to  purchase 
products.  For  a  retailer,  knowing 
what  has  sold  in  the  past  is  simply 
not  a  reliable  predictor  of  how 
and  what  consumers  are  likely  to 
buy  tomorrow. 

You  havei  to  search  deeply  in  the 
corporate  data  reservoirs  to  find 
this  kind  of  information,  and 
you  need  specialized  tools  to  do 
so.  For  decades,  that  data  was 
accessible  only  to  programmers 
with  sophisticated  skills,  who 
generated  periodic  reports  based 
on  fixed  parameters.  These  reports 
treated  the  business  as  though  it 
were  in  a  static  state.  Today,  we 
know  that  to  be  far  from  the  truth. 


Pointing  the  Way  tor  Your 
Customer-Driven  Company 

The  need  for  data  analysis  that  matches  the  ever-more  dynamic  nature  of  business  has  given  rise 
in  recent  years  to  the  data  warehouse  concept,  wherein  complex  and  non-uniform  operational 
data  is  transformed  or  "cleaned  up"  and  optimized  for  use  by  decision  support  tools.  The  advent 
of  these  tools  has  moved  data  analysis  forever  out  of  the  glass-house  report-generation  era. 

Still,  the  most  sophisticated  data  analyses  continue  to  require  a  fairly  high  level  of  user  sophis¬ 
tication.  In  fact,  many  businesses  today  funnel  millions  of  dollars  to  third-party  firms  to  perform 
customer  data  analysis.  They  do  so  at  some  risk,  though,  at  a  time  when  intimate  knowledge  of 
one’s  customers  can  spell  the  difference  between  success  and  failure. 

Now  decision  support  is  evolving  into  a  new  era,  one  in  which  very  powerful  customer  and 
market  analysis  tools  can  be  used  by  just  about  any  business  decision  maker.  It  is  the  point- 
and-click  era  of  decision  support,  and  it  is  light  years  ahead  of  its  glass-house  forebears. 

This  path  to  highly  sophisticated  business  analysis  is  the  result  of  a  fully  inte¬ 
grated  approach  to  data  warehousing,  data  mining  and  decision  support  taken  by 
one  company:  SAS  Institute,  working  in  tandem  with  premier  hardware  partners 
such  as  Sun  Microsystems,  Inc. 

SAS  Institute  Brings  Leadership  and 
Definition  to  an  Emerging  Market 

“Data  mining  software  lacks  a  clear  definition  and  needs  a  market  leader  to  bring  it  momentum," 
according  to  market  research  firm  International  Data  Corp.  (IDC),  based  in  Framingham,  Mass. 
IDC  notes  that  “the  entry  of  SAS.. .into  this  market  will  prompt  industrial-strength,  server-oriented 
data  mining  activity." 

In  a  major  study  released  in  June,  Data  Mining  Market  Trends  1997-1998,  the  Meta  Group 
describes  SAS  decision  support  software  as  “a  comprehensive  architecture  for  data  warehousing.” 
One  result,  the  report  states,  is  that  SAS  software  received  the  highest  percentage  of  endorse¬ 
ments  from  users  who  were  asked  for  their  preference  for  data  mining  software  and  service 
vendors.  Simply  stated  by  Aaron  Zornes,  Meta  executive  vice  president,  "SAS  Institute  is  building 
a  complete  solution.” 


“SAS  Institute  has  many  strengths.  They  run  on  everything  so  source  data 
is  never  an  issue,  nor  is  the  hardware  platform  or  database.  They  have  an 
inherent  strength  in  data  analysis,  probably  the  richest  heritage  in  that 
space.  And  they  have  a  core  set  of  key  applications  that  leverage  their  thrust 
into  data  mining.” 

“Not  only  does  data  mining  leverage  SAS  Institute’s  core 
competency  in  data  warehousing  and  analysis,  but  the 
company  has  demonstrated  an  ability  to  enter  a  market 
and  rapidly  gain  a  leadership  position.  ” 


Bill  Gannon 

President  of  Research  Services  Unit, 
Sentry  Research 


“Organizations  interested  in  one-to-one  marketing  should  select  a 
comprehensive  suite  of  tools  that  provides  multiple  analytical  techniques. 
SAS  Institute’s  data  mining  solution  promises  to  provide  these  multiple 
analytical  techniques.” 


Clare  Gillan 
Senior  Analyst, 
International  Data  Corp. 


Wayne  Eckerson 
Senior  Analyst, 

Patricia  Seybold  Group 


How  Can  OLAP  Help  Predict 
Your  Business  Future? 

Data  mining  and  OLAP  are  complementary  technologies.  Data  mining 
helps  you  generate  a  hypothesis,  OLAP  helps  you  test  it.  With  SAS 
OLAP  tools,  you  get  the  ability  to  create  multiple  views  of  your  business 
data,  which  enables  comprehensive  what-if  modeling.  Business  analysts 
use  OLAP  to  spot  trends  in  their  business  and  the  industry,  as  well  as 
to  generate  forecasts. 

Begin  by  specifying  categories  in  which  data  is  organized— such  as 
sales  by  product,  by  region  or  over  a  period  of  time.  Then  create  models 
to  predict  future  outcomes. 

Where  Does  Data  Mining 
Come  Into  Play? 

Data  mining  makes  use  of  technologies  such  as  neural  networks,  rule 
induction  and  clustering  to  discover  relationships  and  patterns  among 
data  in  your  vast  corporate  data  reservoir.  You  can  think  of  these  rela¬ 
tionships  and  patterns  in  the  data  as  being  hidden. 

Armed  with  the  knowledge  of  these  formerly  hidden  relationships  in 
data,  business  analysts  can  now  make  informed  predictions.  Such  as 
stock  market  forecasts.  Health  care  outcomes.  Future  profitability. 

And  customer  preferences,  to  name  a  few. 


Thus  OLAP  is  used  to  analyze  the  data  in  a  warehouse  or  data  mart  and 
answer  why  certain  known  patterns  in  the  data  are  true.  For  example,  why 
are  sales  higher  in  the  Midwest  in  the  summer?  Data  mining  searches  for 
unknown  patterns  and  relationships.  That  is,  data  mining  is  used  to  gen¬ 
erate  a  hypothesis  rather  than  create  one.  Data  mining  might  link  those 
increased  sales  in  the  Midwest  to  changes  in  advertising  made 
by  the  marketing  department. 

Why  Choose  the  SAS  Solution? 

What  separates  the  SAS  data  mining  solution  from  the  rest  of  the  pack 
is  its  breadth  of  algorithms  for  building  models.  This  broad  array  of  algo¬ 
rithms,  based  on  two  decades  of  delivering  data  analysis  solutions,  gives 
SAS  data  mining  users  maximum  freedom  to  discover  the  golden  nuggets 
of  information  buried  in  their  corporate  data. 

How  Does  the  SAS  Data  Mining 
Solution  Maximize  Your  Data 
Warehousing  Investment? 

For  IT  managers,  SAS  Institute’s  data  mining  technology  provides 
ways  to  exploit  the  detail  data  in  an  existing  warehouse  or  data  mart. 

For  decision  makers,  it  enables  visual  data  mining  through  a  graphical 
user  interface  that  combines  heretofore  unavailable  ease  of  use  with 
powerful  analysis  capabilities.  And  for  business  strategists,  it  means 
they  won't  need  to  rely  as  much  on  quantitative  analysts  to  get  what 
they  need,  direct  from  their  desktops. 


Telequest  Gains  Competitive  Advantage 
from  SAS  Institute-Sun  Combination 


From  afar,  Telequest  Teleservices  may  look  like  most  of  the  other  900 
telemarketing  companies  scattered  throughout  the  country,  collectively 
selling  products  and  services  over  the  phone  to  millions  of  homes  and 
businesses.  But  look  closer  and  Arlington, Texas-based  Telequest  shows 
a  unique  face. 

“We  are  truly  an  information  company,  and  our  use  of  information  is 
what  sets  us  apart  from  others  in  our  field,’’  notes  Gordon  McKenna, 
the  founder  and  CEO  of  Telequest. 

Paul  Thompson,  Telequest’s  senior  vice  president  of  corporate  develop¬ 
ment,  adds  that,  “Our  customers  want  sophisticated  reporting 
tools  to  see  who  is  buying  what  and  in  which  markets,  and 
they  want  those  tools  to  be  flexible  and  user  friendly.  The 
SAS  software-Sun  combination  delivers  just  that.” 

In  a  highly  competitive  market,  Telequest  has  risen  from  obscurity  ten 
years  ago  to  the  thirteenth  largest  telemarketing  firm.  In  fact,  it's  been 
the  first-  or  second-fastest  growing  telemarketing  firm  for  the  past  three 
years,  according  to  Telemarketing  and  Call  Center  Solutions  Magazine. 
The  company's  accounts  include  some  of  the  most  venerable  names  in 
business  such  as  Sears,  The  New  York  Times,  and  MCI. 

“The  ability  of  the  Sun-SAS  Institute  combination  to  scale  was  a  major 
consideration,"  Thompson  says.  "We  wanted  a  system  that  was  world- 
class  and  backed  by  vendors  who  would  be  around  for  the  long  haul. 
We  got  all  that  and  more.” 

The  person  most  responsible  for  bringing  Sun  hardware  and  SAS  soft¬ 
ware  to  Telequest  is  chief  information  officer  Paul  LoBue.  He  started 
Telequest  out  with  a  Sun  SPARCstation  5,  then  moved  quickly  to  a 
SPARCstation  20.  Rapid  growth  and  total  satisfaction  with  the  Sun 
hardware  resulted  in  his  buying  a  second  SPARCstation  20,  and  finally 
a  Sun  Ultra  Enterprise  3000  bought  earlier  this  year,  running  Solaris  2.51 . 


“It’s  the  Sun  platform  for  all  our  mainline  computing,”  notes 
LoBue.  “It’s  perfect  for  running  all  the  SAS  programs  we  use.” 

He  adds  that  “the  ability  of  SAS  software  to  read  in  just  about  any  kind 
of  data  you  can  imagine  and  then  write  it  out  in  any  format  you  want, 
and  to  do  so  very  quickly,  is  unmatched.  We  never  worry  about  new  client 
requests  no  matter  how  large,  because  the  Sun-SAS  software  combina¬ 
tion  scales  with  ease.” 

Empowering  Clients 
Through  the  Web 

This  Web-enabled  tool  will  relieve  the  Telequest  staff  of  having  to  fax 
client  reports  each  morning.  Instead,  Telequest  will  provide  clients  with 
SAS-generated  reports  in  graphical  format— accessible  upon  client 
demand  across  the  Internet  from  Telequest's  own  intranet. 

Look  Into  the  Future  of  Data  Discovery 
at  www.sas.com/datamining 

Visit  the  SAS  Institute  Web  site  to  learn  more,  and  to  request 
a  free  Web-integrated  data  mining  CD  ROM.  Or  call  your  local 
SAS  Institute  office. 


fflf  ^  Sun 

SAS  Institute  Inc.  Sun  Microsystems,  Inc. 


www.sas.com/datamining  Phone  919-677-8200  Fax  919-677-4444  E-mail:  cw@sas.com 


SAS  is  a  registered  trademark  ol  SAS  Institute  Inc.  in  the  USA  and  other  countries.  Other  brand  and  product  names  are  registered  trademarks  or  trademarks  ol  their  respective  owners 
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Turf  battle 

Charlotte,  N.C.'s  emergence 
as  a  financial  hub  has  created 
plenty  of  IS  jobs  -  but  also 
some  pain.  Page  90 


Intelligent  agents  and  global  data  warehouses  are  poised  to 
explode  in  popularity.  But  they're  only  as  good  as  the  data  you 


Uh-oh. 


Look  what  the  intelligent  agent  dragged  in: 

•  Two  numbers  for  Exxon’s  1995  net  sales  figures. 
Which  is  right:  $122  billion  or  $108  billion? 

•  A  foreign  bond  due  01-03-05.  Is  that  Jan.  3,  2005, 
March  i,  2005,  or  March  5,  2001? 

•  The  number  26200  in  a  spreadsheet  cell.  Is  that 
in  dollars,  marks,  French  or  Swiss  francs?  If  it’s 
U.S.  currency,  is  that  $262.00  or  $26,200? 

■  Five  banks  that  offer  the  best  deals  on  30-year 
mortgages.  But  do  they  figure  in  the  annual  per¬ 
centage  rate?  Or  points? 

■  A  dip  in  the  Brazilian  sales  figures.  Was  it  a  bad 
year,  or  did  the  Sao  Paolo  office  change  its 
accounting  rules? 


are  you  dreaming  of  the  day  when  intelligent 
agents  will  roam  the  World  Wide  Web  and  find 
you  the  best  deal  on  a  mortgage?  Or  are  you 
building  a  global,  corporatewide  data  warehouse 
right  now?  Large  data  warehouses  and  Web-scrap- 
ers  may  wind  up  as  newfangled  Towers  of  Babel 
if  they  can’t  make  sense  out  of  information  that 
comes  from  different  sources  or  extract  data  from 
Web  pages  with  different  formats.  A  few  small 
vendors  and  a  team  of  researchers  at  MIT  direct¬ 
ed  by  Professor  Stuart  E.  Madnick  are  beginning 
to  solve  these  problems,  but  a  total  solution  ap¬ 
pears  to  be  years  away. 

Madnick  calls  this  the  “data  context”  problem: 
Data  in  different  environments  can  mean  differ¬ 
ent  things,  just  as  the  word  “Java”  means  differ¬ 
ent  things  to  programmers  and  truck  drivers.  In 
the  U.S.,  a  “D”  grade  means  barely  passing;  in 
Australia,  a  “D”  grade  means  “with  distinction.” 

Until  now,  this  has  been  an  annoying  but  lim¬ 
ited  issue,  Madnick  says.  Most 
companies  have  only  attempted 
to  integrate  internal  data,  or 
data  from  one  country.  Data  dic¬ 
tionaries,  developed  by  techies 
for  techies,  were  more  con¬ 
cerned  with  consistency  in 
names,  not  what  the  names 
meant.  But  with  zillions  of  Web 
pages  out  there,  data  warehous¬ 


es  going  global  and  millions  of  end  users  launch¬ 
ing  queries  on  their  own,  it  will  be  harder  to  live 
with  data  that  contains  hidden  assumptions  or 
data  that  obscures  important  distinctions.  The 
problem  isn’t  likely  to  affect  data  marts  because 
they  include  information  from  fewer  and  more 
homogeneous  sources,  says  Peter  M.  Storer,  a 
vice  president  at  Atre  Associates,  Inc.,  a  consul¬ 
tancy  in  Port  Chester,  N.Y.,  that  works  on  data 
warehouses. 

Dick  Hudson,  chief  information  officer  at  Glob¬ 
al  Marine,  Inc.,  an  off-shore  drilling  company  in 
Houston,  wants  to  help  his  firm’s  purchasers 
shop  on  the  Web.  The  company’s  top  suppliers 
are  creating  online  catalogs;  instead  of  browsing 
to  find  drill  pipes,  he’d  like  an  intelligent  agent  to 
do  comparative  shopping  and  download  the  re¬ 
sults  onto  a  spreadsheet.  But  if  this  agent  is  obliv¬ 
ious  to  fittings,  collars  and  other  drill-pipe  vari¬ 
ants,  it  will  download  data  on  the  wrong  kinds  of 
pipes  and  buyers  will  order  the 
wrong  ones.  “You  don’t  want  to 
order  100,000  feet  of  drill  pipe 
and  get  apples  when  you  want¬ 
ed  oranges,”  Hudson  says. 

“We  are  starting  to  build  a 
global  data  warehouse,  and  the 
context  issue  is  becoming  cru¬ 
cial,”  says  a  regional  informa- 
Out  of  context,  page  89 
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1 3.3”  Active-Matrix 
TFT  Color  Display 

Provides  a  21%  larger  viewing  area 
than  12.1"displays.  And  with  1024x768 
high  resolution,  even  the  most 
intricate  images  look  razor  sharp. 


Advanced  System 
Management  Tools 

DMI  2.0  BIOS  support  for  inventory 
tracking,  ACPI  VI  .0  support  and 
LANDesk®  Client  Manager  3.0  for 
network  management  -  deliver  the 
ultimate  computing  experience. 


233MHz  Pentium®  Processor 
With  MMX”  Technology 

Maximize  your  performance 
with  the  fastest  Pentium  processor 
available  in  a  notebook. 


3D  Graphics 

S3™  ViRGE®/MX  3D 
graphics  controller 
brings  3D  capabilities  to 
a  notebook  and  up  to  60% 
faster  2D  performance. 
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Up  To  7- 
Battery  Life 

New  architecture  allows 
for  over  3.5  hours  of 
standard  battery  life — 
and  up  to  7  hours,  using  an 
optional  second  battery 
in  the  SelectBay™ 


Video  Capture 
And  Built-in  Scanning 

Integrated  digital  camera 
for  capture  of  live  video  and 
video  conferencing.  New 
VideoBrush™  software  allows 
you  to  digitally  scan  images, 
documents  and  whiteboards. 


DVD-ROM 

Ready* 

Upgrade  your  20X** 
CD-ROM  with  an  optional 
DVD-ROM  drive  for  up  to 
15.9GB  of  data  per  disk. 


Up  To  8.59GB  Of 
HDD  Storage 

Get  plenty  of  storage 
capacity  with  the  4.77GB 
standard  HDD  and  optional 
3.82GB  second  HDD 
in  the  SelectBay. 


Of  course  it's  loaded  with 
breakthrough  technology 
Consider  the  source. 


Introducing  the  new  Tecra™  750CDT,  the  ideal  notebook  for  the 


most  demanding  power  user.  Who  else  but  Toshiba,  the  world’s  leader 


in  portable  technology,  could  pack  so  much  performance,  storage 


capacity  and  multimedia  support  into  one  notebook?  No  matter 


how  complex  your  application  requirements  or  how  advanced  your 


mobile  computing  needs,  this  notebook  will  give  you  the  power  and 


performance  you  need  to  be  successful.  There  are  also  plenty  of 


docking  and  memory  expandability  options,  plus  the  very  latest 


network  management  tools  to  deliver  the  ultimate  computing 


experience.  Best  of  all,  the  Tecra  750CDT  is  backed  by  the  superior 
quality,  reliability  and  service  and  support  you  need  to  Always  Lead.™ 


TECRA  750CDT 


Additional  features  include: 

•  32MB  high-speed  EDO  DRAM 
(expandable  to  160MB) 

•  High-speed  4MB  Video  RAM 

•  DuoViewrM  support  for  advanced 
simultaneous  display 

•  K56flex-upgradeable  internal 
modem  with  DSVD  voice/fax 
support  and  built-in  cellular  port 

•  SelectBay  slot  supports  CD-ROM, 
floppy  disk  drive,  optional  3.82GB 
second  hard  drive,  optional  second 
Lithium  Ion  battery  or  optional 
DVD-ROM  drive 


•  2  Universal  Serial  Bus  (USB)  ports 

■  Supports  two  Type  II  or  one  Type  III 
16-bit  PC  Cards,  ZV  Cards  or  32-bit 
CardBus  Cards 

•  MPEG  playback  through  either 
software  or  optional  PC  Card 

•  Fast  Infrared  (FIR)  IrDA  compliant 
port  with  Puma™  Software 

•  3D  SoundBlaster®  Pro  audio  with 
two  built-in  stereo  speakers 

•  PC97  compliant 


•  Noteworthy™  Business  Video 
Phone  with  Intel  ProShare* 
Technology  software 

•  Optional  Desk  Station  V  Plus 
docking  station  or 
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tion  technology  manager  at  a  Fortune 
ioo  company  who  asked  to  remain 
anonymous.  “When  you  report  sales, 
some  sales  managers  put  in  discounts, 
others  won’t.  Some  include  freight,  some 
don’t.  In  big  regions  like  Asia,  the  differ¬ 
ences  can  be  astronomical.” 

It’s  a  supply-chain  issue,  too.  Has  a 
particular  order  been  shipped  or  not?  At 
this  firm,  query  one  system  and  the  an¬ 
swer  is  no;  query  another  and  the  an¬ 
swer  is  yes.  That’s  because  these  two 
supply-chain  systems  define  a  key  word 
differently. 

NEW  AVENUES 

On  the  other  hand,  solving  the  problem 
could  provide  new  opportunities. 

Raymond  C.  Bonker,  a  vice  president 
at  Merrill  Lynch,  sees  a  payoff  in  com¬ 
batting  information  overload.  His  vision: 
Pull  financial  data  off  the  Internet,  add 
information  from  external  sources  and 
internal  databases,  and  deliver  a  money¬ 
making  mix  of  information  to  sales  staff, 
researchers  and  traders  in  useful,  sum¬ 
mary  form. 

That  could  result  in  better,  faster  deci¬ 
sion-making  and  less  time  wasted  on 
browsing,  calculating  or  deciphering  the 
many  monitors  that  crowd  their  desks. 
MIT  is  running  a  pilot  project  with  Mer¬ 
rill  Lynch  to  build  such  a  system,  said 
Bonker,  who  works  in  Merrill  Lynch’s 
Jersey  City,  N.J.,  office. 

Primark  Corp.,  in  Waltham,  Mass.,  al¬ 
so  is  working  with  Madnick.  Primark  in¬ 
tegrates  business  information  from  hun¬ 
dreds  of  sources  around  the  world  and 
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feeds  it  to  Wall  Street-type  firms. 
Straightening  out  data  context  problems 
and  other  quality  control  tasks  requires 
150  people,  says  Chief  Technology  Offi¬ 
cer  Bob  Brammer.  If  technology  could 
whup  the  data  context  problem,  Bram¬ 
mer  could  reduce  labor  and  production 
costs  and  get  information  to  customers 
more  quickly.  “If  a  company  has  released 
its  second-quarter  report  and  that  infor¬ 
mation  is  on  our  system  faster  than  on 
our  competitor’s,  that’s  an  advantage,” 
Brammer  says. 

Madnick  sees  other  opportunities:  The 
U.S.  military  wants  ways  to  get  material 
in  a  hurry  without  stocking  inventories. 
“Trusted  agents”  could  scan  suppliers’ 
inventory  and  production  planning  sys¬ 
tems  to  quickly  find  items  they  need. 
Mail-order  companies  could  take  a  list  of 
shipments,  compare  it  with  data  from 
UPS’  and  Federal  Express’  package-track¬ 
ing  Web  sites,  and  automatically  gener¬ 
ate  letters  of  apology  to  anyone  whose 
shipments  are  late. 

Solving  the  data  context  dilemma 
could  even  make  information  systems 
look  good.  Says  the  anonymous  IS  man¬ 
ager,  “To  me,  fixing  these  problems  will 
mean  a  lot.  They  take  a  lot  of  credibility 
out  of  the  work  that  we  do.  Everybody 
blames  the  systems,  when  it’s  not  just 
the  systems  but  the  business  practices.” 

So  how  do  we  get  there  from  here? 

Madnick  has  been  focusing  his  recent 
work  on  the  Web.  Getting  every  Web 
page  designer  on  the  planet  to  standard¬ 
ize  is  impossible.  Instead,  “our  idea  is  to 
find  a  way  to  record  the  context,”  he 
says. 

Madnick’s  team  of  MIT  researchers 
has  developed  technology  for  solving  one 
part  of  the  problem:  extracting  data  from 
Web  sites.  He  calls  it  a  “Web  wrapper 
generator”  —  middleware  that  resides  on 
a  user’s  server  and  allows  you  to  treat 
the  Web  like  a  giant  database.  Users  can 
post  a  SQL  query  and  get  back  a  data¬ 
base  record  or  spreadsheet  that  contains 
the  information  they  want.  The  genera¬ 
tor  includes  a  “Web  page  spec  file,” 


The  $122  (or  $108) 
billion  question 

How  might  inconsistent  data 
show  up  on  the  Web?  MIT  profes¬ 
sor  Stuart  E.  Madnick  points  to 
www. pirc.com/top_companies/, 
a  demonstration  Web  page  set  up 
by  Primark. 

The  page  is  linked  to  lists  of  the 
top  25  U.S.  and  international  com¬ 
panies  that  provide  different  num¬ 
bers  for  the  same  company.  For 
example,  Exxon’s  net  sales  as  of 
Dec.  31, 1995  are  listed  as 
$121,804,000,000  on  the  U.S.  list 
and  $107,993,000,000  in  the  in¬ 
ternational  list.  Why  the  differ¬ 
ence?  The  U.S.  list  comes  from  its 
“Disclosure”  service,  which  in¬ 
cludes  interest  income,  excise 
taxes  and  other  income.  But  the 
international  list  comes  from  its 
“Worldscope”  service,  which 
doesn’t.  Kelly  Services,  Inc.  is  list¬ 
ed  as  having  660,600  employees 
on  the  U.S.  list,  but  it  doesn’t 
show  up  on  the  international  top 
25.  That’s  because  Disclosure  lists 
its  nonpermanent  employees; 
Worldscope  doesn’t.  —  Allan  Alter 

which  provides  a  “schema”  (what  the 
database  structure  should  look  like),  a 
“page  transition”  (which  tells  the  engine 
how  many  pages  to  go  to  on  a  site  to  sat¬ 
isfy  the  query)  and  “extraction  rules” 
(guidelines  for  locating  information  on  a 
Web  page). 

Two  vendors  also  are  addressing  this 
issue:  Alpha  Microsystems,  Inc.  in  Santa 
Ana,  Calif,  (www.alphaconnect.com)  is  re¬ 
leasing  a  $129  package  called  Busi- 
nessVue,  which  the  company  claims  can 
scrape  information  about  a  company  off 
various  Web  sites  and  Internet  news 
groups  and  deliver  it  in  spreadsheet  or 


text  form.  Hudson  is  trying  out  a  prod¬ 
uct  called  Center  Stage  from  OnDisplay, 
Inc.  ( www.ondisplay.com )  in  San  Ramon, 
Calif.,  which  he  hopes  can  scrape  data 
off  those  cyberspace  catalogs  and  down¬ 
load  it  into  a  spreadsheet. 

But  no  one  claims  yet  to  have  solved 
the  other  piece  of  the  puzzle  —  building 
a  “context  mediation  engine”  that  can 
make  information  from  many  sources 
read  the  same  way,  such  as  translating 
all  measurements  to  inches  instead  of 
feet  and  centimeters  or  putting  dates  in¬ 
to  a  single  day /month/year  order. 

Madnick’s  MIT  team  has  been  work¬ 
ing  on  such  an  engine  and  has  even  cre¬ 
ated  a  third  version,  but  he  isn’t  ready  to 
take  it  outside  the  laboratory.  But  he  is 
willing  to  provide  an  online  demonstra¬ 
tion  for  readers  who  contact  him  at 
smadnick@MIT.edu. 

In  the  meantime,  here  are  some  steps 
anyone  can  take: 

■  Educate:  Alert  users  to  data  context 
issues. 

■  Prioritize:  On  data  warehousing  proj¬ 
ects,  seek  agreement  on  the  most  critical 
terms  and  data,  but  think  hard  about 
whether  every  data  point  deserves  the 
effort,  advises  Dale  Goodhue,  an  assis¬ 
tant  professor  at  the  University  of  Geor¬ 
gia  in  Athens  who  is  studying  data  ware¬ 
housing  efforts. 

■  Be  skeptical  about  data:  “Anybody  who 
completely  relies  on  a  computer  report 
to  make  a  decision  needs  to  have  their 
brains  checked,”  says  data  warehousing 
expert  Shaku  Atre,  president  of  Atre  As¬ 
sociates,  Inc.  in  Port  Chester,  N.Y. 

It’s  always  good  to  not  place  too  much 
trust  in  computers,  but  the  fact  remains 
that  a  system  that  can’t  be  trusted  won’t 
be  used.  That’s  why  the  data  context 
problem  is  likely  to  slow  down  the  use  of 
intelligent  agents  and  global  data  ware¬ 
houses.  □ 


Alter  is  Computerworld ’s  senior  editor, 
Managing  and  editor  of  the  Leadership  se¬ 
ries.  His  E-mail  address  is  allan_alter@ 
cw.com. 


A  group  led  by  MIT  Professor  Stuart  Madnick  (at  left)  is  building  a  “context  mediation  engine”  that  can  make  information 
from  many  sources  read  the  same  way,  such  as  translating  all  measurements  to  inches  and  feet  instead  of  centimeters.  In 
this  example,  a  price  for  a  particular  product  in  British  pounds  and  Japanese  yen  is  run  through  the  engine  and  comes  out 
in  dollars. 
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Charlotte,  N.C.'s  emergence  as  a  finan¬ 
cial  hub  has  created  plenty  of  IS  jobs, 
but  also  some  southern  discomfort  for 
Belk  Stores,  a  retail  institution.  Other 
companies  have  raided  Belk  for  IS 
personnel.  Belk's  response?  Make  IS  a 
better  place  to  work.  So  far,  the  results 
have  been  positive. 


By  Kathleen  Melymuka 

It’s  tough  to  compete  for  IS 
talent  when  you’re  a  retail 
store  in  a  city  dominated 
by  banking  giants. 

Charlotte,  N.C.,  finan¬ 
cial  capital  of  the  South, 
has  become  a  mecca  for 
information  systems  pro¬ 
fessionals,  and  its  two 
dominant  banks  are  the 
mosques.  First  Union 
Corp.,  the  country’s  sixth- 
largest  bank,  sees  itself  as 
an  up-and-comer  in  an  up-and-coming 
city.  The  bank  looks  like  a  giant  jukebox, 
towering  50  stories  above  downtown. 

Across  the  street  is  NationsBank,  the 
country’s  fourth  largest  bank.  Nations¬ 
Bank  Corp.  is  the  big  kid  on  the  block. 
Its  building  is  a  smidgen  shorter,  but, 
characteristically,  NationsBank  added  a 
spire  so  it  looms  above  First  Union  on 
the  skyline. 

Belk  Stores  has  no  part  in  this  spat,  al¬ 
though  the  retailer  is  no  97-pound  weak¬ 
ling.  It’s  the  largest  privately  owned  de¬ 
partment  store  chain  in  the  U.S.  and  has 
19th  century  roots  in  the  community. 

But  despite  its  eminence,  Belk  isn't  in 
the  same  IS  league  as  the  banks.  Along 
with  several  second-tier  financial  institu¬ 
tions,  the  banks  have  turned  Charlotte 
into  the  country’s  second  largest  finan¬ 
cial  center. 

Though  Belk  employs  about  1,300  in 
Charlotte,  First  Union  has  that  many  in 
its  IS  department  alone,  and  Nations¬ 


Bank  employs 
4,000.  Belk’s 
IS  staff  of  200 
is  still  migrat¬ 
ing  from  lega¬ 
cy  systems  to 
client/server, 
while  the 
banks  deploy 
state-of-the-art 
technologies 
in  investment 
banking,  glob¬ 
al  finance  and 
mutual  funds 
transfers.  Under  the  direction  of  Conda 
Lashley,  senior  vice  president  for  systems 
development  at  Belk  Store  Services,  Inc., 
which  handles  IS,  Belk  has  been  trying 
to  compete  for  IS  talent  with  the  banks 
and  a  range  of  other  second-tier  players. 

But  it’s  an  uphill  battle.  IS  recruiting 
in  Charlotte  is  fast  and  furious.  The 
competition  for  personnel  is  so  strong 
that  NationsBank  has  actually  “in- 
sourced”  recruiting.  “We  realized  we 
were  hiring  so  many  people  that  we 
ought  to  take  that  recruiting  talent  and 
bring  it  right  into  the  bank,”  says  Rick 
Parsons,  president  of  direct  banking. 

Belk’s  situation  is  tougher.  It  has  a 
reputation  among  some  recruiters  as  be¬ 
ing  tight  with  a  buck.  “Belk  is  retail,” 
says  one  recruiter.  “Retail  hours,  benefits 
are  poor,  pay  is  relatively  poor.  A  lot  of 
people  go  into  Belk  and  then  leave.” 

Adds  another  recruiter:  “If  Nations¬ 
Bank  wants  the  skill,  the  rate  is  not  an 
issue.  They  say,  ’Go  to  New  York  and 
find  these  people  and  we’ll  pay.’  Belk 
says,  ‘We  won’t  pay  more  than  $50  an 
hour.’  ” 

Lashley  has  been  fighting  this  image 
by  upgrading  technology,  as  well  as  com¬ 
pensation  packages  that  were  less  than 


competitive.  He  also  put  Belk’s  own 
troops  into  the  recruiting  business, 
offering  a  $1,000  referral  bonus  for  an 
employee  who  recommends  a  new  hire. 

Belk  also  has  established  long-term  re¬ 
lationships  with  several  contracting  firms 
that  allow  it  to  fill  openings  quickly  with 
right-to-hire  contractors.  “This  helps  us 
only  miss  a  step  rather  than  lose  a  whole 
mile  when  we  do  have  turnover,”  Lash¬ 
ley  says.  He  says  he  hopes  the  relation¬ 
ships  will  bring  the  best  talent  while  low¬ 
ering  the  raiding  rate. 

For  the  banks,  raiding  is  a  minor  is¬ 
sue.  “There’s  not  a  significant  amount 
going  on,”  says  Chris  Cagle,  vice  presi¬ 
dent  for  architecture  and  planning  at 
First  Union.  “There  is  some  movement 
back  and  forth  [between  the  banks],  but 
most  of  that  is  at  the  technician  level: 
people  getting  frustrated  and  the  grass  is 
greener.” 

But  at  Belk,  raiding  has  been  a  one¬ 
way  street,  according  to  two  recruiters. 
“People  don’t  knock  on  the  door  to  get 
into  Belk;  they  raid  from  Belk,”  one  says. 
“An  Oracle  database  administrator  at 
Belk  knows  he  can  get  more  at  Nations¬ 
Bank,”  adds  another.  “Plus,  there  are  a 
zillion  other  people  looking  for  him.  It’s 
not  surprising  to  see  people  jumping 
from  NationsBank  to  First  Union,  but 
they’re  all  jumping  from  Belk.” 

“It  is  a  major  problem  and  has  gotten 
worse  over  the  last  year,”  Lashley  says. 

Belk  has  tried  several  approaches  to 
ease  the  problem.  A  couple  of  years  ago, 
when  Belk  was  being  heavily  raided,  a 
Belk  executive  called  an  executive  he 
knew  in  the  raiding  company  and  asked 
that  it  stop.  The  company  complied,  but 
Belk  found  itself  in  deeper  trouble.  “This 
had  a  very  negative  impact  on  morale  be¬ 
cause  people  began  to  feel  trapped,” 
Lashley  says.  Belk  decided  that  rather 


►  RECRUITMENT 
►  RAIDING 


Part  II  in  a  special  series 
Finding  and  keeping  good  people 
is  the  chief  problem  facing  most 
IS  managers.  Computerworld' s 
Managing  section  this  month  will 
focus  on  the  “Three  R’s”  of 
staffing:  retention,  recruitment 
and  raiding. 

In  upcoming  issues: 

Next  week:  As  technical  skills  be¬ 
come  more  scarce,  IS  managers 
get  creative  with  their  recruiting. 
And  human  resources  depart¬ 
ments,  which  are  sometimes  a 
hindrance,  are  happy  to  help. 
Sept  29:  Some  firms  have 
pushed  college  recruiting  up  a 
few  notches  to  develop  IS 
“farm  teams.”  And  columnist  Jim 
Champy  stresses  staff  retention 
for  IS  organizations. 


Do  you  have  some  thoughts  on 
retention,  recruitment  and  raiding 
of  IS  professionals?  Share  them 
in  a  forum  this  month  at  our  Web 
site  at  www.computerworld.com. 


than  stop  other  companies  from  raiding, 
it  would  push  to  keep  its  people  happy. 

“We  have  spent  the  last  two  years 
making  Belk  MIS  a  more  rewarding 
place  to  work,”  he  says.  “First  and  fore¬ 
most,  we  treat  our  people  with  respect. 
We  let  our  associates  identify  which  pro¬ 
jects  they  would  like  and  over  90%  of 
the  staff  have  been  assigned  to  their  first 
or  second  choice.” 

Charlotte  is  a  mixed  blessing  for  Belk. 
When  auditioning  for  IS  talent,  the  big 
banks  are  a  hard,  if  not  impossible,  act 
to  follow.  But  Belk’s  is  a  different  act. 
The  bank’s  business  is  technology; 
Belk’s  is  retail  sales.  And  Charlotte’s 
boomtown  atmosphere  assures  a  contin¬ 
uing  flow  of  new  talent  from  around  the 
country.  “The  influx  of  people  helps  Belk 
survive,”  one  recruiter  says. 

Meanwhile,  Lashley’s  attention  to  em¬ 
ployee  satisfaction  may  finally  be  help¬ 
ing.  In  the  past  year,  38%  of  Belk’s  new 
hires  in  systems  development  came 
from  other  area  companies.  And  Lashley 
has  noticed  another  positive  little  trend. 
“We  have  had  several  people  leave  and 
then  ask  to  come  back,”  he  says.  □ 

Melymuka  is  a  freelance  writer  in 
Duxbury,  Mass. 


With  a  new 
Network  Ready  PC, 
Acer  has  a  range 
of  products  that 
make  sense. 


Envision  an  enterprise  that’s 


infinitely  scalable 


totally  expandable,  completely  compatible 


easily  manageable,  and  entirely  mobile 


Introducing  Acer's  Mobile  Client  Server  solution  —  the  new  way  to  truly  realize  enterprise 
productivity.  Companies  extending  the  enterprise  into  virtual  and  mobile  offices  are 
gaining  the  competitive  edge  through  anytime,  anywhere  access  to  information.  Acer’s  full 
range  of  scalable  solutions,  like  the  AcerAltos™  9000Pro  server  with  dual  Intel®  Pentium® 
Pro  processors,  lets  you  add  users,  power,  and  functionality.  Plus,  the  compatibility, 
connectivity,  security,  mobility,  accessibility,  and  manageability  to  meet  enterprise 
needs.  As  a  world  leader,  Acer  has  over  20  years  of  experience  developing  innovative 
technologies  and  outstanding  support.  Acer’s  Mobile  Client  A® 

Server  solution.  It’s  the  scalability  you  need  to  be  productive.  /lvCft  %▼ 

1-800-558-ACER  &  select 
option  2,  1 

Sjl-A  www.acer.com/aac/ 


AcerAltos  servers 
have  manageability 
built-in. 


Actual  results  may  vary  depending  on  usage.  ©  1997  Acer  America  Corporation.  Acer  and  the  Acer  logo  are  registered  trademarks,  and  AcerAltos  is 
a  trademark  of  Acer  America  Corporation  and  Acer  Inc.  Intel,  the  Intel  Inside  Logo,  and  Pentium  are  registered  trademarks  of  Intel  Corporation. 
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MORE 

PRODUCTIVE 

[PAUL  A.  STRASSMANN 


Ire  they  go  again.  Once  more, 
e  IT  optimists  say  computers 
are  the  key  to  prosperity  be¬ 
cause  they  increase  productivity. 


* 


And  once  again,  it’s  just  wishful  think¬ 
ing  —  only  the  people  making  the  wish¬ 
es  are  gaining  influence. 

Wall  Street  bankers,  CEOs  and  even 
Federal  Reserve  Chairman  Alan 
Greenspan  are  linking  much  of  the  ’90s 
bull  market  to  IT-induced  productivity 
gains. 

The  reasoning  goes  like  this:  The 
boom  is  caused  by  investors’  expecta¬ 
tions  that  the  economy  will  continue  to 
deliver  superior  profits  [because  of] 
steadily  rising  productivity.  That  largely 
comes  from  the  use  of  IT.  The  optimists 
make  their  case  with  an  assortment  of 
isolated  observations  about  work  acceler¬ 
ation  and  labor  cost  reductions  based  on 
anecdotes  that  appear  in  the  media. 

The  stakes  in  these  debates  are  enor¬ 
mous.  On  one  hand,  the  stock  market’s 
performance,  the  prospects  of  achieving 
a  balanced  federal  budget  and  the  ability 
to  finance  Social  Security  and  Medicare 
all  depend  on  the  expectation  that  pro¬ 
ductivity  will  rise  steadily.  On  the  IS 
front,  the  presumption  that  computers 
improve  productivity  legitimizes  propos¬ 
als  to  invest  in  computers  and  increase 
advertising  in  computer  magazines. 

The  Bureau  of  Labor  Statistics’  own 
numbers  can’t  pop  these  bubbles  of  opti¬ 
mism,  even  though  they  indicate  that  the 
rate  of  productivity  increases  has  slowed, 
not  risen,  in  recent  years.  But  those  sta¬ 
tistics  can’t  be  relied  upon  because  they 
don’t  properly  account  for  output  in  the 
public  and  service  sectors. 

The  only  way  to  settle  the  argument  is 
to  look  at  corporate  performance  data. 

EVALUATING  PRODUCTIVITY  GAINS 

U.S.  industrial  corporations  include  in 
their  financial  statements  an  item  called 
Sales,  General  &  Administrative  Cost 
(SG&A).  It  represents  the  costs  of  co¬ 
ordinating,  controlling,  guiding,  promot¬ 
ing,  motivating,  training  and  managing 
employees,  customers  and  suppliers 
while  making  and  delivering  the  goods. 
It’s  a  reasonable  approximation  of  the 
costs  of  managing  information,  includ¬ 
ing  the  costs  of  computer  hardware,  soft¬ 
ware,  networks  and  staff.  The  SG&A 
largely  accounts  for  a  firm’s  overhead.  It 
also  reflects  the  costs  devoted  to  the  gen¬ 
eration  and  consumption  of  all  data. 

If  IT  would  have  increased  the  pro¬ 
ductivity  of  those  involved  in  handling 
information,  then  it  would  now  take  less 
SG&A  to  manage  every  dollar’s  worth  of 
Cost  of  Goods  Sold  (COG).  That  ac¬ 
counts  for  the  expenses  for  materials 
and  labor  to  make  those  goods. 

A  more  information-productive  firm 
would  be  able  to  process  more  goods 


with  less  money  spent  on  information- 
related  activities. 

Take  a  case  where  a  firm  spends  $100 
million  in  COG  to  make  boxes.  It  also 
needs  $40  million  in  sales  and  adminis¬ 
trative  expense  to  manage  production, 
distribution  and  selling.  An  advanced  in¬ 
formation  system  is  then  introduced. 
The  company  still  spends  $100  million 
to  make  the  same  boxes,  but  it  now  re¬ 
quires  only  $30  million  in  sales  and  ad¬ 
ministrative  expense  to  operate,  includ¬ 
ing  the  cost  of  the  new  computer 
system.  Clearly,  the  productivity  of  infor¬ 
mation  management  shows  an  improve¬ 
ment. 

GAINS  FOR  U.S.  INDUSTRIAL  FIRMS 

Whether  U.S.  industrial  firms,  after  a 
decade  of  intensive  computerization  and 
spending  about  $500  billion  on  new 
computer  applications,  can  now  operate 


costs  confirms  a  drop  in  productivity. 

SIGNIFICANCE  FOR  CIOS 

Information  costs  have  risen,  not  de¬ 
clined,  in  relation  to  other  production 
costs.  Neither  client/server,  the  Internet 
nor  computer  networks  have  so  far  ma¬ 
terially  improved  the  productivity  of  in¬ 
formation  handling  by  the  premier  U.S. 
industrial  corporations.  In  1996,  $1.1  tril¬ 
lion  in  cost  of  goods  required  $300.5  bil¬ 
lion  in  SG&A  expense.  That  ratio  is  now 
lower  than  it  was  in  the  period  from 
1987  through  1990.  I  found  a  similar 
gap  in  the  productivity  for  the  U.S. 
banks  I  surveyed. 

I  consider  this  proof  that  productivity 
of  the  information-handling  workforce, 
which  now  accounts  for  59%  of  U.S.  em¬ 
ployment,  has  worsened,  not  improved. 

The  time  has  come  to  face  the  facts: 
The  stock-market  analysts  and  the 
overoptimistic  CEOs  are  being  misled. 

It’s  a  myth  that  computers  have  mea¬ 
surably  increased  the  overall  productivity 
of  information  management.  Whatever 
gains  may  have  happened  took  place  in 
factories  and  warehouses. 

Such  a  realization  will  lead  to  placing 
IT  expenses  —  which  now  support  most¬ 
ly  office  workers  —  under  much  closer 
scrutiny  to  make  sure  that  costs  are  not 
only  contained,  but  that  the  computer¬ 
ized  work  creates  an  innovative  stream 
of  new  profits. 


WHAT  ARE  THEY  GETTING  FOR  THEIR  IT  BUCKS? 


Productivity  of  information  resources  at  the  66  largest  U.S.  industrial  corporations 


with  less  information  management  is 
something  that  can  be  tested.  How 
much  COG  is  supported  for  every  dollar 
spent  on  SG&A? 

To  give  the  optimists  their  best  shot,  I 
examined  the  financial  records  over  the 
past  io  years  of  the  66  largest  and  most 
prestigious  U.S.  industrial  corporations, 
each  with  annual  revenue  of  more  than 
$10  billion  (see  chart). 

Contrary  to  expectations,  productivity 
hasn’t  improved  during  the  past  decade. 
The  amount  of  SG&A  required  to  man¬ 
age  every  dollar’s  worth  of  COG  hasn’t 
fallen,  despite  massive  IT  investments. 
There  was  a  steady  increase  in  SG&A 
from  1987  through  1993. 

Though  I  show  gains  in  the  productiv¬ 
ity  ratio  since  1993,  the  cost  of  informa¬ 
tion  management  relative  to  COG  was 
still  higher  last  year  than  it  was  in  1987 
and  1988. 

I  completed  a  similar  analysis  for  16 
of  the  largest  U.S.  banks.  The  declining 
trend  in  the  ratio  of  revenue  to  payroll 


Whatever  productivity  gains  may  have 
been  achieved  through  computerization 
of  office  work  in  the  past  decade  have 
been  squandered  by  the  profligate  waste 
of  human  and  technological  resources. 
The  bureaucratization  and  complexity  of 
business  processes  have  also  increased 
how  much  information  processing  is 
necessary  to  get  anything  accomplished, 
without  benefits  for  the  consumer. 

If  prosperity  is  to  continue,  we  need  to 
fulfill  the  promise  of  the  Information 
Age.  We  must  deploy  IT  so  the  office 
workforce  can  consistently  deliver  more 
valuable  results  with  less  effort.  □ 

Strassmann  (www.strassmann.  com)  has 
tracked  the  productivity  of  information 
management  in  his  books,  The  Informa¬ 
tion  Payoff  (1985/,  The  Business  Value 
of  Computers  (1 990),  The  Politics  of  In¬ 
formation  Management  (1993/  and  The 
Squandered  Computer  (1997).  This  col¬ 
umn  is  excerpted  from  his  upcoming  book, 
Information  Productivity,  due  next  fall. 
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Carole  Kaufman, 

Logistics  Information  Manager, 
Toyota  Logistics  Services,  Inc. 
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During  the  recent  1997  Executive  Technology  Summit,  held  at  The  Pointe 
Hilton  Resort  at  Squaw  Peak  in  Phoenix,  Arizona,  CIO’s  and  other  senior  level 
IT  leaders  from  around  the  globe  met  and  discussed  three  emerging  technolo¬ 
gies  with  some  of  today’s  brightest  minds.  The  three  technologies  portrayed 
included  Distributed  Computing;  Data  Mining  and  Data  Warehousing;  and 
Doing  Business  with  Internet  Technologies. 


Now  in  its  fourth  year,  these  IT  leaders  met  with  peers  and  industry  experts  to 
examine  case  studies  and  engage  in  open  and  honest  dialogue.  Within  the 
Solution  Lab  portion  of  the  program,  ETS  sponsor  Red  Brick  Systems  and  its  cus¬ 
tomer,  Toyota  Logistics  Services,  Inc.,  discussed  business  return-on-investment  and 
competitive  advantage  through  the  use  of  data  warehouse  and  data  mining  technol¬ 
ogy.  Data  warehousing  is  fast  becoming  a  business  imperative-businesses  quick  to 
deploy  a  successful  data  warehouse  are  seeing  compelling  gains  in  sales,  marketing 
and  profitability. 


Challenge 

At  Toyota  Logistics  Services,  Inc.,  a  subsidiary  of  Toyota  Motor 
Sales,  U.S.A.,  business  analysts  required  quick,  easy  and  direct 
access  to  data  in  order  to  continuously  reduce  costs  and  vehi¬ 
cle  delivery  lead  times.  Toyota  needed  to  liberate  its  data  from 
diverse  operating  systems,  organize  it  around  business  topics 
and  create  a  one-stop  shop  for  “anyone,  anytime”  access  to 
essential  logistics  data.  It  required  a  data  warehouse  that  could 
support  true  ad  hoc  queries  and  yet  still  keep  system  development 
efforts  lean. 


See  you  at  next 
ear's  Executive 
echnology 
ummit,  April  27- 
29, 1998  at  The  La 
osta  Resort  and 
pa,  Carlsbad,  CA 


Dr  more  info  on 
dw  your  company 
an  provide  "solu- 
ans"  at  ETS  '98, 
call  Stuart  Dale  at 
508)  820-8170. 


Solution 

Toyota  chose  Red  Brick.  Red  Brick’s  relational  database,  designed 
specifically  for  data  warehouse  applications,  provides  a  star  schema 
data  architecture  which  is  easy  for  business  analysts  to  query.  It 
returns  fast  and  accurate  results,  while  its  fast  load  engine  supports 
the  use  of  detailed  data  rather  than  summaries  which  can  hide  key 
trends  and  prevent  analyses  on  differing  combinations.  Data  quality 
is  monitored  through  referential  integrity  and  Red  Brick  is  highly 
scalable.  Red  Brick  requires  only  minimal  day-to-day  support, 
allowing  people  to  work  on  analysis  rather  than  administration. 
Each  of  these  performance  criteria  was  necessary  for  Toyota  to 
achieve  a  successful  data  warehouse  project.  Today,  more 
Toyota  business  analysts  have  access  to  clean,  high-quality  data 
and  use  it  to  make  day-to-day  and  project-related  decisions 
faster  and  with  greater  confidence. 


Solution  Provider 

Red  Brick  Systems,  Inc. 

www.redbrick.com 


Executive  Technology  Summit  '97  was  co-presented  by  The  Society  for  Information  Management  (SIM)  and  Computerworld 
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America’s  IT  industry-  The  best  in  the  world.  But  we’re  throwing 
away  our  leadership.  Because  our  knowledge  and  skills  aren’t  being 
passed  on  to  enough  of  our  young  people.  Tech  Corps  gives  your 
corporation  a  vehicle  to  change  that.  By  supporting  a  grassroots 
effort  to  enhance  teaching  and  learning  through 
technology.  And  give  students  the  skills  they  need 
to  keep  our  country  number  one.  Discover  the 
rewards  of  becoming  a  Tech  Corps  Corporate 
Sponsor.  508/620-7751  •  http://www.ustc.org 
America  needs  to  know. 


Organizations  already  providing  national  sponsorship  include: 

Cellular  Telecommunications  Industry  Association  Foundation  (CTIA),  Digital  Equipment  Corporation,  and  MCI  Foundation 
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product  review:  Voice  recognition  has  a  ton  of  potential  and  a  ways  to  go 
user  view:  Forte's  Conductor  takes  the  techie  out  of  workflow  design 


t’s  been  a  staple  of  science  fiction  for  de¬ 
cades  —  a  space  traveler  speaks  to  a  com¬ 
puter,  and  the  computer  flawlessly  records 
every  word.  Thanks  to  products  such  as 
Dragon  Systems,  Inc.’s  Naturally  Speaking 
Personal  Edition  ($200)  and  IBM’s  Via- 
Voice  ($149),  speech  recognition  is  moving 
from  science  fiction  into  an  office-usable 
tool,  provided  your  system  is  fast  enough 
and  quiet  enough. 

Previous  generations  of  voice  products,  based 
on  what  is  called  discrete  voice  recognition,  forced 
users  to  pause  between  spoken  words,  which  — 
slowed  —  the  —  pro¬ 
cess  —  and  —  disrupt¬ 
ed  —  creative  — 
thought.  The  new 
products  recognize 
continuous  speech 
—  controlled  but  con¬ 
versationally  paced 
speech.  The  only  inter¬ 
ruptions  to  the  dicta¬ 
tion  are  the  user’s  own 
pauses  or  the  need  to 
correct  unrecognized 
words. 

Although  each  prod¬ 
uct  initially  recognizes 
about  80%  of  spoken 
words,  each  user  must 
spend  a  tedious  half 
hour  to  several  hours 
reading  passages  of  text  to  the  computer  to  “train” 
the  software.  NaturallySpeaking  relieves  some  te¬ 
dium  by  offering  interesting  read-back  text  from 
books  by  Arthur  C.  Clarke  and  Dave  Barry. 

During  my  initial  use,  I  made  corrections  to  al¬ 
most  every  sentence.  As  the  products  remember 
corrections  and  additions,  the  need  for  corrections 
rapidly  declines  until,  after  40  hours  of  use  (an  es¬ 
timated  month’s  worth  of  dictation),  the  recogni¬ 
tion  rate  plateaus  and  corrections  are  minimal. 

The  major  difference  between  the  products  is  in 
correcting  mistakes.  NaturallySpeaking  lets  users 
select  replacement  words  from  a  list  or  mark  the 
words  to  correct  using  the  keyboard  or  voice.  Via- 
Voice  requires  users  to  select  the  words  via  the 
keyboard.  If  typing  skills  are  adequate,  either  pro¬ 
gram  works  well.  If  you  are  keyboard-averse, 
NaturallySpeaking  has  a  pronounced  advantage. 

However,  IBM  can  dictate  text  directly  into  its 


notepad,  and  the  text  can  then  be  pasted  into  any 
program,  or  you  can  dictate  directly  into  Microsoft 
Word.  NaturallySpeaking  offers  only  the  notepad 
approach.  ViaVoice  also  offers  a  text-to-speech  op¬ 
tion  and  better  support  for  multiple  users.  But  you 
can’t  totally  command  the  computer  using  speech 
with  either  product. 

Additionally,  both  products  have  substantial 
system  requirements:  133-MHz  (Naturally¬ 
Speaking)  or  150-MHz  (ViaVoice)  Pentium  com¬ 
puters  with  32M  bytes  of  RAM  for  Windows  95  (or 
48M  bytes  for  Windows  NT  4.0),  plus  a  16-bit  or 
greater  SoundBlaster  compatible  soundboard  and 

about  50M  bytes  of 
disk  space. 

I  found  that  speech 
recognition  dropped 
with  processors  below 
200  MHz.  I  also 
found  that  successful 
dictation  requires  a 
subdued  (but  not  total¬ 
ly  quiet)  office.  And 
mediocre  sound  hard¬ 
ware,  which  lacks  im¬ 
munity  from  the  high- 
frequency  noise  of  fast 
computers,  severely 
affects  recognition. 
The  SoundBlaster  16 
and  32  boards  have 
less  noise  immunity 
than  the  SoundBlaster 
64  boards,  some  OEM  SoundBlaster  boards  work 
better  than  others,  and  some  notebooks  don’t  fare 
well  with  the  product. 

On  a  200-MHz  Pentium  Pro  Gateway  2000, 
Inc.  desktop  and  133-MHz  Pentium  Gateway 
2000  Solo  notebook,  my  recognition  rate  varied 
between  89%  and  93%.  Dragon  hit  92%  on  the 
desktop  and  89%  on  the  notebook.  IBM  reached 
93%  on  the  desktop  and  91%  on  the  notebook.  On 
Gateway’s  150-MHz  Pentium  Solo  notebook,  a 
166-MHz  Pentium  MMX  Hewlett-Packard  Co. 
Omnibook  800  and  a  266-MHz  Pentium  II  Gate¬ 
way  desktop,  the  recognition  rate  ran  in  the  upper 
90  percentages  (97%-99%).  Because  each  per¬ 
centage  point  translates  to  one  added  correction 
(and  interruption)  per  100  words  dictated,  the  dif¬ 
ference  in  error  rates  is  important. 

On  good  equipment,  most  people  can  be  more 
productive  dictating  with  either  program  than 


PRODUCT  REVIEW  ► 

Voice-recognition  software 

NaturallySpeaking  Personal 
Edition,  Version  1.0 

$349  retail  ($199  street) 

Dragon  Systems,  Inc.,  Newton,  Mass. 

(800)  4DRAGON,  www.dragonsys.com 

Best  in  voice  recognition  and  most  versatile 
when  correcting  errors 

ViaVoice 

$199  retail  ($149  street) 

IBM,  Armonk,  N.Y. 

(800)  426-2968,  www.software.ibm.com 

More  generalized  voice  features  and  works 
directly  with  Microsoft  Word 


You  might  scratch  your  head  in  amazement  when  you  see 
what  ViaVoice  (center)  and  NaturallySpeaking  (bottom)  can  do 
to  a  news  story  (top) 

they  can  typing  documents  such  as  draft  letters 
and  reports. 

And  by  diminishing  the  dependency  on  typing 
skills  when  composing  reports  and  documents, 
NaturallySpeaking  and  ViaVoice  should  open  the 
corporate  computer  doors  to  those  with  physical 
challenges,  repetitive  stress  injuries  or  just  key¬ 
board-phobia. 

Improved  versions  are  scheduled  for  release  lat¬ 
er  this  year,  but  corporations  should  give  these 
products  their  immediate  attention.  □ 


DeVoney  is  a  reviewer  in  Seattle.  He  can  be  reached  at 
chrisd@  cybercritic.com. 
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Takingthe  "techie"  out  ofthe  workflow  design 

Forte's  Conductor  lets  the  business  side  design  the  flow  By  Kevin  Burden 


Since  workflow  applications  capture  entire  business  pro¬ 
cesses,  shouldn't  process  flows  be  designed  by  business 
rather  than  information  technology  people?  Absolutely. 
And  Conductor,  a  workflow  development  environment 
from  Forte  Software,  Inc.  allows  just  that. 

With  Conductor,  Forte  has  separated  the  process  logic 
from  the  application  logic.  It  lowers  the  technical  level  required  by  busi¬ 
ness  process  designers,  and  business  rules  can  evolve  without  modify¬ 
ing  or  bringing  the  application  down,  according  to  early  users. 

Without  Conductor,  the  process  flow  is  typically  embedded  in  the  ap¬ 
plication  logic,  making  it  impossible  to  hand  off  the  flow  design  to  any¬ 
one  not  versed  in  Forte  coding  procedures.  And  the  slightest  business 
process  change  could  require  significant  reworking  and  retesting  of  the 
entire  application. 

Computerworld  spoke  with  four  Conductor  beta  users  about  their  im¬ 
pressions  and  experiences  with  the  product: 

Jason  Cohen,  CIO  at  Gerald  Metals,  Inc.  in  Stamford,  Conn. 

Chris  Kelly,  systems  architect  at  Anderson  Corp.  in  Bayport,  Minn. 

Andrew  Small,  consultant  at  Bom  Information  Services  in  Wayzata,  Minn. 
John  Guerriere,  IS  director  at  Thoughtworks,  Inc.  in  Chicago. 


in  the  hands  of  the  business  analyst,  with 
IT  programmers  completely  out  ofthe 
loop.  Users  say  Forte  is  about  95%  there. 
Most  of  the  rules  are  very  straightforward, 
and  business  analysts  should  be  able  to 
write  80%  ofthem,  according  to  Cohen. 
But  conditional  “if,  then”  statements  are 
probably  too  complex  for  the  typical  busi¬ 
ness  analyst  to  master. 

Guerriere:  Because  Conductor  is  a  Forte 
add-on  and  the  actual  activities  where 
specific  tasks  are  done  need  to  be  coded, 
users  need  someone  on  staff  who  knows 
the  Forte  development  environment. 

Kelly:  Coding  the  activities  where  the 
process  meets  the  application  can  be 
done  by  a  developer  with  only  a  couple 
months  of  Forte  training.  For  those  archi¬ 
tecting  applications,  it  may  be  six  months 
or  longer. 


Performance 


Defining 
business  rules 


Summary:  Modeling  work- 
flows  with  Conductor 
doesn’t  take  much  technical 
experience.  Most  ofthe 
code  behind  the  business 
rules  is  generated  by  the 
Process  Design  Workshop, 
a  graphical  environment 
with  built-in  wizards  for 
constructing  simple  flows, 
with  the  ability  to  design 
complex  rules  using  the 
Forte  fourth-generation 
language. 

Users  like  the  graphical  metaphor  and 
the  ease  with  which  flows  were  designed 
and  reused.  However,  there  is  nothing  in 
the  workshop  that  instructs  how  work- 
flows  should  be  built,  and  its  navigation 
motif  needs  improving. 

Small:  Defining  the  business  rules  are 
just  a  matter  of  dragging  and  dropping. 
Nearly  all  the  code  is  generated  for  users 
—  only  when  defining  complex  rules  or 
specific  industry  or  company  logic  do 
users  need  to  write  code  in  this  stage. 
And  because  Conductor  is  completely  in¬ 
tegrated  into  Forte  —  only  adding  a  few 
buttons  to  Forte’s  tool  bar  —  users  never 
have  to  leave  the  environment  to  code. 

Cohen:  Conductor  is  great  for  defining 
and  running  workflows,  but  it  doesn’t 
help  in  deriving  or  recording  workflows. 
It  can’t  print  out  a  textual  or  graphical 
hard  copy  of  how  the  workflow  looks. 
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Forte's  Conductor  features  a  graphical  environment  used  for 
defining  business  processes 


Kelly:  Because  you  can  define  your  busi¬ 
ness  rules  in  Conductor  without  know¬ 
ing  the  Forte  development  environment, 
we  defined  a  role  called  process  engineer, 
which  are  people  with  more  business 
than  technical  knowledge.  They  design 
the  process,  then  pass  it  off  to  our  Forte 
developers  to  code  the  activities.  When 
coding  in  the  design  stage  is  needed,  it’s 
been  handled  by  a  low-level  programmer 
assigned  to  assist  the  process  engineer. 

It’s  been  very  easy  to  make  changes  to 
the  workflow.  Because  the  flow  is  sepa¬ 
rate  from  the  application,  the  application 
doesn’t  need  to  be  changed  or  taken  off¬ 
line.  We  do  think  the  navigation  in  the 
graphical  environment  needs  improving. 
The  tab  folder  motif  is  difficult  to  read 
and  limits  navigation  possibilities. 


Summary:  Although  none 
ofthe  interviewed  users 
have  a  workflow  application 
ready  for  performance  test¬ 
ing,  none  are  worrying  too 
much.  Conductor  supports 
multiple  process  engines,  so 
scalability  and  reliability  are 
assured.  And  the  code  gen¬ 
erated  by  Conductor  “looks 
very  flat  and  built  for 
speed,”  Kelly  says. 


Cohen:  Performance  isn’t 
much  of  an  issue  with  Con¬ 
ductor.  Performance  comes 
from  the  engine,  and  Forte  did  architect 
it  properly.  The  engine  is  very  scalable. 
I’m  able  to  run  multiple  parallel  engines 
and  can  cleverly  distribute  the  engine 
processing  the  way  I  want. 

Kelly:  Although  we  haven’t  been  able  to 
test  the  application’s  performance,  we’re 
confident  we’re  going  to  like  what  we  get. 
Other  applications  we’ve  developed  in 
Forte’s  Application  Environment  have 
scaled  beyond  our  demands,  so  we  know 
it’s  technologically  capable. 


Administration 


Coding 


Summary:  Ideally,  Conductor  should  be 


Summary:  Conductor  includes  an 
administration  console  that  users  say  is 
extremely  comprehensive  and  intuitive. 
Administrators  can  see  who  is  logged  on 
and  what  tasks  each  person  is  authorized 
to  do.  They  also  can  start  and  stop 
engines  and  monitor  the  engines’  overall 
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Forte  Software,  Inc. 

Oakland,  Calif. 

(510)  869-3400 
www.forte.com 

Availability:  Q41997 

Platforms:  Conductor’s  Process  En¬ 
gine  runs  on  all  major  open  systems 
platforms.  Conductor’s  client-based 
components  run  under  Windows, 
Macintosh  and  Open  Group’s  Motif. 

Pricing:  $2,600  to  $4,000  per 
developer  license 

status.  But  the  console  isn’t  customiza¬ 
ble,  and  it’s  unable  to  notify  administra¬ 
tors  of  activities  they  deem  exceptional. 

Cohen:  Conductor’s  audit  trail  is  excel¬ 
lent.  But  the  console  requires  a  person  to 
monitor  the  activity,  when  what  I  really 
want  is  the  system  to  monitor  itself.  I’d 
rather  have  the  system  track  activities, 
then  notify  me  only  on  an  exception  ba¬ 
sis.  My  feeling  is,  I  should  be  able  to  sub¬ 
scribe  to  any  event  the  system  is  aware  of 
and  have  it  notify  me  in  real  time  when 
the  event  is  completed.  This  is  a  basic 
function  of  a  workflow  environment,  and 
Conductor  doesn’t  do  it. 

Kelly:  We’re  extremely  satisfied  with  the 
wealth  of  information  the  console  deliv¬ 
ers.  But  we  haven’t  been  able  to  custom¬ 
ize  it,  so  only  specific  variables  are  acces¬ 
sible.  There’s  certain  information  we 
want  for  management  eyes  only,  and 
right  now,  administrators  see  everything. 

Support 

Summary:  Forte  hasn’t  yet  tailored  a 
class  for  business  analysts,  who  are  the 
consumers  of  this  product.  Users  say 
Forte  needs  a  class  that  blends  material 
on  business  process  re-engineering  with 
Forte  terminology  so  business  analysts 
can  write  the  routing  logic  that’s  needed. 

Kelly:  The  manuals  need  to  give  more 
guidance  on  what  should  be  done  first. 
We  didn’t  know  if  we  should  start  coding 
the  process  steps,  then  add  the  business 
rules  or  do  it  in  reverse.  Forte’s  seminars 
are  only  tool-focused,  they  don’t  offer 
anything  that  teaches  the  building 
process.  □ 


Burden  is  Computerworld ’s  features  writer, 
Buyer's  Guide. 


Now  PeopleSoft  runs  on  your  AS/400e  “series. 

Few  combinations  elicit  such  an  enthusiastic  response. 


Mention  to  your  staff  that  PeopleSoft  now  runs  on  the  new  IBM  AS/400e  series  and  their  mood  is 
certain  to  improve.  This  powerful  combination  of  business  application  software  and  heavy-duty 
64-bit  RISC  AS/400  processor  will  perform  wonders.  PeopleSoft  offers  unparalleled  enterprise-ready 
applications  for  managing  finance,  distribution,  manufacturing  and  human  resources.  And  they’re  all 
Year  2000  compliant.  So,  give  us  a  call  to  learn  how  this  cool  new  comho  can  help  make  your  busi¬ 
ness  more  productive. 

For  a  special  white  paper,  call  1  888  773-8277.  Or  visit  the  PeopleSoft  Web  site  at  www.peoplesoft.com 
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In  Depth 


I  came  this  close  to 
crossing  Betty  Crocker  off 
my  Christmas  card  list. 


general  mills,  inc.  launched  www.bettycrock.er. 
com  in  July  with  much  fanfare.  One  of  the  World 
Wide  Web  site’s  most  popular  features  is  “Ask 
Betty,”  where  bakers  and  homemakers  are  invited 
to  ask  questions  of  or  share  thoughts  with  the 
trusted,  fictitious  spokeswoman. 

I  asked  Betty  Crocker  why  my  wife’s  chocolate- 
chip  cookies  are  always  “either  raw  on  the  inside 
or  burnt  on  the  outside.”  Furthermore,  I  asked 
how  I  might  tactfully  share  baking  tips  with  my 
wife.  Why  not?  This  was  no  faceless  corporation  I 
was  chatting  with;  this  was  Betty-for-crying-out- 
loud-Crocker,  confidante  to  Americans  since  1921. 

Well,  Betty  Crocker  blew  me  off.  At  first,  any¬ 
way. 

And  she  was  not  alone. 

In  a  recent  test,  I  sent  electronic-mail  queries 
to  big-name  companies  to  test  their  response 
time.  It  turned  out  to  be  lousy,  given  that  con¬ 
sumers  are  accustomed  to  having  their  questions 
answered  on  a  call-center  line  before  they  hang 
up  the  phone.  Of  the  23  companies  contacted,  on¬ 
ly  nine  responded  within  24  hours.  Three  didn’t 
reply  at  all,  and  two  responded  only  after  a  sec¬ 
ond  E-mail  message  was  sent. 

In  other  words,  Web  customers  aren’t  getting 
the  quick  responses  they’ve  come  to  expect  from 
800-number  telephone  call  centers.  Whether 
shopping  from  a  catalog  or  fuming  in  a  broken- 
down  car,  when  consumers  want  support,  they 
want  it  now  and  they  want  it  toll-free. 


Increasingly,  they  want  it  on  the  Web. 

David  M.  Cooperstein,  an  analyst  at  Cam¬ 
bridge,  Mass. -based  Forrester  Research,  Inc.,  says 
about  1%  or  2%  of  consumer  communication 
with  U.S.  businesses  is  via  E-mail.  Forrester  pre¬ 
dicts  this  will  grow  to  about  5%  by  the  end  of  the 
decade.  As  a  percentage,  that’s  low.  But  as  a  raw 
number,  Cooperstein  points  out,  “that’s  a  lot  of 
E-mail.” 

Businesses  that  ignore  or  underestimate  that 
development  in  customer  service  are  nuts.  For 
one  thing,  the  people  sending  E-mail  are  precise¬ 
ly  the  educated,  high-income  opinion  leaders  that 
marketers  drool  over. 

But  many  businesses  are  ill-prepared  to  handle 
hundreds  of  E-mail  messages  from  consumers. 

So  information  systems  departments  will  have 
to  take  the  lead  in  two  arenas.  First,  they  must 
evaluate  an  emerging  breed  of  response-center 
technology  that  routes  and  manages  the  incom¬ 
ing  queries.  Second,  IS  may  have  to  referee  dis¬ 
putes  between  marketing  departments,  which 
want  to  slap  together  a  Web  presence  pronto,  and 
traditional  call  centers,  which  are  routine-driven 
and  more  skeptical  about  adding  the  new  tech¬ 
nology  and  responsibilities. 

the  e-mail  challenge 

Most  of  my  E-mail  inquiries  went  to  Fortune  50 
companies.  I  filled  out  all  electronic  forms  com¬ 
pletely  and  accurately,  and  I  always  requested  a 
speedy  reply. 


Disregarding  Betty  Crocker  for  the  moment, 
all  but  three  companies  sent  a  reply  of  some 
sort.  Mobil  Corp.,  Nike,  Inc.  and  US  Airways 
Group,  Inc.  sent  nothing.  Nada.  Zilch. 

Microsoft  Corp.  gets  an  Incomplete.  My  mes¬ 
sage  went  to  a  page  that  wasn’t  intended  for  two- 
way  communication,  a  spokeswoman  said. 
Fooled  me.  But  upon  further  review,  I  declined 
to  lump  Microsoft  in  with  the  no-shows. 

A  Coca-Cola  Co.  spokeswoman  said  the  com¬ 
pany  never  got  my  first  query,  so  I  tried  again 
and  got  a  response  —  69  hours  later.  Mobil  said 
my  message  was  probably  a  victim  of  a  systems 
changeover  in  one  of  its  13  mailboxes.  Nike  has 
been  overwhelmed  by  2,000  E-mails  a  day  and 
is  just  putting  autoresponse  software  in  place. 
Ditto  US  Airways. 

Most  companies  that  did  reply  took  too  long  to 
do  so.  Customer  satisfaction  experts  say  con¬ 
sumer  inquiries,  whether  received  by  phone  or 
E-mail,  should  be  answered  the  same  business 
day  they’re  received.  Failing  that,  they  should  be 
answered  within  24  hours.  Only  nine  companies 
in  the  study  hit  the  24-hour  mark. 

The  quality  and  thoroughness  of  the  responses 
was  a  pleasant  surprise.  For  the  most  part,  the 
people  answering  E-mail  —  whether  response 
center  workers  or  product-line  experts  dragooned 
into  duty  —  take  the  work  seriously,  even  when 
the  question  is  a  bit  off-topic. 


are  standing 


For  instance,  representatives  at  Du  Pont  Co.  in 
Wilmington,  Del.,  politely  answered  my  query 
(when  was  Kevlar  invented?)  and  threw  in  the  in¬ 
ventors’  names  to  boot. 

I  received  rapid  autoreplies  from  Wal-Mart 
Stores,  Inc.  in  Bentonville,  Ark.,  and  New  York- 
based  AT&T  Corp.  informing  me  that  my  query 
had  been  received  and  would  be  addressed. 

Autoreplies  are  intended  to  reassure  consumers 
that  they’ve  been  heard. 

AT&T  followed  up  with  a  thorough  response 
six  hours  later.  Wal-Mart’s  reply,  on  the  other 
hand,  merely  requested  a  home  address,  to  which 
company  President  and  CEO  David  Glass  sent  a 
content-free  form  letter  a  few  days  later. 


say  it  ain’t  so 

But  my  biggest  concern  was  the  feeling  that  I’d 
been  stiffed  by  Betty  Crocker.  Crushed,  I  called 
General  Mills  in  Minneapolis  and  spoke  with 
Cindy  Murphy,  whose  title  is  Betty  Crocker  Equity 
Manager. 

Murphy  is  proud  of  Ask  Betty. 

“There  are  over  ioo  E-mails  to  Betty  every  day,” 
she  said.  Murphy  trains  a  select  group  of  General 
Mills  customer  service  representatives  in  “Betty- 
speak."  That  ensures  that  E-mail  writers  receive 
consistent  responses  that,  in  addition  to  helpful 
facts,  include  a  dollop  of  Betty’s  charming  wit. 

As  for  response  time,  "We  try  to  turn  them 
around  within  one  working  day,”  Murphy  said. 
But  she  confessed  that  the  site  has  lost  enough 
E-mail  so  that  it  recently  fired  its  Internet  service 
provider  and  now  routes  all  traffic  through  its  own 
servers. 

Ah,  renewed  hope!  Maybe  Betty  just  never  got 
my  E-mail.  Heartened,  I  sent  it  again  and  started 
the  stopwatch. 

Here  I  must  confess  that  my  wife  is  in  fact  a 
superb  baker  whose  chocolate-chip  cookies  are  al¬ 
ways  perfect.  Had  Betty  somehow  divined  my  fib? 
Betty  is  warm,  but  she  suffers  no  fools  gladly.  Did 
she  see  right  through  me? 

Would  Betty  Crocker  stand  me  up  again? 
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we  have  a  winnah! 

Betty  and  I  were  going  through  a  rough 
spell,  but  Marian  Paine  is  without  doubt  my 
hero.  Paine  is  a  consumer  specialist  at  Gen¬ 
eral  Electric  Co.’s  GE  Answer  Center.  She’s 
worked  at  the  Louisville,  Ky.,  center  for 
more  than  n  years  answering  phone  calls 
and,  since  last  year,  E-mail. 

And  boy,  can  Paine  answer  E-mail. 

I  sent  GE  an  intentionally  vague  question 
about  my  dishwasher  at  2:45  p.m.  At  3:19 
p.m.  I  received  a  thorough  answer  that 
pointed  out  that  I’d  never  registered  the 
dishwasher  with  GE  (true  enough)  but  nev¬ 
ertheless  took  a  stab  at  diagnosing  the  prob¬ 
lem  and  told  me  where  else  I  could  turn  for 
help. 

The  reply  was  initialed  “MP.”  This 
turned  out  to  be  Paine. 

The  grandmother  of  four  is  humble 
when  informed  she  is  the  E-mail  response 
champ.  “If  my  teammates  hadn’t  carried 
their  load,”  she  says,  “I  wouldn’t  be  able  to  answer 
so  quickly.” 

Fairfield,  Conn.-based  GE  was  one  of  the  first 
companies  to  offer  customers  a  24-hour  help  line, 
so  it’s  no  surprise  the  company  has  emerged  as  an 
E-mail  leader.  Workers  rotate  from  the  phones  to 
the  PC,  taking  four-hour  E-mail  shifts.  A  GE 
spokesman  says  the  Answer  Center  receives  about 
1,100  E-mail  queries  each  month. 

dropping  the  bucket 

E-mail  centers  —  offshoots  of  call  centers  —  are 
so  new  that  there’s  little  consistency  in  their  orga¬ 
nization.  Some  customer-response  centers  dedi¬ 
cate  a  few  workers  to  the  Internet  full-time,  leaving 
the  rest  to  answer  phones.  Some,  like  the  GE  An¬ 
swer  Center,  rotate  representatives  through  both 
media.  But  at  this  early  stage,  most  businesses  re¬ 
ly  on  what  Martin  Prunty,  a  call-center  consultant 
and  president  of  the  Scottsdale,  Ariz.-based  Tele¬ 
com  Group,  calls  the  “E-mail  bucket.” 


Marian  Paine 
at  the  GE  Answer 
Center  began 
answering  E-maif 
last  year  and  has 
fielded  her  share 
of  odd  questions. 
“There  was  the 
man  who  had 
thawed  fish  in  his 
washing  machine/1 
she  recalls.  “He 
wondered  how  to 
get  the  smell  out. 

I  don't  know  if  he 
ever  got  an 
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answer  on  that 


The  E-mail  bucket  is  a  single  address  that  re¬ 
ceives  all  of  a  business’  inquiries,  which  must 
then  be  routed  to  the  appropriate  department  or 
expert. 

Prunty  says  this  adds  to  the  workload  of  em¬ 
ployees  outside  the  response  center,  who  find  it 
tempting  to  put  the  query  at  the  bottom  of  their 
to-do  list. 

Case  in  point:  I  was  flattered  that  my  question 
for  Chicago-based  Amoco  Corp.  regarding  gaso¬ 
line  octane  was  answered  by  a  senior  research  en¬ 
gineer.  But  I  waited  five  and  a  half  days  for  the 
reply.  (Mark  that  with  an  asterisk;  the  engineer 
apologized  and  said  I  was  the  victim  of  a  typo  in 
the  address  field.) 


Operators,  page  98 


Most  company  Web  sites 
encourage  customer  feed¬ 
back.  That  generates  a  lot  of 
E-mail.  Who’s  answering 
that  mail,  and  what  kind  of 
job  are  they  doing?  We’re 
sneaky.  We  checked. 


EPTH 
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at  long  last 

Four  hours  after  I  resend  my  query  to  Ask  Bet¬ 
ty,  my  PC  bings  with  new  mail.  I  nearly  weep 
with  relief.  Betty  has  replied  as  I  knew  in  my 
heart  of  hearts  she  would  —  promptly,  effi¬ 
ciently,  reliably.  I  picture  her  wiping  her  hands 
on  her  red-and-white  apron,  busy  but  never  too 
busy  to  help,  while  she  tells  me: 


“I’m  sorry  to  hear  the  chocolate-chip  cookies 
haven’t  been  turning  out  the  way  you  would 
like  them  to  be.”  Betty  briskly  runs  through 
cookie-sheet  facts,  causes  of  doughiness,  caus¬ 
es  of  burnt  edges.  I  knew  I  could  count  on 
Betty. 

But  wait.  She’s  not  done:  “As  far  as  a 
tactful  way  to  pass  this  advice  along,  why 
don’t  you  offer  to  bake  the  next  batch  with 
your  wife.  I’ve  always  felt  that  time  in  the 
kitchen  is  a  romantic  addition  to  any  mar¬ 
riage." 

Oh  my.  Am  I  mistaken,  or  did  Betty  Crocker 
just  offer  me  advice  on  my  love  life? 

Let’s  see  an  artificial  intelligence  application 
try  that,  a 

Ulfelder  is  Computerworld 's  senior  editor,  In 
Depth.  His  Internet  address  is  steve_ulfelder@ 
cw.com. 


the  Einsteins  over  in  marketing  finally  added  a  drop-us-a-line  but¬ 


ton  to  the  Web  site.  Now  your  organization  has  a  growing  stack  of  E-mail 


addressed  to  no  one  in  particular,  and  marketing  has  magnanimously  nom¬ 


inated  you  to  deal  with  it.  What  to  do? 


E-mail  routing  and  answering 
software  is  just  emerging. 
Mark  Levitt,  an  analyst  at  In¬ 
ternational  Data  Corp.  in 
Framingham,  Mass.,  says 
“that  market  has  just  popped 
up  in  the  last  several 
months.”  Fie  says  the  follow¬ 
ing  three  vendors  and  prod¬ 
ucts  are  leaders  in  the  field: 

Brightware,  Inc.’s  Brightware 
1.0.  The  Novato,  Calif.,  com¬ 
pany’s  high-end  product 
(prices  start  at  $95,000)  is  an 
artificial  intelligence  applica¬ 
tion  that  reads  and  replies  to 
E-mail.  Once  the  user  sets 
rules  in  a  database,  Levitt 
says,  “no  human  is  involved.” 

Mustang  Software,  Inc.’s 
Web  Essentials  Internet  Mes¬ 
sage  Center.  This  Java  appli¬ 
cation,  which  costs  $1,499, 
distributes  E-mail  to  re¬ 
sponse-center  workers.  Mus¬ 
tang  is  based  in  Bakersfield, 
Calif. 

ErgoTech’s  WebLeader  E- 
Mailroom.  New  York-based 
ErgoTech  targets  the  low  end 
with  this  $99.95  Lotus 
Development  Corp.  Domino- 
based  application,  which 
routes  messages  within  an  or¬ 
ganization  based  on  the  con¬ 
tent  of  those  messages. 

Those  products  attack  the 
problem  in  different  ways. 


Brightware  automates  as 
much  as  possible.  Levitt  says 
Mustang’s  distinguishing  fea¬ 
ture  is  its  receipt  and  tracking 
capabilities,  which  let  man¬ 
agers  monitor  performance 
and  distribution.  The  Ergo¬ 
Tech  package  excels  at  distrib¬ 
uting  E-mail  throughout  an 
organization  without  requir¬ 
ing  a  human  reader. 

Vendors  also  are  working 
on  ways  to  merge  Internet 
and  telephone  inquiries.  Two 
methods  are  emerging:  The 
Web-based  telephone  call  and 
the  “call-me”  button. 

In  a  Web  phone  call,  users 
with  the  right  software  could 
click  a  button  on  a  Web  page 
to  initiate  a  call.  Assuming 
the  caller  had  only  a  single 
phone  line,  a  slice  of  band¬ 
width  would  then  be  devoted 
to  voice  while  the  user  stayed 
on  the  Web. 

The  customer  representa¬ 
tive  who  took  the  call  could 
then  share  and  even  control 
the  user’s  browser  —  a 
tremendous  help  for  trans¬ 
actions  such  as  catalog  pur¬ 
chases. 

The  Web-based  phone  call 
has  two  downsides:  It  re¬ 
quires  Web-calling  software, 
and  splitting  bandwidth  be¬ 
tween  voice  and  browser 
leads  to  a  low-quality  connec¬ 
tion. 

The  other  method,  a  call- 
me  button,  would  be  less  bur¬ 


densome  to  consumers.  They 
would  click  the  button,  enter 
their  phone  number  and  wait 
for  a  customer  representative 
to  call  them  back. 

The  drawback  here  is  that 
—  again  assuming  a  single 
phone  line  —  users  would 
have  to  log  off  the  Internet  to 
take  the  call. 

Consultant  Martin  Prunty 
says  Boca  Raton,  Fla.-based- 
Netspeak  Corp.  is  an  early 
leader  in  Web-calling  soft¬ 
ware. 

Versatility,  Inc.  in  Fairfax, 
Va.;  Spanlink  Communica¬ 
tions,  Inc.  in  Minneapolis; 
AnswerSoft,  Inc.  in  Richard¬ 
son,  Texas;  and  Edify  Corp.  in 
Santa  Clara,  Calif.,  are  other 
players  in  call-me  tools. 

In  addition  to  evaluating 
those  and  other  products,  in¬ 
formation  systems  may  need 
to  act  as  the  voice  of  modera¬ 
tion  between  those  in  the  or¬ 
ganization  who  are  eager  to 
put  up  a  Web  mailbox  but 
may  not  be  committed  to 
supporting  it  and  phone¬ 
centric  call  centers,  which 
may  resist  adding  E-mail  to 
their  queue. 

According  to  Forrester’s 
David  Cooperstein,  “IT 
should  be  figuring  out  the 
simplest  way  to  do  this  stuff. 
They  should  be  getting  mar¬ 
keting  and  the  operations 
people  together.” 

—  Steve  Ulfelder 


Here’s  how  the  companies  contact¬ 
ed  fared  in  response  time.  Experts 
consider  24  hours  the  maximum 
acceptable  time.  Beyond  that,  con¬ 
sumers  may  grow  hostile. 


COMPANY 

HOURS 

Amazon.com 

6.25 

Amoco 

161* 

AT&T 

1.5** 

General  Mills’ 

Betty  Crocker  division 
(first  try) 

No  answer 

Betty  Crocker 
(second  try) 

4 

Coca-Cola 

(first  try) 

No  answer 

Coca-Cola 
(second  try) 

69 

Du  Pont 

23-75 

FMR  Corp.’s 

Fidelity  Investments 

3i-5 

General  Electric 

0.5 

General  Motors  Corp.’s 
Cadillac  division 

92 

Hilton  Hotels  Corp. 

63 

IBM 

2-5 

j  Crew  Group,  Inc. 

18.75 

QVC,  Inc. 

4475 

L.  L.  Bean 

20 

Microsoft 

Not  applicable  (see  story) 

Mobil 

No  answer 

Nike 

No  answer 

Procter  &  Gamble  Co.’s 
Clearasil  division 

33 

Sears,  Roebuck  and  Co. 

45 

State  Farm  Insurance  Cos. 

120.5 

United  Air  Lines,  Inc. 

7 

US  Airways  Group 

No  answer 

Wal-Mart  Stores 

1.25*** 

*  Apologized  for  late  reply,  said  it  was  due  to  typo  in 
E-mail  address. 

**  Autoreply.  Received  answer  to  query  six  hours  later. 

***  Autoreply.  Received  form  letter  via  U.S.  Mail  two  days 
later. 
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■yow  you  can  see  your  company’s 
Year  2000  challenge  in  a  whole 
new  light.  With  Cap  Gemini’s 
^  TransMillennium™  Services  you 
receive  100%  renovation  of  standard 
renovation  groups  from  spec  to  delivery 
in  just  four  weeks — and  the  industry’s 
most  reliable  guarantee. 

World-Renowned  Quality 

Cap  Gemini  was  the  first  to  develop  the 
most  widely  used  artificial  intelligence  tool 
specifically  designed  for  handling  Year 
2000  renovations.  And  thanks  to  high 
automation  rates  and  ISO  9001  certifica¬ 
tion,  you  receive  more  rapid,  consistent, 
and  accurate  solutions,  with  less  stress  on 
your  valuable  programming  resources. 

On-Time  Delivery 

For  rapid  renovations,  use  Cap  Gemini  as 
a  primary  or  alternative  source  for 


renovating  all  or  part  of  your  inventory. 

We  can  accelerate  your  Year  2000  renova¬ 
tion  by  providing  100%  renovated  code 
from  spec  to  delivery  in  just  four  weeks. 
The  consistency  and  quality  of  the  renova¬ 
tion  will  also  reduce  your  testing  time. 

High  Volume  Capacity 

As  a  $3.4  billion  leader  in  the  IT  industry 
with  27,000  employees,  10  Application 
Renovation  Centers5"'  worldwide,  and 
several  TransMillennium  Services 
licensees,  we  have  abundant  capacity 
for  your  renovation. 

From  a  Source  You  Can  Trust 

Cap  Gemini  has  maintained  a  core 
competence  in  conversions  since  the 
1970s.  We’ve  implemented  highly 
automated,  faster,  safer,  and  better-quality 
Year  2000  solutions  since  1992.  We  have 
a  proven  track  record  of  nearly  1000 


applications  renovated  to  date,  more  than 
2  billion  lines  of  code  processed,  and  over 
200  satisfied  customers. 

At  Surprisingly  Affordable  Prices 

For  a  reliable  renovation,  from  an  industry 
leader,  guaranteed  to  spec  and  delivered 
in  just  4  weeks,  you  might  expect  a  high 
price  tag.  At  Cap  Gemini,  you'll  only  find 
surprisingly  affordable  prices. 

To  get  a  fixed  price  quote  on 
standard  renovation  groups  within 
48  hours,  until  October  31st,  call  us  at 

(212)  944-6565,  Ext.  250.  Or  visit  our 
Web  site  at  www.  usa.capgemini.  com. 


TRANSMILLENNIUM™  SERVICES 

The  Smart  Solution  to  the  Problem  of  the  Century:- 


Cap  Gemini 


Cap  Gemini  America,  Inc.,  TransMillennium'M  Services,  1114  Avenue  of  the  Americas,  29th  Floor,  New  York,  NY  10036 
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IT  Careers 


►  Year  2000  projects  are  expected  to  hamper  IS  staffs  and  budgets  next  year  and 


Opportunities:  Not  just  for  Cobolers  anymore 


f  there’s  a  shortage  of  Cobol  pro¬ 
grammers,  Dave  Kelble,  manager  of 
Wawa,  Inc.’s  year  2000  conversion 
project,  isn’t  losing  sleep  over  it. 


With  the  help  of  six  consultants  at  Keane,  Inc. 
and  two  additional  staffers  at  the  $i  billion  food 
retailer  in  Wawa,  Pa.,  Kelble  boasts  he’s  “got  the 
programmer  side  nailed.” 

But  Kelble  isn’t  quite  ready  to  declare  victory. 

He  still  needs  to  find  a  test  expert,  a  resource 
likely  to  become  increasingly  scarce  as  companies 
follow  Wawa  into  the  renovation  phase  of  their 
year  2000  projects. 

If  you’re  in  the  job  market,  take  note.  Testing 
specialists  are  just  the  tip  of  the  iceberg.  The  year 
2000  —  an  estimated  $300  billion  to  $600  billion 
problem  —  will  affect  not  only  legacy  systems  but 
also  packaged  software,  customized  applications 
in  the  business  units  and  embedded  systems  in 
equipment  and  buildings.  During  the  next  year, 
analysts  say,  companies  will  compete  fiercely 
for  quality-assurance  folks,  fourth-generation  lan¬ 
guage  programmers  and  superhuman  project 
managers  to  get  them  over  the  hurdle. 


If  you  fit  one  of  the  following  profiles,  a  date- 
conversion  project  could  launch  your  career  into 
the  next  century. 

Inquisitive  recent  college  graduates: 

Companies  such  as  Atlantic  Energy,  Inc.  need 
people  to  survey  business  areas  and  create  a  data¬ 
base  of  all  systems  that  will  be  affected  by  the  year 
2000  date  change. 

“If  someone  came  to  me  and  said  they  would  do 
that,  they  would  get  almost  a  rotational  assign¬ 
ment  off  the  bat,”  says  Chris  Arena,  year  2000 
project  manager  at  Atlantic  Energy,  a  $1  billion 
utility  in  Pleasantville,  N.J.  “In  a  short  time,  you 
could  learn  more  about  a  company  than  most  peo¬ 
ple  learn  in  seven  years.” 

Out-of-date  developers: 

People  who  know  MVS,  RPG  and  a  host  of  older 
fourth-generation  programming  languages  are 
about  to  become  very  hot  properties,  say  consul¬ 
tants  at  year  2000  service  companies. 

Retired  information  systems  professionals: 

Companies  are  turning  to  the  people  who  best 


know  their  custom  systems  for  short-term,  highly 
lucrative  work. 

Packaged  software  experts: 

Companies  that  replace  their  systems  rather  than 
renovating  their  code  will  be  desperate  for  people 
who  know  commercial  software  applications  from 
companies  such  as  SAP  AG,  The  Baan  Co.,  Oracle 
Corp.  and  PeopleSoft,  Inc.,  says  Jim  Woodward, 
senior  vice  president  at  Cap  Gemini  America,  a 
New  York-based  consultancy  with  $3.4  billion  in 
revenue  and  190  year  2000  clients. 

Project  managers: 

These  people  can  practically  name  their  price  — 
as  long  as  they’re  willing  to  take  on  the  largest 
project  management  challenge  in  history. 

“All  of  a  sudden,  people  from  middle  ranks  are 
dealing  with  CEOs,  executives  and  legal  staff,” 
says  Stephanie  Moore,  a  senior  analyst  at  Giga  In¬ 
formation  Group,  a  Cambridge,  Mass.-based  in¬ 
formation  services  company.  “They  are  making 
great  contacts  not  only  with  high-level  executives 
from  their  own  companies  but  in  other  com¬ 
panies  as  well.” 


Whatever  it  takes  (whatever  that  is) 


hen  the  Dallas-based  Center  for  Quality  and  Produc¬ 
tivity  surveyed  300  of  the  largest  year  2000  service 
providers,  it  said  there  is  adequate  staff  capacity  — 
at  least  for  the  moment.  But  of  the  six  service  providers  we 
spoke  to,  not  one  said  they  had  the  resources  they  needed. 

In  April,  Howard  Rubin,  chairman  of  the  computer  science 
department  at  Hunter  College  in  New  York,  surveyed  112  cor¬ 
porate  IS  directors,  plus  managers  at  Cap  Gemini,  about  their 
state  of  readiness  for  the  year  2000.  Here’s  what  he  found: 

■  Fewer  than  one  in  eight  have  a  full-fledged  strategy  for  deal¬ 
ing  with  the  date  conversion  change. 


■  Only  18%  have  a  detailed  conversion  project  plan.  Of  those 
respondents,  87%  said  they  plan  to  outsource  assessment  and 
conversion. 

■  45%  plan  to  hire  additional  staff.  Of  those,  88%  expect  it  to 
be  difficult  to  find  that  staff. 


■  76%  expect  date  conversion  work  to  increase  to  between 
20%  and  40%  of  the  total  IS  budget  during  the  next  three 
years. 


■  97%  said  cost  wasn’t  an  issue. 


dCOMPUTERWORLD 

Attorney  John  Kreitler  offers  project  manag¬ 
ers  tips  on  the  legal  pitfalls  of  year  2000 
work  on  our  Web  site  at: 
www.computerworld.com/careers 


i  bolster  careers  in  the  process 

Staffing:  More 
than  the  golden 
handcuffs 

o,  you  say  your  project  is  fully 
staffed.  Well,  you  aren’t  out  of 

the  dog  house  yet. 

“Systems  integrators  are  stealing 
people  from  corporate  America  and  from  one  an¬ 
other,”  says  Matt  Hotle,  research 
director  at  Stamford,  Conn.-based 
research  firm  Gartner  Group,  Inc. 

And  it  isn’t  just  systems  integrators 
you  have  to  watch  out  for.  “One  large 
bank  had  an  excellent  year  2000  proj¬ 
ect  manager  on  the  project  for  two 
years,”  says  Stephanie  Moore,  an  an¬ 
alyst  at  Giga  Information.  "A  compet¬ 
ing  bank  hired  her  away  at  two  and  a 
half  times  her  salary.  It’s  a  very  large 
problem.” 

The  only  way  companies  can  attack  it  “is  with 
the  golden  handcuffs  or  by  creating  an  environ¬ 
ment  where  people  want  to  stay,”  says  Joe  Gott¬ 
lieb,  executive  vice  president  and  analyst  at  Stam¬ 
ford,  Conn.-based  research  firm  Meta  Group,  Inc. 

Many  are  offering  end-of-project  bonuses  of  as 
much  as  $50,000  in  addition  to  spot  bonuses  and 
milestone  rewards.  Companies  such  as  The  Pru¬ 
dential  Insurance  Company  of  America  have  a  hu¬ 
man  resources  executive  working  with  business 
groups  to  implement  a  year  2000  human  re¬ 
sources  strategy.  Others  are  thinking  about  part- 

time,  flextime  and  work- 
at-home  opportunities  as 
well  as  more  touchy- 
feely  rewards  that  in¬ 
clude  luncheons  or  the 
chance  to  commute  in 
the  company  limousine. 

But  throwing  money 
at  people  is  never 
enough,  says  David 
Foote,  a  managing  part- 


BY  NATALIE  ENGLER 


ner  at  another  Stamford-based  consulting  firm, 
Cromwell  Partners  LLC.  “Over  time,  the  issue  is 
not  how  many  fingers  you  can  stick  in  a  dike.  You 
have  to  change  the  whole  concept  of  how  you  pay 
people.  And  you  can’t  do  that  without  making  a 
cultural  shift.” 

Indeed,  the  two  essential  ingredients  for  retain¬ 
ing  staff  are  both  closely  tied  to  corporate  culture. 
They  are  executive  support  and  the  promise  of  an 
exciting  career  at  the  company. 

Those  are  among  the  main  reasons  Chris  Arena 
stays  with  Atlantic  Energy,  despite  the  unease  he 
feels  as  the  company  undergoes  a  merger  with 
Delmarva  Power  and  Light  Co.  in  Wilmington, 
Del. 

Six  months  ago,  Arena  almost  left 
the  electric  utility.  But  he  stopped  and 
asked  himself,  “What  happens  to  me 
after  the  year  2000?”  Then  he  decid¬ 
ed:  “I  don’t  want  someone  to  take  me 
on  and  cut  me  loose  in  two  years.  I 
don’t  want  to  worry  about  where  I 
will  be.” 

Sue  Kozik,  vice  president  and  chief 
technology  officer  (CTO)  at  Penn  Mu¬ 
tual  Life  Insurance  Co.  in  Horsham, 
Pa.,  has  lost  only  one  year  2000  proj¬ 
ect  worker  —  including  consultants  —  since  the 
company  began  its  project  last  year.  The  low  turn¬ 
over  could  very  well  be  attributed  to  Kozik’ s  con¬ 
stant  reminder  to  people  to  “think  about  the  visi¬ 
bility  you  are  getting.  We  would  be  foolish  not  to 
use  you  for  other  mission-critical  projects.” 

Kozik  credits  the  strategic  importance  of  the 
project.  “The  president  is  out  there  thanking  peo¬ 
ple  for  the  work  they  are  doing,”  she  says.  “That 
goes  along  way.” 

Irene  Dec,  vice  president  of  corporate  informa¬ 
tion  technology  and  Prudential's  year  2000  pro¬ 
gram  manager  —  a  program  with  about  no  mil¬ 
lion  lines  of  code  requiring  renovation  —  agrees 
that  high-level  support  was  a  key  reason  she  ac¬ 
cepted  the  job.  “I  doubt  I  would  have  accepted  the 
position  if  there  was  not  the  executive  commit¬ 
ment,”  she  says.  She  adds  that  to  do  so  would  be 
like  trying  to  climb  a  mountain  without  a  rope. 

Some  other  managers  are  taking  unusual  ap¬ 
proaches  to  staffing  from  the  start.  Arena,  for  ex¬ 
ample,  decided  to  bypass  outsourcing  and  con¬ 
sulting  firms  when  he  was  looking  for  people  to 


renovate  his  company’s  languages  —  including 
Cobol,  Cobol  II,  IMS,  CICS  and  assembler  —  and 
its  databases  and  other  applications.  Instead,  he 
recruited  four  people  he’d  encountered  at  previ¬ 
ous  jobs. 

How  did  Arena  persuade  them  to  leave  their 
jobs  and  work  for  him?  For  starters,  he  rented  an 
office  that  cut  their  commute  by  half.  He  gave 
them  each  a  one-year  contract  —  soon  to  be  ex¬ 
tended  by  two  years.  And  he  included  them  in 
strategy-setting  sessions 
early  on.  Then  he  let 
them  work  independent¬ 
ly  in  a  casual  environ¬ 
ment  away  from  day-to- 
day  maintenance  and 
much  supervision. 

“People  have  tried  to 
steal  them  for  at  least 
$10  an  hour  more  than 
they’re  making,”  Arena 
says.  But  he  says  they 
stay  because  of  the  quality  of  their  work  lives. 
“They  get  to  work  close  to  home  with  little  super¬ 
vision,  and  they  see  that  we  are  making  progress.” 

Arena  says  he  feels  the  same  way.  “I  want  to  put 
it  down  in  the  record  books  that  I’ve  been  success¬ 
ful  on  a  major  project  like  this,”  he  says. 

American  Bankers  Insurance  Group,  Inc.  in 
Miami  took  a  different  tack  to  hiring.  “We  haven’t 
singled  out  the  year  2000  problem,”  says  Michael 
Ray,  executive  vice  president  of  the  information 
services  department.  “We  try  to  tell  people  there  is 
life  after  the  year  2600.  That  has  helped  because 
people  are  coming  here  for  a  career,  not  a  job.” 

Ray’s  advice  boils  down  to  this:  “IS  depart¬ 
ments  have  to  recognize  that  their  No.  1  job  is  hu¬ 
man  resources  management.” 

Year  2000,  page  102 
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Project  managers:  Year  2000  superheroes 


lie  sexy  jobs,  the 
ones  that  will 
really  limit  us, 
are  the  project 
management  jobs.  We  don’t 
have  a  lot  of  people  with  expe¬ 
rience  managing  hundreds  of 
thousands  of  people,”  says 
Ken  Orr,  president  of  The  Ken 
Orr  Institute  in  Topeka,  Kan. 

Indeed,  the  project  manager’s  role 
is  pivotal.  “Good  ones  can  save  their 
companies  millions,”  says  Susan 
Yule,  vice  president  at  the  Eliassen 
Group  in  Cambridge,  Mass. 

Bad  ones,  on  the  other  hand,  are 


“the  key  point  of  failure  for  year 
2000  projects,”  says  Matt  Hotle,  re¬ 
search  director  at  Gartner  Group. 

The  job  can  be  a  tough  sell,  howev¬ 
er.  “You  have  to  sell  it  as  the  largest 
maintenance  project  in  the  history  of 
this  business,”  says  Sue  Kozik,  vice 
president  and  CTO  at  Penn  Mutual. 

The  scope  of  the  project  is  so 
huge,  there  aren’t  many  people  who 
can  get  their  arms  around  it,  cau¬ 
tions  Stephanie  Moore,  a  senior  ana¬ 
lyst  at  Giga  Information.  It  requires 
someone  who  can  manage  an  enter¬ 
prisewide  project  with  a  drop-dead 
deadline;  estimate  schedules  and  ex¬ 
ecute  a  plan;  hire  and  supervise  tech¬ 
nical  resources,  end  users  and  con¬ 
sultants;  manage  multiple  moving 


parts;  diagnose  the  problem  across 
heterogeneous  systems;  and  take  re¬ 
sponsibility  for  20%  to  40%  of  the 
IS  budget.  If  you  possess  that  rare 
combination  of  skills,  the  rewards 
can  be  staggering.  Some  year  2000 
project  managers  make  as  much  as 


RISE  IN  BASE  SALARIES 

Meta  Group  estimates 
Gartner  Group  estimates 


$300,000,  with  a  $200,000  comple¬ 
tion  bonus,  Moore  says.  What’s 
more,  Kozik  says,  “it’s  a  wonderful 
feather  in  your  cap  to  be  able  to  say, 
‘I  have  extensive  experience  manag¬ 
ing  vendors  in  a  complex  strategic 
project  for  my  corporation.’  ” 


1997  1998 

25%  to  35%  40%  to  60% 
20%  20%  to  50% 


UPPING  THE  ANTE 


Next  year  and  beyond,  as  companies  move  into  the  renovation  phase  of 
conversion  projects,  average  base  salaries  projected  for  year  2000  staff 
show  dramatic  increases: 


Looking  beyond  1998:  The  drain,  the  pain 


nyone  who’s  ever  had  a  flat  tire  knows  the  feeling. 
One  minute  you’re  zooming  down  the  highway, 
the  window  open,  your  hair  blowing  in  the  wind. 
The  next,  you’re  thawumping  along  the  breakdown 

lane,  praying  you 


WHAT'S  ALL  THIS  EXTRA  HELP  GOING  TO  COST? 


The  approximate  per  capita  effort  and  costs  for  year  2000  conversion 
work,  in  terms  of  expended  man-months  and  costs  between  1996 
and  the  end  of  the  century 


INDUSTRY 

Military 

Insurance 

Communications 

Federal 

Retail 

Wholesale 

States 

Services 

Municipal 

Finance 


MONTHS  PER  CAPITA  COSTS 

9.55  $71,591 

5.00  $46,000 

4.24  $42,353 

5.33  $42,133 

5.50  $41,250 

5.18  $38,824 

5.00  $38,500 

4.44  $35,556 

4.00  $35,000 

3.00  $33,000 


Source;  Capers  Jones.  Software  Productivity  Research,  Burlington.  Mass. 


make  it  to  the  next 
exit. 

Welcome  to  the 
year  2000  problem,  a 
dilemma  that  Ken  Orr 
says  is  going  to  “suck 
the  air  out  of  the  soft¬ 
ware  business.” 

During  the  next 
year  or  so,  the  date 
change  is  likely  to  hit 
companies  with  a 
POP!,  followed  by  a 
giant  hissssssssss  as 
managers  realize  they 
don’t  have  the  staff  to 
patch  the  hole. 

Almost  half  of  the 
112  corporate  IS  direc¬ 
tors  and  managers  in¬ 


terviewed  by  Howard  Rubin,  chairman  of  the  computer  science  department 
at  Hunter  College,  said  they  plan  to  hire  additional  staff  for  their  year  2000 
projects.  And  of  those,  88%  said  they  expect  it  to  “be  difficult”  to  find  that 
staff. 

“Near  impossible”  is  more  like  it.  The  demand  for  skilled  professionals 
already  exceeds  the  supply. 

More  than  200,000  projected  IS  jobs  go  unfilled  every  year,  according  to 
Meta  Group,  and  the  year  2000  problem  only  exacerbates  that  shortage.  To 
date,  says  David  Foote,  managing  partner  at  Cromwell  Partners,  “people 
have  desperately  underestimated  their  need  for  staff.” 

As  a  result,  most  companies  will  end  up  shelving  projects  until  the  crisis  is 
abated. 

That  will  likely  have  a  ripple  effect  on  both  IS  and  non-IS  staffers  alike.  In 
the  near  future,  Orr  says,  “a  lot  of  highly  trained,  advanced  client/server, 
object-oriented  people  are  going  to  have  trouble  getting  jobs  if  they  are  not 
willing  to  work  on  this  problem.”  At  the  same  time,  raiding  will  create  corpo¬ 
rate  dissension  and  unease,  Foote  says.  "Project  managers  will  lose  a  third  of 
their  people,  causing  rifts  and  morale  issues,”  he  says. 

“People  are  going  to  have  to  triage,”  agrees  Bert  Russo,  vice  president  of 
legacy  management  at  CSC  Consulting,  Inc.  in  Lexington,  Mass.  The  ability 
to  abruptly  and  constantly  shift  priorities  “is  a  rigorous  management  that 
people  are  going  to  have  to  face  up  to,”  he  says.  And  it’s  a  practice  that  “his¬ 
torically,  companies  haven’t  been  very  good  at.” 

In  other  words,  do  the  best  you  can  with  the  staff  you’ve  got  —  and  brace 
yourself  for  a  bumpy  ride.  □ 

Engler  is  a  freelance  writer  in  Cambridge,  Mass. 
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•  STAFFING  UP  FOR  YEAR  2000 

■ 

Within  3  months 

Within  12  months 

Perhaps  because  of  expectations  for 
year  2000  work,  the  projected 

Permanent 

Temporary 

Permanent 

Temporary 

increase  in  permanent  IS  staff  over 

Increase  in  IS  staff 

2.7% 

11.8% 

1.5% 

NA 

the  next  three  months  rose  sharply 

Managers  increasing  staff 

23.4% 

9.9% 

24.5% 

7.7% 

in  the  past  month,  from  2.1%  to  2.7%. 

Managers  decreasing  staff 

NA 

NA 

2.4% 

4.9% 

The  12-month  projections  for 
permanent  staff  hiring  also  rose. 

Managers  maintaining  staff  levels 

NA 

NA 

73.1% 

87.4% 

Base:  9Q5  IS  managers 

NA-not  available 

Current  staff  mix 

Permanent  89.6% 

Temporary  10.4% 
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Qyc 

is  the  nations 
largest  electronic 
retailer  and  we’re 


Programmer/ 

Analyst 

Multiple  opportunities  are  available 
will  be  responsible  for  maintaining  existing 

applications  as  well  as  working  with  users  to  identify,  design  and  devel¬ 
op  new  system  applications.  Requires  experience  in  an  IBM  environment 
and  technical  competence  in  a  combination  of  the  following:  COBOL  II, 
MVS-ESAJCL,  SQL  (preferably  DB2),  VSAM,  TSO,  CICS  and  Stratus. 

Network  Operations  Manager 

This  integral  position  requires  a  total  understanding  of  networking  tech¬ 
nologies  and  requires  continuous  technical  currency  in  a  highly  complex 
and  evolving  field.  The  position  is  responsible  for  implementation,  oper¬ 
ation,  and  maintenance  of  large  integrated  voice/dala  networks  impact¬ 
ing  all  clients  and  business  areas  throughout  the  enterprise.  Responsible 
for  availability,  security,  developing  procedures,  change  and  configura¬ 
tion  management,  physical  planning,  national  vendor  management, 
inventory  control  in  a  multi-location  environment.  CS  degree  or  equiva¬ 
lent,  8  years  of  related  experience  and  complete  understanding  of  BAT 
and  CISCO  switched  and  routed  network  environments. 

QVC  provides  the  opportunity  to  create  and  build  business  paradigm  that  does 
not  exist  anywhere  else  -  blending  retailing,  marketing  and  broadcast  television 
with  leading-edge  technology.  Interested  applicants  may  fax  or  mail  resumes, 
notifying  position  of  interest  to:  QVC,  Inc.,  Dept  SDC/CW,  1200  Wilson 
Drive,  West  Chester,  PA  19380.  FAX:  610-701-1150  or  email: 
scarroll@qvc.com  or  check  us  out  on  the  web:  www.qvc.com  EOE. 


INFORMATION  TECHNOLOGY 
CONSULTANTS 


AETEA  Information  Technology  Inc., 
a  leading  provider  of  a  flexible  workforce  in  the  IT  arena,  has 
immediate  openings  for  talented  technical  professionals  with 
experience  in  the  following: 


•  DB2,  CICS 

•  COBOL 

•  FOCUS 

•  IDMS/ADSO 

•  Tandem 

•  YR2000 


•  PowerBuilder 

•  Visual  Basic 

•  C,  C++ 

•  Oracle 

•  Sybase 

•  S/W  Testing 


We  offer  a  competitive  salary  and  an  excellent  benefits  package. 
Fro  immediate  consideration,  fax  your  resume  to  (301)  721-1730, 
e-mail  resume  to  resumes@aetea.com  or  mail  to: 

AETEA  Information  Technology  Inc.,  Job  Code:  CWAD 
15245  Shady  Grove  Road,  Suite  155,  Rockville,  MD  20850 


AETEA. 

Information  Technology  Inc. 

To  learn  more  call  (301)721-4200  or  (888)77AETEA 

EOE/M/F/D/V 


Guilford 
County  is 
undertaking  a 
major  modern¬ 
ization  of  com¬ 
puter  systems 
throughout  the 
County.  This 
is  a  rare  and 
exciting  oppor¬ 
tunity  for  you 
to  participate 
in  building 
new  Client 
Server  envi¬ 
ronments 
using  state  of 
the  art  tech¬ 
nologies! 


ANALYST 

PROGRAMMER 


Requires  BS  degree  in  Computer 
Science  or  related  field  with  two  years  in 
system  analysis,  three  years  program¬ 
ming  complex  applications  and/or 
installing  packages;  or  equivalent  com¬ 
bination  of  experience  and  training. 
Thorough  knowledge  of  systems  analy¬ 
sis  and  design,  and  coding  either  (1) 
COBOL,  CICS  IMS/DLI,  DB2,  SQL  for 
MVS,  or  (2)  ORACLE  for  UNIX. 
PeopleSoft  experience  a  plus.  Excellent 
communication  skills  and  highly  service- 
oriented.  Annual  Salary  $37,444 
$56,166.  Requires  Guilford  County 
Application.  Apply  at: 

Guilford  County  Human  Resources 
Dept.,  201  S.  Greene  St.,  Greensboro, 
NC  27401.  (910)  373-3324.  Position 
#06101  b  05224.  Accepting  applica¬ 
tions  until  positions  are  filled. 
www.co.guilford.nc.us 

EEO/AA 


JOIN  THE  TECHNOLOGY-DRIVEN 
COMPANY  AND  REVOLUTIONIZE  INDUSTRIES. 


While  often  recognized  as  one  of  the  worlds  largest  financial  services  firms,  Fidelity 
Investments®  also  maintains  one  of  the  most  advanced  technology  infrastructures  in  the 
industry.  We  depend  on  systems  professionals  to  keep  our  technology  working  for  us  and 
have  opponunities  for  talented  people  committed  to  creating  the  kind  of  successes  that  have 
made  Fidelity  world  famous. 


MERRIMACK,  NH  OPPORTUNITIES 


Fidelity  Employer  Services  Company  (FESCo)  is  America’s  premier,  best-in-class  provider  of  technology- 
driven  HR  &  Payroll  outsourcing  services.  Our  dynamic  growth  has  created  exceptional  opportunities  in 
Merrimack,  NH.  Join  us  in  southern  New  Hampshire  where,  according  to  Money  Magazine,  three  of  the  top 
ten  places  to  live  in  the  entire  country  will  be  right  in  your  own  backyard.  Now’s  your  chance  to  join  a  systems 
technology  culture  that  exemplifies  excellence. 

SENIOR/PRINCIPAL  SOFTWARE  ENGINEERS 
(ORACLE  AND  PEOPLESOFT  APPLICATIONS) 

Job  Code:  CL2390 


PROJECT  MANAGERS  (HR/PAYROLL  required) 
Job  Code:  CL2396 


WEB  DEVELOPERS  (JAVA,  C++,  GUI) 

Job  Code:  CL2391 

DATABASE  ARCHITECTS  (ORACLE) 

Job  Code:  CL2392 

DATABASE  ADMINISTRATORS  (ORACLE) 

Job  Code:  CL2393 

SYSTEM  ADMINISTRATORS  (UNIX/SOLARIS) 
Job  Code:  CL2394 

SQA/TEST  ENGINEERS  (TEST  PLANS/SCRIPTS) 
Job  Code:  CL2395 


PRODUCT  ANALYSTS/MANAGERS  (HR/PAYROLL 
OR  TIME  &  ATTENDANCE  required) 

Job  Code:  CL2397 

PRINT  SPECIALIST  (XPSM,  LAPRES,  PRINT 
APPLICATIONS) 

Job  Code:  CL2398 

IMAGING  SOFTWARE  ENGINEER  (FILENET, 
VISUAL  BASIC,  WORKFLOW  APPLICATIONS) 
Job  Code:  CL2399 

BUSINESS/SYSTEMS  ANALYSTS  (HR/PAYROLL 
required) 

Job  Code:  CL2400 


All  positions  require  three  or  more  years  of  enterprise-wide,  Client/Server  application  experience. 
In  addition,  the  following  skills  are  also  desired:  SQR,  SQL,  PLSQL,  SQL  Forms,  Developer  2000, 
PeopleCode,  PeopleTools,  HTML,  CORBA,  DCE,  COM/DCOM. 


To  arrange  a  confidential  interview  while  attending  any  of  the  following  conferences,  please  email 
richard.pierce@fmr.com  or  david.kimmelman@fmr.com: 

•  Fall  97  Oracle  Applications  Users  Group  Conference,  Orlando  9/14-17 

•  Oracle  Open  World,  Los  Angeles  9/21-26 


BOSTON  OPPORTUNITY 


The  Fidelity  Investments  Systems  Company  (FISC)  Operations  Group  plays  a  key  role  in  supporting 
the  advanced  technology  infrastructure  of  Fidelity  Investments’  global  operations,  providing  information 
processing  services  and  managing  end-to-end  service  delivery.  If  you're  an  experienced,  proficient  Systems 
Programmer,  you  could  join  our  nationally  recognized  team  of  expert  systems  developers  in  Boston. 

PRINCIPAL  SYSTEMS  PROGRAMMER 
Job  Code:  CL2401 

To  deliver  a  highly  available  software  environment  in  support  of  DCE/ENCINA/DFS  software  for  our 
Web  site  and  our  WebXpress  application  environments,  you  will:  maintain  software,  debug  programs, 
install  patches,  and  manage  upgrade  releases  for  multiple  Sun  Solaris  servers.  You  will  also  interface  with 
vendor  (Transarc)  and  support  developers  to  plan  software  upgrades  and  to  resolve  software  problems. 
Four  to  seven  years  of  UNIX  experience,  including  scripting  with  K-shell  and/or  TCL.  Hands-on  expen- 
ence  with  DCE,  ENC1NA,  DFS  or  Tuxedo,  CICS/6000.  Solid  understanding  of  High  Availability  required. 


Specify  job  code  on  all 
responses.  When  faxing 
resumes  also  mail  original 
to  ensure  that  you're  in  our 
national  database. 


MERRIMACK  NH 


MAIL 

Fidelity  Investments 
Merrimack  Staffing 
P.O.  Box  9600 
Contra  Way,  Mail  Zone  T1J 
Merrimack,  NH  03054 
E-MAIL 

david.kimmelman@fmr.com 

FAX 

603-880-9616 


BOSTON 


MAIL 

Fidelity  Investments 
82  Devonshire  Street 
Mail  Zone:  G5A 
Boston,  MA  02109 

INTERNET 

allyn.gardner@fmr.com 

FAX 

800-343-1176 


BENEFITS 


•  Three-part  capital 
accumulation  plan  with 
401  (k) 

•  Comprehensive 
health /dental  insurance 

•  Emergency  backup  childcare 

•  Life  insurance  program  with 
investment  options 

•  Company-paid  pension  plan 

•  Programs  for  working  families 

•  Tuition  reimbursement 

•  Relocation  assistance 

EQUAL  OPPORTUNITY 

Fidelity  Investments  is  proud 

to  be  an  equal  opportunity 

employer. 


Fidelity 


Investments ■ 


Find 

trai ni ng 
now. 

careeragent.computerworld.com 


Visual  C++ 

Web  Developers 

ISCG  specializes  in  the  design  and 
implementation  ol  IT  solutions  lor 
Fortune  500  companies.  We  seek 
Visual  C++  and  internet/intranet 
developers. 

Only  full  time  positions  available. 

ISCG.  575  E  Swedesford  Road 

Wayne,  PA  19087 
FAX  (610)  989-7160 
WWW  ISCG  COM 


♦ 


Integrated 

Systems 

Consulting 

Group 


SAP  CONSULTANT  -  DUTIES: 
analyze,  design,  &  code  cus¬ 
tomer-specific  manufacturing  & 
distribution  sys.  within  SAP;  per¬ 
form  development  work  involving 
design  of  custom  tables,  trans¬ 
actions,  &  reporting;  map  & 
move  data  from  legacy  systems 
to  production  environment;  some 
project  management;  act  as  liai¬ 
son  between  the  company  & 
client  company;  REQ:  BS  in 
Comp.  Science:  4  yrs.  exp.  in  job 
offered  or  as  Analyst/Program¬ 
mer;  $89,000/yr.;  40  hr/wk;  Apply 
at  nearest  Job  Service  office  or 
mail  resume  to  Job  Service,  500 
w  Trade  St.,  Charlotte,  NC 
28202:  incl.  SSft.  Job  Order 
4NC2671 185  and  DOT  Code 
030.062-010. 


SOFTWARE  ENGI¬ 
NEERS  -  Multiple  Open¬ 
ings.  Bluestone  Consulting 
Inc.  a  Software  Consulting 
Firm  is  seeking  experi¬ 
enced  UNIX  software 
engineers,  with  C/C++,  X 
Windows/Motif  &  Oracle. 
Candidates  must  have  a 
Masters  &  at  least  1  year 
experience  as  a  Software 
Engineer.  Please  direct  all 
resumes  to:  Bluestone 
Consulting,  1000  Briggs 
Road,  Mt.  Laurel,  NJ 
08054,  Attn:  Rand 

Robbins. 


Programmer  Analyst,  Malden,  MA: 
Analyze,  design,  develop  and 
implement  client  server  applica¬ 
tions  using  Windows  SDK  pro¬ 
gramming,  C++,  Delphi,  Microsoft 
SQL  Server.  Use  object  oriented 
programming  features  such  as 
objects,  classes,  inheritance,  oper¬ 
ator  overloading,  polymorphism 
and  Windows  programming  fea¬ 
tures  such  as  Dialog  boxes. 
Menus,  Child  Window  Controls, 
Multitasking,  multithreading,  MDI 
for  development  of  the  products 
Req'd  Bachelors  in  Comp.  Sci.  or 
Engg.  2  yrs  exp  in  job  offered.  40 
hrs/wk.,  9a-6p,  Salary  ranges  b/n 
50-55K.  Send  resumes  to:  DB 
Concepts,  Inc.,  14  Summer  Street, 
Malden,  MA  02148.  Attn:  Mamsh 
Patel.  Tel:  (617)324-1995 


Director  Technology 


Direct  technology  develop¬ 
ment  for  major  Tennessee 
corporation.  Position  requires 
extensive  knowledge  of  0.0 
and  client  server  technology. 
B.S.  computer  science  plus 
experience  as  3rd  party  con¬ 
sultant  preferred.  Familiarity 
with  Lotus  Notes. 
Internet/Intranet.  PeopleSoft. 
NT.  Oracle. VisualBasic  helpful. 
Excellent  compensation/bene¬ 
fit  and  relocation  plan. 

Please  e-mail  resume  &  com¬ 
pensation  requirements  to: 


kukoyassoc@aol.com 


BAY  SEARCH 
GROUP 


National  I/S 
Placement  Specialists 

VISIT  OUR  WEB  PAGE 

www.baysearch.com 

Looking  for: 

Oracle.  SYBASE  UNIX. 
Visual  Baste.  PowerBuilder, 
Web  Developers 

(800)  637-5899 
Fax  (801)  285-3117 


CIGNA  ON  TECHNOLOGY 


C  o  m  p  u  t  e  r  w  o  r  I  d  September 
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15,  1997  careers.computerworld.com 

EAST 


train 


I/S  professionals  want 
the  opportunity  to  work 
with  the  latest  in  technology, 
right ?  Well,  there's  only  one 
place  to  find  it:  Liberty 
Mutual  I/S,  located  in  the 
picturesque  coastal  town  of  - 
Portsmouth,  NH.  The 
most  respected  professionals 
from  all  over  the  country  join  us 
because  of  our  unique  training 
programs.  We  work  with  you  in- 
house  to  develop  the  best  business 
solutions  for  our  customers  and  our 
company.  Plus,  our  employees  enjoy 
a  wide  array  of  year-round 
recreational  activities,  and  a 
commute  that  is  virtually  stress  free. 
So  if  you  want  the  latest  technology, 
and  you're  ready  to  work  with  one  of 
Portsmouth's  largest  employers,  hop 
on  board  with  Liberty  Mutual  I/S. 


Strategic  Architects 
Technical/Punctional  Consultants 
Project  Managers/Project  Leaders 
Business  &  Data  Analysts /Architects 
00  Client/Server  Developers 
Technical  &?  Programmer  Analysts 
Database  Analysts 
Software  QA/Test  Analysts 
Desktop/Network/Telecom  Services 


OMG/Corba 

VC++ 

SQL 

MQ 

Rumbaugh/OMT 


Liberty  I/S  has  begun  a  major  expansion  of  its  software  development 
centers  and  we  have  opportunities  available  at  all  levels  for  our  strategic 
development  initiatives.  Choose  from  our  corporate  data  center  in 
Portsmouth,  or  our  Massachusetts  development  center,  located  just  off 
Rte.  128  in  Danvers.  Please  send  your  resume  to: 

Bill  Hickmott,  Liberty  Mutual  Information  Systems, 

225  Borthwick  Avenue,  Portsmouth,  NH  03801. 

Fax:  (603)  431-0709;  email:  Jobs@Lmig.com  •  www.libertymutual.com 


LIBERTY 

MUTUAL 


freedom  of  Liberty 


Liberty  Mutual  is  an  equal  opportunity  employer  committed  to  workforce  diversity. 


Accelerate  The  Pace 


www.seek-consulting.com 


SEEK  Consulting  will  help  you  get 
where  you  are  going  faster.  SEEK 
is  a  national  technical  staffing  firm 
continually  recognized  as  one  of  the 
fastest  growing  companies  in  the 
country.  We  are  connected  to 
today's  leading  companies  and 
maintain  direct  communications  that 
make  our  clients’  latest  technical 
challenge  your  next  assignment. 


We  have  long-term  projects  nationwide 

•  Windows  NT/95,  VC++/MFC,  OLE, 
COMIDCOM 

•  Java,  ActiveX,  V/++,  Symantec  Cafe 

•  Delphi  Developers 

•  Oracle,  Informix,  Sybase,  DB2,  DBA’s 

•  Oracle  Financials  (OE,INV,GL,AR,  AP) 

•  PeopleSoft  HRMS,  Financials, 
Manufacturing 

•  C/C++,  UNIX,  Motif/Widgets 

•  UNIX  System  Administrators  (HP,  Solaris) 


CONSUL  TING 


including: 

•  Tuxedo  Developers/Administrators 

•  Network  Engineers,  ATM/Frame  Reloy/X.25 

•  Lotus  Notes  Developers  4.0,  Domino 

•  Mail  Implementations,  MS  Exchange, 

Lotus  Notes 

•  NT/UNIX  Device  Driver  Developers 
(and  server  level) 

•  ASIC/FPGA  Designers 

•  Windows  3. 1 19  SI  NT  Testers,  rO 
X-RunnerlWinRunner 

Stay  strides  ahead  by  sending  your  resume  to: 
SEEK  Consulting  Group,  Inc.,  Dept.  CW, 

1 1  Audubon  Road,  Wakefield,  MA  01880. 

Phone:  (800)  274-1174 
Fax:  (888)  777-SEEK  (7335) 

Email:  cw@seek -consulting, com  EOE 
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have  your  own 
definition  of  success. 

We  speak  your  language. 


You  want  success 
on  your  own 
terms.  At  CIGNA, 
we  speak  your 
language.  With 
new  technologies 

emerging  everyday,  we  can  offer  you 
varied  career  options  and  the  oppor¬ 
tunity  to  discover  the  position  that’s 
right  for  you.  Opportunities  exist 
in  the  following  areas  in 
Philadelphia,  PA, 

Bloomfield,  CT  and 
Voorfiees,  NJ. 

NT  Server 

•  Infrastructure 
Architecture 

•  Roll-out  and 
Implementation 

•  Network/Desktop 
Support 

•  Reid  Office  Design  and  Support 

Developers/Analysts/ 

Designers 

•  Visual  C/C++ 

•  PowerBuilder 

•  MICROFOCUS  COBOL 

•  Visual  Basic 
•EDI 

Mainframe  Developers 

•  COBOL 
•CICS 

•  DB2 

•  MVS/ESA 

Early  Career  Leaders 

•  Develop  skills  and  leam  from  senior 
management 

•  Advance  based  on  ability  to 
achieve  results 

•  Graduate  or  undergraduate  degree  in 
MIS  or  BA 

•  2-4  years’  Systems  experience  with  a 
business  organization 

•  Technical  product  certification 
desirable 

•  Work  history  demonstrating  a  high 
level  of  achievement 


These  positions  require  a  minimum 
of  2+  years'  solid  technical  experi¬ 
ence  as  well  as  strong  customer 
service,  analytical  and  communica¬ 
tion  skills  in  an  insurance  of  financial 
services  environment.  A  Bachelor’s 
degree  in  Computer  Science  or 
related  field  and/or  applicable  certifi¬ 
cate  is  preferred.  In  addition,  proven 
management  and  business  experi¬ 
ence  is  essential  for 
leadership  roles. 

Communicate  with  us. 
We  offer  a  competitive 
salary  and  comprehen¬ 
sive  benefits  package. 

To  speak  confidentially 
to  CIGNA  about  these 
opportunities,  please  call 
Corporate  Staffing  at 
(860)  726-6862.  You  may 
call  24  hours/day  and 
leave  a  message  with  a 
convenient  time  for  us 
to  contact  you.  Or  you 
may  forward  your 
scannable  resume  and 
salary  requirements  to: 
CIGNA,  Corporate 
Staffing,  Ad#  CW- 
997, 1601  Chestnut 
Street,  PO  Box  7728, 
Philadelphia,  PA  19101-9463;  or 
e-mail  us  at  jobs@cigna.e- 
mail.com  For  more  information 
about  CIGNA  see  our  home  page: 
http://www.cigna.com 
CIGNA  is  committed  to  diversity  in 
the  workplace. 


Cigna 

A  Business  of  Caring 


International  IT  publisher,  specializing  in  software  evaluations, 
located  in  Reston,  VA..  seeks  an  experienced  Editor  to  help  adapt 
IT  research  materials  to  the  U  S.  market.  Responsibilities  include 
reviewing  and  editing  reports  and  a  monthly  newsletter  covering 
multiple  software  areas  (e  g  Development  Tools.  RDBMS, 
Workflow.  Groupware),  doing  some  research  and  verification  of 
information,  as  well  as  communicating  with  research  analysts, 
vendors  and  customers. 

Must  have  significant  experience  in  the  software  industry,  a  strong 
IT  background,  excellent  communication  skills,  be  analytical  and 
detail-oriented,  and  have  proficiency  in  editing  and  proofreading 
The  ability  to  work  independently  and  to  manage  multiple  priori¬ 
ties  and  deadlines  is  required  Knowledge  of  French  is  a  plus 

This  is  an  excellent  opportunity  to  participate  in  the  success  of  our 
company  in  this  high-growth  industry 

FAX  or  e-mail  resume,  salary  history  and  requirements  to  META 
CXP.  Attn:  Mr  Alarcon.  703-860-661 1  Fax:  703-860-661 1 

jean-luc  alarcon  @  metagroup.com 


Telecommunications  Control 
Engineer/Packet  Switching 
Supervise  EWSP  packet 
switching  installation  and  sta¬ 
bilization.  Testing  software 
patch  release  test  cycles. 
Reproduce  and  test  corrections 
for  network  issues  and  errors 
that  will  arise.  Supervise  a 
team  of  engineers  and  assist 
customer  service  guiding  cus¬ 
tomers  towards  newer  technolo¬ 
gies.  Must  have  Associates 
Degree  in  Electrical, 
Electronics  technology. 
Computer  Science  or  related 
degree.  2  years  experience  in 
job  offered  or  2  years  experi¬ 
ence  in  related  occupation  as  a 
Telecommunications 
Engineer.  Experience  in  EWSP 
(Electronic  Packet  Switching 
dial  system)  and  telephony.  40 
hours  per  week:  ($58,960  per 
annum.)  Please  send  resume  to: 
FDLES  Bureau  of  Operations. 
1320  Executive  Center  Dr..  Ste 
110.  Tallahassee.  FL  32399- 
0667.  Re:  Job  order  #  FL- 
1656782.  EOE. 


Computerworld  September  15,  1997  careers.computerworld.com 

IT  CAREERS  EAST 


Kaufman  Supply,  a  35  year  old  leading  southeastern  wholesale 
distributor  of  housing  supplies,  seeks  2  programmers  to  design  & 
modify  Lawson  reports,  interfaces  &  on-line  programs  for  small 
corporate  IS  department  located  in  Atlanta: 

LAWSON  PROGRAMMER  experienced  in  Lawson  Software 
4GL  and  CASE  programming  to  fine-tune  Lawson  Insight  pro¬ 
grams  to  better  meet  unique  business  needs. 

ENTRY  LEVEL  PROGRAMMER  with  Micro  Focus  Cobol  exp. 
Company  will  provide  Lawson  Software  training. 

NO  TRAVEL.  Great  opportunity  to  be  involved  in  implementa¬ 
tion  of  new  technology  &  learn  business  concepts,  networking, 
data  communications  &  UNIX.  Send  resume  with  salary  require¬ 
ments  to:  H.R.  Dir. 

KAUFMAN  SUPPLY 

RO.  Box  44984,  Atlanta,  GA  30336 
fax  #  404-699-8751 


g - NETWORK 

■— —  -  -ADMINISTRATOR/ 
SUPPORT  SPECIALIST 


This  career-oriented  position  requires  advanced 
knowledge  of  Netware  3.x  and  4.x,  WFW,  Windows 
95,  IPX/SPX,  TCP/IP,  PC  hardware/woftware,  the 
Web  and  Web  browsers.  Selected  candidate  will 
also  have  proficiency  with  Windows  NT  server,  as 
well  as  excellent  analytical  and  programming  skills. 

Please  fax  resume  to:  Dr.  Robert  Ross 

ROSS  UNIVERSITY 

460  WEST  34th  STREET,  12th  FLOOR 
NEW  YORK,  NEW  YORK  10001 
FAX:  (212)  629-3147  or  (212)  268-7767 


Link  your  potential  with  us,  and  discover  how  technology 
travels  through  every  cable,  wire,  semiconductor,  transducer,  sensor 
and  vein  of  our  being. 

AMP  Incorporated  is  the  largest  producer  of  custom  interconnection 
systems  for  high-tech  markets  requiring  21st  century 
communication,  electrical  and  electronic  solutions.  From  the 
smallest  LAN  connector  to  fiber  optics  with  global  capabilities,  our 
Fortune  300  firm  incorporates  the  ideas  of  46,000  results-oriented 
employees  around  the  world.  You,  too,  could  join  us  at  our  busiest 
East  Coast  facilities  (primarily  in  Pennsylvania  and  North  Carolina), 
where  we  consistently  seek  SAP,  ORACLE,  SMALLTALK, 
JAVA,  CORBA,  SQL,  C,  C++,  WINDOWS  NT,  and 
VISUAL  BASIC  professionals. 

If  unmatched  strength  impacts  your  decisions  today,  then 
connect  with  us  tomorrow,  Please  reply  to:  Professional  Staffing/ 
CWQ91 5.  AMP  Incorporated,  P.O.  Box  3608  (4/12),  Harrisburg, 
PA  17105-3608.  FAX:  717-592-6031 .  http://www.amp.com 
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Equal  Opportunity/Affirmative  Action  Employer  MJFID/V. 
Pre-employment  drug  screening  is  required 


Year  2000 
Is  In  Your  Future! 


NCCI,  Inc.,  the  nations  largest  information  supplier  to  the  workers  com¬ 
pensation  industry,  has  the  following  Y2K  opportunities  available  at  its 
Boca  Raton,  FL  headquarters: 

Year  2K  Manager  -  Mainframe 

*  Solid  mainframe  skills  including  COBOL  andd  IDMS  and/or  DB2. 

*  Large  project  experience,  must  have  been  involved  from  project  start 
to  project  finish. 

*  Experience  with  large  system  conversion  experience,  setting  up 
large-scale  system  test  environments,  planning  and  executing 
integrated  test  plans. 

*  PC  and  UNIX  platforms,  and  ViaSoft  tool  set  is  a  plus. 

Year  2K  Manager  -  Client/server  Conversion 

*  5+  years  team  leader/project  lead  experience  on  a  variety  of 
platforms  including:  UNIX  (AIX)  and  Intel. 

*  Powerbuilder,  “C'VPro  C,  ORACLE,  Visual  C++ 

*  Project  planning  and  tracking,  SDLC,  systems  design  and  implementation. 

Year  2K  Team  Leader/Sr.  Systems  Analyst 

*  10+  years  MF  experience  on  IBM/MVS  JCL  COBOL. 

*  8+  years  IDMS/ADSO 

*  Large  system  conversion  experience 

*  CICS,  formal  QA,  PC,  UNIX,  and  ViaSoft  tool  set  a  plus. 

Year  2K  Systems  Analyst 

*  3-6  years  mainframe  COBOL  experience 

*  1-2  years  experience  with  IDMS/ADSO  and/or  DB2/CICS  +  VSAM. 

*  Large  system  conversion,  large-scale  system  test  efforts  is  a  plus. 

*  PC  and  UNIX  platforms  is  a  plus. 

*  ViaSoft  tool  set  is  a  plus. 

We  offer  a  unique  corporate  setting,  casual  work  environment,  flex-time 
options,  immediate  health  benefits,  incentives  and  401  (k).  For 
immediate  consideration,  mail/fax  resume  to  NCCI,  Inc.,  750  Park 
of  Commerce  Drive,  Boca  Raton,  FL  33487,  Attn:  ACY2K.  Fax: 

(561)  997-4112.  Drug  free/smoke  free  workplace.  Regretfully,  only 
those  candidates  selected  for  further  consideration  will  be  contacted. 
EOE  M/F/DA/. 


National 
Council  on 
Compensation 
Insurance,  Inc. 

Visit  our  Homepage  at  www.ncci.com 


Manager:Performance 
Improvement.  Washington, 
D.C.  Provide  project  manage¬ 
ment  &  consulting  services  to 
assigned  telecommunications 
industry  clients  w /  particular 
focus  on  performance  & 
process  improvement,  &  info, 
technology  consulting. 
Manage  the  redesign  of  busi¬ 
ness  processes,  organization¬ 
al  structures,  &  info,  technolo¬ 
gy  platforms  using  enterprise 
wide  software  packages,  such 
as  SAP  &  Oracle.  Manage  the 
design,  development,  &  imple¬ 
mentation  of  customer  care  & 
billing  systems  for  telecommu¬ 
nications  operations.  Direct  & 
manage  project  work  flow  & 
plan.  Organize  &  control 
assigned  tasks.  Supervise 
Consultants  &  Senior 
Consultants.  Conduct  practice 
development,  $80,000  per  yr. 
40  hrs/week.  8:30-5:30. 
Requirements:  Master’s 
degree  in  Computer  Science, 
Info.  Technology,  or  Mgmt. 
Information  Systems.  2  years 
exper  in  job  offered  or  related 
position  of  Project  Manager, 
including  performance 
improvement  &  info  technolo¬ 
gy  consulting  for  telecommu¬ 
nications  industry  clients  in 
the  areas  of  customer  care  & 
billing.  Please  apply  to:  Ref.# 
70,  Mr.  Paul  Jeffers,  Ernst  & 
Young  LLP,  2001Market 
Street,  Philadelphia,  PA 
19103. 


Senior  Database  Analyst:  Design 
transaction  processing  sys  utiliz¬ 
ing  VMS,  RDB,  ACMS  & 
DECforms.  Provide  project  mgmt 
to  s/w  developers/programmers. 
Perform  high  level  qa  testing 
inc.  acceptance,  system  &  mgmt 
testing.  Manage  installation  of 
s/w  sys  &  on-line  support  & 
debugging.  Develop  technical 
documentation  for  s/w  develop¬ 
ers/programmers.  Requires  BS  in 
Comp  Sci.  &  5  yr  exp  in  analysis 
&  design  of  database  architec¬ 
ture  in  RDB,  VMS.  ACMS  & 
DECForms  &  quality  assurance 
testing  inc.  test  mgmt,  accep¬ 
tance  &  system  testing.  Must  be 
willing  to  relocate  for  long  term 
assignments.  Strong  problem 
analysis  &  design  skills.  Ability  to 
communicate  w/users.  Experie¬ 
nce  must  incl.  designing  applica¬ 
tion  solutions  for  business  prob¬ 
lems.  40  hrs/wk,  9:00  a  m. -5:00 
p.m.,  $58, 000- $1 1 8,560/yr.  Must 
have  valid  passport  &  be  pre¬ 
pared  to  document  status  as  U.S. 
citizen,  Perm  res,  asylee,  refugee 
or  temporary  resident.  Send  2 
resumes  to  Case  No.  70842  P.O. 
Box  8968  Boston,  MA  02114. 


JOIN  US  FOR 

THE  FUTURE 


Maine  Medical  Center  is  a  598-bed  tertiary  care 
and  teaching  institution  with  a  multi-state  referral  base, 
located  in  Portland,  Maine.  This  New  England  city  has 
one  of  the  country's  most  picturesque  coastlines. 

It  offers  an  exciting  waterfront  area,  countless 
recreational  activities  and  a  wealth  of  cultural 
attractions.  As  the  largest  city  in  the  state,  Portland 
is  exceptionally  diverse  and  always  exciting. 

NETWORK  SYSTEMS 
SOFTWARE  SPECIALIST 

Maine  Medical  Center  is  seeking  a  highly  motivated  individual  to  work  on  its  PC  net¬ 
working  team.  The  position  is  highly  technical  involving  the  analysis  and  support  of 
Local  and  Wide  Area  based  network  operating  systems  software,  hardware  and  appli¬ 
cations.  Extensive  knowledge  of  Novell  NetWare  3.x  and  4.x,  Novell  GroupWise  and  the 
Microsoft  Office  Suite  is  a  must.  Familiarity  with  IBM's  Token-Ring  Topology,  Madge 
and  Cabletron  networking  hardware  is  highly  desirable.  The  successful  candidate 
should  have  excellent  project  management  as  well  as  oral  and  written  communication 
skills.  A  Bachelor's  degree  in  Computer  Science,  Computer  Information  Systems  or 
other  discipline  compatible  with  the  support  of  networked  computers  is  desired.  The 
successful  candidate-will  have  5-6  years'  experience  supporting  microcomputers 
including  at  least  4  years'  in  support  of  networked  systems.  A  Novell  CNE  3.x  or  4.x 
certification  is  desired. 

SYSTEMS  ANALYST 

We  are  seeking  an  experienced  systems  analyst  to  join  our  financial  management 
systems  team.  This  position  requires  strong  COBOL,  CICS,  VSAM  and  DOS/VSE  skills, 
along  with  the  ability  to  work  well  with  users  and  to  solve  complex  problems.  This 
senior  level  position  provides  coordination  and  guidance  to  programmer/analysts  and 
has  responsibility  for  major  systems.  At  least  5  years'  experience  required. 

PROGRAMMER/ANALYST 

The  Information  Systems  department  is  looking  for  a  Programmer/Analyst  experienced 
in  supporting  financial  and  administrative  applications.  This  position  requires  strong 
structured  COBOL  skills,  above  average  analytical  skills  and  the  ability  to  work  well 
both  independently  and  as  a  member  of  a  team.  Our  technical  environment  is  varied  and 
challenging,  and  requires  effectiveness  using  IBM  mainframe,  file  transfer  and  EDI  tools, 
and  PC  4GL  office  packages.  The  successful  candidate  will  have  at  least  4  years'  pro¬ 
gramming  experience  and  a  degree  in  Computer  Science  or  related  field,  or  equivalent 
experience  in  development  and  support  of  computer  software.  Experience  with  DOS/VSE, 
CICS,  VSAM,  financial  applications,  HP3000  in  a  healthcare  environment  is  a  plus 

We  will  reward  your  contributions  with  a  competitive  compensation  and  benefits  program. 
Please  send  your  resume  to:  Human  Resources  Department,  Maine  Medical  Center, 
22  Bramhall  Street,  Portland,  ME  04102.  We  are  an  equal  opportunity  employer 
strengthened  by  the  diversity  of  our  professional  community. 


MAINE  MEDICAL  CENTER 

The  MameHealth  Family 
An  Affirmative/Action  Employer 


C  o  m  p  u  t  e  r  w  o  r  I  d  September  15,  1997  careers.computerworld.com 

IT  CAREERS  EAST 


IT  -  Client  Server  & 
Mainframe 

We’d  like  to 
tell  you  about 
the  hot  new 
project  we’re 

But  we  deve|°pin9- 

can’t  decide 
which  one. 

Asking  us  to  pick  one  wouldn't  just  be  unfair  -  it  would 
be  impossible.  You  see,  we’ve  engineered  countless 
new  products  for  all  aspects  of  our  Employer  Services 
Division,  and  we've  got  even  more  in  the  works.  That’s 
why  we  need  more  top  professionals  to  help  us  bring 
them  all  to  market.  ADP,  ranked  as  one  of  the  "Most 
Admired  Computer  Services"  organizations  by 
FORTUNE*,  is  a  company  where  career  growth  is 
achievable  and  individual  goals  are  respected. 

We  are  looking  for  candidates  who  possess  at  least  2 
years  of  experience  or  equivalent  education  as: 

•  Sr.  Programmer  Analysts 
•  Systems/Business  Analysts 

•  Technologies  Consultants 

•  Database  Analysts 
•  Technical  Writers 

•  Systems  Administrators 
*  Systems  Programmers 

•  Project  Leaders/Managers 

•  Computer  Operators 

•  LAN  Support  Specialists 

•  Disaster  Recovery  Analysts 
•  QA/Product  Assurance  Engineers 

Client  Server:  •  SQL  Windows  •  AIX  •  Powerbuilder 

•  Oracle  •  UNIX  •  C/C++  •  Visual  Basic  •  Windows  NT 

•  Windows  95  •  SQL  Server 

Mainframe;  •  COBOL/COBOL  II  •  Ideal  •  Assembler 

•  TSO  •  Datacom  •  JCL  •  MVS  •  Nomad 

For  immediate  consideration  please  call  1-888-ADP-97-IT 

Send  resume  with  salary  requirement  to:  Human 
Resources  Dept.  CW,  Automatic  Data  Processing,  Inc., 

MS  #248,  One  ADP  Blvd.,  Roseland,  NJ  07068.  Fax: 

201/535-3834.  Visit  our  website:  www.adp.com  ADP 

believes  that  diversity  leads  to  strength.  We  are  an  affir¬ 
mative  action/equal  opportunity  employer,  M/F/D/V. 


•  March  3,  1997  Edition 
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Systems  Analyst:  Analyze  user 
req,  procedures,  problems  to 
automate/improve  comp  pro¬ 
cessing;  confer  w/  client  person¬ 
nel,  analyze  op  procedures, 
identify  problems,  det  input/out- 
pul  reg;  document  details  of 
user  needs,  program  functions, 
development/modification  of 
comp  programming  using  exp 
w /  relational  database,  C,  C++, 
SQL.  ESQLC,  PL/SQL,  SQL- 
Plus.  Oracle  Forms  Power- 
builder  HTML,  Distributive  sys- 
tems/Paratlel  algorithms:  ana¬ 
lyze  system  capabilities,  work¬ 
flow.  scheduling  limitations  to 
i  amine  change  possibilities 
within  existing  system;  prep 
upgmoes.  tests/tech  documen¬ 
tation.  Req  Bachelor's  in 
Computer  Science  +  2  yrs  exp 
i.r  i’  vs  as  Programmer/Analyst. 
$47.923yr,  40  hrs,  9-5  Job  is  in 
Pompano  Beach,  FL.  Submit 
resume  to  FDLES  BUREAU  of 
OPERATIONS.  1320  Executive 
Center  Dr.,  Suite  110, 
Tallahassee.  FL  32399-0667 
Re.  Job  Order  *  FL  1661917 


SOFTWARE  DEVELOPER 
Write  Java  &  MFC/Visual  C++ 
class  libraries;  perform  develop¬ 
ment  on  Windows  95  &  Windows 
NT  using  development  environ¬ 
ments  like:  Symantec  Cafe, 
Microsoft  Visual  C++,  &  Microsoft 
Visual  J++;  &  requires  s/w  devel¬ 
opment  &  s/w  documentation  & 
technical  support  for  codes  writ¬ 
ten.  M.S  ,  Comp.  Sci.  or  Comp. 
Engg.  Proficiency  in:  Java  pro¬ 
gramming.  Visual  C++  program¬ 
ming  environment;  Microsoft 
Foundation  Class  library;  C++ 
programming.  0-0  programming; 
Visual  Basic;  Windows  NT 
Windows  3.1;  and  Windows  95, 
Qualified  applicants  must  provide 
code  samples  of  at  least  2  previ¬ 
ous  projects  in  each  of  C++  & 
Java  3  references  required  2 
positions  available  $45, 000/year. 
40  hrs/week.  All  resumes  must 
include  Social  Secunty  if  Apply 
to  your  nearest  Job  Service  office 
or  send  resume  to  Job  Service, 
742-F  E  Chatham  St.,  Cary,  NC 
27511  Refer  to  J  O  NC 
5770203,  DOT  Code  030  062- 
010.  If  not  a  U  S.  citizen,  specify 
current  visa  status 


SYSTEM 

ADMINISTRATOR 

Join  one  of  the  hottest  Internet  web 
development  companies  in  New 
Jersey.  System  Administrator  wanted 
to  manage  multi  platform  technical 
infrastructure  of  web  development 
company.  Must  have  solid  experi¬ 
ence  of  the  following:  UNIX  Server 
Administration  (Solaris/lrix.),  PC 
Administration  (Win3.x/95/NT), 
Mac  Administration  (MacOS/ 
AppleShare),  Networking  (TCP/IP) 
(Routing  &  DNS,  Firewalls.  Ethernet, 
Leased  Line/T  1 ),  Backup/Storage 
(RAID  V).  and  Internet  Technology 
(Hostmaster/Webmaster).  The  fol¬ 
lowing  experience  is  a  plus: 
Netscape  Web  Servers.  Perl/CGI 
Programming,  Shell  Scripting.  HTML. 
Solstice/Online  Disk  Suite.  Xinet 
AppleShare  Server. 

Excellent  salary  and  benefits.  Please 
fax  resume  to  Human  Resources  at 
973.597,1730. 


COMMUNICATIONS  PRO¬ 
GRAMMER  (Columbia,  SC)  to 
enhance  and  maintain  an  asyn¬ 
chronous  dial-up  software  pack¬ 
age  for  establishing  a  SLIP/PPP 
based  LAN/WAN  network  from 
OS/2  client  to  a  CISCO  router 
using  C/C++;  Support  and  main¬ 
tain  the  client/server  communica¬ 
tion  architecture  using  TCP/IP 
socket  and  OS/2  message 
queues  to  be  used  by  all  the 
client  and  server  applications  in 
the  company  using  C/C++, 
TCP/IP  and  network  program¬ 
ming  techniques  in  an  OS/2  envi¬ 
ronment;  Support  and  maintain  a 
real-time  on-line  loan  booking 
system  to  send  loan  information 
from  the  company's  server  data¬ 
base  (DB2)  to  customer’s  IBM 
mainframe  database  through 
AS/400  host  using  C/C++, 
HLLAP1  and  SQL  language  (rela¬ 
tional  database  programming)  in 
an  OS/2  environment;  Support 
and  maintain  a  CSIF  (customer 
system  integrate  facility)  package 
in  OS/2  using  DB2,  SQL,  TCP/IP, 
3270  and  5250  HLLAPI,  C/C++ 
programming,  and  client/server 
technology;  Convert  and  main¬ 
tain  server  modules  mentioned 
above  to  UNIX  version  using 
C/C++,  TCP/IP  and  network  pro¬ 
gramming  techniques  in  a  UNIX 
environment;  Port  and  support 
the  client  modules  and  CSIF 
mentioned  above  and  the  CSIF 
to  MS  Windows  compatible  ver¬ 
sion  using  MS  Visual  C++,  MS 
Access,  ODBC  and  SQL; 
Maintain  and  improve  a  World 
Wide  Web  server  back  end 
process  to  allow  the  company’s 
server  to  process  loan  applica¬ 
tions  through  the  Internet  using 
Visual  C++  in  an  MS  Windows 
environment.  Require:  B.S. 
degree  in  Electrical/Computer 
Engineering  with  two  years  of 
experience  in  the  job  offered  or  in 
the  related  occupation  of 
Programmer;  M.S.  degree  in 
Electrical/Computer  Engineering 
with  six  months  of  experience  will 
be  accepted  in  lieu  of  the  B.S. 
degree  and  two  years  of  experi¬ 
ence.  Salary  $39, 000/year;  M-F  8 
A  M.  to  5  P.M.  Send  resume  to: 
Ms.  Regina  D.  Ratteree,  E&T 
Technical  Services,  SCESC  -  SC 
2000664,  P.O.  Box  1406, 
Columbia  SC  29202. 


Looking  for  a  Cool 
Career? 

We’ve  Got  A  HOT  Opportunity 
in  SARASOTA,  FLORIDA. 
We’re  Bausch  &  Lomb,  the 
global  leader  in  consumer  and 
professional  eyewear/eyecare 
products.  It  is  our  vision  to  pro¬ 
vide  the  world  with  the  finest 
and  most  progressive  products 
to  help  people  see,  look,  and 
feel  better.  To  achieve  our  goals, 
we  focus  on  advancing  the 
industry  through  innovative 
technology  and  design.  We  seek 
a  skilled  communicator  with  a 
related  bachelor's  degree  to  join 
our  IT  Team. 

PROGRAMMER/ 

ANALYST 

PowerBuilder 

At  least  one  year  of  experience 
in  the  following  required: 
PowerBuilder  v4/v5  and  rela¬ 
tional  database  development  in 
a  Windows  95/NT  environment. 
Experience  in  the  following  is  a 
plus:  Oracle  RDBMS;  Oracle 
Designer/200  0;  Unix; 
Client/Server  or  Intranet  devel¬ 
opment. 

Look  toward 
Bausch  &  Lomb. 

As  a  worldwide  company,  the 
opportunities  for  advancement 
and  growth  are  endless.  We 
offer  a  highly  competitive  com¬ 
pensation,  paid  relocation,  and 
a  truly  outstanding  benefits 
package.  For  consideration, 
please  send  your  resume,  indi¬ 
cating  salary  history  and  posi¬ 
tion  of  interest,  to:  Bausch  & 
Lomb,  Attn:  HR  Department, 
2040  Whitfield  Ave.,  Sarasota, 
Florida  34243.  Fax:  (941)  727- 
7382.  E-mail: 
schapin@bausch.com  EOE 
M/F/D/V  www.bausch.com 


Career  Opportunities 

Discover  the  opportunities  available  to  you 
at  Charleston  Area  Medical  Center. 


Network  Analyst  III  —  a  bachelor's  degree  in  computer 
science  or  related  science/technological  field  and  five  to  seven 
years  experience  as  a  systems  analyst  or  related  field  are 
required.  Applicant  may  substitute  associate's  degree  and  seven 
years  experience.  A  master's  degree  is  preferred.  CNE 
certification  also  is  required,  along  with  one  year  experience  with 
Novell  and  knowledge  of  Microsoft  NT,  AT&T  LAN  Manager, 
UNIX,  Informix,  DOS,  and  Windows. 

Technical  Analyst  III  —  a  bachelor's  degree  in  related  field 
and  five  to  seven  years  experience  in  a  related  field  are  required. 
Applicant  may  substitute  associate's  degree  and  seven  years 
experience  in  related  field  or  no  degree  and  10  years  experience 
in  related  field.  Also,  applicant  must  have  basic  PC  skills, 
knowledge  of  related  software,  and  programming  languages. 

Technical  Analyst  II  —  a  bachelor's  degree  in  a  related  field 
and  three  years  experience  are  required.  Applicant  may 
subsitute  associate's  degree  and  five  years  experience  or  no 
degree  and  eight  years  experience  in  related  field.  Preferred 
experience  includes:  using,  installing  and  supporting  NT  4.0 
workstation;  TCP/IP  Protocols;  working  with  network  hubs  and 
routers,  visual  basic,  UNIX,  trouble  resolutions  skills  for  PCs, 
printers  and  peripherals,  and  basic  knowlege  of  microsoft  office 
suite  —  use  and  installation. 

Technical  Analyst  I  —  a  bachelor's  degree  in  a  related  field 
and  one  year  experience  are  required.  Applicant  may  subsitute 
associate's  degree  and  five  years  experience  in  related  field. 
Preferred  experience  includes:  using,  installing  and  supporting 
NT  4.0  workstation;  TCP/IP  Protocols;  working  with  network 
hubs  and  routers,  visual  basic,  UNIX,  trouble  resolutions  skills 
for  PCs,  printers  and  peripherals,  and  basic  knowlege  of 
microsoft  office  suite  —  use  and  installation. 

Call  (304)  348-7800  or  toll-free  1-800-323-5157  for  an 

application.  An  equal  opportunity  employer  m/f/h 


Charleston  Area 
Medical  Center 


AL  -  KHALEEJ 
Computers  tr 
Electronic 
Systems,  one 

of  the  fastest 
growing  and  most 
experienced  in 
providing  of 
Computer  & 
Communications 
Consultants  to  a 
large  multinational 
oil  company  has 
IMMEDIATE 
OPENINGS 
with  technical 
expertise. 

We  offer  extremely 
attractive  TAX-MEE 
salaries  with  expat/ repat 
tickets,  housing  &  car 
allowance,  medical 
insurance,  paid  vacation 
leave. 

— HW,, 
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COMPUTER  (r  COMMUNICATIONS  CONSULTANTS 


MAINFRAME  Professionals: 

To  design,  develop  and  support  computer  applications  systems.  Candidates  should 
have  experience  in  some  of  the  following  areas:  DB2,  COBOL  II,  IM$  DB/DC,  TELON, 
PL1,  CICS,  DU,  MFS,  SAS,  IEW/ADW,  SAP-ABAP/4,  M-204,  Client-Server 
Applications,  Year2000  Tools,  Endevor. 

SYSTEMS  ADMINISTRATORS  DATABASE  ADMINISTRATORS 
APPLICATION  DEVELOPERS: 

To  design,  develop  and  enchance  applications  in  a  Client  Server  environment. 
Candidates  with  exp.  one  or  more  of  the  following  areas:  UNIX.  POWERBUILDER, 
ORACLE,  Pt/SQL,  MSSQL,  SMS,  Visual  Bask,  Access  GUI,  OOA/OOD,  SUN/Solaris, 
Ultrix,  LOTUS  Notes,  MS  SDK,  MSWindows,  C  PERL,  Kerberos,  Tivoli.  Ecotoots, 
WinNT,  AIX/SP2,  HP-UX/MOTIF,  CORBA,  SGI,  PowerTool,  ErWin.  SPX/IPX. 

SYSTEMS  PROGRAMMERS: 

With  at  least  5  years  experience  installing  &  tuning  MVS/ESA  Environment.  Knowledge 
in  some  ol  the  following:  VTAM/NC,  Netview,  Parallel  Sysplex,  SMP,  MIM,  HCD,  IPCS, 
MICS  &  CA-ACF2  products. 

LAN/WAN  SPECIALISTS: 

With  at  least  3  5  years  experience  in  engineering,  planning  &  design  corporate  data 
communications  networks  in  some  of  the  following:  Windows  NT,  EMaR  Systems,  MS 
Exchange,  ATM  Internet/ Intranet,  HTML,  Cisco  Routers,  Bay  Networks. 

HPOpenvtew,  Novell,  WWW  &  Gateway  Servers,  TCP/IP,  Token  Ring 

COMMS.  ENGINEERS 

With  at  least  5  to  8  years  experience  In  planning  &  design  telecommunications 
for  both  Microwave  and  Fiber  Optic  Systems.  Exp.  in  Project  Management; 

PDS/OSP  Installations,  SDH  transmission  and  Telephone  switching. 

Please  send  or  preferably  FAX  your  complete  resume  to: 

AJ-Kaleej  Computers  HRD.  P.O.  Box  2062,  AJ-Khobar  31952,  Saudi  Arabia 
Fax:  (966)  3  894-6032.  Email:  cartito@batelco.com.bh 
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Checkmate.  Just  when  you  thought 
all  the  strategic  moves  were  being 
made  over  here...  they’re  about  to  be 
made  over  there  in  IBM  Research’s 
new  Solutions  Research  Center  in 
Delhi,  India.  In  fact,  IBM  is  investing 
$25  million  over  the  next  five  years 
to  create  an  environment  with  the 
flexibility  and  openness  that 
encourages  researchers  to  make  major 
technological  advances  that  benefit 
both  India  and  the  world.  Who  better 
to  create  this  kind  of  environment 


than  the  innovator  who  riveted  the 
world’s  attention  with  the  Deep  Blue 
Chess  match? 

We  already  operate  one  of  the  most 
advanced  and  best  equipped  research 
centers  in  the  world.  And  five  of  our 
scientists  have  won  Nobel  prizes.  In 
India,  the  work  will  include  weather 
forecasting,  electronic  commerce, 
supply-chain  management  and 
distribution,  cellular  and  mobile 
telephony  systems,  long  distance 


learning,  embedded  Java  and  Web 
collaboration.  Working  in  concert  with 
our  worldwide  labs,  IBM  Research’s 
presence  in  India  will  strengthen  our 
ability  to  address  the  needs  of  key 
world  markets. 

Do  you  want  to  get  involved  in  the 
ultimate  chess  match  with  the  major 
players  in  technology?  Our  immediate 
opportunities  in  India  are  for 
Computer  Science  professionals  with 
experience,  as  well  as  exceptional 


graduates  who  have  recently 
received  their  PhD  or  Masters  degree. 
To  learn  more  about  IBM  Research 
and  to  apply,  visit  us  at 
http://www.research.ibm.com. 

Or,  send  your  resume  to: 

SRC  Recruiting,  IBM  Global  Services 
of  India  Ltd.,  4  Bahadur  Shah  Zal'ar 
Marg,  New  Delhi.  India  110002. 

IBM  is  committed  to  creating  a 
diversified  environment,  and  proud  to 
be  an  equal  opportunity  employer. 


IBM  is  a  registered  trademark  and  'Solutions  tor  a  Small  Planet'  is  a  trademark  of  IBM  Corp.  ©  1997 


Solutions  for  a  small  planet™ 


r  Professionalism,  Integrity,  Opportunity  ^ 


1HE  CONSULTING  ALLIANCE  LLC 


Are  you  missing  these  qualities  in  your  career? 

The  Consulting  Alliance  provides  distinguished  consulting  and 
training  services  to  SAP  clients  worldwide  and  creates  an 
atmosphere  of  partnership  with  its  consultants.  We  are  encouraging  flexible. 

Experienced  Organizational  &  Technical  Consultants 

with  2  or  more  years  of  SAP  experience  and  an  associated  degree 
to  contact  us  at  the  following  numbers. 

By  Fax:  605-339-2947,  Phone:  605-339-3074 
or  by  e-mail:  laurie@orpartner.com.  A  competitive  salary  and  benefits 
package  as  well  as  a  positive  challenge  await  you. 


Check  our  homepage  www.teall.com 


Software  Engineer  •  Legacy 

Systems  (AS/4001  -  Multiple 

Openings  Systems  analysis, 
design,  development,  testing, 
debugging,  quality  assurance, 
integration,  implementation,  post 
implementation  support  &  con¬ 
version  of  complex  on-line  client- 
server  based  accounting,  inven¬ 
tory,  manufacturing,  finance  & 
other  business  application  sys¬ 
tems  using  Relational  Database 
Management  Systems 

(RDBMS),  Fourth  Generation 
Languages  (4GLs)  and  other 
software  utilities  in  a  multi-hard- 
ware/multi-software  environment 
including  IBM  mainframes,  mid¬ 
range  and  PC  systems,  B.S.  in 
Computer  Science/Engineering/ 
Science  (or  equivalent)  and  2  yrs. 
experience  in  job  offered  or  as 
Programmer  Analyst/Systems 
Analyst  are  required.  Must  have 
appropriate  combination  of  skills 
as  follows:  1  of  A  and  3  of  B;  or  1 
of  C  and  3  of  B;  or  2  of  B  and  2  of 
C;  or  1  of  A  and  2  of  B  and  1  of  C. 
A)  includes  software  packages 
BPCS,  MACPAC,  MAPICS;  B) 
includes  languages  RPG/400, 
CL;  COBOL/400,  SQL7400, 
Query/400.  C;  and  C)  includes 
communication/CASE  Tools 
APPC,  APPN,  SYNON,  AS/SET, 
High  mobility  preferred.  40 
hrs/week,  8  am  -  5  pm.  $49,000  • 
$60,000  per  year.  Qualified  appli¬ 
cants  should  contact  or  send 
resume  to  Ms,  Joan  Lang, 
Manager,  Office  of  Employment 
Security,  320  Bilmar  Drive, 
Pittsburgh,  PA  15205.  Refer  to 
Job  Order  #5013841. 


NEON  Systems,  Inc. 


The  premier  MVS  Client/Server  and  Web  middleware  vendor 
is  looking  for  the  very  best 

MVS  System  Software  Developers 

Successful  candidates  will  have: 

A  wide  ranging  knowledge  of  MVS  and  S/390  architecture. 

Extensive  experience  in  the  design  and  implementation  of  large  scale 
commercially  successful  system  software  products  in  BAL. 

Detailed  knowledge  of  DB2,  IMS,  and  CICS  preferred.  C++/UNIX/NT  ex¬ 
pertise  is  also  a  plus. 

A  competitive  compensation  package  including  salary,  commissions,  stock 
I  options,  comprehensive  benefits,  and  relocation  are  available  to  the  right 
candidates.  NEON  Systems,  Inc.  is  located  in  one  of  the  Southwest's  best 
communities  for  affordable  housing,  quality  schools  and  moderate  climate. 

NEON  Systems,  Inc.  is  also  seeking  qualified  Software  Consulants,  Sales, 
Marketing,  and  Support  professionals.  Please  send  your  resume  to: 

Personnel  Department 

14141  S.W.  Freeway,  Suite  6200 
Sugar  Land, TX  77478 
personnel@neonsys.com 

FAX  281-242-3880  »  y  »  r  *  m 

NEON  Systems,  Inc.  is  an  equal  opportunity  employer 
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help  wanted: 

IBM  year  2000  guru 


You  can  be  the  force  behind 
an  industry  leader.  Meet  the 
new  millennium  challenge  by 
utilizing  your  AS/400  or 
mainframe  expertise. 


I  M  M  E  D 

OPEN! 


I  AT  E 

N  G  S 


No  relocation 
necessary! 

Positions  require 
travel  to  client 
sites,  therefore 
where  you  live 
is  flexible. 


We  have  the  tools,  the  support,  and  the 
commitment  to  expand  our  capabilities  and 
resources.  We  have  the  sought-after  clients 

— - - __J  and  long-term  challenges  you  need  to 

advance  your  record  of  achievements.  And  because  we  have  so  many  projects 
in  so  many  locations  throughout  the  country,  you  can  be  a  part  of  our  success 
and  remain  a  part  of  your  community.  Consider  the  advantages  of  joining  our 
team  in  the  following  positions,  which  do  not  require  relocation. 

Year  2000  Project  Managers,  Project 

Executives  and  Consultants 

•  AS/400  Professionals 

Assume  responsibility  for  conversions  of  manufacturing,  distribution,  and 
financial  applications  from  older  versions  to  the  latest  Y2K  versions  that  run 
on  the  AS/400  platform.  You  will  have  strong  expertise  in  software  packages 
such  as  BPCS,  MAPICS,  SAP,  or  JD  Edwards.  Demonstrated  skills  in  package 
implementation  and  application  customization,  export  package  knowledge, 
industry  expertise,  anil  RPG,  COBOL,  DB2,  Oracle  and  other  database 
experience  is  required. 

•  Legacy  Systems  Professionals 

Take  the  lead  on  the  Year  2000  conversion  for  our  large  enterprise  legacy 
clients  as  you  utilize  your  consulting  and  legacy  application  system 
reengineering  experience.  Work  experience  in  some  of  the  following  areas  is 
required:  •  COBOL,  and  C,  C++,  PL/1  or  NATURAL,  in  an  MVS,  AS/400  or 
other  vendor  environment  •  Software  tools  such  as  Workbench,  TS0/ISPF, 
Panvalet,  Librarian,  etc.  •  Dataliases  such  as  DB2,  Oracle  •  Testing  tools 

Year  2000  Software  Test  Engineers/Specialists 

•  Our  openings  at  all  levels  offer  you  a  key  role  in  ensuring  that  we  maintain 
our  high  standards  of  quality.  Here,  you  can  make  the  most  of  your  command 
of  test  methodologies  and  your  extensive  testing  experience,  which  must 
encompass  multiple  platforms  and  include  a  strong  focus  on  IBM  mainframe 
or  AS/400  platforms. 

For  immediate  consideration,  please  forward  your  resume  to:  IBM  Staffing 
Services,  Dept.  #182BZ,  c/o  TMP  Worldwide,  3803B  Computer 
Drive,  #106,  Raleigh,  NC  27609;  FAX:  1-919-786-0456;  e-mail: 
jobs@vnel. ibm.com  Visit  our  website  at  www.einpl.ibni. com  for  additional 
information  on  current  positions.  IBM  is  committed  to  creating  a  diverse 
environment  and  proud  to  be  an  equal  opportunity  employer. 

Visit  our  website  at  www.empl.ibm.com 


Software  engineer  with  one 
year  of  experience  as  a  s/w 
engineer  or  computer  profes¬ 
sional.  who  will  develop  s/w 
systems, applying  computer 
science,  engineering,  and 
mathematical  analysis,  with 
one  year  of  experience  using 
SYBASE,  SQL  Server, 
SQL  and  Sun  Sparc. 
Analyzes  s/w  reqs.  and  per¬ 
forms  testing  and  user  train- 
ing  after  development. 
Extensive  travel  and  frequent 
relocation.  Bachelor's  degree 
in  one  of  several  limited 
fields:  engineering,  mathemat¬ 
ics,  computer  science  or 
physics.  $65,000/yr.  40 
hours/wk..  9:00  -  5:00.  Send 
resumes,  listing  job  order 
number  9073662,  to  Mr  Vince 
Mezeivich,  Manager.  Office  of 
Employment  Security,  345 
Fifth  Avenue, 
McKeesport  PA  15132. 


Data  Software 
Research 
Company 

offers 

Oracle 
Financials 
Training  in 
India 


CONTACT: 

www.dsrc.com 


JOBS  JOBS 


Permanent  or  Contract 

Review  our 
home  page  at 
www.rhodes-int.com 

Or  email 
your  resume  to 
recruit@rhodes-int.com 

Or  fax  703-273-8609 
Attention:  Ms.  Gray 

Rhodes  Int'l.  Inc. 

Technical  Placements 
Since  1  980 


Programmer/Analyst,  Sr.-various 
client  sites  in  metro  Boston.  MA 
area.  Design,  develop  complex 
software  for  financial/investment 
services  using  object-oriented 
programming  techniques.  Design 
GUI;  write  Visual  C++  source 
codes;  prepare  s/ware  documen¬ 
tation.  use:  Oracle.  Windows  NT 
Bachs/Comp.  Sci.  or  Engg  or 
Math  4  yrs/exp.  in  job  offered  or 
4yrs  as  Prog/Analyst.  Job  offered 
or  related  occ  must  inch  2  yrs 
using  object-oriented  design  & 
Visual  C++  &  lyr.  using 
Windows  NT  &  Oracle  or 
Sybase  40  hrs/wk  (9-6;  M-F) 
$55.0(Vhr.  Send  resume  in  dupl. 
to:  Case  ft  7 1 23 1 .  PO  Box  #8968. 
Boston.  MA  02114 


Software  Engineer  to  design, 
develop  and  test  computer  pro¬ 
grams  for  business  applica¬ 
tions;  analyze  software  require¬ 
ments  to  determine  feasibility 
of  design;  direct  software  sys¬ 
tem  testing  procedures  using 
expertise  in  Delphi  2.0,  Visual 
C  +  +  .  Windows  SDK, 
InterBase  4.0  and  Object  Pascal 
Requirements:  Master's  Degree 
in  computer  science  or  related 
field,  two  years  experience  as 
software  engineer  or  computer 
programmer  (or  Bachelor's 
Degree  and  five  years  experi¬ 
ence)  and  knowledge  of  Delphi 
2.0  (GUI),  Visual  C  ++  (lan¬ 
guage/development  system). 
Windows  SDK  (development 
tool),  InterBase  4.0  (Data  Base) 
and  Object  Pascal  (language)- 
Salary:  $53.000/year.  8:00  am- 
to  5:00  p.m..  40  hours/week. 
Apply:  Pennsylvania  Job 
Center,  Mr.  James  S.  Mackin. 
Manager.  120  Merchant  Street, 
Ambridge.  PA  15003.  Job  No. 
7027660. 


DATABASE 

EXPERTS 


Relocating  or  desire  more  challenge? 
Our  focus  is  DJI.  Technology 
We  list  outstanding  permanent  positions 
across  the  U.SJI.  Relo  ft  Fees  Paid 


Sr.  DB  Expert  to  $90k+bonu: 

Dynamic,  mulli-natl  corp 
Will  lead  carp  database  planning 
Requires  exp  in  multiple  RDBMS 

DBA/Tech  Support  to  $80k 

Strong  performance  tuning 
Will  support  large  databases 

S/W  Development  to  $80+stock 

C/C— '/database  development 
xkills  for  hi  tech  software  vendors 

DB  Specialists  $60  -  120  + 

Host  of  opportunities  for  database 
AC/S  project  mgr’s/ developers 
Large  &  small  companies, 
many  induslnes 


HAMILTON 

PO  B o x  3  6 9  WestHurley.NY  12491 
314-679-4050  Fax: 914-679-5704 
ewad  a  hamiltontech.com 
httpUnww. haniiltontccli.com 


‘The  KC  metropolitan  area  offers  us  a  good  family  environ¬ 
ment  as  well  as  plenty  of  cultural  activities.  The  more  we  learn 
about  Kansas  City,  the  more  we  love  living  here.  This  is  where 
we  want  to  see  our  daughter  grow  up.  Relocation  is  intrinsi¬ 
cally  stressful  and  demanding  on  a  family.  However,  in  our 
relocation  from  the  Dallas/Fort  Worth  metroplex.  Sprint  PCS 
helped  minimize  it  by  providing  assistance  with  every  aspect 
of  the  process  through  a  knowledgeable,  professional  and 
helpful  staff. " 

Bashar  and  Theresa  Jaafari 
Newly  relocated  Sprint  PCS  family 


Sprint  PCS  is  a  partnership  of  Sprint  Corporation,  a  global  communications  company,  and  three  of  the  largest  cable  tele¬ 
vision  companies  in  the  U.S.  -  Tele-Communications,  Inc.  (TCI),  Comcast  Corporation,  and  Cox  Communications. 

Our  corporate  headquarters  are  located  in  Kansas  City,  currently  ranked  one  of  the  most  affordable  housing  markets  in 
the  country.  Kansas  City  offers  a  unique  blend  of  sophistication,  friendliness,  excellent  school  systems  and  cultural  excite¬ 
ment,  providing  an  ideal  environment  in  which  to  raise  a  family. 

Sprint  PCS  provides  WAN  coverage  nationwide  to  its  field  operations  and  affiliates,  which  are  connected  via  Frame  Relay 
circuits,  the  TCP/IP  protocol  suite  and  Cisco  Systems  network  infrastructure  components.  The  networks  and  systems  are 
monitored  by  HP  Openview,  BMC  Patrol,  and  CA-Unicenter  AgentWorks.  Sprint  PCS  business  customers  are  supported 
primarily  by  Client/Server  applications  on  HP9000  model  servers  running  the  HP-UX  10.x  operating  system.  Oracle  pro¬ 
vides  the  standard  RDBMS  software,  and  Oracle  Designer  2000  or  Cayenne  Terrain  and  Groundworks  are  used  for  data- 
base/data  modeling  design.  Current  application  development/maintenance  uses  lava,  HTML  C/C++,  Developer  2000 
and  Microsoft  Visual  Studio. 

Director  of  Platform  Engineering 

Oversees  all  platform  engineering  activities,  develops  plans  and  supervises  team  members.  Responsible  for  the  develop¬ 
ment  of  the  capacity  planning  approach,  model,  and  plan  for  the  production,  test  development  and  training  environ¬ 
ments.  Transfers  user  application  system  needs  into  specific  UNIX  platform  configurations.  This  includes  preparing  design 
proposal  packages  and  technical  profiles  for  each  application,  as  well  as  developing  high-quality  platform  specifications. 
Must  have  knowledge  of  emerging  UNIX  platform  tools,  techniques,  methodologies,  and  technologies.  Background 
should  also  include  5+  years  hardware  capacity  planning  techniques  in  a  UNIX  Client/Server  environment.  Familiarity 
with  HP-UX  is  desirable.  Bachelor's  degree  in  Computer  Science  or  equivalent  required. 

Director  of  Operations  Management 

Manages  and  controls  all  Information  Technology  computer  server  facilities  enterpnse-wide.  This  service  provide  for  the 
delivery  of  office  and  business  applications  to  the  associate  and  service  providers  of  Sprint  PCS.  Managed  servers  include 
"industrial-strength"  mid-range  servers  (HP,  SUN,  RISC,  Digital)  and  mini-servers  (NTT).  Leads  the  development  of  sup¬ 
port  strategies  for  the  following  technologie:  e-mail  applications,  office  automation  applications,  business  applications, 
server  operating  systems,  server  hardware  platforms,  and  infrastructure  monitoring  and  support  tools.  Primaiy  provider 
of  service  levels  to  the  Sprint  PCS  business  units  for  applications  and  oversees  all  production  processing  and  throughput. 
Deploys  multiple  levels  of  monitoring  analysis,  and  tracking  tools.  Manages  production  software  and  server  equipment 
configuration  control.  Interpersonal  and  project  management  skills,  along  with  an  ability  to  identify,  analyze,  and  solve 
computer  and  network  operations  problems  effectively  are  critical  to  the  success  of  this  department. 

Other  open  positions  include:  Strategic  Architects,  Documentation  Specialists,  "C'  Programmers/Systems  Analysts, 
Contract  Analysts,  Business  Continuity  Planning  Sr.  Contract  Analyst,  UNIX  Systems  Administrators,  Orade/Sybase 
DBA's,  Data  Architects  1  &  II,  Data  Analysts,  Manager  -  Client  Services,  Manager  -  Applications  Delivery,  rr  Asset  Manager, 
Manager  -  IT  Financial  Controls,  Manager  -  IT  Facilities  Planning  Manager  -  Asset  Management  Program  Managers, 
Systems  Analysts,  Sr.  Programmers,  Sr.  Business  Analysts/Project  Leaders,  Sr.  Systems  Engineers/ Ifro ject  Leaders,  Systems 
Engineers  and  Software  Test  Engineers. 

Send  your  resume  to:  Sprint  PCS,  Dept  CW82497,  FAX:  816-559-5440  or  1-888485-2240  (toll-free),  E-mail: 
pcs300@sprintspectrum.com  (Microsoft  Word  or  ASCII  formats  preferred.)  No  phone  calls,  please  We  are  proud  to  be 
an  EEO/AA  employer  M/F/D/V.  Also,  we  maintain  a  drug-free  workplace  and  perform  pre-employment  substance  abuse 
testing. 


Sprint. 


Sprint  PCS' 


Software  engineer  with  three 
years  of  experience  as  a  s/w 
engineer  or  computer  profes¬ 
sional,  who  will  develop  s/w 
systems,  applying  computer 
science,  engineering,  and 
mathematical  analysis,  with 
three  years  of  experience 
using  UNIX,  SYBASE,  and  T- 
SQL.  Analyzes  s/w  req 's  and 
performs  testing  and  user 
training  after  development. 
Extensive  travel  and  frequent 
relocation.  Master  degree  in 
one  of  several  limited  fields: 
engineering,  mathematics, 
computer  applications  or 
physics.  $55.000/yr.  40 
hours/wk.,  9:00  -  5:00  Send 
resumes,  listing  job  order 
number  1013751,  to  Mr. 
James  McCoy. 
Manager,  Office  of 
Employment  Security,  6206 
Broad  Street.  Pittsburgh,  PA 
15206 


Multiple  openings  for 
Software  Engineer  to  design, 
develop  and  test  computer 
programs  for  business  appli¬ 
cations:  analyze  software 
requirements  to  determine 
feasibility  of  design:  direct 
software  system  testing  pro¬ 
cedures  using  expertise  in  VS 
Cobol  II,  CICS.  DB2  and 
Expeditor.  Requirements: 
Bachelor's  Degree  in  engi¬ 
neering.  computer  science  or 
related  field,  two  years  expe¬ 
rience  as  software  engineer  or 
computer  programmer  and 
knowledge  of  VS  Cobol  II 
(language  and  compiler). 
CICS  (application  server). 
DB2  (DBMS).  Expeditor  (test- 
ing  tool).  Salary: 
$50. OOO/year.  8:00  a.m.  to 
5:00  p.m..  40  hours/week. 
Apply:  Pennsylvania  Job 
Center.  3  Kensington  Square. 
New  Kensington.  PA.  15068. 
Job  No.  5013879. 


Senior  Software  Engineer  - 
Research,  design  and  develop 
computer  software  for  financial 
applications  in  a  client-server 
environment.  Use  object  orient¬ 
ed  analysis  and  design  method¬ 
ologies.  Apply  client-server 
technologies  and  follow  3  tier 
architecture  to  design  software 
components  Use  C++  on  UNIX 
platform  to  implement  and  test 
foundation  classes  and 
libraries.  Apply  relational  data¬ 
base  design  and  data  modeling 
techniques.  Require  Master's 
degree  or  equivalent  (Bachelor 
plus  5  years  exp.)  in  computer 
science  or  related  discipline 
plus  1  -3  yrs  exp.  in  job  ottered. 
Salary:  60K  Send  resume  ref¬ 
erencing  to  the  job  title  to: 
Human  Resources  Director. 
Security  First  Technologies, 
3390  Peachtree  Rd.,  Suite 
1700.  Atlanta.  GA  30326.  Fax: 
(404)  812-6766  E-mail: 

jobs@s-1.com.  EOE 
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Functional 

Configuration 

ABAP 

BASIS 


POSITIONS  THROUGHOUT 
THE  U.S.  AND  ABROAD 


1975  North  Park  Place 
Atlanta,  GA  30339 
800-599-9550 
770-955-1714 
FAX:  770-937-0423 
e-mail:  slc11@aol.com 
EOE,  MEMBER  NACCB 


#  STRUCTURED 
LOGIC 

COMPANY,  INC. 

SAP  NATIONAL  Implementation  Division 


DSC 


OUR  STAFF  MAKES  US  #1, 

WE  NEED  YOU  TO  KEEP  US  THERE! 

We  have  immediate  openings  in  Phoenix,  Arizona  for 
highly  motivated  and  career  oriented  consultants  with  at 
least  2  years  experience  in  one  or  more  of  the  following: 
MAINFRAME  DISTRIBUTED/CLIENT-SERVER 

•  COBOL  •  C/C++ 

•  SAS  •  Designer/Developer  2000 

•  DB2  •  Java/CGI/HTML/ActiveX 

•  IMS  •  Visual  Basic  and/or 

•  CICS  PowerBuilder,  SQL 

•  IDMS  •  Informix 

•  IMS  and/or  •  Oracle  Financials 

DB2  DBA  •  SAP  R/3  Functional 

•  Datacom/Ideal  •  Delphi 

•  Adabas/Natural  •  Oracle  DBA 

SOFTWARE  ENGINEERING 

•  UNIX/C/MOTIF 

•  UNIX/C++/CORBA 

Please  call,  mail  or  fax  resumes  to: 
Professional  Software  Consultants,  Inc. 
KEITH  VOLK 

4747  N.  7th  St.  #424,  Phoenix,  AZ  85014 
(800)  279-4498,  Fax  (602)  279-1161 
resumes@psc.dprc.com 
Member  NACCB  A  DPRC  Company 


■  i  i  --rmm  ■  bpsbt  *j  «  g® 
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Your  Resume/Your  Jobs 
^Matching  Talent  &  Opportunity  for^ 

w*  ^  mi  UwAtArriAn^lr 


Communications  Professionals 


WE'RE 

GIVING 


Q 


TO  AN 
EXCITING 


vision 


A  worldwide  leader  in  the  design, 
manufacture  and  marketing  of  voice 
processing  and  telecommunications 
management  systems,  Brite  Voice 
Systems  sees  the  future  as  an 
opportunity.  An  opportunity  to 
innovate  with  leading-edge  R  &  D... 
to  be  the  first  to  launch  new  prod¬ 
ucts  for  the  wireless,  telephony  and 
Internet  industries...  to  share  the 
advantages  of  accelerating  growth 
with  our  talented  team  of  profes¬ 
sionals.  Consider  joining  us  in  our 
Wichita,  KS,  facility  in  the  following 
areas  of  expertise. 


SOFTWARE  MANAGER 

Will  be  responsible  for  large-scale  systems  development  and  integration  efforts.  Engineering  Project  Management  and 
resource  scheduling  are  critical.  Requirements  include:  B.S.  in  E.E.  or  C.S.;  experience  in  C  or  C++,  project  estimation, 
telecommunications  with  networking  or  switching,  UNIX,  and  5-10  years  in  development  management,  managing  teams 
of  developers.  Familiarity  with  ISO  9000  is  desirable. 

M  CUBED  DEVELOPMENT  ENGINEER 

Experienced  Software  Developer  needed  to  customize,  develop  and  support  sophisticated  telecommunications  applica¬ 
tions  for  use  in  telephone  networks.  Candidates  must  have  3+  years  of  relational  database  programming  experience  (Oracle 
preferred).  Strong  UNIX  programming  skills,  excellent  organization  skills  and  superior  communication  skills  are  required. 
Candidates  with  a  knowledge  of  telephony  signaling  and  UNIX  RPC  programming  techniques  are  preferred. 

APPLICATION  CUSTOMIZATION  SPECIALIST 

Experienced  Software  Developer  needed  to  customize,  develop  and  support  sophisticated  telecommunications  applica¬ 
tions  for  use  in  telephone  networks.  Candidates  must  have  3+  years  of  relational  database  programming  experience  (Oracle 
preferred).  Strong  UNIX  programming  skills  required.  Candidates  with  a  knowledge  of  telephony  signaling  and  UNIX  RPC 
programming  techniques  are  preferred. 

ORACLE  DATABASE  ADMINISTRATOR 

Experienced  Database  Administrator  needed  to  customize,  develop  and  support  sophisticated  telecommunications  appli¬ 
cations  for  use  in  telephone  networks.  Candidates  must  have  3+  years  of  experience  as  an  Oracle  database  administrator. 
Strong  UNIX  programming  skills  and  C.S.  or  E.E.  degree  required.  Candidates  with  a  knowledge  of  Oracle  implementation 
on  Tandem  and  DEC  Alpha  are  preferred. 

NETWORK  INTERFACE  PRODUCTS  DEVELOPMENT  ENGINEER 

Experienced  Software  Developer  needed  to  design,  develop  and  support  sophisticated  telecommunications  signaling  appli¬ 
cations  for  use  in  telephone  networks.  Candidates  must  have  3+  years  of  programming  experience  for  real-time  systems. 
Strong  UNIX  programming  skills,  knowledge  of  state  machine  programming  techniques,  and  C.S.  or  E.E.  degree  required. 
Candidates  with  a  knowledge  of  programmable  telephone  switches  are  preferred. 

Other  engineering  positions  are  available  in  Boston,  Massachusetts,  and  Orlando,  Florida. 

Competitive  salary  and  benefits  package.  To  apply,  please  submit  resume  and  salary  requirements  to: 

Brite  Voice  Systems 
Human  Resources 
Department  CW 
7309  E.  21st  Street  North 
Wichita,  KS  67206-1083 
Fax  (316)  652-6800 
Web  site  @  http://www.brite.com 


5<IIC 


Please,  no  phone  calls.  All  applicants  will  receive  a  postcard  to  verify  that  application  has  been  received. 

Equal  Opportunity  Employer  M/F/D/V 


Providing  consulting  services 
since  1980,  RSA  Inc.  was 
founded  on  the  precept  that 
"Our  client's  agenda  is 
our  agenda." 


RSA  is  a  professional  services  firm  providing  both  strategic  technical  services  end  business 
management  solutions  lo  software  integration  and  systems  implementation.  We  understand  the 
critical  lectors  of  today's  software  inlegrotion  projects  end  locus  on  providing  our  clients  with 
practical,  real-world  solutions. 


PeopleSoft: 

Technical  Consultants 
Functional  Consultants 
Project  Leaders 
Public  Sector 
Manufacturing  Suite 

Baan: 

Technical  Consultants 
Functional  Consultants 
Project  lenders 


SAP: 

Functional  R/3  Consultants/All  Modules 
ABAP  Programmers 
Basis  Consultants 
Project  Managers 

Complementary  Tethnical: 

Senior  CA  -  Endevor 
CA  •  OPS/MVS/REXX 
CA  ■  I,  7, 11  &  Unicenter 


27  Inverness  Drive  East,  Englewood,  CO  80112 
303-741-3105/Phone  •  303-708-8680/Fox  •  800-886-4912/Toll  Free 
E-mail:  mglirkmanCq  resourcesupport.com 
Web:  http://www.resourcesupport.com 


Programmer  II 

Programmer  II  sought  to 
maintain  HRMS  system. 
Designs  and  tests  pro¬ 
gram  logic,  codes  pro¬ 
grams  and  prepares  docu¬ 
mentation  for  production. 
Working  knowledge  of 
COBOL/CICS,  DOS/JCL 
and  sync  sort.  Minimum  of 
two  (2)  years  work  experi¬ 
ence  with  HRMS  system 
and  associate  s  degree  in 
computer  science  or  in  a 
related  field  preferred,  or 
equivalent  $29,940  - 
$44.496/yr.  DOQ.  Send 
resume  and  cover  letter  to 
Palm  Beach  County 
Sheriff’s  Office,  Bureau  of 
Human  Resources,  3228 
Gun  Club  Rd.,  West  Palm 
Beach,  FL  33406-3001  no 
later  than  6:00  pm,  Friday, 
October  3  ,1997  AA/EOE 


■ 


COMSYS 

{Information  technology  services 

COMSYS  is  a  leader  in  the  national  IT  market 
with  over  4,000  consultants  nationwide.  Our 
strong  ethics  have  led  the  Pordand  branch  to  10 
years  of  strong  local  market  leadership  &  local 
success  measured  in  double  digits. 

COMSYS  Pordand  is  staffing  for  Year  2000 
projects,  all  headquartered  in  the  Y2K  facility  in 
downtown  Pordand. 

COMSYS  offers  a  competitive  compensation 
&  benefits  package.  For  immediate  considera¬ 
tion,  mail,  fax  or  e-mail  your  resume  to: 

COMSYS  information  technology  Services 
10300  SW  Grrcnburg  Road,  Suite  230, 

Dept  C,  Portland,  OR  97223, 

Fax:  (503)  293-3898.  Td:  (503)  293-2499, 
Seattle  Fax  (425)  453-7174  j 
Td:  (425)  453-6979, 

E-mail:  jpattcrson@comsysinc.com 
Web:  http://www.comsysinc.com 


LqucJ  Opportunity  Employer 


Year  2000 

•  COBOL,  CICS 

•  IMS  DB/DC 

•  Assembler 

•  ILF/Composer 

•  Natural/ A  DA  BA  5 


.  Business 
-  Alliance 
'  Programme 


More  Assignments: 

•  lEF/Composer 

•  IMS  DB/DC 

•  DB2,  CICS 

•  Visual  Basic 

•  Oracle 
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2000 


YEAR 

MANAGEMENT  CONSULTING 


OPPORTUN 


Each  day,  Year  2000  ticks  closer.  This  deceptively  simple  transition  into  the  next  century  impacts  thousands 
of  software  applications  that,  without  prompt  action,  can  cause  computer  system  failures  worldwide. 

That's  why  companies  look  to  Ernst  &  Young  LLP  for  the  advice,  experience,  technical  ability 
"  and  project  management  skills  it  takes  to  achieve  Year  2000  readiness. 

As  one  of  the  largest  management  consulting  practices  among  the  Big  Six  —  and  the 
only  one  with  an  Accelerated  Conversion  Center  that  gives  clients  access  to 
resources  that  are  essential  to  addressing  Year  2000  challenges  —  we're 
uniquely  positioned  to  continue  delivering  technological  innovations 
well  into  the  next  century.  And  for  talented,  diverse  professionals,  we're 
opening  the  door  to  opportunities  that  will  endure  well  beyond  Year  2000. 
You'll  benefit  from  accelerated  competency  development,  making  you  more 
marketable  internally  and  externally  while  positioning  you  for  the  challenging 
post- Year  2000  assignments. 

As  we  continue  to  expand  our  capabilities  in  this  explosively  expanding  area,  we 
have  a  need  across  the  U.S.  for  high-energy  Developers  at  every  level,  including  Senior 
Managers.  In  particular,  we  have  challenging  opportunities  for  the  following: 

•  MAINFRAME  PLATFORM  SKILLS  -  COBOL,  CICS  and  Database  Knowledge 

•  AS/400  PLATFORM  SKILLS  -  COBOL,  RPG 

To  put  yourself  in  the  right  place  at  the  right  time,  please  forward  your  resume 
to:  BHA  Box  6145,  437  Madison  Avenue,  3rd  Floor,  New  York,  NY 
10022.  For  more  information  about  opportunities  at  Ernst  &  Young  LLP, 
visit  our  site  on  the  World  Wide  Web  at:  http7/www.ey.conVcareers. 
Ernst  &  Young  LLP,  an  equal  opportunity  employer,  values  the 
diversity  of  our  workforce  and  the  knowledge  of  our  people. 


There  Isn't  A  Business  We  Can't  Improve  ' 

=!l  Ernst  &Younc  llp 


Technology  professionals  with  an  eye  on  the 

future  are  looking  to  DM R  TRECOM,  a  leading  international  provider 
of  information  technology  services  to  business  and  public  enterprises 
in  the  United  States,  Canada,  Europe  and  Asia-Pacific.  We  offer 
exceptional  opportunities  for  career  growth,  professional  advancement, 
and  technical  challenge  that  extend  as  far  as  your  skills  can  take  you. 


Configuration  Management/ 
Software  Version  Control 

with  PVCS  or  SCCS  in  mainframe 
or  distributed  environments. 

Visual  Basic,  NT,  Oracle 
Developers 

Software  Development 
Project  Managers 

Methodology  Coaches 

Y2K  Specialists 


CICS,  COBOL,  DB2  Developers 

with  3-5  years'  experience 

C,  UNIX,  Oracle  Developers 

with  3-5  years’  experience 

C++,  JAVA,  00  Developers 

(Booch,  Rumbaug h,  and/or 
Rational  Rose  preferred) 

QA  Analysts 

with  QA/QC  Methodology 


We  provide  exceptional  compensation  packages  that  include  a  401(h)  plan, 

medical/dental  benefits  and  more. 
Please  send  your  resume  to: 
Director  of  Recruiting, 

DMR  TRECOM,  Inc.,  Dept. 
CW0915,  50  Fremont  Street, 
Suite  320,  San  Francisco,  CA 
94105.  Fax:  (415)  597-4411. 
E-mail:  jill_moser@dmr.ca  EOF. 


TRECOM 


An  Amdahl  Company 


The  Results  People 


www.dmrtrecom.com 


USA  •  Canada  •  Europe  •  Asia-Pacific 


Career  Survey:  Telecommunications 


Regional  Growth  Analysis 


Industry  Hiring  Trends 

Overall  growth  rate 


Survey  Base:  225  Technology  Firms  involved  in  Telecommunications  Software 


Survey  conducted  between  June  '97  and  August  '97; 


CorpTecn.  a  directory  publisher  in  Woburn,  Mass., 
tracks  tne  U.S.  45  000  technology  manufacturers. 

Tnis  survey  relates  to  the  31 ,042  tracked  firms  with 
fewer  than  1 ,000  employees. 

Y  Copyright  1997,  Corporate  Technology  Information  Services.  Inc..  Woburn,  MA 
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op  Joos/Best  Pay 


Grace  Technologies  is  a  nationwide,  senior-level  systems- 
integration  and  application-development  firm.  Currently,  we 
have  the  following  opportunities: 

Peoplesoft  Implementation  Professionals 

•  PeopleSoft  Financials/HRMS 

Oracle  Implementation  Professionals 

•  Oracle  Financials/HR/MFG 

Data  Warehousing/DSS 

•  Oracle  Express,  Brio,  Informatica,  COGNOS, 
MicroStrategy,  Information  Advantage,  Business  Objects 

DBS  (GEAC) 

•  M&D/MSA 

•  AP/PO,  CP,  HR,  GL,  FA,  AR,  1C,  on-site/off-site 

For  immediate  consideration,  please  call/fax  or  send  resume 
including  position  of  interest  to: 

GRACE  TECHNOLOGIES 
Attn: Technical  Recruiting 

TEL:  800-767-7017  l^j 
ext  41  or  22 

FAX:  800-241-2620  ' 


E-mail:  Recruiting@gracetech.com 


Consulting,  Inc. 
Maintenance  Int 
Technologies 

ORACLE' 


CHIEF  INFORMATION  OFFICER 

The  County  of  San  Bernardino  is  seeking  a  highly 
motivated  and  experienced  administrator  to  join  our 
executive  team  to  direct  the  technology  infrastructure  of 
the  County  which  embraces  Countywide  information 
systems,  programming.  Year  2000  project  and  communication 
services.  This  highly  visible  position  reports  directly  to  the 
County  Administrative  Officer.  The  successful  candidate  must 
possess  the  innovative  skills  of  a  visionary  and  the  ability  to 
develop  the  architectural  standards  for  all  information  systems. 
Strong  leadership  and  communication  skills  are  required  as  the 
CIO  will  have  the  authority  to  implement  cutting-edge  systems 
which  will  lead  the  County  into  the  next  century.  The 
competitive  compensation  package  includes  a  salary  of 
$111,  000  and  an  extensive  executive  benefits  plan 
which  includes  car  allowance,  40  1  ( k )  with  County 
match,  deferred  comp  and  retirement  plans  and  four  (4) 
weeks  annual  leave.  San  Bernardino  County  Human  Resources 
Department  157  W.  5th  Street,  San  Bernardino,  CA  92415-0440 
(909)387-5577/8304.  www.co.san-bemardino.ca.us 
e-mail:llevin@co.san-bemardino.ca.us 


Free  Resume 
Distribution 


Since  1994,  over  20,000  experienced  computer  professionals 
have  used  Skill  Scan  to  promote  their  skills.  By  submitting 
your  resume  you  will  reach  over  100  of  the  nations  top 
agencies/consulting  firms  as  part  of  our  weekly  CD-ROM 
database  (and  it’s  free!)  s — 

Submit  your  resume  today  to:  ( 

Fax:  (800)  369-4067  ^MSkill 

or  resource@in.net  ^Scan 


www.skillscan.com 


PROFESSIONALS 

WITH 

SOLUTIONS... 


National  IT  services  leader,  spe¬ 
cializing  in  custom  software  de¬ 
velopment  systems  maintenance 
and  outsourcing  services 


Jacksonville,  Fla.  Hartford,  Conn. 
Tallahassee,  Fla  -Boston,  Mfgs 
Atlanta,  Ga.  Cfewdand^Dhio 

GreenviIle,S.C  Detroit,  Midi 
ChaBtfte,  N  C.  Chic 

WlnstavSSfe^  NQQjumd.  Colo. 
Washington.  D  tT  Portland,  Ore. 


Computer  Management 
Sciences,  Inc. 

8133  Baymeadows  Way 
Jacksonville  FL  32256 
800.7254674 

fax  resumes  to  904  737.6376 
or  e-mail  Vivian  Memtt 
at  tlvianM  'ttycmsx.com 
a  NASDAQ-traded  company:  CMSX 

http://www.cmsx.cmn 


Senior  Consultant,  SAP:  Identify 
project  objectives  thru  analysis  of 
clients  operating  procedures  & 
admin/organizational  structure;  uti¬ 
lize  tech.  &  bus.  mgmt.  exp.  in 
implement  Financial  (FI),  Sales/ 
Distribution  (SD)  &  Controlling 
(CO)  modules  of  Systems 
Application  Products  (SAP),  an 
integrated  mfg.  software  package; 
analyze,  design  &  develop  indus¬ 
try-specific  technology  solutions  to 
meet  client/project  objectives 
using  SAP  methodologies;  per¬ 
form  conversion/tech,  architecture 
using  ABAP  programming  lan¬ 
guage;  convert  data  from  project 
objectives  to  create/modify  stan¬ 
dard  SAP  transactions;  manage 
work  teams  in  the  implement  of 
SAP  FI,  SD  &  CO  systems;  & 
develop/implement  training  in  SAP 
system  implement  for  Consultants. 
Reqs:  Bach,  in  Cmpt.  Sci.,  Cmpt. 
Eng.  or  related  area  +  1  year  exp. 
in  job  offered  or  Bus.  Consulting 
utilizing  SAP.  Demonstrated 
knowledge  of  FI,  SD  &  CO  mod¬ 
ules  of  SAP,  SAP  config.  &  devel¬ 
op  tools  such  as  workbench,  R/3 
analyzer  or  equiv.  SAP  methodolo¬ 
gies;  prior  employ  exp.  as  conver¬ 
sion/tech.  architect  utilizing  ABAP 
programming  language.  &  super¬ 
visory/managerial  exp.  with  SAP 
professions.  Must  be  willing  to 
travet/relocate  to  work  sites  within 
U  S.  Salary  $1 10.000/yr.  Send  this 
ad  &  2  resumes  to  Case  #71253. 
P.O.  Box  8968,  Boston.  MA  021 14. 


SAP 


'■  >. 


Fast-growing  national  and  international  consultancy  with  a  reputation 
for  first-class  consultants  offers  WORLD-WIDE  CAREER 
OPPORTUNITIES  FOR  TOP-QUALITY  PROFESSIONALS. 

CURRENTLY  STAFFING  PROJECTS  IN: 

US,  Canada,  South  America,  Pacific  Rim,  and 
Europe:  especially  in  these  skills  and.  industries: 

FI/CO.  Basis,  ABAP/4,  PM,  MM,  WM,  PP,  SD, 

EDI  in  SAP  Environment,  Supply 
Chain  Manufacturing,  Utilities  in  an  SAP  BT I'M 

Environment,  and  SAP  Retail.  IICvImU 

Sales:  US-based  positions  available  in  both 
national/international  sales  for  experienced 
professionals. 

Recruiting;:  Positions  available  in  our  New  York 

.  .  SPE 

City  area  offices  for  experienced  technical 


Jr  v  .:~,y 
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recruiters. 

Competitive  compensation  with  performance 
incentives;  comprehensive  benefits  package. 

^  Experienced  project  managers 
$180K+ 

►  Team  leaders 
S150K+ 

Consultants 

\  \  /  SJ00K+ 


SPEARHEAD  SYSTEM  CONSULTANTS  (US)  LTD.  |pj 

SAP1"  National  Implementation  Partner  /Z 


99  Seaview  Blvd.,  Suite  340 
Port  Washington.  NY  11050 
voice  516.625.9000  fax  516.625.9687 

55  Broad  Street 
New  York.  Information  Technology  Center 
New  York.  NY  10004 
voice  212.968.1346/1348  fax  212.968.1352 

recruits@spearhead.com 
1 .888. spearhead 

www.spearhead.com 

Send  resumes  to  the  Attention  of  Resource,  Manager. 

SAT  is  .1  Recisremi  Tr.rHchiti-it  of  SAP  AG. 


Purdue  University 
Faculty  Positions 


Computer  Information 
Systems  ft  Technology 


Purdue  University's  Department  of  Computer  Technology 
invites  applications  for  tenure-track,  assistant  professor  posi¬ 
tions  at  its  West  Lafayette  campus  beginning  December  1997 
or  January  1998.  The  department's  mission  focuses  primari¬ 
ly  on  teaching  and  educational  scholarship  (not  basic  or 
applied  research).  The  department  is  seeking  (1)  it  faculty 
member  who  can  teach  in  both  system/application  develop¬ 
ment  and  data  development  (2)  a  faculty  member  who  can 
develop  and  teach  an  end  user  computing  minor,  and  (3)  a 
facility  member  who  can  teach  object-oriented  programming 
and  application  development.  Candidates  must  have  earned 
Masters  Degree  in  a  relevant  field.  Candidates  must  have  at 
least  three  years  of  full-time,  relevant,  industrial  experience 

in  information  systems  development.  Prior  teaching  experi¬ 
ence  is  also  preferred.  Applications  will  be  accepted  until  the 
positions  are  filled.  Send  a  detailed  resume  and  three  letters 
of  reference  and  academic  transcripts  to  Professor  Lonnie  D. 
Bentley,  Code  CW,  Department  of  Computer  Technology, 
Purdue  University,  1421  Knoy  Hall  242,  West  Lafayette,  IN 
47901-1421.  Questions  should  be  directed  to  Professor 
Bentley  at  phone  (765)  494-4545,  or  by  email  at 
ldbentley@tech.purdue.edu.  Visit  us  an  the  WWW  at 
http://tech.purdue.edu/cpt/.  Purdue  University  is  an  equal 
opportunity,  affirmative  action  employer. 


BEYOND  2000 
OPEN  10 IWE  POSSIBILITIES 


RCG  Information  Technology  is  a 
$180  million  company  that  leads 
the  industry  by  exceeding  client 
expectations  for  excellence.  We 
specialize  in  strategic  partnerships 
with  Fortune  500  companies, 
providing  system  solutions  and 
consulting  services  that  will  take 
them  beyond  2000. 

For  more  information  about 
other  employment  opportunities 
in  client/server,  networking, 
and  package-based  solutions 
in  Texas  and  nationwide, 
visit  our  Web  site  at 
www.rcgit.com. 


Due  to  our  rapid  growth,  we  have 
outstanding  opportunities  in  Austin, 
Dallas,  and  Houston  for  Programmers 
and  Programmer/ Analysts  talented 
mainframe  professionals  skilled  in 
any  of  the  following  areas: 

MARK  IV 

EDI  and/or 
Assembler 


COBOL 

DB2 

IMS  DB/DC 

CICS 

MVS 


PL1 

ADABAS 

NOMAD 

FOCUS 

SAS 


Please  send  your  resume  or  contact  your  location  of  preference. 
AUSTIN 

RCG/IT,  9600  Great  Hills  Trail,  Ste.  1 50  W,  Austin,  TX 
78759.  Fax  (512)  342-2550.  Phone  (512)  502-3063 

DALLAS 

RCG/IT,  Three  Lincoln  Centre,  Ste.  320,  5430  LB) 
Freeway,  Dallas,  TX  75240.  Fax  (972)  855-2291 
Phone  (972)  855-2200.  E-mail  rcgdall  l@airmail.net. 

HOUSTON 

RCG/IT,  2900  North  Loop  West,  Ste.  1 300,  Houston, 
TX  77092,  Phone:  (281)  602-1200.  Fax-Attn:  NKT, 
(281)  602-1400 
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IT  CAREERS 


Veivce 


Immediate.  Around-the-Clock.  Timely. 
The  unparalleled  range  of  information  products  and 
services  we  provide  our  global  clientele  has  made  us  the 
world's  foremost  information  leader.  Considering  we're 
the  offspring  of  a  merger  between  TRW  Information 
Systems  &  Services,  based  in  Orange,  CA,  and  CCN,  based 
in  the  UK,  our  new  generation  of  leadership  is  no  surprise. 
Rather,  it  is  the  continuation  of  strategic  planning,  innovation 
and  finely  honed  business  acumen.  So  if  you  enjoy  the  flexibility, 
initiative  and  collaboration  it  takes  to  be  number  one,  experience  Experian. 

You'll  enjoy  the  rewards  in  no  time. 


Building  on  a  lifetime  of  expertise, 


SOFTWARE 


Senior  Programmer  Analyst 

•  Programming  skills  in  an  Assembly  Language 
(COBOL  and  C  skills  highly  desirable) 

•  Prefer  experience  with  IBM/MVS  development,  JCL, 
Clist  and  Rexx 

•  Understanding  of  structured  programming  concepts 
and  software  life-cycle  methodology 


Senior  Programmer  Analyst 

•  IBM/MVS  development 

•  CICS,  TSO,  ISPF,  JCL,  and  C 

•  Relational  database  experience  desired 


Systems  Engineer/Analyst 

•  Formal  methodology,  such  as  Yourdon  structured  analysis 
and  design,  or  object-oriented  analysis  and  design 

•  Experience  with  client/server  systems 

•  Proficient  in  DB2  SQL,  MVS  JCL,  and  C 

•  Familiarity  with  data  modeling  tools  helpful 


Project  Analyst 

•  IBM  mainframe  experience 

•  TSO/ISPF,  JCL,  and  IBM  utilities 

•  Strong  sen/ice  attitude 


Programmer  Analyst 

•  COBOL  programming  skills  in  an  online  environment 

•  Tandem  or  IBM  mainframe  experience  highly  preferred 

•  C  and  client/server  programming  desirable 


Senior  Software  Programmer 

•  5+  years  of  programming  skills  in  COBOL/COBOLII, 
TSO/SPF,  CICS,  VSAM,  and  DB2 

•  Excellent  analytical  and  systems  design  skills 

•  Experience  with  billing  and  financial  systems  a  plus 


Technical  Consultant 

•  Full  life-cycle  development  of  client/server  software 

•  C,  C++,  Windows  NT,  Visual  Basic 


SYSTEMS 


Systems  Programmers 

•  MVS  software  and  IBM  mainframe  hardware  experience 
in  a  multiple  platform  environment 

•  Software  product  installation  and  tuning 


Database  Administrators — DB2  &  Oracle 

•  Relational  database  design,  implementation,  tuning, 
and  administration 

•  Support  of  complex  DB2  or  Oracle  database 


Systems  Engineer 

•  Structured  software  systems  development  methodology 

•  MVS  and  large  relational  database  experience 

•  Capacity  resource  planning  and  modeling  using  MVS, 
DASD,  and  CICS 


LEADERSHIP 

Technical  Leader 


>  Design,  development  and  testing  of  large  software  systems 
•  Project  management/task  lead  experience 

>  MVS/TSO/JCL/ISPF  and  relational  database  management 
system  preferred 


Project  Manager 

•  Systems  and  software  development  with  several  years 
in  a  technical  leadership  role 

•  Responsibility  for  all  aspects  of  the  complete  software  life-cyde 

•  Experience  in  credit  finance  or  financial  services  industries  a  plus 


All  positions  are  currently  available  at  our  Allen,  TX  and  Orange,  CA  locations. 


We  offer  competitive  salaries  and  outstanding  benefits  in  a  challenging,  varied  and  fast-paced 
work  environment.  Well  also  cultivate  your  career  through  professional  development  and  training. 
If  you  are  motivated  to  succeed  and  thrive  in  a  deadline-oriented  workplace  that 
requires  flexibility,  fosters  initiative,  stimulates  creativity,  and  rewards  excellence, 
then  experience  Experian.  For  consideration,  please  mail  your  resume  to: 

Experian,  Attn:  EF-CW,  505  City  Parkway  West  3rd  Floor,  Orange,  CA  92868, 
fax:  (714)  385-5444;  e-mail:  experian.hr@experian.com. 


experian 


EOE 


formerly  TRW  Information 
Systems  &  Services 

www.experian.com 


H 


fAtegrated  Systems  Professionals 

A  Pasl-Growing  National  Consultancy  Offers  Exciting 
Opportunities  For  Top  Quality  Professionals. 


rraiecf)  Monagers 
■''.-•am  l*a<i«rs/Consvltaiits 


.-i  j  Teim  Career  Opportunities 
...1  term  And  Long-Term  Contract  Opportunities 


i  "t  £>  m  til  SAP  i+  3  Modules  Basis  and  ABAP 
■tele «  eople$oh*Baan 


1  ior*[!d'K.3-B,i3ed  Compensation  provides  exciting  opportunities 
r, it  o.p.  r.onced  professionals  (To  $250+  OR  $150  per  hour  tor 

txpcnonced  SAP  experts) 


Pi-use  lax  resumes  to  516-625-0740 
or  visit  us  at  http  ,wwv.  rprr.com 


/P®  /MJ© 


SAP 


We  specialize  In: 

The  placement  of  SAP 
professionals  -  all  modules 
A8AP,  BASIS. 

Contract  &  Permanent  Positions 
Available  Nationwide. 

We  have  low  ovetheod  so 
we  can  pay  you  top  rates. 

Wfj  People  Unlimited 

iV  1811  SotdisPd  N.  sre  210 
“  '  *  Cnorlone.  NC  28270 
Phone  704-841-1 135 
fox  704-845-1052 


PeopleSoft 


We  are  seeking  Professionals  to  join  g 
our  PeopleSolt  Consulting  Practice  -  = 
all  modules.  Contract  &  permanent  1 
positions  available  nationwide,  a 


•  king  IT  Happen 


Attn:  Steven  Darrah  x 

Tet.  1.800.676.7374  eit.  228 
FAX  41630.717.0909  g 

=  sdarrah@trans-tech.com  = 

I  www.trans-tech.com  3 

3ucaik+iBtilkMMBSbW4i>jnB 


Create  the  biggest  breakthroughs 
in  the  country. 


A  network  supporting  over  90,000  handheld  computers.  2000  Frame  Relay  Connections.  Over 
90%  in-house  developed  code.  Accomplishments  on  a  scale  this  large  are  matched  only  by 
the  Ozarks.  And  Wal-Mart  offers  them  both.  As  the  global  leader  in  retail  marketing,  we  have 
created  the  most  sophisticated  infrastructure  our  industry  has  ever  seen.  In  fact, 
Computerworld  just  ranked  Wal-Mart  as  one  of  the  top  ten  places  to  work  in  I.S.  From  wide 
open  thinking  to  wide  open  spaces,  we're  a  natural. 

Opportunities  exist  for  positions  using: 

•  UNIX  -  C,  C++,  Administration,  Engineering,  Powerbuilder,  Informix  DBA’s 

•  PC  Workstation  -  VB,  VC++,  NT,  SQL  Server,  Java 

•  IBM  Mainframe  -  COBOL,  CICS,  DB2  &  IMS  DBA's 

•  Networking  -  Ethernet,  VSAT,  Frame  Relay,  ATM 

•  Telecommunications 


Wal-Mart  offers  an  excellent  benefits  package,  including  stock  options,  and  a  very  competitive 
salary.  If  having  the  best  of  both  worlds  -  advanced  technology  and  natural  amenities  -  interests 
you,  send/fax  your  resume  and  cover  letter  to:  fli 

WAL*MART 


Wal-Mart  Information  Systems  Division;  Attention:  Recruiting  Department  ISDCW97; 

702  S.  W.  8th  Street;  Bentonville,  AR  72716-9050;  Fax:  501-273-6879;  E-mail:  techjob@wal-mart.com 
For  more  information,  call  toll  free;  1-888-JOBS-ISD  or  check  out  our  career  page  at 
www.wal-mart.com/careers/isd 


EOE  M/F/D/V 


Jobs. 


Here. 


Enough  said. 


www.dice.com 


Data  processing 

I  NC  PENDENT 
C  O  N  S  U  LTA  N  rsjjjjj 

Exchange 


Don'f  gamble  with  qour  job  search  Use  DICE 


A  Service  of  D&L  Online.  Inc:  5  I  5-2800  I  44 
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ADVERTISING  SECTION 


E  W  &  NOTABLE 


I  Technology  Advantage  Announces  Computer  Security  Resource  Manual 


Included  with  p.urchas' 
Security  Resource  CD 


Technology  Advantage  has  introduced  a 
comprehensive  computer  security 
resource  every  information  professional, 
manager  and  CIO  should  have  on  their 
desk.  The  Information  Professionals 
Guide  to  Information  Security  is  a  com¬ 
prehensive  manual  of  information  securi¬ 
ty  that  includes  the  valuable  informa¬ 
tion  needed  to  combat  computer 
security  threats  in  your  organization. 
Covered  in  this  manual  are  topics  that 
are  important  to  all  I.T.  professionals; 
internal  security  threats,  external 


security  threats,  LAN  security,  software  piracy,  computer  viruses, 
information  warfare,  Internet  security,  firewall  technology,  WEB 
security,  privacy,  computer  crime,  and  7  detailed  information  secu¬ 
rity  strategies  all  organizations  should  follow.  The  nearly  500-page 
manual  is  accompanied  by  the  Security  Resource  CD  which  includes 
hundreds  of  links  to  information  security  resources  on  the  Internet 
as  well  as  over  30  freeware  and  shareware  security  utilities.  The  CD 
includes  an  online  version  of  the  manual  which  is  "Intranet  Ready" 
to  share  with  your  peers  on  your  local  area  network. 

The  developer  of  this  resource  is  15  year  technology  pro  Kevin  L. 
Moss.  Moss  states,  “the  most  pressing  subject  technology  man¬ 
agers  face  while  trying  to  keep  up  with  rapid  change,  the 
Internet  and  Year  2000  problems  is  information  security...  pro¬ 


fessionals  responsible  for  computer  systems  in  their  organiza¬ 
tions  do  not  have  available  resources  to  reference  in  order  to 
learn  about  computer  security  threats  and  solutions.  This  manu¬ 
al  combined  with  the  Security  Resource  CD  will  provide  the  I.T. 
professional  with  the  information  and  resources  needed  to 
develop  their  own  information  systems  security  strategies  in 
their  respective  organizations."  The  Information  Professionals 
Guide  to  Information  Security  and  the  Security  Resource  CD  is 
available  for  $149  plus  $10  shipping  in  the  continental  U.S.  Credit 
card  orders  can  be  placed  by  calling  Technology  Advantage  at 
(248)  443-9600.  VISA,  Mastercard  and  American  Express  are 
accepted.  For  more  information  and  additional  ordering  informa¬ 
tion  visit  http://www.technologyadvantage.com. 


Lease  financing  for  all  your  equipment  and  software  needs 


Lease  financing  is  a  powerful  financial 
tool  that  is  often  overlooked  when  an 
new  or  established  company  considers 
the  equipment  or  software  it  needs  to 
start  or  expand  its  operations. 

Unlike  banko  or  other  institutions  that 
may  require  a  substantial  down  payment, 
leasing  companies  offer  100%  financing 
for  both  equipment  and  software. 
Additionally,  installation,  delivery  and 
service  contract  cost  can  be  included  in 


the  transaction.  Leasing  companies  place 
a  "UCC-1"  filing  only  on  the  equipment 
they  finance.  Many  banks  place  a  blanket 
"UCC-1"  not  only  on  the  equipment  that 
you  finance,  but  also  all  of  your  asset  not 
otherwise  pledged. 

Lease  financing  can  be  a  tax  intelligent 
method  of  acquiring  your  assets  if  your 
lease  is  properly  structured.  The  ques¬ 
tion  of  establishing  depreciation  sched¬ 
ules  or  expensing  each  payment  should 


be  considered  as  a  part  of  your  financial 
plan.  Additionally,  lease  financing  can 
leave  your  linco  of  bank  credit  for  cash 
flow  needs. 

Generally,  a  wide  range  of  credit  ratings 
can  be  approved.  Typically,  transaction 
of  $75,000  or  less  cam  be  arranged  with 
little  documentation  from  the  company 
beyond  the  application  when  a  company 
has  been  in  business  for  2  years  or  more. 
Larger  size  transactions,  or  leases  for 


new  companies  may  require  additional 
documentation.  The  credit  process  for 
most  transactions  less  than  $75,000  is 
36  to  48  hours  unless  additional  informa¬ 
tion  is  required. 

For  additional  information  or  questions, 
please  call  Austin  McLaughlin,  The 
McLaughlin  Group  at  800-580-2396  or 
fax  512-892-3986. 
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Alaska 


imtjf  Whirf 


Ford  Explorer 


WIN  EVERY  WEEK! 


Computerworld  Marketplace  TechnoToys  Sweepstakes 


September  15  TechnoToy: 


UMAX  Astra  600S  Scanner 

Add  sizzle  to  your  documents 
or  just  have  fun  with  this  30-bit 
color  scanner  for  PCs  and 
compatibles. 

Win  one  of  3  being  given  away! 


By  entering  into  the  weekly  TechnoToys  giveaway, 
your  name  will  automatically  be  entered  into  the 
year-end  Super  Prize  Sweepstakes  where  you 
could  win  as  much  as  $25,000  IN  CASH! 


COMPUTERWORLD 

The  Newsweekly  for  Information  Technology  Leaders 


£  ** 


Fax  this  completed  form,  or  all  of  the 
following  information  to:  (800)  898-2299. 

Yes,  I  want  to  enter  to  win  a  UMAX  Astra  600S 
Scanner.  Please  also  enter  me  in  the  end-of-year 
1997  Super  Prize  Sweepstakes  Drawing. 

Name:  _ 


Title: 


Company: . 
Address: 
City: _ 


State: 


.Zip: 


Phone: 

Fax: 


email: 


Are  you  currently  a  Computerworld  subscriber? 


yes 


no 


Issue  Date:  9/15/97 


No  purchase  necessary.  All  entries  must  be  received  no  later  than  11:59 
am  (EST)  Mon,  Sept  22, 1997.  Winner  will  be  determined  in  a  random 
drawing  on  or  about  5:00  pm  (EST)  Mon.,  Sept  22,  See  official  rules 
within  the  Marketplace  section. 


j  £  £ 

2  *7 

^  j  7 

3  •• 

A'  is 
X  $  Jt 


$  £  5 


Corporate 

America 


Corporate  America  has  a  new  look  these  days  thanks  to  a  Fortune  500  PC 
manufacturer  from  South  Dakota.  From  a  two-person  start-up  operation  in 
1985  to  a  $5  billion  global  company  in  1996,  Gateway  2000 
has  taken  the  PC  industry  and  corporate  America  by  storm. 

Gateway  2000  Major  Accounts,  Inc.  is  there  to  handle  the 
unique  needs  of  large-volume  purchasers.  Gateway  Major 
Accounts  delivers  Value  of  Ownership:  the  winning  ScT 

combination  of  high  benefits  and  low  cost  for  the  life  cycle  of  your  computer,  gateway"  £-Wt  desktop 

and  Gateway  Solo  "  portable  PCs 

High-quality  PCs  custom  built  for  your  business  that  go  to  work  for  you  right  feature  Intel  Pentium  processors. 
out  of  the  box  —  that's  Gateway. 

Want  to  know  more  about  this  cow-spotted  business  phenomenon?  Call  our 
Gateway  Major  Accounts  representatives  today,  because  we  mean  business. 


"i 


GATEVm2000 


“You've  gol  a  friend  in  the  business. "® 


pentium*]] 


888-888-0382 

www.gateway.com/majoraccounts.htm 

Gateway  2000  Major  Accounts,  Inc. 

610  Gateway  Drive  •  P.O.  Box  2000 
N.  Sioux  City,  SD  57049-2000 

GSA  Schedule  #GS-35F-4565G 
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Marketolace 


For  information 
advertising,® 
call  203-857-5100 


AS/400's 


LOWEST  PRICES 
IN  THE  U.S.A.!!! 


BUY  SELL  LEASE  RENT  4  UPGRADE 


KING  DATA  STOCKS ... 

Over  10  Million  Dollars  of  New  &  Used  IBM  Hardware 


All  Portable  AS/400-236,  436, 1 50  Models  ^ 

♦  All  Advance  Series-200,  300,  400,  500  &  600  Models 

♦  All  AS/400-9402/9404/9406-B,  C,  D,  E  and  F  Models 


SYSTEMS  ★  FEATURES  ★  PARTS 

Disk  Drives  •  Tape  Drives  •  Memory  •  Printers 


Display  Stations  •  Modems  •  Controllers . 

,  KING  DATA  BUYS  IBM  *  5  5 
t  *  NOBODY  PAYS  HIGHER  CASH!!! 


$ 


DELIVERS  WORLDWIDE 

SAME  DAY  »  OVERNIGHT  •  ANYWAY 
WORLDWIDE  INSTALLATION 


1-800-330-4426 

TEL:  (203)  579-1000  FAX:  (203)  579-1 1 00 
E-MAIL:INFO@kingdata.com 


THE  WORLD'S  MOST  INFORMATIVE  AS/400  WEB  SITE 

www.kingdata.com 


STOP  COMPUTER  THEFT! 

IN  THE  OFFICE  —  ON  THE  ROAD 

♦-  Secure  computer  or  notebook  to  desk,  table,  etc. 

Protect  data 
♦=  Lifetime  warranty 


Kab!it  "n  Ust $34.95 


Kablit ™  T  Lock  -  UstS39.95 


Fixed  Location 


Quick  And  Easy  To  Install 
Available  For  Macintosh  Too 


Padlock  Security 
Provided  by 
Master *  Lock 


Order  now  —  Call  800-451-7592 ... 

1 8  Maple  Court,  East  Longmeadow,  MA  0 1 028,  USA  phone  4 1 3-525-7039 
FAX:  413-525-8807  EMAIL:  secure-it@owls.com  INTERNET:  http://www.secure-it.com 
Hours:  8:30  a.m.  to  8:00  p.m.  EST 

The  particular  Master®  Lock  Trademarks  used  are  trademarks  of  the  Master ®  Lock  Company  and  are  used  by  Secure- It,  Inc.  under  license. 


OFFICIAL  RULES  -  NO  PURCHASE.  PAYMENT  OR  CONTRIBUTION  NECESSARY  -  To  enter  the  Sweepstakes  outlined  below,  follow  all  entry  instructions  published  in  this  offer.  Your  entry  must  be 
received  by  the  date  specified  elsewhere  in  this  offer  or  by  1/15/98,  whichever  is  sooner. 

Super  Prize  Sweepstakes  -  Winners  wili  be  selected  in  random  drawings  from  all  eligible  entries  received.  Early  Bird  winner  will  be  selected  in  a  separate  drawing  from  among  all  eligible 
entries.  Sweepstakes  begins  9/3/96.  Drawings  will  be  conducted  on  or  about  4/30/98  by  Ventura  Associates.  Inc.,  an  independent  judging  organization  whose  decisions  are  final.  Drawing  will 
be  held  at  1040  Avenue  of  the  Americas.  New  York,  NY  10018.  You  need  not  be  present  to  win. 

CONSUMER  DISCLOSURE  Different  creative  presentations  of  the  sweepstakes  may  present  different  prize  choices.  Values  at  a  given  prize  level  will  be  approximately  the  same.  Ail  prize  winners 
will  have  the  option  of  selecting  any  prize  offered  at  level  won.  Number,  estimated  maximum  retail  value  and  odds  of  winning  each  prize  are  as  follows:  1  Grand  Prize  -  $25,000  (or  cash  alter¬ 
native  of  $25,000);  1  First  Prize  -  $2,000;  1  Second  Prize  -  $1,000;  50  Third  Prizes  -  $80;  1,000  Fourth  Prizes  -  $65  each;  1  Early  Bird  Prize  -  $5,000.  Total  prize  value;  $102,000.00. 
Certain  creative  presentations  of  the  Super  Prize  Sweepstakes  may  present  an  Early  Bird  Prize.  To  qualify  for  the  Early  Bird  Prize,  if  the  Early  Bird  Prize  is  presented  in  your  offer,  your  entry 
must  be  received  by  the  Early  Bird  date  specified  elsewhere  in  this  offer.  Odds  of  winning  any  prize  are  determined  by  the  total  number  of  eligible  entries  received.  Distribution  of  sweepstakes 
will  not  exceed  300  million.  All  Super  Prize  Sweepstakes  prizes  will  be  awarded. 

Automobile,  boat/trailer  prizes  must  be  picked  up  at  local  dealer.  All  other  merchandise  prizes  will  be  shipped  to  winner.  Boat/trailer  and/or  automobile  title,  tags,  license  and  registration  fees 
are  winner's  responsibility  as  are  any  other  incidental  expenses  not  specified  in  the  offer.  Trip  prizes  subject  to  availability  and  must  be  completed  within  12  months  of  date  awarded.  Actual 
values  of  trips  depend  on  location  of  winners  and  fares  at  time  of  departure.  Certain  restrictions  and  blackout  dates  may  apply.  If  a  trip  prize  is  won  by  a  minor,  minor  must  be  accompanied  by 
a  parent  or  legal  guardian.  Winner's  traveling  companion  will  be  required  to  sign  a  release  of  liability  prior  to  departure.  Trip  prizes  are  on  a  space  available  basis  and  do  not  include  personal 
purchases  or  incidentals.  No  substitution  of  prizes,  except  sponsor  reserves  the  right  to  substitute  a  prize  of  equal  or  greater  value  in  the  event  an  advertised  prize  is  unavailable. 

For  winners  list  (available  after  6/30/98)  send  self-addressed,  stamped  envelope  by  1/15/98  to:  Super  Prize  Winners.  P.  0.  Box  9193,  Medford.  NY  11763-9193. 

THE  FOLLOWING  APPLIES  TO  THE  SWEEPSTAKES  ABOVE  -  No  purchase,  payment  or  contribution  necessary  to  enter  or  win.  No  photocopied  or  mechanically  reproduced  entries  will  be  accept¬ 
ed.  Not  responsible  for  technical  malfunctions,  failure  of  computer,  telephone  equipment  or  software,  inaccurate  transmission  of  entry  information  or  for  lost  late,  misdirected,  damaged,  incom¬ 
plete.  illegible  or  postage-due  mail.  All  entries  become  the  property  of  sponsors  and  none  will  be  returned. 

Winner  notification  will  be  by  mail.  A  winner  may  be  required  to  sign  and  return  an  Affidavit  of  Eligibility/Liability/Publicity  Release  within  14  days  of  date  printed  on  notification  or  he/she 
will  be  disqualified.  Any  prize/prize  notification  returned  as  undeliverable  will  result  in  disqualification.  If  a  major  prize  is  won  by  a  minor,  it  will  be  awarded  to  parent  or  legal  guardian  and  the 
Affidavit  of  Eligibility  and  Release  must  be  signed  by  the  parent  or  legal  guardian.  Except  where  prohibited  by  law.  winners  consent  to  the  use  of  their  names,  hometowns,  likenesses  and  pho¬ 
tographs  lor  advertising  and  publicity  without  additional  compensation. 

Sweepstakes  is  open  to  legal  residents  of  the  U.  S..  Canada  and  Europe  (in  those  areas  where  made  available)  who  have  received  the  offer.  In  the  event  that  the  designated  recipient  of  the 
offer  has  moved,  the  offer  may  not  be  valid  in  the  state,  country  or  province  to  which  the  offer  has  been  forwarded.  Void  in  Puerto  Rico  and  where  prohibited  by  law.  All  federal,  state,  provin¬ 
cial  and  local  laws  and  regulations  apply. 

All  prize  values  are  in  U.  S.  currency.  No  transfer  of  prize  permitted.  A  winner  is  responsible  for  all  taxes  on  his/her  prize. 

Canadian  residents,  in  order  to  win.  must  first  correctly  answer  a  time-limited  skill  testing  question  administered  by  mail.  Any  litigation  regarding  the 
conduct  and  awarding  of  a  prize  in  this  publicity  contest  by  a  resident  of  the  province  of  Quebec  may  be  submitted  to  the  Regie  des  alcools.  des  courses 
et  des  jeux.  Sweepstakes  may  be  presented  in  different  creative  presentations  by  different  organizations.  Ventura  Associates.  Inc.,  1040  Avenue  of  the 
Americas.  New  York.  NY  10018,  the  independent  judging  organization  has  provided  all  prizes  at  no  charge.  Ventura  Associates.  Inc.,  reserves  the  right 
to  withdraw  the  promotion  if  it  becomes  technically  corrupted.  Employees  of  Sweepstakes  Administrator,  presenting  organizations,  their  advertising 
agencies  and  promotional  companies  involved  in  this  promotion  and  their  families,  agents,  successors  and  assignees  are  ineligible  to  participate  in  the 
promotion  and  shall  not  be  eligible  for  any  prizes  covered  herein.  The  parties  hereto  acknowledge  that  SCA  is  not  liable  lor  any  prize  awards  payable  to 
promotion  participants  in  violation  of  this  term. 

COMPUTERWORLO  TECHNOTOYS  WEEKLY  SWEEPSTAKES  OFFICIAL  RULES:  No  purchase  necessary.  Complete  official  entry  form  or  print  all  entry 
information  on  plain  paper,  including  this  week's  prize  and  fax  to:  (800)898-2299.  Incomplete  entries  not  eligible.  Sweepstakes  begins  12:01  am  (EST) 

Monday  (the  date  of  the  issue).  All  entries  must  arrive  by  fax  no  later  than  1 1:59  am  Monday  of  the  following  week.  The  issue  date  can  be  found  at  the 
top  of  most  pages  of  this  magazine.  Sponsor  not  responsible  for  telephone  or  fax  equipment  failure  or  delayed  transmission.  All  entries  become  spon¬ 
sor's  property  &  will  not  be  returned. 

Winner  will  be  determined  in  a  random  drawing  on  or  about  5:00  pm  (EST)  the  Monday  following  the  issue  date.  You  need  not  be  present  to  win.  The 
prize  (and  its  retail  value)  detailed  with  the  entry  form  is  guaranteed  to  be  awarded  &  delivered  to  winner  approx.  30  days  from  drawing  date.  If  notifi¬ 
cation  letter  or  prize  is  returned  as  undeliverable,  it  will  be  awarded  to  an  alternate  winner  at  random.  No  prize  substitutions  except  due  to  unavailabili¬ 
ty.  in  which  case  a  prize  of  equal  value  will  be  awarded.  Prize  not  transferable  or  redeemable  for  cash.  All  taxes  on  prize  are  winner's  responsibility. 

Acceptance  of  prize  constitutes  permission  (except  where  prohibited)  to  use  winner's  name,  hometown  &  likeness  lor  promotional  purposes  without 
additional  compensation. 

Sweepstakes  is  open  to  legal  US  residents.  18  &  older.  Odds  of  winning  determined  by  total  number  of  entries  received.  EsL  distribution:  150.448. 

Sponsor  Computerworfd.  Inc.  500  Old  Connecticut  Path.  Framingham.  MA  01701.  Employees  of  Computerworfd.  Inc.,  its  affiliates,  subsidiaries,  retail¬ 
ers.  advertising  &  promotion  agencies  &  immediate  families  of  each  not  eligible.  All  federal,  state  8  local  laws  &  regulations  apply.  Void  in  Puerto  Rico 
&  where  prohibited  by  law. 

For  winners  list  (available  within  4  weeks  of  the  drawing),  sand  a  SASE  to:  Sweepstakes  Winners.  Computerworfd  TechnoToys  Sweepstakes.  500  Old 
Connecticut  Path,  Framingham.  MA  01701. 


AUCOMP 


Which  has  serviced  over  1 85  diverse  clients, 
specializes  in  providing  VM,  MV'S,  VSE  service  to  clients  who  need: 

•OUTSOURCING 
•REMOTE  COMPUTING 

•YEAR  2000:  Mainframe  Conversion  Test  Environment 
•TAPE  CONVERSIONS 
•SYSTEMS  PROGRAMMING  &  NETWORKING  SUPPORT  SERVICES  I 


Industry 

experience 

includes: 


•Financial  Services  *Non  Profit  ‘Software  Developers 
•Healthcare  •Manufacturing/Distributing  •Publishing 


We  are  the“Boutique”  of  the  Computer  Services  World 


Serving  Clients  since  1 980 


(201)  319-8787  •  (800)  274-5556 


NEED  HELP  WITH  NT? 


Managing  Windows  NT  environme 
is  Transtech’s  core  competency. 
Whether  you’re...migrating 
from  Netware/UNDL.facing  | 
NT  Administration  issues  or  ' 
...deploying  NT  Web  Servers, 

Microsoft • 

WMmmm 

www.trans-tech.com 


Serifrv, 

g.MuiiL  ■  nxa 


ntadmin@trans-tech.com  •  1.888.682.3646  ext.  239 


nstech  has  the  best  nationwide  team 
of  NT  experts  in  the  business.  Our 
Microsoft  certified  NT  experts 
specialize  in  providing  onsite  NT 
Administration  Services. 


TransTech 

making  IT  happen 

SC.  S  0  0  C  0  M  P  .4  N  1 


OUR  admiNTeam  IS  THE  BEST  IN  THE  BUSINESS! 


T here's  nothing  like  color 
to  make  you  stand  out. 


Introducing  a  full-featured  color  laser  printer  that’s 
an  irresistible  value  -  the  new  Lexmark  Optra  SC  1275. 


Affordable  color  laser 
printing  is  no  longer 
somewhere  over  the 


rainbow.  Thanks  to  the 
new  Lexmark  Optra™  SC 
1275.  Rich  indigo  blues. 
Sparkling  ruby  reds. 
Stunning  harvest  yellows. 
At  a  price  that’s  not  a  lot  of  green. 
You  get  crisp  600  dpi  resolution  and  1200  Image 
Quality.  Made  push-button  easy  with  Lexmark’s 


ColorSharp™  an  intelligent  color  enhancer  that 
gives  you  a  great  print  on  your  first  print.  Not 
just  on  paper,  but  also  cardstocks,  transparencies, 
even  labels.  What’s  more,  the  Lexmark  Optra  SC 
blends  in  seamlessly  with  your  network.  PCL®5 
with  color,  PCL  6  and  PostScript  Level  2 
emulations  are  all  included  at  no  extra  charge. 
So  you  can  easily  create  inexpensive,  attention- 
getting  documents  that  proudly  display  your  best 
features.  To  find  out  more,  call  1-800-LEXMARK 
or  visit  us  at  www.lexmark.com. 


A  bold  new  breed  of  performance  printers. 


'For  official  contest  rules,  visit  our  website  or  call  1-606-232*2300  and  request  document  number  0905 

O  1997  Lexmark  International.  Inc  All  nghts  reserved  Lexmark  and  Lexmark  with  diamond  design  and  Optra  are  trademarks  of  Lexmark  International.  Inc.  registered  m  the  United  States  and/or  other  countries 
Print  Lexmark  and  ColorSharp  are  trademarks  of  Lexmark  International.  Inc.  PCL  is  a  registered  trademark  of  Hewlett-Packard  Company  Other  trademarks  are  property  of  their  respective  owners 
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Vice  President  Regional  Manager 

Sherry  Driscoll  Christopher  E.  Thomas 


NORTHEAST 


Director:  Isabelle  Kane;  Senior  District  Manager:  Kim 
DiMascio;  District  Manager:  Laurie  Marinone;  Sales 
Associates:  Karen  Beasley,  Dianne  McNeil,  Cheryl 
Stratton,  470  Totten  Pond  Rd.,  5th  Floor,  Waltham,  MA 
02154  (508)  879-0700  Fax:  (617)  890-2669  TDD:  (800) 
428-8244 


NEW  YORK  &  NEW  JERSEY 


Director:  Fred  LoSapio;  District  Managers:  Kim  Bailey, 
John  Bosso;  Account  Executive:  Maureen  Grady;  Sales 
&.  Office  Associate:  Susan  Kusnic;  Sales  Associates: 
Jean  Dellarobba,  Valerie  Lusczek,  John  Radzniak,  Mack 
Center  1,  365  West  Passaic  St.,  Rochelle  Park,  NJ  07662 
(201)  587-0090  Fax:  (201)  587-9255,  (201)  587-1289 
TDD:  (800)  208-0288 


SOUTH  ATLANTIC 


Senior  District  Manager:  Walter  Hodge,  Mack  Center  1, 
365  West  Passaic  St.,  Rochelle  Park,  NJ  07662  (201)  587- 
0090  Fax:  (201)  587-9255,  (201)  587-1289  TDD:  (800) 
208-0288 

Account  Executive:  Phillip  Braithwaite,  2457A  S. 
Hiawassee  Rd.,  Ste.  321,  Orlando,  FL  32835  (407)  521- 
9181  Fax:  (407)  521-8719 


MIDWEST 


Sr.  Account  Executive:  Laurie  Gomes;  Sales  Associate: 
Jasmine  Huffman,  875  N.  Michigan  Avenue,  Suite  2846, 
Chicago,  IL 60611  (312)  943-4266  Fax:  (312)  943-2214 


SOUTHWEST 


Senior  District  Manager:  Jennifer  Hedges;  Sales 
Associate:  Brenda  Shipman,  14651  Dallas  Parkway,  Suite 
118,  Dallas,  TX  75240  (972)  233-0882  Fax:  (972)  701- 
9008  TDD:  (800)  822-4918 


Boston:  Director  of  Publishing  Services/Carolyn  Medeiros; 
Project  Coordinator/Heidi  Broadley;  Managing  Editor/Peter 
Bochner;  Graphic  Designer/Gail  Varney,  500  Old  Connecticut 
Path,  Box  9171,  Framingham,  MA  01701-9171  (508)  879-0700 
Fax:  (508)  875-6310 

San  Francisco:  Vice  President  Custom  Publications/Elaine 
Offenbach;  Sales  Operations  Coordinator/Nikki  Wilson,  500 
Airport  Boulevard,  Suite  400,  Burlingame,  CA  94010  (415)  347- 
0555  Fax:  (415)  347-8312 

East:  Director/ Barry  Cheney;  Mack  Center  1,  365  West  Passaic 
St.,  Rochelle  Park,  NJ  07662  (201)  587-0090  Fax:  (201)  587- 
9255,  (201)  587-1289 


MARKETPLACE  ADVERTISING 


Sales  Manager/Pat  Fates,  50  Washington  St.,  South  Norwalk, 
CT  06854  (203)  857-5125  Fax:  (203)  838-1425 


COMPUTERWORLD  INFORMATION  MANAGEMENT  DIVISION 


Vice  President/General  Manager:  Richard  Mikita 
Computerworld  VAR  Database:  Carol  Mullen/National  Sales 
Manager;  Account  Executive/Sean  Weglage,  (508)  879-0700 
Fax:  (508)  879-0184 

Computerworld  Buyers  Database  East:  (508)  879-0700  Fax: 
(508)  879-0184 

Computerworld  Buyers  Database  West:  (415)  347-0555  Fax 
(415)  347-8312 


DIRECT  RESPONSE  CARDS 


500  Old  Connecticut  Path,  Framingham,  MA  01701-9171  (800) 

343-6474 

National  Accounts  Director/Norma  Tamburrino,  Mack  Center 
1,  365  West  Passaic  St.,  Rochelle  Park,  NJ  07662  (201)  587- 
0090 


BUSINESS  DEVELOPMENT 


National  Director/John  S.  Gordon;  990  Hammond  Dr.,  Ste. 
600,  Atlanta,  GA  30328  (770)  668-5414  Fax  (770)  394-6354 


Vice  President/ 

Associate  Publisher,  Vice  President/ 

Western  Region  Custom  Publications 

Bill  Howard  Elaine  Offenbach 


Director:  Christine  Curry;  Senior  District  Manager:  Ernie 
Chamberlain;  District  Managers:  Gena  Haas,  Denyce 
Kehoe;  HR  Representative:  Leticia  Lehane;  Sr.  Account 
Executive:  Claude  Garbarino;  Account  Executives:  Larisa 
Gagainis,  Andrea  Zurek;  Sales  Associates:  Alicia 
Giovannini,  Emmie  Hung;  Office  Services:  Jessica 
Abude;  Sales  Coordinator:  Yvonne  Zuniga,  500  Airport 
Boulevard,  Suite  400,  Burlingame,  CA  94010  (415)  347- 
0555  Fax:  (415)  347-8312  TDD:  (800)  900-3179 


SOUTHERN  CALIFORNIA 


Director:  Nancy  Coy-Bianchi;  Sr.  Account  Executive: 
Susan  Davis;  Sales  Associate:  Pat  Duhl,  2171  Campus 
Drive,  Suite  too,  Irvine,  CA  92612  (714)  250-3942  Fax: 
(714)  476-8724 


ADVERTISING  OPERATIONS  PRINT  &  ON-LINE 


Display  Advertising  Production  Manager:  Paula  Wright; 
Display  Advertising  Coordinators:  Lisa  Tanner,  Gregg 
Pinsky,  (508)  879-0700  Fax:  (508)  879-0446 


Vice  President  Recruitment  Advertising/John  Corrigan; 
Marketing  Director/Derek  E.  Hulitzky;  Operations  Director/ 
Cynthia  Delany,  500  Old  Connecticut  Path,  Framingham,  MA 
01701-9171  (800)  343-6474 

New  England  &  Upstate  New  York:  Regional  Manager/Nancy 
Percival,  470  Totten  Pond  Rd.,  5th  Floor,  Waltham,  MA  02154 
(800)  343-6474,  Account  Executive/Nancy  Mack,  (800)  343- 

6474 

Mid-Atlantic:  Regional  Manager/Jay  Saveli,  961  Marcon  Blvd., 
Suite  409,  Allentown,  PA  18103  (610)  264-7700,  Sr.  Account 
Executive/Caryn  Dlott,  (800)  343-6474  TDD:  (800)  208-0288 
South  Atlantic:  Regional  Manager/Katie  Kress-Taplett,  8304 
Professional  Hill  Drive,  Fairfax,  VA  22031  (703)  573-4115,  Sales 
Manager/Pauline  Smith  (800)  343-6474 
Midwest:  Regional  Manager/Pat  Powers,  1011  EastTouhy 
Avenue,  Suite  550,  Des  Plaines,  IL  60018  (847)  827-4433, 
Account  Executive/Nick  Burke  (800)  343-6474  TDD:  (800)  227- 
9437 

Southwest:  Regional  Manager/Ellen  Cross,  2171  Campus  Drive, 
Ste.  100,  Irvine,  CA  92715  (714)  250-0164,  Account  Executive/ 
Jim  Parker,  (800)  343-6474 

Northwest:  Regional  Manager/Christopher  Glenn,  246  Casitas 

Ave.,  San  Francisco,  CA  94127  (415)  665-2443,  Account 

Executive/Fabiola  Franz,  (800)  343-6474 

West:  Regional  Manager/Ellen  Cross,  2171  Campus  Drive,  Ste. 

loo,  Irvine,  CA  92715  (714)  250-0164,  Account  Executive/Jeff 

Yoke  (800)  343-6474  TDD:  (800)  203-5867 

Internet  Careers  Site:  Jennifer  Arispe,  Sales  Associate,  500  Old 

Connecticut  Path,  Framingham,  MA  01701-9171  (800)  343-6474 


CAREER  AGENT 


Director  of  Partner  Programs/Kaye  Sharborough,  500  Airport 
Boulevard,  Suite  400,  Burlingame,  CA  94010  (415)  347-0555 
Fax:  (415)  347-8312 


To  have  your  Internet  address  listed  here,  please  contact  Paula  Wright  at  (508)  620-7716 

This  index  is  provided  as  an  additional  service.The  publisher  does  not  assume  any  liability  for  errors  or  omissions. 


HAVE  A  PROBLEM  WITH  YOUR  COMPUTERWORLD  SUBSCRIPTION? 


We  want  to  solve  it  to  your  complete  satisfaction,  and  we  want  to  do  it  fast. 
Please  write  to: 

Computerworld,  P.O.  Box  2043,  Marion,  Ohio  43305-2043. 

Your  magazine  subscription  label  is  a  valuable  source  of  information  for  you 
and  us.  You  can  help  us  by  attaching  your  magazine  label  here,  or  copy  your 
name,  address,  and  coded  line  as  it  appears  on  your  label.  Send  this  along 
with  your  correspondence. 

Address  Changes  or  Other  Changes  to  Your  Subscription 

All  address  changes,  title  changes,  etc.  should  be  accompanied  by  your 
address  label,  if  possible,  or  by  a  copy  of  the  information  which  appears  on 
the  label,  including  the  coded  line. 

Your  New  Address  Goes  Here  Address  shown:  □  Home  □  Business 

Name 

Company 

Address 


City 


State 


Zip 


Other  Questions  and  Problems 

It  is  better  to  write  us  concerning  your  problem  and  include  the  magazine  label. 
Also,  address  changes  are  handled  more  efficiently  by  mail.  However,  should  you 
need  to  reach  us  quickly  the  following  toll-free  number  is  available:  1-800-552- 
4431  Outside  U.S.  call  (614)  382-3322.  Internet  address:  circulation@cw.com 


COMPUTERWORLD  allows  advertisers  and  other  companies  to  use  its  mailing  list  for  selected 
offers  we  feel  would  be  of  interest  to  you.  We  screen  these  offers  carefully.  If  you  do  not  want  to 
remain  on  the  promotion  list  please  write  to  the  following  address  -  COMPUTER 
Old  Connecticut  Path,  Framingham,  IV 


Circulation  Department,  500  < 


/1PUTERWORLD, 
,  MA  01701. 


COMPUTERWORLD 

. 

President 

Michael  R.  Rogers 

Senior  Vice  President/ 

Senior  Vice  President/ 

Vice  President/ 

Finance 

Consumer  Marketing 

Editor 

Matthew  C.  Smith 

Gail  Odeneal 

Paul  Gillin 

Vice  President/ 

Vice  President/General  Manager  Vice  President/ 

Recruitment  Advertising  Vice  President  of  IS  New  Media  &  Information  Mgmt  Human  Resources 

John  Corrigan  Walter  Crosby  Richard  Mikita  Susan  C.  Perry 


INTERNATIONAL  DATA  GROUP 


Chairman  of  the  Board,  Patrick  J.  McGovern  President,  Kelly  Conlin  Chief  Operating  Officer  Jim  Casella 

Computerworld  is  a  publication  of  International  Data  Group,  the  world's  largest  publisher  of  computer- 
related  information  and  the  leading  global  provider  of  information  services  on  information  technology. 
International  Data  Croup  publishes  over  275  computer  publications  in  over  75  countries.  Sixty  million 
people  read  one  or  more  International  Data  Croup  publications  each  month. 


MARKETING:  Vice  President,  Marketing/Cyr\th'\a  L.  Ahart,  Director,  Marketing  Communications/Mary  Doyte,  Senior 
Manager,  Marketing  Communications /BWzabeth  Phillips,  Manager,  Trade  Show  g[  Events/ Audrey  Abbott,  Marketing 
Manager/ Susan  Thaxter,  Marketing  Communications  Project  Manager/ Karen  Lesko,  Senior  Marketing  Manager/ 
Stuart  C.  Dale,  Marketing  Specialist /BmWy  Dinneen  CIRCULATION:  Vice  President  Circulation/ Maureen  Burke 
PRODUCTION:  Production  Director/ Christopher  P.  Cuoco,  Production  Manager/Beverly  Wolff  DISTRIBUTION: 
Distribution  Manager /Bob  Wescott,  Traffic  Manager/Pat  Walker 


CUSTOM  PUBLICATIONS  H  RECRUITMENT  ADVERTISING  SALES  OFFICES 


Computerworld  September  15,  1997  (www.computerworld.com) 


Gainers  0*  Losers  Q 


c  E 


Centura  Software . 100.0 

Truevision  Corp . 48.5 

Intelligent  Electronics . 31.8 

Yahoo!  Inc.(H) . 26.4 

Amazon. com(H) . 25.8 

Open  Market  Inc . 25.3 

Centigram  Communications(H) . 22.8 

MTI  Technology  Corp.(H) . 18.4 

Fwgn 

Yahoo!  Inc.(H) . 11.81 

Amazon.com(H) . 7.88 

America  On-Line(H) . 7.31 

Cambridge  Tech.  Partners . 4.13 

Adobe  Systems  Inc . 3.50 

Centigram  Communications(H) . 3.25 

McAfee  Associates . 3.25 

Open  Market  Inc . 2.88 


Sequent  Computer  Sys . -16.3 

Core!  Corp . -15.6 

Stratus  Computer  Inc.(H) . -14.7 

ParcPIace  Systems  Inc . -12.2 

Micro  Touch  Systems  Inc . .. . -11.6 

Keane  Inc . -11.6 

Sapient  Corp . .. . -10.9 

Ascend  Communications . . -10.8 


Stratus  Computer  Inc.(H) . . -8.75 

Motorola  Inc . -7.31 

IBM . -6.94 

Northern  Telecom  Ltd . -6.56 

Cisco  Systems  Inc . . . -6.44 

Sapient  Corp . -6.13 

Lucent  Tech . . . -4.81 

Sequent  Computer  Sys. . . -4.78 


WorldCom  thinks  big 

Amid  the  hullabaloo  surrounding  the  merger  between 
CompuServe  Corp.  and  America  Online,  Inc.  stands 
WorldCom,  Inc.  (Nasdaq:WCOM),  the  Jackson,  Miss.- 
based  long-distance  telephone  and  data  communica¬ 
tions  provider  that  helped  America  Online  afford  the  whole 
package. 

When  the  dust  settles,  WorldCom  will  hold  both  Compu¬ 
Serve’s  and  America  Online’s  lines,  modems,  points  of  pres¬ 
ence  (POP)  and  network  services.  CompuServe’s  business  net¬ 
work  services  division  will  let  WorldCom  offer  its  customers 
business  services  that  it  couldn’t  before. 

Industry  analysts  say  each  of  these  features  is  a  key  to  World- 
Corn’s  long-term  strategy.  “They  had  to  continue  to  add  to  their 
spread  of  offerings  in  order  to  grow,”  says  Ulric  Weil,  an  analyst 
at  investment  firm  Friedman,  Billings,  Ramsey  Co.  in  Arlington, 
Va.  “The  addition  of  more  POPs  and  lines  around  the  world  will 
benefit  them  immediately.” 

Dan  Merriman,  an  analyst  at  Giga  information  Group  in 
Stamford,  Conn.,  says  WorldCom  —  like  MCI  Communications 
Corp.  —  is  focused  on  covering  the  data-centric  business 
market. 

“With  the  new  services  they  get  from  CompuServe,  like 
transactional  processing,  managed  virtual  private  networks 
and  remote  LAN  access  services,  they  have  a  lot  to  offer  busi¬ 
ness  customers,”  Merriman  says. 

David  Takata,  an  analyst  at  Grunthal  &  Co.  in  Beverly  Hills, 
Calif.,  says  WorldCom  and  MCI  —  in  contrast  with  AT&T  Corp. 
(NYSE:T)  and  Sprint  Corp.  (NYSE:FON)  —  have  both  seized 
the  chance  to  be  major  data  communications  access  providers. 
“AT&T's  behind  here.  They  still  seem  more  interested  in  provid¬ 
ing  telephone  service  than  they  are  in  the  Internet,”  Takata 
says.  Sprint’s  router-based  network  has  problems  scaling  to 
stay  competitive,  he  says.  —  Stewart  Deck 


DEALMAKER  DOLLARS 


WorldCom’s  stock  price  jumped  following  the  Sept.  8 
America  Online/CompuServe  deal 


28 


June  2,  July  1, 
1997  1997 


Aug.  I,  Sept.  2, 
1997  1997 


Sept.  9,  Sept.  10, 
1997  1997 


Exch  52-Week  Range 


Sept.  12  Wk  Net  Wk  Pct 
2pm  Chance  Change 


Communications  and  Network  Services  OFF  0.64% 


COMS 

81.38 

24.00 

3COM  Corp. 

49.19 

-0.69 

-1.4 

AIT 

71.75 

50.00 

AMERITECHCorp. 

62.94 

-1.31 

-2.0 

ASND 

80.25 

36.13 

Ascend  Communications 

36.56 

-4.44 

-10.8 

T 

42.75 

30.75 

AT&T 

42.75 

2.75 

6.9 

BNYN 

6.50 

1.19 

Banyan  Systems  Inc. 

2.56 

0.28 

12.3 

BAY 

38.00 

15.38 

Bay  Networks  Inc.  (H) 

35.19 

-1.75 

-4.7 

BEL 

78.81 

55.63 

Bell  Atlantic  Corp.  (H) 

77.94 

1.69 

2.2 

BLS 

48.81 

36.13 

BellSouth  Corp. 

43.69 

-1.31 

-2.9 

BRKT 

42.25 

9.25 

BrooktroutTechnology 

12.69 

1.25 

10.9 

CS 

46.50 

27.50 

Cabletron  Systems 

32.13 

-1.56 

-4.6 

CCRM 

17.50 

8.63 

Centigram  Com m unications  (H) 

17.50 

3.25 

22.8 

CSCO 

83.25 

45.25 

Cisco  Systems  Inc. 

71.38 

-6.44 

-8.3 

CMNT 

7.00 

3.31 

Computer  NetworkTech. 

5.25 

-0.06 

-1.2 

DICI 

32.50 

12.63 

DSC  Communications  (H) 

32.19 

2.19 

7.3 

FORE 

43.63 

10.00 

FORESystems  Inc. 

20.38 

0.38 

1.9 

GDC 

12.50 

5.88 

GeneralDatacomm  Inds. 

6.56 

-0.56 

-7.9 

GSX 

53.00 

36.13 

General  Signal  Networks 

40.31 

-4.44 

-9.9 

GTE 

49.38 

38.00 

GTE  Corp. 

44.00 

-1.50 

-3.3 

LU 

90.75 

38.88 

LucentTech. 

77.75 

-4.81 

-5.8 

MADGF 

16.13 

4.50 

Madge  Networks  NV 

8.06 

-0.56 

-6.5 

MCIC 

43.38 

23.88 

MCI  Com  mm  uni  cations  Corp 

27.38 

-1.69 

-5.8 

NETM 

9.88 

2.50 

NetManage  Inc. 

3.50 

0.47 

15.5 

NTRX 

8.50 

1.44 

NetrixCorp. 

2.00 

-0.13 

-5.9 

NCDI 

16.25 

4.63 

Network  Computing  Devices 

11.50 

1.00 

9.5 

NWK 

22.38 

11.13 

Network  EquipmentTech. 

18.81 

-0.44 

-2.3 

NETG 

30.25 

11.13 

Network  General 

16.88 

0.06 

0.4 

NN 

58.00 

26.50 

Newbridge  Networks  Corp.  (H) 

54.63 

-1.25 

-2.2 

NT 

107.19 

50.13 

Northern  Telecom  Ltd. 

94.88 

-6.56 

-6.5 

NOVL 

13.00 

6.28 

NovellInc. 

9.34 

0.16 

1.7 

OCTL 

31.75 

13.50 

Octel  Com  muni  cations  Corp. 

30.00 

-0.31 

-1.0 

ODSI 

24.25 

9.75 

Optical  Data  Systems  Inc. 

10.56 

-0.56 

-5.1 

PCTL 

37.88 

8.25 

PictureTel  Corp. 

12.56 

0.34 

2.8 

PTON 

4.25 

1.31 

Proteon  1  nc. 

1.72 

-0.03 

-1.8 

RACO 

6.38 

1.50 

Racotek  Inc. 

2.44 

0.00 

0.0 

RETX 

9.25 

3.38 

Retix 

6.63 

-0.38 

-5.4 

SBC 

62.25 

46.25 

SBC  Communications 

57.00 

-0.13 

-0.2 

SFA 

24.94 

13.00 

Scientific  Atlanta  Inc. 

21.69 

-0.31 

-1.4 

SHVA 

63.50 

8.25 

Shiva  Corp. 

14.31 

-0.38 

-2.6 

FON 

52.75 

37.50 

SprintCorp. 

45.63 

-1.25 

-2.7 

SMSC 

15.25 

8.25 

Standard  Microsystems  Corp. 

10.56 

-0.75 

-6.6 

USW 

39.44 

28.00 

U  S  West  Inc. 

35.88 

-0.56 

-1.5 

XIRC 

31.13 

7.50 

Xircom 

12.88 

-1.00 

-7.2 

XYLN 

59.38 

12.38 

Xylan  Corp. 

21.63 

1.19 

5.8 

PCs  and  Workstations  OFF  2.31% 


AAPL 

29.56 

12.75 

AppleComputer  Inc. 

21.81 

-0.50 

-2.2 

CPQ 

69.94 

20.50 

CompaqComputerCorp.  (H) 

65.81 

-3.56 

-5.1 

DELL 

89.81 

17.13 

Dell  Computer  Corp.  (H) 

88.50 

0.25 

0.3 

GTW 

46.25 

19.38 

Gateway  2000  Inc. 

32.63 

-0.69 

-2.1 

HWP 

71,50 

42.50 

Hewlett  Packard  Co. 

65.69 

0.75 

1.2 

MUEI 

25.38 

12.63 

Micron  International  Inc. 

19.16 

0.34 

1.8 

NIPNY 

74.00 

52.50 

NEC  America 

54.88 

-3.00 

-5.2 

SGI 

30.31 

12.63 

Silicon  Graphics  (H) 

27.94 

-1.75 

-5.9 

SUNW 

53.31 

25.50 

Sun  Microsystems  Inc. 

49.38 

-1.81 

-3.5 

Large  Systems  OFF  4.01% 


AMH 

14.00 

8.13 

AmdahlCorp. 

12.38 

0.00 

0.0 

DGN 

37.94 

10.63 

DataGeneralCorp. 

33.00 

-1.50 

-4.3 

DEC 

47.81 

25.00 

Digital  Equipment  Corp. 

41.19 

-4.56 

-10.0 

IBM 

109.44 

58.25 

IBM 

97.38 

-6.94 

-6.7 

MDCD 

9.63 

2.88 

Meridian  Data  Inc. 

4.50 

0.25 

5.9 

PRCM 

20.13 

9.00 

ProCom Technology,  Inc. 

12.63 

-0.25 

-1.9 

SQNT 

31.25 

11.50 

Sequent  Computer  Sys. 

24.47 

-4.78 

-16.3 

TEXM 

3.88 

2.00 

Sequoia  Systems  Inc. 

3.13 

0.19 

6.4 

SRA 

60.75 

17.25 

Stratus  Computer  Inc.  (H) 

50.63 

-8.75 

-14.7 

UIS 

12.13 

5.75 

UnisysCorp.  (H) 

11.50 

0.19 

1.7 

Software  UP  2.55% 


ADBE 

49.00 

31.50 

Adobe  Systems  Inc. 

44.75 

3.50 

8.5 

AM  SWA 

12.63 

4.63 

American  Software  Inc.  (H) 

12.25 

1.13 

10.1 

APLX 

40.00 

3.13 

Applix  Inc. 

9.63 

-0.63 

-6.1 

arsw 

50.00 

17.00 

Arbor  Software  (H) 

46.50 

-0.38 

-0.8 

ADSK 

4  7.00 

21.00 

Autodesk  Inc. 

43.75 

0.19 

0.4 

BGSS 

32.50 

20.88 

BGS  Systems  Inc. 

28.63 

0.50 

1.8 

BMCS 

69.25 

38.00 

BMC  Software  Inc.  (H) 

65.50 

-0.88 

-1.3 

BOOL 

28.13 

16.13 

Boole  and  Babbace 

28.13 

1.88 

7.1 

BORL 

9.81 

4.75 

Borland  Int'l  Inc. 

8.81 

-0.19 

-2.1 

BOBJY 

20.50 

6.63 

Business  Objects 

9.31 

1.38 

17.3 

CAYN 

6.25 

2.00 

Cayenne  Software  Inc. 

2.63 

-0.13 

-4.5 

CNTR 

5.88 

1.13 

Centura  Software 

3.25 

1.63 

100.0 

CHKPF 

36.25 

15.63 

Checkpoint  Software  Technology. 75 

-1.00 

-3.6 

COGNF 

39.50 

21.50 

Cognos  Inc. 

33.56 

0.44 

1.3 

CA 
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Users  rap  PeopleSoft  service 
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terviewed  at  the  user  conference 
here  voiced  similar  concerns. 

Ann  Johnston,  manager  of 
administrative  applications  sup¬ 
port  at  San  Antonio-based  Psy¬ 
chological  Corp.,  said  calls  to  the 
help  desk  sometimes  have  taken 


several  days  to  be  answered. 

That  is  a  significant  issue  for 
a  company  whose  devotion  to 
customers  helped  it  become 
third  in  the  application  market. 

“PeopleSoft  knows  its  big 
strategic  asset  is  not  its  technol¬ 
ogy  but  its  service,” 
said  Joshua  Green- 
baum,  an  analyst  at 
Hurwitz  Group,  Inc.  in 
Newton,  Mass.  “The 
fact  that  they  love  their 
customers  and  their 
customers  love  them  is 
a  fact  they  can’t  squan¬ 
der.” 

An  influx  of  new 
customers  helped  Peo¬ 
pleSoft  nearly  double 
its  revenue  from  $185 
million  in  the  first  half 
of  last  year  to  $338  mil¬ 
lion  for  the  first  half  of 
this  year.  Of  People- 
Soft’s  1,787  customers, 
324  were  added  this 
year.  PeopleSoft’s  glob¬ 
al  support  division, 
which  handles  help 
desk  calls,  now  staffs 
more  than  200  people, 
nearly  double  the  num¬ 
ber  a  year  ago. 

To  keep  up,  People- 


“  As  of  lato,  It  is  qettinq  harder  and  harder 
to  qet  answers  from  [PeopleSoft]" 


Soft  has  dramatically  increased 
its  staff  and  spending  for  cus¬ 
tomer  support.  About  45%  of  its 
2,500  employees  are  dedicated 
to  customer  service,  and  it  spent 
$119  million  on  services  last 
year,  more  than  double  the  1995 
figure. 

“Unfortunately,  this  is  one  of 
the  prices  of  success,”  Green- 
baum  said.  “Generally  speak¬ 
ing,  service  tends  to  lag  sales.” 

Still,  Greenbaum  said  Peo¬ 
pleSoft  needs  to  kick  into  action 
with  better  support,  especially 
in  areas  such  as  manufacturing, 
where  it  has  a  long  way  to  go  to 
catch  up  to  rivals  such  as  SAP. 

NO  HELP  AVAILABLE 

Green  Mountain  Coffee  Roast¬ 
ers,  Inc.  in  Waterbury,  Vt.,  need¬ 
ed  a  consulting  firm  to  help 
install  PeopleSoft’s  new  manu¬ 
facturing  module  because  Peo¬ 
pleSoft  didn’t  have  anyone  avail¬ 
able  who  knew  the  product.  Yet 
Green  Mountain  was  a  show¬ 
case  customer  and  one  of  the 
first  two  companies  to  go  live 
with  the  product. 

But  PeopleSoft  seems  to  be 
listening  to  user  complaints  and 
is  starting  to  beef  up  its  support 
and  customer  service  staff.  It  is 


also  rolling  out  new  initiatives  to 
handle  customer  problems,  in¬ 
cluding  a  World  Wide  Web- 
based  system  for  logging  and 
tracking  user  complaints. 

“We  have  made  great  im¬ 
provements,  but  we  still  have  a 
way  to  go,”  said  PeopleSoft  CEO 
Dave  Duffield  in  his  keynote  ad¬ 
dress  to  10,000  attendees  at  the 


conference. 

Many  users  are  optimistic 
customer  service  will  improve. 

“[PeopleSoft]  has  told  the  us¬ 
ers  to  give  them  until  the  end  of 
this  year  or  beginning  of  next 
year  to  catch  up,”  Johnston  said. 
“Things  users  have  complained 
about  in  the  past,  PeopleSoft  has 
addressed.”  □ 


Going  global  with  updated  apps _ 

PeopleSoft  is  launching  a  full-scale  assault  on  international  mar¬ 
kets  and  toning  up  its  financial  applications  with  the  next  release 
of  its  applications  package. 

Due  next  spring,  PeopleSoft  7.5  was  previewed  last  week  at  the 
company’s  annual  user  group  conference. 

“With  Version  6.5,  PeopieSoft  released  multinational  functions,” 
said  Clare  Gillan,  an  analyst  at  International  Data  Corp.  in  Fra¬ 
mingham,  Mass.  “What  we  are  seeing  now  is  global  execution  on 
the  part  of  PeopleSoft  with  support  for  the  European  Union  and 
multinational  companies.” 

Next  year,  PeopleSoft  will  roll  out  new  features  and  applications 
that  include  the  following: 

■  Multilanguage  and  currency  support  in  its  distribution  and  man¬ 
ufacturing  module. 

■  Support  for  the  EU’s  unified  currency,  the  euro. 

■A  European  payroll  application  to  be  codeveloped  by  Automatic 
Data  Processing,  Inc.  in  Roseland,  N.J. 

■  An  activity-based  costing  financial  application  for  tracking  perfor¬ 
mance  indicators  such  as  profit  levels. 

■A  quality  control  application  for  manufacturing  processes. 

■  Demand  forecasting  software. 

■  AS/400  support  for  manufacturing  and  distribution  applications. 
■A  new  suite  of  treasury  management  software  that  includes 
cash-  and  risk-management  applications. 

■Stock  administration  software  for  employee  stock  purchasing 
and  option  plans.  —  Randy  Weston  . 


Warehouses 
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with  their  customers.  That  can 
include  electronic  mail,  letters, 
telephone  calls  and  written  com¬ 
ments  tacked  on  to  customer 
surveys. 

The  goal,  said  a  half-dozen  at¬ 
tendees  at  Gartner  Group,  Inc.’s 
CPP  ’97  conference  here  last 
week,  is  to  get  a  better  handle  on 
customer  likes  and  dislikes  so 
products  can  be  better  timed  to 
what  people  want.  That  should 
also  make  it  easier  to  identify 
and  retain  profitable  customers. 

“We  want  to  have  flags  pop 
up  if  we  have  a  customer  on  the 
line  who  is  profitable  and  might 
leave  so  our  sales  reps  can  make 
them  an  offer  on  the  spot,”  said 
Donald  Nimey  II,  a  quantitative 
analyst  at  First  Commerce  Corp. 
in  New  Orleans.  But  the  bank 
holding  company  also  wants  its 
salespeople  to  have  enough  data 
o  they  "aren't  just  making  deci¬ 


sions  off  the  tops  of  their 
heads,”  he  said. 

First  Commerce  is  working  to 
expand  its  marketing  database 
to  include  customer  informa¬ 
tion  culled  from  phone  calls. 
That  data  could  then  be  fed  to 
sales  representatives  and  ana¬ 
lyzed  by  the  marketing  depart¬ 
ment  to  help  predict  customer 
behavior,  Nimey  said. 

The  move  beyond  just  ware¬ 
housing  transactions  goes  hand 
in  hand  with  a  third  generation 
of  database  marketing  technol¬ 
ogy  (see  chart).  According  to 


Stamford,  Conn.-based  Gartner, 
only  a  fraction  of  the  Fortune 
1,000  has  built  such  systems, 
which  can  require  parallel  pro¬ 
cessors,  data  mining  software 
and  complex  middleware. 

For  example,  Schwab  is  pilot¬ 
ing  applications  that  will  let  its 
end  users  do  text-based  data 
mining  against  incoming  E- 
mail  messages  and  survey  com¬ 
ments  from  customers,  said 
Mary  Kelley,  vice  president  of 
database  and  relationship  mar¬ 
keting  at  the  San  Francisco- 
based  brokerage. 


The  mining  operation  should 
help  Schwab  separate  must- 
answer  messages  about  trading 
errors  from  less  urgent  back- 
pattings  and  requests  “that  we 
should  serve  coffee  in  our  lobby 
areas,”  Kelley  said.  And  Schwab 
hopes  analyzing  survey  com¬ 
ments  will  yield  useful  clues 
about  customers,  she  said. 

FOR  A  PRICE 

None  of  this  comes  cheap.  Kel¬ 
ley  said  Schwab  has  already 
spent  $650,000  on  its  market¬ 
ing  database  and  expects  the  in¬ 
vestment  to  climb  to  “several 
million  dollars”  as  it  switches  to 
relational  technology  and  hooks 
the  database  up  to  its  corporate 
data  warehouse. 

“But  we  need  to  be  fast  to 
market  and  responsive  to  our 
customers,”  she  said.  “That’s  al¬ 
most  the  cost  of  doing  business 
for  us.” 

Training  telemarketers  to  ac¬ 
curately  gather  information  is 
another  river  to  cross,  and  infor¬ 
mation  systems  managers  said 


privacy  concerns  could  also 
come  into  play.  But  for  competi¬ 
tion-crazed  companies,  the  po¬ 
tential  business  benefits  are  a 
powerful  lure. 

“There  are  a  huge  number  of 
mutual  funds  out  there,  and  you 
differentiate  yourself  in  part  by 
how  well  you  respond  to  your 
customers,”  said  an  IS  executive 
at  a  financial  services  firm  that 
plans  next  year  to  start  ware¬ 
housing  information  from 
phone  calls  and  other  contacts 
with  customers.  He  asked  not  to 
be  identified. 

Sears,  in  Hoffman  Estates, 
Ill.,  is  moving  the  same  way. 
“Every  time  a  customer  touches 
us,  we  want  to  know  not  only 
what  they  bought  but  any  kind 
of  information  that  would  help 
us  understand  them  better,” 
said  Gary  Leek,  systems  manag¬ 
er  for  Sears’  customer  data 
warehouse.  □ 


Sears  executive  details 
the  company's  data 
warehouse  upgrade.  Page  79 


Benefits  of  third-generation  database  marketing 

I  Improved  ability  to  find  and  keep  profitable  customers 

I  Lower  costs  stemming  from  better  targeting  of  marketing 
resources 

I  Ability  to  better  analyze  different  sales  channels 
I  Faster  feedback  on  success  of  marketing  campaigns 
I  Tighter  ties  of  customer  data  to  corporate  decision-making 

Source:  Gartner  Group,  Inc.,  Stamford,  Conn. 


-  •'  P° "■ ' •* K **  Pd|d  Framingham.  Mass  .  and  other  mailing  offices  Posted  under  Canadian  International  Publication  agreement  #0385697.  Computerworld  (ISSN  0010-4841)  is  published  weekly:  except  a  single  combined  issue  for  the  last  two  weeks  in  December  by 

”  '  ('lAerwotiJ.  Inr  500  Old  Connecticut  Path,  Box  9171,  Framingham,  Mass  01701*9171.  Copyright  1997  by  Computerworld,  Inc.  All  rights  reserved.  Computerworld  can  be  purchased  on  microfilm  and  microfiche  through  University  Microfilms  Inc.,  300  N.  Zeeb  Road,  Ann 
M  l>  48106  C  omputerworld  is  indexed  Back  issues,  if  available,  may  be  purchased  from  the  circulation  department.  Photocopy  rights:  permission  to  photocopy  for  internal  or  personal  use  is  granted  by  Computerworld.  Inc.  for  libraries  and  other  users  registered 
•  -  me  opynght  Clearance  Center  (CCC),  provided  that  the  base  fee  of  $3  per  copy  of  the  article,  plus  $.50  per  page  is  paid  directly  to  Copyright  Clearance  Center,  27  Congress  St.,  Salem,  Mass.  01970.  Reprints 
r  n  '  '  jm  i'M.  copies)  and  permission  to  reprint  may  be  purchased  from  Michelle  Oik,  Computerworld  Reprints,  c/o  Reprint  Services,  315  Fifth  Ave.  Northwest,  St.  Paul,  Minn.  55112,  (800)  217-7874.  Fax:  (612)  633- 
rv  'or  missmg  issues  will  be  honored  only  if  received  within  60  days  of  issue  date  Subscription  rates:  S3  a  copy:  U.S.  —  S48  a  year;  Canada  —  S110  a  year;  Central  &  So.  America  —  $150  (surface)  a  year; 

.  c  S295  a  year  all  other  countries  —  S295  a  year  Subscriptions  call  toll  free  (800)  552  4431.  POSTMASTER:  Send  Form  3579  (Change  of  Address)  to  Computerworld,  Box  2044,  Marion,  Ohio  43305. 


ABP  %  O 


(www.computerworld.com)  September  15,  1997  Computerworld 


COMMENTARY 


All  your  gadgets  soon  will  be  in  sync 

David  Coursey 


On  one  side  of  my  desk  sits  the  charger  for  my 
cellular  telephone.  On  the  other  is  the  docking 
cradle  for  my  Palm  Pilot.  If  I  need  to  make  a 
call,  I  order  up  the  number  from  the  Pilot  and  manually 
dial  it  into  the  cellular  phone. 


The  two  devices  can’t  share  informa¬ 
tion,  and  I’m  loath  to  enter  one  set  of 
numbers  into  each  of  the  dozen  or  so 
phone  books  that  my  devices  and  applica¬ 
tions  use. 

That’s  about  to  change.  A  technology 
convergence  is  afoot,  and  unless  it  gets 
hopelessly  off  track  or  Steve  Jobs  gets  in¬ 
volved,  a  variety  of  devices  soon  will  be 
able  to  share  calendaring,  scheduling 
and  directory  information.  That  major 
advance  should  push  group  calendaring 
and  personal  information  managers  into 
the  mainstream.  Here’s  a  preview: 

Synchronization  becomes  easy.  My 
friend  Philippe  Kahn  has  been  spending 
his  post-Borland  days  at  Starfish  Soft¬ 
ware  inventing  technology  for  keeping 
calendars  and  schedules  fully  synchro¬ 
nized.  The  True  Sync  system  uses  a  serv¬ 


er  in  which  all  manner 
of  devices  —  personal 
digital  assistants  (PDA), 
desktops,  phones  and 
cellular  phones  —  con¬ 
nect  to  exchange  infor¬ 
mation.  The  server  han¬ 
dles  conflicts  and  uses 
a  modular  architecture 
that  lets  it  support  new 
devices  as  they’re  devel¬ 
oped. 

Better  devices  emerge.  The  only  Win¬ 
dows  CE  device  worth  having  is  the  Phil¬ 
ips  Velo.  And  even  that  is  a  conditional 
endorsement.  Windows  CE  devices  are 
perhaps  the  best  PDAs  developed  so  far, 
with  the  possible  exception  of  anything 
from  Psion  —  but  that  isn't  saying  much. 
Microsoft  is  working  hard  to  improve 


this,  but  when  a  decent  and  affordable 
screen  will  appear  on  a  Windows  CE 
machine  remains  in  question. 

Early  next  year  should  bring  the  arrival 
of  the  Microsoft-based  “Pilot  killers,” 
code-named  Gryphon.  Those  will  be  in 
the  Pilot  functionality  and  size  class,  but 
the  “killer”  part  may  not  be  necessary. 
There  are  convincing  rumors  that  3Com 
doesn’t  want  to  be  in 
the  consumer  electron¬ 
ics  business  and  may 
either  sell  off  the  Pilot 
line  or  let  the  product 
run  its  course  without 
many  future  upgrades. 

The  rage  this  fall 
could  be  another  Phi¬ 
lippe  Kahn  develop¬ 
ment:  a  PC  Card  orga¬ 
nizer  being  sold 
by  Franklin  Electronic 
Publishing  under  Rolodex  Electronics. 
I’ve  done  a  day  of  consulting  with  the 
Franklin  people  on  this  product,  so  rath¬ 
er  than  take  my  word  for  it,  read  Walter 
Mossberg’s  recent  column  in  The  Wall 
Street  Journal.  He  was  lavish  in  his  praise. 

TCP/IP  cellular  phones  hit  the  market. 
How  would  the  world  be  different  if  every 


cellular  phone  or  other  wireless  device 
had  its  own  TCP/IP  address?  "Vastly 
different”  is  an  understatement.  Given 
TCP/IP,  all  those  devices  would  be  sitting 
on  the  network  —  even  while  in  sleep 
mode  —  immediately  able  to  share  infor¬ 
mation.  Applications  wouldn’t  have  to 
worry  about  the  pipeline,  just  what  lives 
behind  the  TCP  stack  at  the  other  end. 

Cellular  phones  and  wireless  gizmos 
also  are  getting  smarter.  My  hope  is  the 
hardware  OEMs  and  service  providers 
will  get  together  and  agree  on  some 
application  programming  interfaces  and 
operating  system  standards  so  third  par¬ 
ties  can  easily  build  applications  that  can 
live  on  those  ultrathin  clients. 

Those  developments,  along  with  oth¬ 
ers,  have  led  me  to  believe  my  personal 
information  manager,  PDA,  cellular 
phone,  pager  and  all  my  other  road  war¬ 
rior  tools  will  soon  be  able  to  remain  in 
lockstep. 

And  they’ll  be  much  more  useful  than 
what  I  have  in  my  briefcase  now.  □ 


Coursey,  an  analyst  and  consultant,  is 
editor  of ‘‘coursey.com,  ”  an  online  newsletter 
available  at  www.coursey.com.  His  E-mail 
address  is  david@coursey.com. 


The  21st-century  paradox 

David  Moschella 


Perhaps  the  thing  most  often  said  about  business 
in  the  next  century  is  that  we  will  enter  both  the 
Age  of  Information  and  the  Age  of  Asia.  Those 
slogans  for  the  next  millennium  are  repeated  so  often, 
they  are  often  taken  as  fact. 


But  think  about  it.  The  use  of  comput¬ 
ers  throughout  Asia  is  generally  far  be¬ 
hind  that  of  the  West,  so  how  can  both 
those  visions  be  true? 

That  thought  runs  through  my  mind 
as  I  watch  the  daily  drubbings  of  Asian 
currencies,  rising  regional  interest  rates 
and  stagnant  Pacific  stock  prices  —  espe¬ 
cially  in  Tokyo,  where  the  Nikkei  average 
is  less  than  half  what  it  was  in  1989. 

Remember  in  the  early  1990s  when 
American  business  was  being  pilloried 
worldwide,  and  the  corporate  book¬ 
shelves  were  stuffed  with  paeans  to  the 
superiority  of  Asian  —  especially  Japa¬ 
nese  —  business  ways?  You  couldn’t  pick 
up  a  magazine  without  seeing  yet  anoth¬ 
er  homage  to  quality  circles,  consensus 
management,  lifetime  employment  and 
keiretsu  business  ties. 

In  contrast,  U.S.  companies  were  de¬ 


scribed  as  greedy,  shortsighted  and  far 
too  preoccupied  with  Wall  Street. 
American  workers  were  dismissed  as 
sloppy,  undereducated 
and  disloyal.  Similarly, 
our  political  leaders 
were  mocked  for  their 
allegedly  mindless 
faith  in  the  free  mar¬ 
ket,  for  standing  by 
while  supposedly  bril¬ 
liant  Asian  bureau¬ 
crats  set  the  strategies 
for  the  final  Pacific  tri¬ 
umph.  That  mood  of 
fear  and  pessimism 
helped  elect  Bill  Clinton. 

Rarely  has  conventional  wisdom  been 
so  completely  wrong. 

In  sector  after  sector,  American  busi¬ 
ness  has  restored  its  competitiveness, 


and  the  U.S.  economy  has  become  the 
envy  of  the  world.  Why? 

There  are  many  factors,  but  the  use  of 
technology  ranks  high  on  just  about  ev¬ 
ery  serious  analyst’s  list.  By  almost  any 
statistical  measure,  the  use  of  computers 
in  the  U.S.  is  more  intensive  than  in  its 
economic  rivals.  Only  countries  with 
smaller  populations  —  such  as  Sweden, 
Denmark  and  Australia  —  can  compare. 

The  U.S.  has  been  the  most  computer¬ 
intensive  nation  since  the  beginning  of 
the  information  industry. 

Throughout  the  ’60s, 
'70s  and  ’80s,  that  rela¬ 
tively  heavy  investment 
seemed  to  have  little  cor¬ 
relation  with  economic 
competitiveness.  Some¬ 
thing  more  than  just 
spending  the  most  mon¬ 
ey  must  be  at  work. 

From  today’s  vantage, 
it’s  tempting  to  believe 
that  the  U.S.  edge  is  tied 
to  the  explosion  of  the 
World  Wide  Web.  But  serious  business 
use  of  the  Web  didn’t  begin  until  late 
1995,  we^  after  the  real  competitive  turn¬ 
around  had  begun. 

The  Web  seems  to  be  accelerating  U.S. 


gains,  but  it  clearly  didn’t  initiate  them. 
From  a  technology  perspective,  the  U.S.’s 
competitive  turnaround  ironically  is 
most  closely  correlated  with  that  now- 
passe  buzz  term:  client/server  comput¬ 
ing.  Corporate  electronic  mail,  group- 
ware,  LANs  and  relational  data- 
base-driven  computing  have  been  most 
closely  associated  with  the  higher  speed, 
focus  and  efficiency  that  characterize  the 
revitalization  of  so  many  industries. 

Evidence  suggests  that  sometime  in 
the  early  1990s,  decades  of  investment  in 
enterprise  computing  reached  a  critical 
mass  that  let  serious  organizational 
transformation  begin.  U.S.  business  has 
been  on  a  roll  ever  since,  while  most  of 
Asia  lags  three  to  five  years  behind.  If 
anything,  the  gap  is  getting  wider. 

Don’t  get  me  wrong.  With  more  than 
half  the  world’s  population,  Asia  will 
without  doubt  play  an  enormous  role  in 
the  world’s  21st-century  economy. 

But  as  of  right  now,  the  Age  of  Infor¬ 
mation  and  the  Age  of  Asia  remain  on 
very  separate  and  incompatible  tracks.  □ 

Moschella  is  an  author,  independent  consul¬ 
tant  and  weekly  columnist  for  Computer- 
world.  His  Internet  address  is  david _ 
moschella@cw.com. 
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IllSide  Lines 

NOISE  pollution _ 

Who  says  Microsoft  and  Netscape  can’t  agree  on  anything?  They 
both  apparently  like  the  acronym  NOISE,  which  stands  for  “Net¬ 
scape,  Oracle,  IBM,  Sun  and  Everyone  Else.”  During  a  strategy  pre¬ 
sentation  last  week  in  Mountain  View,  Calif.,  Netscape  co-founder 
Marc  Andreessen  noted  that  Microsoft  used  the  term  at  a  recent 
analyst  briefing.  “We  like  it.  We  decided  we’d  start  using  it  Wethink 
it’s  a  compliment,"  he  said.  Now  the  favorite  slide  in  Andreessen’s 
product  presentation  package  contains  the  phrase:  “NOISE  is  get¬ 
ting  loud;  partnership  to  advance  Java  and  CORBA.” 

Riddle  of  the  Sphinx  ship  date _ _ 

Microsoft  is  once  again  hedging  on  the  delivery  schedule  for  its  en¬ 
terprise-oriented  SQL  Server  7.0  database.  Code-named  Sphinx, 
the  database  originally  was  due  this  year  but  got  bumped  back  to 
the  first  half  of  next  year  several  months  ago.  Company  officials 
aren’t  ruling  out  shipments  by  the  middle  of  next  year,  but  they  said 
that  depends  on  how  smoothly  things  go  with  a  second  beta-test 
release  scheduled  for  the  first  quarter.  That  will  add  support  for 
Windows  95  and  parallel  querying  —  two  key  features  that  didn't 
make  the  first  beta  cut. 

Do  as  I  say,  not  as  I  do . . . _ 

M  icrosoft’s  lawyers  were  busy  last  week,  although  they  weren’t  ex¬ 
actly  consistent.  First,  Microsoft,  along  with  its  Wintel  buddies  In¬ 
tel,  Compaq  and  Digital,  asked  bitter  rival  Sun  Microsystems  to 
give  control  ofjava  to  an  international  standards  body.  The  vendors 
said  with  straight  faces  they’re  concerned  that  Sun,  which  devel¬ 
oped  and  owns  Java,  has  too  much  control  overthe  language.  Atthe 
same  time  Team  Wintel  was  urging  Sun  to  cede  control  of  its  most 
valuable  weapon  in  the  battle  against  Microsoft,  Bill  Cates’  legal 
beagles  were  cracking  down  on  third-party  vendors  that  used 
“Windows  NT”  or  “NT”  in  their  names  oron  their  Web  sites. 

We  gotta  get  out  of  this  place _ 

For  some  reason,  many  ofthe  vendors  that  had  hospitality  suites  at 
Gartner  Croup’s  CPP  ’97  conference  last  week  appeared  to  be  try¬ 
ing  their  darnedest  to  make  attendees  forget  everyone  was  in  Chi¬ 
cago.  Tandem  Computer’s  had  a  Mardi  Cras  theme;  NCR  promised 
a  virtual  trip  to  the  Kentucky  Derby;  and  Silicon  Graphics  and  Sie¬ 
mens  Nixdorfboth  went  with  West  Coast  motifs.  Only  Data  Gener¬ 
al  gave  the  Windy  City  its  due  by  serving  up  some  local  microbrews. 
Digital  Equ  ipment  and  Sybase  took  the  easy  way  out  by  not  ponying 
up  the  money  for  hospitality  suites  —  a  fact  they  were  no  doubt 
thrilled  to  seetrumpeted  on  the  list  ofwhattheir  rivals  were  offering 
to  parched  partygoers. 

Beta  cycles  for  bug  fixes _ 

Microsoft  has  begun  work  on  Service  Pack4forWindows  NT 4.0 — 
its  fourth  enhancement/bug  fix  package  for  the  operating  system 
in  the  past  nine  months.  In  January,  Microsoft  released  Service 
Pack  2,  which  created  more  bugs  than  it  solved  and  caused  major 
system  crashes.  Microsoft  now  is  puttingthe  packs  through  a  beta- 
test  cycle.  A  source  close  to  Microsoft  said  SP4  should  ship  by 
December.  “But  even  though  Microsoft  has  pledged  to  not  have  a 
repeat  of  the  SP2  debacle,  users  can  choose  the  uninstall  option  to 
roll  back  the  changes  in  case  they  encounter  any  bugs,”  the  source 
said. 


When  The  Sabre  Group  recently  signed  a  letter  of  intent  with 
US  Airways  for  a  multibillion-dollar  IT  outsourcing  arrange¬ 
ment,  the  company  sent  out  the  obligatory  press  release  her¬ 
alding  the  deal.  But  Sabre  may  have  gotten  a  tad  carried 
away  when  it  paraphrased  an  analyst  as  saying  that  the  agreement 
would  “possibly  hurdle  US  Airways  to  the  forefront  of  innovative  IT 
solutions."  We  think  they  meant  “hurtle."  If  you  have  properly 
spell-checked  news  tips  to  share,  send  them  to  news  editor  Patricia 
Keefeat  (5 08)  820-8T830rE-mailheratpatricia_keefe@cw.c0m. 


COMPUTING  TO  NEW  HEIGHTS 

The  fatal  flaw  of  laptop  computing  is  that  $5,000 
worth  of  hardware  can  slip  from  the  lap  to  the  floor. 
So  Rach,  Inc.  in  Ferndale,  Wash.,  developed  the 
Legtop  Podeum  Pro  carrying  case  that  converts 
into  a  leg-hugging  work  surface.  Legtop  computing 
is  made  secure  via  a  padded  leg  strap  and  flat  board 
that  connects  to  the  underside  of  the  laptop  PC 
with  Velcro.  The  case  and  strap-on  platform  cost 
$99.95.  The  platform  alone  costs  $49.95. 


Usenet  forums 

The  following  are  recent  Usenet 
newsgroup  discussion  threads 
found  on  the  Internet.  You  may  be 
able  to  pick  up  the  thread  by  enter¬ 
ing  keywords  at  the  search  engine 
www.dejanews.com. 

■  Expert  and  dummy  interfaces 
(comp.human-factors) 

■  Opinions  on  Microsoft  Trans¬ 
action  Server  (comp.client- 
server) 

■  Avoiding  bogus  encryption 
products  (comp.security) 

■  Working  conditions  and  pro¬ 
grammer  productivity 
(comp.human-factors) 

■  Report  on  an  18-month  study 
of  Lotus  Notes/Domino 
(comp.groupware) 

■  Frame  relay  vs.  I S  DN 
(comp.dcom.  frame-relay) 


The  Princess  and  the  PC 

It  was  just  a  matter  of  time:  Rhode  Island  Soft  Systems 
has  released  the  Princess  Diana  Tribute  Screen 
Saver,  available  for  download  for  free  from  www. 
screensaver.com.  The  2M-byte  Windows  screen  saver 
has  21  color  photographs  licensed  from  United  Press 
International.  The  screen  saver  was  created  using  the 
firm's  Ovation  Studio  Pro  Authoring  Tool,  a  multimedia 
development  product  to  be  released  later  this  year. 


Invite  Computer 
Associates’ 

Chairman  and 
CEO  Charles 
Wang  to  your 
next  dinner 
party,  and  he 
might  Just 
whip  up  a 
wok-full  of 
shrimp  for  at**m%fi** 
you.  Wang,  " 

an  enthu¬ 
siastic 
rook, has 
se«f-pub- 
’•shcd  Wok  Like 


i  Man,  an  easy-to-follow  cook 
: ;  >*  for  Chinese  stir-fry  fans.  The  book  is  sold  in 

employee  store  for  $30  ( $100  for  an  autographed  ver- 
un)  with  all  proceeds  going  to  the  Make  A  Wish  Foundation. 


Nobody  has  more 
Fortune  100  customers. 
Maybe  that’s  because 
we  don’t  lose  them  to 
deadly  viruses. 


Designed  for 


Attack  by  computer  viruses  is  the  number  one  security  threat  to  corporate  networks. 
And  the  number  one  choice  to  thwart  that  threat  is  McAfee.  Why  ?  Maybe  it's  because 
when  you  trust  your  network  to  us,  you  get  100%  virus  protection. 

BLOCKS  EVERY  POINT  OF  ENTRY 

Or  maybe  it's  because  McAfee  Total  Virus  Defense  (TVD) 

Suite  protects  your  network  at  all  points  of  entry — the 
client,  server  and  internet  gateway.  It  sniffs  out  viruses  and 

hostile  applets  on  their  way  in  from  the  internet  and  also _ _ 

protects  servers  and  PCs  inside  the  firewall.  And  by 

adding  bulletproof  client  and  server  encryption,  authen-  X/fcf  ELI  law 
tication  and  firewall  software,  TVD  keeps  the  wrong  people  away  from  your  data. 

PROTECTION  FROM  VIRUSES  THAT  DON'T  EVEN  EXIST  YET 

Or  maybe  it's  because  all  McAfee  anti-virus  products  include  support  from  AVERT, 
our  Anti-Virus  Emergency  Response  Team.  With  research  centers  worldwide,  you 
get  online  support  24  hours  a  day — plus  daily  virus  updates.  Also,  our  unique 

SecureCast  feature  automatically  pushes  updates  and  alerts  directly 
to  your  PC  to  protect  you  from  the  latest  virus  strains — like  the 
new  Office97  macro  viruses. 

*of  corporate  America.  Given  all  that,  it's  n  o  wonder  80%  of  the  Fortune  100  rely  on  McAfee 
for  network  security.  The  big  question,  though,  is  why  would  the  other  20%  go  with 
anyone  else ?  For  more  information,  call  1-800-332-9966,  department  324. 


Microsoft* 

WindowsNT" 

Windows'95 


McAfee 


Network  Security  &  Management 


BayStack’”  350  Autosense  Switch 


Product  Series  No  5. 


Adaptive 


S  Networking 


► 


• ;  ■  ■ 


The  answer  isn't 

WSm-yx-s  ■  ■  >-"  ■  ■  ' 

10  mbps  or  100  mbps 
It's  all  of  the  above. 


Adapt  to  it. 


BayStack  350T 


BayStack  350F 


BAYSTACK™  350  10/100  MBPS 
AUTOSENSE  SWITCH 


REASON  No.  1 


Every  port  automatically 
assigns  10  or  100  mbps 


REASON  No.  2 


Lowest  price  per  port* 


REASON  No.  3 


No  network 

reconfiguration  required 


REASON  No.  4 


Award  winning  performance 


Your  to  mbps  Ethernet  solution  was  so  good,  some  of  your  users  are 
already  clamoring  for  too  mbps.  That's  the  problem:  reconfiguring 
your  network  is  one  headache  you  don't  need.  Now  Bay  Networks 
Adaptive  Networking  has  the  keys  to  migration  without  migraines. 

The  BayStack  3go  Autosense  Switch  is  the  most  affordable  high 
performance  to/too  mbps  switch  you  can  buy.  But  more  important, 
its  autosense  feature  automatically  detects  whether  the  connected 
devices  are  to  or  too  mbps,  and  allocates  the  right  bandwidth. 

So,  simply  by  installing  the  BayStack  3go,  you  can  make  the 
migration  inexpensively,  effortlessly  and  on  your  own  schedule.  It's 
small,  available  in  both  copper  and  fiber  versions,  and  it’s  already 
won  awards  from  Network  Computing  and  LAN  Times. 

Go  from  to  mbps  to  too  mbps  at  your  own  speed.  Visit  our  Web  site 
at  www.baynetworks.comA)s3go/cw  or  call  us  at  t  -800-8-BAYNET  ext  3/\,3. 


*$249  per  port  -  US  list  price  for  BayStack  3$o.  as  of  August  1.  1997. 
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www.baynetworks.com/bs350/cw 
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